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VAGUUL 


WITH PEAK WATER CAPACITY 
280% OF RATING 


Automatically removes air and water from 
heating units, maintains a vacuum in the re- 
turns, and delivers condensate to the boiler 
































The new type Hoffman Vacuum Pump on official test 
performed as follows: When started cold, the air capac- 
ity was 300% of rating. When air was exhausted and 
the flood of initial condensate 
reached the pump, it was re- 
moved at the astounding speed 
of 280% of rated capacity. 
At 160° water temperature 
and 6” vacuum, pump capacity 
was 100% for simultaneous 
removal of air and water. Note 
the simultaneous performance! 
At 195° water temperature 
and 3” vacuum, the pump dis- 
charged 83% of rated capacity 
in air and 100% in water. 
These Hoffman _perform- 
ance figures defy comparison. 
Remember, too, that all this 
super-efficiency is available at 
lower maintenance cost due 
to the featured Hoffman Jet- 
Type Vacuum Producer. 


CAPACITIES: From 2,500 to 100,000 sq. ft. EDR. 
DISCHARGE PRESSURES: From 20 Ibs. to 60 Ibs. per sq. in. 


Bronze fitted throughout ® Enclosed, precision balanced bronze impeller 
Renewable bronze wearing ring ® Split bronze packing gland ® Stainless steel 
impeller hub ® Impeller has top suction inlet—eliminates air or vapor binding 

Rigid motor support, very quiet ® Easily handles 200°F condensate. 

Write today for Cat. No. VP 853, no obligation. 
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ready market 


for VOGEL frost-proof closets and hydrants 


The original patented frost-proof closets and hydrants 
sold exclusively to wholesalers for nearly a half century. 






VOGEL PATENTED 
VACUUM BREAKER 


BALL CHECK WASTE 


= 


FROST-PROOF CLOSETS 


The Vogel Number 15 Frost-Proof closet with 
vitreous china bowl illustrated above is a great 
convenience installed in an outbuilding or on 
the rear porch of a residence. The number 15 
is a neat durable outfit plus a real water saver. 
No mechanism in tank to get out of order. 





eG Be € TF S 


Over 1,000,000 installed .. . 
and not one has ever frozen, 
your guarantee of perfect per- 


formance. 










The handle in this posi- 
tion shows at a glance 
that the water is pos- 
itively shut off and 
is your guarantee 
against leakage and 
freezing. 





FROST-PROOF HYDRANTS 


A big market for Vogel frost-proof hydrants 
exists on farms, in dairies, garages, service 
stations, industrial plants or any place where 
running water is needed at all times of the 
year. It provides real, positive year ‘round 
fire protection even in coldest weather. 


JOSEPH A. VOGEL COMPANY 


Wilmington 99, Delaware 
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Yy EASY TO STOCK — individually packaged; NO CRACKING, NO CHIPPING — glass 
: a. | stack to save floor space. e hard surface withstands hardest usage. 
; 2 GS OCS. ABE ia Rito aki: Sap sae ASE a1 Read ETS OH « ’ 

. EASY TO HANDLE— in the warehouse and FOOT-GRIP, NO-SLIP FLOOR — provides 

- 135 | on the job, one man does it! sute-footed comfort and safety. 
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. 138 EASY TO INSTALL — jusc place it over drain ) EASY TO KEEP CLEAN and sanitary; no 
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) a top and underside — it won't rust! overflow. 











a : THEY ADD UP TO MORE PROFIT For- You 





12 
pe You save time... save labor... cut costs when you install Weisway | 
184 guaranteed Cabinet Showers, with vitreous porcelain receptors. Galvanized, 
34 Bonderized steel walls with two separately baked-on coats of enamel—go together 
a quickly with pressure-tight corners, to make a leak-proof, rattle-proof job. 
ed Weisway installations assure customer satisfaction, avoid costly call-backs; ji 
52 protect your profits. Weisways are sold exclusively through established 
36 plumbing channels. Order from your jobber. 
68 
43 HENRY WEIS MANUFACTURING CO., INC. || 
304 Weisway Building, Elkhart, Indiana | 
Swanson, | 
werter. # 
id St., 17; 
foe, Cali Ej, SW, CABINET 
SHOWERS 














WHY IT’S EASIER TO SELL 
CRANE 


Crane plumbing fixtures are easier to sell because 


your customers know their good reputation. 


And they are easier to sell because, along with 
known quality, Crane fixtures offer the most 
advanced styling, the widest array of fine colors, 


exclusive features that cannot be had with other 





makes, and a wide range of prices your customers 
Exclusive! In Crane Dial-ese controls you have a 


sales-clinching feature found on no other make of 
can afford to pay: plumbing. See that every prospect knows about 


Dial-ese. It means more business for you. 


Feature fixtures shown in Crane’s national advertising 


To show your customers an example of how Crane leads —_ appear in the national magazines that have the greatest 
in styling, this dramatic close-up picture of the Diana selling power with your prospects: The Saturday Eve: 


lavatory forms the main illustration for one of Crane’s _ ning Post, Better Homes & Gardens, House Beautiful, 

full-page advertisements in current national magazines. The American Home, Household, Sunset... and farm 
Make this national advertising do a local selling job | magazines from coast to coast. 

for you by featuring a Crane lavatory in your windows, 


by putting up new Crane wall posters, and by featuring c RA N FE f O. 


Crane in your own local advertising. 
: 8 GENERAL OFFICES: 836 SOUTH MICHIGAN AVENUE, CHICAGO 5 


All through 1954, Crane advertising will continue to = VALVES ¢ FITTINGS ¢ PIPE © PLUMBING AND HEATING 
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“ ROBERTSHAW-GRAYSON UNITROL 


You get added saleability and your customers 
get top operating performance with automatic 
water heaters equipped with UNITROL. 


Robertshaw-Grayson’s extensive national ad- 
vertising has educated your prospects to accept 
the fact that the performance of a water heater 
depends upon the Control’s performance...and 
that when the heater they buy is Robertshaw- 
Grayson controlled, they get the very best in 
quality performance. 


Q fost the ential 
“that baby you ool 








Mechanically, Unitrol A is the finest water 
heater control of its kind. It’s a completely in- 
tegrated unit with main gas cock, thermo-mag- 
netic 100% safety pilot, snap-action thermostat, 
pilot adjustment valve — all contained in one 
beautifully designed and machined housing. 


Large pilot filter — all parts removable from 
front—removable without breaking water con- 
nections — water leaks cannot enter gas line, 
and vice versa — all parts impervious to gases 
and immune to corrosion. 


March, 1°54 





Kohertshow Fulton 


CONTROLS COMPANY 


@ ROBERTSHAW THERMOSTAT DIVISION, Youngwood, Pennsylvania 
GRAYSON CONTROLS DIVISION, Lynwood, California 


Marc 
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Cc’ 
sis dishwashing time in halt! 


LEADS THE WAY! 


The sales records prove it! When 
plumbers promote DISH-WHIZ they 
profit. Every new home being built, 
every old home needing remodeling... 
is a prospect...for every housewife 
wants dishwashing made easy. Here 
is the opportunity to enjoy the luxury 
of a dishwasher at a fraction of the 
cost of most other types. 

Newspaper and magazine advertise- 
ments are telling your customers all 
about DISH-WHIZ! Make sure you 
stock this SALES-WHIZ...then dis- 
play it, promote it...and join the 
parade of profits. 


PRICE PFISTER MAKES IT EASY 
TO PROMOTE DISH-WHIZ! 











Advertising 
Mats 





3011 HUMBOLDT STREET 
LOS ANGELES 31, CALIFORNIA 
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Uou...for the first time Sa OMT 
ADAPTER UNITS 


for converting standard tees 
into BALANCING VALVES 






MAID-O’-MIST offers you a low cost unit for 
making up your own balancing valves. They are 
designed for the job of balancing hot water 
heating systems ... easy to install... and priced 
much lower than square head cocks or other 
types of shut-off valves. These Adapter Units 
are quickly soldered or sweat fitted into regular 
copper or bronze tees, or threaded into cast iron 
tees. Inserted in side outlet of tee of the same 
pipe size to complete an efficient Balancing Valve 
for all types of forced circulation and hot water 
heating systems. Simple balancing adjustment 
requires only a screwdriver. Precision made of 
brass and monel metals with packed stem con- 





Phantom view above shows a No. 14 
one-inch Adapter Unit inserted in a copper ° 
tee ready for balancing. Brass butterfly struction. 
is adjustable to te for any differ- 

ence in the height of the tee sleeve. 














FULL FREE FLOW OF WATER THROUGH THE TEE 


Since there is no inside reduction of pipe diameter, there 
is no water restriction except for the balancing required. 
This advantage plus low cost permits the use of additional 
balancing in a hot water system without preliminary plan- 
ning. The line drawings shown below illustrate positions 
on various heating systems where additional balancing 
can be used to advantage. Maid-O’-Mist Adapter Units 
are available in the sizes shown at left. 


No. 14 

for copper and 
bronze tees. 
Nominal pipe sizes 


%”, Y”, %,”, 1” 


No. 15 e 

for cast iron 
tees. Sizes 2”, 
%”, 17, 1%" 
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VENT 


BALANCING 
VALVE UNIT 


sO ? avuTo- itt 


See 
g. 
; TO BOILER 
BALANCING 


VALVE UNIT 








Srpmeate 
VALYE UNIT 


For return header For radiant header For baseboard radiators For convector radiators 


Prices and details from vour jobber, or write direct to 








AUTOMATIC HUMIDIFIERS ..... AUTO-VENTS 
WATER LINE CONTROLS . HEATING SPECIALTIES 


MAD-OMISTinc MAID -©’: MAIST,Inc. 


HEATING SPECIALT 
os 3217 NORTH PULASKI ROAD . CHICAGO 4i, ILL. 
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CALORIC 


DOUBLE-DUTY AUTOMATIC 


GAS DISPOSER | 


FOR GARBAGE AND TRASH 








nit for 

ley are ODORLESS...SMOKELESS! 
water 

priced The new Caloric Double-Duty Automatic Gas Dis- 
tre poser puts an end to messy, smelly, unsanitary 

‘A hy garbage cans. And to all the flies, cleaning, scouring 

Units oe and other problems involved. 

egular J The housewife just wraps garbage, drops it in the 

st iron disposer. Caloric and gas do the rest! 

: ane The Caloric Disposer gets rid of trash, newspapers, 

Maine magazines, paper cartons, old shoes and clothes, 

| ‘ bones, eggshells, flowers, anything and everything 
water ...except glass or metal. 

stment Operates for just pennies a day. 


No water or sewage connections required! 

Install Caloric Disposers in garage, cellar, utility 
room, kitchen...or wherever a suitable flue is 
available. 


ade of 
n con- 


EXCLUSIVE CALORIC FEATURES 
CALOR-A-TRED . . . Step on the Calor-A-Tred pedal. Up 


E TEE 











K there goes the loading door. Even with both arms full, it’s easy 

uired and convenient to load. 

itional CALOR-A-SET . . . Calor-A-Set Control at ‘“‘normal”’ de- 
hydrates any load. ‘‘Wet”’ is for dehydration of extra wet 

4 plan- vegetables or fruit refuse. ““Dry”’ is the perfect setting for 

sitions gift wrappings, newspapers, etc. 

ancin EXTRA-LARGE LOADING DOOR... Permits easy loading 

8 of large, bulky packages, cartons or bags. 
Units 





MODERN STYLING... Beautiful Nupon finish in white or 
grey with black base and black porcelain enamel top gives 
Caloric disposer a handsome appearance, outstanding 
among modern appliances. 


GLASS-LINED ... Dehydration chamber is finished with 
high-temperature vitreous enamel, specially developed 
for exhausts of jet aircraft. This protection is found in no 
other disposer. 














a Wp 
TONGS 
APPROVED BY AMERICAN GAS ASSOCIATION TESTING LABORATORIES “By: <4 = 





CALORIC STOVE CORPORATION, 
TOPTON, PA. 


Please send me complete data on the new Caloric Double- 
Duty Automatic Gas Disposer for garbage and trash. 





radiators ® 


CALORIC STOVE CORPORATION 
TOPTON, PA. 


2 mee oD 








NAME | 








ADDRESS i 


CITY. ZONE STATE 
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Ranges Built-in Range Units 
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M-H Teams Up With Lakers 


Civic pride and promotional flair 
have prompted Minneapolis-Hon- 
eywell to film the inside story of 
what some sport experts consider 
the world’s finest basketball team 
—the Minneapolis Lakers. 

A 32-minute, 16 mm. sound mo- 
tion picture, “Meet the Champs,” 
starring basketball’s top player, 
George Mikan, is being made avail- 
able for showing to youth groups 
and similar organizations through 
the firm’s branch offices. 


Big Oil Heating Year 


R. H. L. Becker, managing direc- 
tor of the Oil-Heat Institute, told 
Domestic ENGINEERING last month 
that 1953 was the third biggest year 
in the history of the industry. 

Shipments of domestic automatic 
oil heating equipment in 1953 ex- 
ceeded 800,000 burners and units, 
an increase of eight percent over 
1952. Paul Addams, president of 


the Institute, said that 1954 can be 
as big a year. He added, however, 
that it is definitely a year for more 
intensive selling by contractors— 
a year that will separate the “stal- 
lers” from the installers. 


Payment in Kind 


United States industry is revers- 
ing that familiar weather bureau 
phrase ... “cooler weather is mov- 
ing southward from Canada.” 

Nowadays, cooler weather is 
moving northward into Canada. 
The turnabout comes from activity 
in the air conditioning industry 
which shipped 7,024 room units 
north of the border in the first 10 
months of 1953. 

That’s a 1,143 percent increase 
over 1952, according to the Air 
Conditioning and _ Refrigeration 
Institute. 


Grapefruit League Notes 


The Milwaukee County Stadium 
promises to be a hot spot in National 





INDUSTRY LEADERS were invited by Crane Co. to fly in one of the company’s 
planes to attend the I-B-R convention held in Absecon, N. J. The group is shown 
here at a stopover in Johnstown, Pa. Reading from left to right are: Al Eager, 
Crane Co. pilot; C. M. Baumgardner, National Radiator; M. W. McRae, Crane 
Co.; H. B. Carbon, Bastian-Morley; Paul Wheeler, Crane Co. co-pilot; F. G. 
Johnson, Bastain-Morley; Nils Swanson, McDonnell & Miller: A. RB. Meeg, Bell 
& Gessett; E. N. McDonnell, McDonnell & Miller; G. L. Erwin, Jr., Crane Co. 
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League baseball with the sopho- 
more Braves whooping it up for a 
pennant. And those Braves won’t 

get chilled in their locker rooms or 
showers this year—thanks to the 
L. J. Mueller Furnace Co. 

The Milwaukee company has 
furnished gas water heaters for 
showers and gas boilers to heat 
dressing rooms, the commissary 
and offices. Gas unit heaters main- 
tain even temperatures in public 
restrooms. 

Now all Manager Cholly Grimm 
has to do is keep his pitching staff 
out of those delightful showers. 


Needed: Better P. R. 


Recently Bill Sebera, San An- 
tonio plumbing contractor, went 
into an artist’s studio to see about a 
little advertising he was planning. 

“Can you 
draw a plumb- 
ing contrac- 
tor?” Bill asked 
the artist. He 
said he sure 
could and the i: 
result was the bearded, cigar- 
smoking character in dirty overalls 
shown here. Unfortunately, the ar- 
tist is not alone in his impression of 
what a plumbing contractor looks 
like, Bill believes. 

“It just goes to show you what a 
tremendous job we have cut out for 
ourselves in the field of public re- 
lations,” says Bill. “We still have a 
long way to go in educating the 
public about ourselves and our in- 
dustry.” Bill is also president of 
the Texas association. 





An Insatiable Market 


In an article in its February issue, 
Fortune magazine states: “The fact 
is that the housing market—barring 
war or depression—now holds 
promise of providing the great U.S. 
‘growth situation’ of the 1950's.” 

Homebuilding is the only one of 
the nation’s four largest markets 
(the others are food, clothing and 
autos) that today has strong poten- 
tialities for growing faster than the 
economy as a Whole, Fortune says. 

It is now close to a $20 billion 
market and promises to become 
larger still. And—because new 
houses mean new appliances, new 
plumbing and heating, new schools, 

(Please turn to top of page 16) 
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Mayo Clinic: 


New Diagnostic Building gets same “prescription” 
as 1929 main building: Eljer fixtures! 


ypho- 
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gar- Etats papenener: 
rells ‘company, St. Paul 
CONTRACTOR: 
> ar- O. A. Stocke Co., Rochester 
ym of PLumMBING CONTRACTOR: 
The Sanitary Co., Rochester 
ooks Location: Rochester, Minn. 
lat a 
t for 
_— The Mayo Clinic’s main building, completed in 1929, was 
vea equipped throughout with Eljer plumbing fixtures. 
the Now, the same “prescription”’ has been given the new Diag- 
‘ in- nostic Building—a strong testimonial to the quality and dura- 
t of bility of Eljer fixtures. 
There are two other big reasons for considering Eljer first: 
i.) rm ve strenuous program of design and —— in 
specialized institutional plumbing fixtures—for hospitals, 
hotels, schools, prisons, and other public buildings. Eljer has a 
sue, long and notable record of supplying materials in such fields. 
fact 2.) Eljer offers the builder, architect, and plumbing contractor 
ring a full, wide selection of cast-iron, steel, and vitreous-china 
olds fixtures, and of high quality brass fittings for specialized insti- 
US tutional and commercial tasks. You can specify all four from 
ro just one source, ELJER. 
n of For the facts on Eljer advantages see your Eljer distributor, or 
won write Eljer Co., Box 192, Ford City, Pa. 
and | 
=" * snacepenacaton 
ays. li} 
on NUL’ ELJER ! 
ome it 
me PLUMBING FIXTURES : | 
A SUGSTOIARY OF THE CORPORATION OF AMERICA 
<n FOR NEW MAYO BUILDING 
OLS, 
The only name you need to know in plumbing fixtures 
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Ne. 502 


| Gunnin 
HAMMOND 












VALVES 


_, «for iron pipe ond 
copper tubing 


fn 909 ws Steam and Hot Water Radiator 
” Nalves ond Union Elbows 
® 
Cireutatot Valves, Balancing 
Elbows and Fittings 
* 





No. 1000 


Globe, Angle, stop & Waste 
and Stop Valves 
. 


Gate Valves 
« 
Check Valves 

* 


Boiler Droin Faucets, 
sill Faucets 





Ne. 105 
Ne. 108 
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is something 


ALWAYS 
missing? 


(to cut your profit) 
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...then switch to the one line that meets every selling need | 


* ® 
EXAMPLE No. I: Not having the right 4 
equipment to offer will never cause you to 
lose a sale when you handle Bryant. It’s the . 


most complete line in the industry—offering you 
up to 114 separate sales opportunities in the 
broad range of types and sizes available in 
Bryant heating, cooling and water heating 
equipment. Gas furnaces, oil furnaces, con- 1. 
version burners, boilers, air conditioners, &: Qiaiiy products—Competttively priced 
water heaters, space heaters and unit heaters 3. Established name—Good customer acceptance 
—here is everything you need to meet any 4, Broad, attractive profit margins 

5. 
6 





AIR CONDITIONING 


JWATER HEATING | 
| 


The most complete line in the industry 


HEATING 


prospect’s requirement — profitably. . Local Distributor warehousing and service 


Your nearby Bryant Distributor has com- . Factory district representatives and traveling 
sales training and service teams 


plete details, It will pay you to call him today. ‘ 
Bryant Heater Div., Affiliated Gos Equipment, Inc., 17825 St. Clair Ave., Cleveland 10, Ohio 




















IT STARTED WITH A BANG 
New York City—Domestic EN- 


GINEERING certainly started the new 
year off with a bang. I enjoyed 
every minute in reading the many 
interesting features in your Janu- 
ary issue and I'll bet your other 
readers were just as pleased as I. 
Puiturr J. SPINELLI 


HE BOUGHT A DIGGER 

Newark, N. J.—In your Octo- 
ber issue (p.106) you had a very 
fine story entitled “He Bought a 
Digger,” which detailed the expe- 
rience of George Riggs, a Trenton, 
N. J. plumbing and heating con- 
tractor who earned $12,500 in one 
year from his digging operations. 

Since this article points up very 
well the earning possibilities for 
contractors who purchase power 
machines, we would like permis- 
sion to reprint the article. 

Frank T. ConcANNON 

New Jersey Contractor 
@ Permission granted. Reprints are 
also available from Domestic Engi- 
neering. Readers can obtain full in- 
formation by writing the Editor, 1801 
Prairie Ave., Chicago 16. 


THOROUGHLY ENJOYS IT 
Chicago—I am a regular sub- 
scriber to your magazine, and 
thoroughly enjoy the many inter- 
esting articles in it which have 
been of much value to me. 
HENRY TREGNER 


WHY MY SYSTEM WORKS 

Flint, Mich.—I have just finished 
reading the article “How I Figure 
Estimates and Why My System 
Works” (p. 96, January) and am 
pleased to note that Mr. Shafer 
and myself are thinking much 
along the same lines. 

I particularly like the system of 
markup that Mr. Shafer uses (50 
percent on labor, 40 percent on 
rough materials and 10 percent on 


fixtures). Some years ago I came 
to the realization that a contractor 
must use different markups, de- 
pendent, of course, on the type of 
work involved. This point is 
stressed very nicely in the article. 

I note also that Mr. Shafer is 
strong on the subject of overhead, 
and rightly so. If there is anything 
that should be emphasized over 
and over again, it is the subject of 
overhead. 

I hope his article will be read 
end studied by every contractor. 

JOHN WILLIAMS 

e Mr. Williams is the author of the 
series on estimating now appearing in 
Domestic Engineering. His article dis- 
cussing the very important subject of 
overhead begins on page 130. 


OLD ISSUES NEVER DIE... 

Sharon, Vt.—In looking back 
through some of my old issues of 
Domestic ENGINEERING I came 
upon a cartoon I believe I can use 
in a new advertising plan. 

The cartoon appeared on page 
227 of your May, 1953 issue (see 


—— 








es EBittcieses.. 0 
“It looks a lot better when you think 
of the 10 bucks we saved!” 
cut). I would like to reprint this 
cartoon and change the caption to 
read “It looks a lot better when 
(Please turn to top of page 18) 
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Between Ourselves 
(Continued from page 12) 
stores and hospitals—homebuilding 
is bound to play a portentous role in 
keeping the plumbing, heating, air 
conditioning and appliance industry 

prosperous. 


Wins Speech Contest 


Eugene Tepper, co-partner in the 
Tepper Plumbing & Heating Com- 
pany of Denver, is a much sought- 
after public speaker since he won 
the Columbine Toastmaster’s Club 
contest early this year. 

The Denver contractor does not 
confine his speech making to the 
Toastmaster’s Club, however. He’s 
also active in addressing civic, 
school and church groups on 
plumbing and heating subjects, 
making effective use of materials 
received from Domestic ENGINEER- 
ING (see p. 18, June, 1953). 


"It's Better to Give..." 

The plumbing and heating indus- 
try recently received a thank you 
note from George Landon, a fresh- 
man at Western Illinois State Col- 
lege at Macomb, II. 

George tells the plumbing and 
heating industry—“Through your 
generosity and willingness to give 
up your Christmas gifts I was able 
to obtain a scholarship for college.” 

The four-year scholarship George 
speaks of was established by Amer- 
ican Sanitary Mfg. Co. of Abingdon, 
Ill., with money the company wou!d 
have used to buy gifts for its cus- 
tomers at Christmas time. The 
“Christmas Scholarships” will be 
awarded a deserving student each 
year by an impartial committee on 
behalf of the industry. 


New Life for Old Bathrooms 
An article entitled “Bathroom to 


Whistle About” appears in the 
February issue of Better Homes 
and Gardens. The story tells what 
a Riverside, Ill. couple did to 
breathe new life and beauty into an 
aged and inadequate bathroom. 
Facts and photos for the feature 
were supplied by the Plumbing and 
Heating Industries Bureau which 
reports that reprints are now avail- 
able as mailing pieces for contrac- 
tors to help stimulate bathroom 
remodeling locally. END 
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(Continued from page 16) 


you keep thinking of the ten bucks 
you saved ... but you'd still bet- 
ter call me.” My name and tele- 
phone number would -be printed 
underneath. 

I'd like your permission to use 
the cartoon and also your opinion 
of this mailing piece. 

Howarp M. Srmonps 


e@ Permission granted. Sounds like an 
excellent idea. 


DISHWASHER INSTALLATIONS 
Louisville, Ky.—We believe that 


your article on dishwasher and dis- 
poser installation methods (Decem- 
ber issue, page 91), would be of 
interest to members of our staff, 
and would therefore appreciate re- 
ceiving several reprints of it. 
W. G. LANDWIER 

American-Standard 


RETURN TO BAY CITY 
Lansing, Mich.—Can you tell us 


anything more now about the out- 
come of the Bay City Story, the 
survey originally reported in your 
November, 1952 issue? 

We are particularly interested in 
any check-back analysis you may 
have made, in view of the incentive 
this must have been to distributors 
and dealers there. 

Rosert J. Byers 
Michigan Dept. of Economic 
Development 


e Complete facts are being sent to 
Mr. Byers. Among other things, the 
return to Bay City revealed that city 
officials, contractors, wholesalers, busi- 
ness leaders, health officials and others 
were enthusiastic over benefits which 
came to Bay City in the way of in- 
creased business, improved property 
values, a halt to the spread of blight, 
etc., as a result of the original survey 
and modernization week. 


WANTS TO GET STARTED 
Chicago—Your militant cam- 
paign to increase interest and 
effort on the part of manufacturers, 
wholesalers and contractors to en- 
gage in an intensive remodeling 

program is most commendable. 
It should benefit the three 
groups listed above as well as our 


entire national economy. 

Please send us one of your Re- 
modeling Sales Kits as soon as 
possible. We would like to have 
our salesmen take it around with 
them in an effort to have our 
customers order kits for them- 
selves and get started in this pro- 
motional effort. 

R. J. Lorenz 
Chicago Furnace Supply Co. 


A NEW MARKET 

St. Catharines, Ontario—Please 
send us your Remodeling Sales 
Kit as soon as possible. 

We are very appreciative of the 
service you are rendering the 
plumbing and heating trade in 
North America by your many fine 
articles and suggestions. As a re- 
sult of reading your remodeling 
articles thoroughly, a new market 
has opened for our organization. 

Since many of your ideas have 
worked successfully for us in the 
past, we are certain the sales kit 
will be equally helpful. 

Wo. C. McKay 
e@ The Remodeling Sales Kit, which 
contains 240 pieces of modernization 
promotion, is available from Domestic 
Engineering for $15.00, less than cost. 


Address requests to the Editor, 1801 
Prairie Ave., Chicago 16. 


THE CUSTOMERS POURED IN 

Toledo, Ohio—We thought you 
would like to know how much we 
enjoyed the Christmas cover on 
the December issue. 

In fact, we had a big blow-up 
made for display in our showroom 


window to help passersby get into 
the Christmas spirit (see cut). 
Around Christmas time the cus- 
tomers were really pouring in. 
FRANKLIN R. STarK 


(Please turn to top of page 23) 
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So They Say... 


President Eisenhower, in ad- 
dressing Congress on his housing 
program (see p. 114): 

“The building of new homes 

provides only a partial solution 

to our housing problem . . . 19 

million of our existing homes 

are more than 30 years old. We 
must encourage the conserva- 
tion and improvement of these 
homes for the important con- 
tribution this can make to the 
raising of housing standards.” 


xk 


R. K. Wark, Jr., Houston, owner 
of the Village Plumbing Co., talk- 
ing to a Domestic ENGINEERING field 
reporter: 

“I spend about $500 per month 

on advertising, having decided 

long ago that this is one thing 

you can’t do just by sticking a 

couple of toes in the water to 

test the temperature. You have 
to jump in all the way.” 
xk 


Leo M. Cherne, executive di- 
rector of the Research Institute of 
America, in a speech before the 
Sales Executive Club of Chicago: 

“Prophets of depression in 1954 

need new crystal balls . . . ‘in 

fact, I think 1954 is the year of 
the confused prophecy. As for 

a repetition of 1929, this isn’t it 

. . any depression like that in 

1929 is not merely virtually im- 

possible; it is impossible in my 

judgment.” 
x &=.& 


George Underwood, executive 
secretary of The American Insti- 
tute, in a talk before the Plumbing 
and Heating Wholesalers of New 
England: 

“Good salesmanship is needed 

more today than at any time in 

the past 20 years. There are 
thousands of salesmen who 

need additional training .. . 

over one-third of them have 

never felt the whiplash of com- 
petitive conditions.” 


xx 


Send your favorite quotes to the 
editor. Domestic Engineering will 
pay $2.00 for each one published in 
this column. END 





THE BEST ALWAYS COST LESS 













SEATS WITH COVERS 


IN ALL COLORS 
For Regular Bowl 


of leading fixture 
manufacturers 


No. 440 — Closed Front 
No. 460 — Open Front 





For true economy, recommend EXCELLO 
— a moderately priced quality seat and cover 
ot plastics molded solid all the way 
through. Tough, resilient and waterproof, 


its lustrous alkyd resin finish comes AUN 
.,.. —aae 


in all colors of leading fixture manufacturers. 


C. F. CHURCH MFG. CO., HOLYOKE, MASS. 


Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION a 


- 





— —— 


ving Rime and industry: AMERICAN-STANDARD + AMERICAN BLOWER + CHURCH SEATS & WALL TILE + DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 














Grabler Standard and AAR Malle- 
able Pipe Fittings include a wide 


range of sizes in all types. 


The Grabler line of Rapid-Seal 
Copper Tube Fittings is complete 


Sie me tg 


“exe 





ay 





GRABLER| | 


PIPE FITTINGS 
give nrelieg from Lime- wasting grief 


OU GET IMPORTANT time-cost savings with Grabler Package-Protected 
Fittings—savings of journeymen’s time and effort—savings on handling 
costs in the shop and on the job—savings through relief from time-wasting 
grief at every pipe connection. Package-protected against rust, dirt and 
damage, every Grabler Square “Gee” Fitting is clean and ready to use. 
Packaging reduces handling costs noticeably and greatly simplifies 
maintenance of inventory. Get all the savings offered by Grabler 
Square “Gee” Pipe Fittings—order 
Grabler Square “Gee” Package- 
Protected Pipe Fittings from 
your wholesaler. 


tHE GRABLER MANUFACTURING CO. 
6565 Broadway °* Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: 
Malleable Fittings * AAR Fittings * Unions 
* Rail Fittings * Cast Iron Steam Fittings * 
Cast Iron Drainage Fittings * Patented 
Drainage Fittings * Copper Tube Solder- 
Joint Fittings * Cast Brass Solder-Joint Drain- 
age Fittings * Steel Pipe Nipples * Hangers 


| WAREHOUSES: New York * Philadelphia * Atlanta * Pittsburgh * Cincinnati * New Orleans 
Dallas * Chicago * St. Lovis * Minneapolis * Denver * San Francisco * Los Angeles 
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BIG INSTALLATIONS 


of large domestic hot 
water storage tanks Me he dab NN a ee 


8 FEET 40 FEET 
IN DIAMETER <— LONG —> 


| 10,000 GALLON CAPACITY 
STORAGE TANK WITH 4 EXTRA TAPS 


(ies. 


RHODE ISLAND PLAZA APARTMENTS 
WASHINGTON, D.C. 
In this typical large installation, 
10,000 gals. of domestic hot water 
are controlled by four of Watts No. 
340 pilot operated T & P relief 
valves to prevent excessive pressure conditions— 
and more important—dangerous excessive tem- 
perature conditions. A combined total of more 
than 12,000,000 Btu/Hr. discharge capacity 
(ample for this job) is provided. No. 340 design 
includes Watts powerful new thermostat in the f 
pilot valve which serves to actuate the large My 
capacity diaphragm relief valve. Tested capacity 
of No. 340 is 3,000,000 Btu/Hr— inlet size 112” 
N.P.T. Only relief valve of its type available. 


MILLS, PETTICORD AND MILLS, JR., ARCHITECTS AND ENGINEERS 


TOR COMPANY sawrence, MASSACHUSETTS. | 


Qutomatic 


* TEMPERATURE and PRESSURE REGULATING SAFETY DEVICES + 
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“Either-Way” traps mean 
Leu Mach, Morte prot | 


Bridgeport’s exclusive “Either-Way” joint is a boon to 
wholesalers as well as to their customers. Because it 
can be used (1) either as a metal-to-metal joint or (2) 
as a washer joint, it means you have to carry less inven- 
tory ...that your customers can install a trap that 
makes a tighter joint, yet can be taken apart as often 
as necessary without developing leaks. 

The entire line of Bridgeport brass plumbing goods 
features sturdy construction —full-gauge brass tubing 





made in our own mills, and lifetime durability — beau- 
tiful chrome finish over nickel plate. Your customers 
will rely on you for all their trap needs when you carry 
the full Bridgeport line. Order today! 


*Reg. U.S. Pat. Off. 


BRIDGEPORT BRASS COMPANY 


Bridgeport 2, Conn. * Established 1865 


ve 
“aye Mills at Bridgeport, Conn. and Indianapolis, Ind. 
In Canada: Noranda Copper and Brass Limited, Montreal 


BRIDGEPORT BRASS. 
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LIKES REMODELING KIT 
Toronto, Canada—We have 


found the material in your Re- 
modeling Sales Kit to be most in- 
teresting and instructive. 

We believe the many ideas, sug- 
gestions and advertising helps will 
prove very helpful to plumbing 
and heating contractors. 

M. G. ALLSop 
secretary 
Plumbing and Heating Finance Ltd. 


IT’S THE LAW 

Gary, Ind—In regard to the 
legal decision article in your Octo- 
ber issue (p. 114), entitled “Court 
Rules Against Water Heater In- 
stallations,” you have as your legal 
reference, “Citation: Hall v. Myers 
77 N.E. (2nd).” We checked the 
above: and do not find this ruling. 
Will you please tell us the correct 
citation? 

We are in the process of revising 
our plumbing ordinance; therefore, 
we are anxious to get the correct 
ruling on the above. 

JoHN A. VuKO 
e The citation should have read 
“Springfield Gas Light Co. vs Board 
of State Examiners of Plumbers 110 
N.E. (2nd) 113.” The latest in a con- 
tinuing series of legal decisions of in- 
terest to plumbing and heating con- 
tractors appears on page 30, this issue. 


A PIONEERING JOB 

Decatur, Ill.—I trust your 3-D 
section (Nov.) was received favor- 
ably by the trade. 

You are to be congratulated on 
pioneering this medium in our 
field, which puts another feather in 
your hat. Incidentally, there are 
quite a few in that hat already. 

FreD LODER 
ad manager 
Decatur Pump Co. 


WANTS STORE IDEAS 
Malvern, Ohio—The front cover 
of your October issue showed a 
picture of an attractive showroom 
which we like very much. We are 
planning a new building about 60 


by 100 ft, using the front for a 
showroom and the rear for shop 
area and storage and are wonder- 
ing if you have any suggestions for 
a building of this type. 
H. N. RosBertson 

e The store pictured on our October 
cover belongs to John Turkstra, Chi- 
cago contractor, who has written Mr. 
Robertson with suggestions for his 
new building. Additional ideas are 
contained in Domestic Engineering’s 
Showroom Book, which is available 
without charge as a service to sub- 
scribers of this publication. 


“SIREN’S SONG” A HIT 

Pittsburgh—Thank you for the 
1500 copies of your excellent edi- 
torial, “Don’t Be Lured by the 
Siren’s Song.” 

We plan to send this editorial out 
in an early mailing to our entire list 
of dealers and feel quite certain 
that it will be of help to them. 

J. E. EckKsTEIN 
president 
Eckstein Company 


Kansas City, Mo.—As offered in 
your September, 754 issue (p.82), 
please send us 20 reprints of the 
“Siren Song” editorial. 

J. McDaNtIeL 
© The “Siren’s Song” edito~ial, which 
ayveared in the August issue of Do- 
mestic Engineering (p.77), pointed 
out the fallacy of price-cutting as a 
way to get business. Copies of the 
editorial are available at cost—Ed. 


TROUBLED WITH LOST TOOLS? 

Millersburg, Ohio—Please advise 
us what other contractors do about 
checking material and tools out 
each morning and in again in the 
evening. Our business is composed 
of plumbing, heating and electric, 
including service work. 

Sometimes the men are taken off 
a contract job to answer a service 
call, and this often causes confu- 
sion resulting in lost or misplaced 
equipment. 

We would appreciate a suggested 
form which we could use to help 
relieve this situation. 

A. W. HAMMONTREE 
e As a starter, we are sending Mr. 


Hammontree reprints of two articles 
that have appeared in Domestic En- 
gineering. One, A Simplified System 
for Tool Control, appeared in August, 
1951, pages 84 and 85. The other, How 
One Contractor Cut His Tool Replace- 
ment Costs $2500 in One Year, ap- 
neared in February, 1952, page 107. 
D.E. is now in the process of prepar- 
ing additional forms. END 
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Good Reading 


Draft control handbook. Sixteen 
pages. Tells “why” of draft control 
and gives sizes and construction 
information. Also provides breech- 
ing area capacities needed in vari- 
ous installations. 

Available from: Walker Mfg. & 
Sales Corp., 1749 Penn St., St. 
Joseph, Mo. 


Ce Co 


Tubular brass goods catalog. Six- 
teen pages. Indexed information 
for wholesalers on finish, weight, 
sizes and price. Illustrated. 

Available from: Ideal Tubular 


Plumbers Tubeler 
Brass Goods 


oncemnnn ) 1952 





Corp., Dept. 2, 197 Ninth St., Brook- 
lyn 15. 
oe SG @ 


Kitchen planning brochure. 
Twenty-four pages. Contains color 
pictures of various steel kitchen 
layouts. Four pages devoted to de- 
tailed planning, with a sample 
sketch and blank graph for house- 
wife’s use. Offered through deal- 
ers or from the factory. 

Available from: American 
Kitchens Div., Avco Mfg. Corp., 
Connersville, Ind. 


o 2 ¢ 
Drainage fittings catalog. Con- 
tains size, price and boxing data 
of the cast iron fittings, as well as 
company plant and boxing pro- 
gram information. A page is given 





to dimensions and another to taper 
pipe threads. 

Available from: Union Malleable 
Mfg. Co., Ashland, Ohio. 

(Please turn to top of page 181) 
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Sell the most-wanted water heater in America! 





PROVED RUST-PROOK 
OVER 2 MILLION 


An ordinary water heater rusts away 
each minute of the day... 

Every homeowner whose ordinary water heater 
rusts away is an immediate and HOT prospect 
for an A. O. Smith Permaglas automatic 
WATER HEATER! Its glass-lined steel tank 
will never rust . . . will end customer hot water 
problems forever! 

Prepare for Profits NOW . . . be ready to replace 
these rusty water heaters with Permaglas! 
Best of all, a Permaglas costs no more than an 
ordinary water heater. And feature for feature, 
a Permaglas is tops. 


We hove the facts to bock these statements, write 
Dept. DE-354, Kankokee, Ill. 


Permaglas Division 


Interpetional Division Milwmubee ? 


Licensee in Canada: Jchn Irglis Cz, Lid. 
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THE ONLY WATER HEATER 


There’s only one Permaglas and it's made by 


AO.Smith 
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Electric Models, 30 to 
80 gallons capacity 
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A SIZE FOR EVERY HOME 
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ONTRACTORS * WHOLESALERS * MANUFACTURERS 


MANUFACTURER ASSNS. 


Mar. 7-11—-NEMA—Meeting of the 
National Electrical Manufacturers 
Assn.; Edgewater Beach, Chicago. 


Mar. 30-April 2—ACRI—Annual 
meeting of the Air Conditioning and 
Refrigeration Institute; Greenbrier 
Hotel, White Sulphur Springs, W. Va. 


April 1-2—WCF—5th annual con- 
vention of the Water Conditioning 


Foundation; Edgewater Beach Hotel, 
Chicago. 


April 8-10—CISPI—Meeting of the 
Cast Iron Soil Pipe Institute; San 
Marcos Hotel, Chandler, Ariz. 


May 9-13—LPGA—Annual conven- 
tion of the Liquefied Petroleum Gas 
Assn., Inc.; Conrad Hilton, Chicago. 


May 16-21—OHI—Annual conven- 
tion and exposition of the Oil Heat 


CONTRACTOR ASSNS .. . State 


Feb. 28-Mar. 2—Missouri—Annual 
convention of the Missouri State Assn. 
of Master Plumbers; Jefferson Hotel, 
St. Louis. 


Mar. 4-6—Colorado—Annual con- 
vention of the Colorado Master 
Plumbers Assn.; Shirley-Savoy Ho- 
tel, Denver. 


Mar, 5-6—Virginia, West Virginia— 
Joint annual convention of the Vir- 
ginia Associated Plumbing & Heating 
Contractors and the West Virginia 
Master lumbers’ Assn.; Hotel 
Roanoke, Roanoke. 


Mar, 11-13—Oklahoma—State con- 
vention of the Associated Plumbing & 
Heating Contractors of Oklahoma; 
Skirvin Hotel, Oklahoma City. 


Mar. 15-16—Kentucky—Annual con- 
vention of the Kentucky State Assn. 
of Master Plumbers; Hotel Seelbach, 
Louisville. 


. 


Mar. 15-17—Indiana—Annual Con- 
vention of the Indiana Assn. of Master 
= French Lick Hotel, French 

ick. 


Mar. 17-18—Maine—Annual con- 
vention of the Maine State Assn. of 
Master Plumbers; The Eastland Hotel, 
Portland. 


Mar. 18-20—Louisiana—Annual con- 
vention of the Louisizna State Assn. 
of Master Plumbers; Hvtel Jung. New 
Orleans. 


Mar. 19-20—Texas—Annual conven- 
tion of the Associated Plumbing and 
Heating Contractors of Texas; Com- 
modore Perry Hotel, Austin. 


Mar. 22-24—Nebraska—Annual con- 
vention of the Nebraska Plumbing & 
Heating Contractors Assn.; Hotel Fon- 
tenelle, Omaha. 


Mar. 25-27—Arkansas—Annual con- 
vention of the Associated Mechanical 
Contractors of Arkansas; Marion Ho- 


tel, Little Rock. , 


April 1-3—New Mexico—Annual 
convention of the Assn. of Plumbing, 
Heating and Piping Contractors of 
New Mexico; Alvarado Hotel, Albu- 
querque. 


April 2-3—Tennessee—Annual con- 
vention of the Assn. of Master Plumb- 
ers of Tennessee; Claridge Hotel, 
Memphis. 


April 5-7—South Dakota—Annual 
convention of the South Dakota 
Master Plumbers Assn.; Alonzo Ward 
Hotel, Aberdeen. 


April 7—Connecticut—Annual con- 
vention of the Master Plumbers Assn. 
of Connecticut; Restland Farm, North- 
ford. 


April 7-10—New York—Annual 
convention of the New York State 
Assn. of Master Plumbers; Hotel 
Commodore, New York. 


(Please turn to top of rage 30) 
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Institute of America, Inc.; Benjamin 
Franklin Hotel and Commercial Mu- 
seum, Philadelphia. 


May 19-21—GAMA—Annual meet- 
ing of the Gas Appliance Manufactur- 
ers Assn.; Drake Hotel, Chicago. 


May 24-25—SBlI—Annual meeting 
of the Steel Boiler Institute; The Tray- 
more Hotel, Atlantic City. 


May 27-29—SKCMA—Annual meet- 
ing of the Steel Kitchen Cabinet Man- 
ufacturers Assn.; Greenbrier Hotel, 
White Sulphur Springs, W. Va. 


June 2-4—IBR—Meeting of the In- 
stitute of Boiler & Radiator Manufac- 
turers; Seaview Country Club, Abse- 
con, N. J. 


July 25-28—AMHLMA—Semi - an- 
nual meeting of the American Home 
Laundry Mfrs. Assn.; Grand Hotel, 
Mackinac Island, Mich. 


Oct. 7-8—NADFPM—22nd annual 
meeting of the National Assn. of Do- 
mestic and Farm Pump Mfrs.; Sher- 
man Hotel, Chicago. 


Oct. 11-14—AGA—Annual conven- 
tion of the American Gas Assn.; Audi- 
torium, Atlantic City. 


WHOLESALER ASSNS. 


Mar. 28-30—MAWA—Annual meet- 
ing of the Middle Atlantic Wholesal- 
ers Assn.; Chalfonte-Haddon Hall Ho- 
tel, Atlantic City. 


April 5-7—SWA—Annual conven- 
tion of -the Southern Wholesalers 
Assn.; Palm Beach Biltmore Hotel, 
Palm Beach, Fla. 


May 5-7—CSA—Spring meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


June 10-12—PHWNE—Spring meet- 
ing of the Plumbing and Heating 
Wholesalers of New England; Mount 
Washington Hotel, Bretton Woods, N.H. 


Oct. 13-15—CSA—60th annual meet- 
ing of the Central Supply Assn.; 
Palmer House, Chicago. 


Nov. 7-10—AI—Annual convention 
of the American Institute of Whole- 
sale Plumbing and Heating Supply 
Assns.; Roosevelt Hotel, New Orleans. 


CONTRACTOR ASSNS. 
. . » National 


May 10-13—NAPC—72nd annual 
convention and exposition of the Na- 
tional Assn. of Plumbing Contractors; 
National Guard Armory, Washington. 


May 25-28—HPACCNA—Annual 
convention of the Heating, Piping and 
Air Conditioning Contractors National 
Assn.; The Traymore, Atlantic City. 


June 28-30—ASHVE—Semi-annual 
meeting of the American Society of 
Heating and Ventilating Engineers; 
New Ocean House, Swampscott, Mass. 
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DETROIT V-S79 “BI-FLEX” 


- The Quiet-Acting GAS VALVE—Performance Proven 
os for Reliable Service on Thousands of Installations! 


1er 


et- Here is a gas valve which is actually quiet in operation! Its 
ing Check These Features strong “Bi-flex” motor provides unfaltering opening and tight 


int 
et apernticn—no click, no hum shut-off closing with absolutely no annoying, worrisome bangs, 
-. compact—easy to service clicks or hums. Thousands of installations have proved its un- 


* 
° 

n.; agp. sd bok All lonalitios surpassed reliable, trouble-free performance. Simple in design, 
e “Bi-flex’’ motor operated—low positive in operation, the V-579 operates independently of gas 





on ° P P . : P . 
pressure and is available in sizes to fit any domestic heating 


ty A for changes i 
e in am- 
“4 bient temperature system. Write today for Bulletin No. 229. 


* opening and positive 
e p- to 114-inch sizes 


DETROIT “4 
CONT ROLS Corporation 


8900 TRUMBULL + DETROIT 8, MICHIGAN 
Division of American Radiator & Standard Sanitary Corporation 


al NO. 411—the sensitive and accurate Timed 
oll Cycling Thermostat for all types of heat- 
'S; ing systems. Provides close control of 
mn. room temperature. Attractively styled, 
easily installed and adjusted. Write for 


al yy Bulletin No. 193 and Form No. 1545-A. 





id 


Representatives in Principal Cities « Canadian Representatives in Montreal, Toronto, Winnipeg—Railway and Engineering Specialties, Ltd. 


al 
' 
AUTOMATIC CONTROLS for REFRIGERATION ! 
* AIR CONDITIONING + DOMESTIC HEATING + AVIATION + TRANSPORTATION + HOME APPLIANCES + INDUSTRIAL USES 
oO 
S; Serving home and undusiry 


S. AME AN STANDARD « AMERICAN BLOWER + CHURCH SEATS & WALL TILE « DETROIT CONTROLS + KEWANEE BOILERS + ROSS EXCHANGERS + SUNBEAM AIR CONDITIONERS 











DOMESTIC ENGINEERING 


into t 
delive 
sign, 

meteri 
shorte: 
pump 
shaft a 
servici 
comes 
replaci 


_ INDIVIDUALLY TESTED AND 


FIRST AIR-OIL FUEL UNIT WITH 
CALIBRATED OIL ADJUSTMENT! 


There's no guesswork to it. Just loosen the locknut, insert a screwdriver 
--. turn the adjusting screw to the capacity you need. All adjustments 


are easily made while unit is operating. The range. . . (4 to 1.5 gph). 
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SUNDSTRAND’S Air-Oil Fuel Unit 
has built-in adjustability... 


Yes Now you can have Sundstrand’s revolutionary 
new Air-Oil Fuel Unit with adjustable oil metering .. . 
for the entire .4 to 1.5 gph firing range. Completely 
contained in the end cap, this new metering device 
permits simple adjustment while the unit is operating 
... the firing rate you need within one-tenth of a gal- 
lon. The exclusive calibrated cover plate takes the guess- 
work out of making adjustments, too. It’s divided 
into tenths, so there’s no mistake about the gallons 
delivered. The metering adjustment is simple in de- 
sign, consisting of a slotted shaft integral with the 
metering cam. Turning the shaft rotates the cam to 
shorten or lengthen the intake stroke of the metering 
pump pistons. An “O”’ ring is used for sealing the 
shaft against leakage. Because of jts design simplicity, 
servicing is no problem. If the metering device be- 
comes inoperative, it can quickly be taken care of by 
replacing the end cap. For those who prefer a fixed 
metering arrangement, Sundstrand’s Air-Oil Unit can 
be furnished with stationary metering cams. With these, 
the volume of metered oil is changed by using cams 
of various sizes. For further information on Sund- 
strand’s Air-Oil Fuel Unit, write for Bulletin 1107-1. 








Note: Burners must be designed specifically to use 
this Air-Oil Fuel Unit. Except on manufacturer's rec- 
ommendations, the unit should not be installed in the 
field for conversion of high-pressure to low-pressure 


type systems. 





Sundstrand Machine Tool Company, Hydraulic Division, Rockford, Ill. 
High-pressure units made in Canada by John Inglis, 14 Strachan Avenue, Toronto 


SUNDSTRAND 


A name to remember in FUEL UNITS | 























Misrepresentation 


THE CONTRACTOR WHO misrep- 
reresents the quality of his prod- 
ucts may be liable for heavy 
damages. 

In one recent case, evidence 
showed that a contractor had 
advertised he handled only 
“quality” merchandise. A custo- 
mer brought suit claiming the 
merchandise he purchased was 
not of top quality. The buyer 
asked $33 as repayment for the 
equipment and $5,000 punitive 
damages. 

A jury awarded the buyer the 
$33 refund, refusing however, 
to allow punitive damages. 

Later, a higher court reversed 
the jury’s verdict and awarded 
the buyer $5,000 in punitive 
damages as well. Citation: Saber 


v. White Co., 58 N.E. (2nd) 224. 


The Law on Minors 


A PLUMBING AND HEATING con- 
tractor who undertakes work 
for a minor is also undertaking 
a gambler’s risk. 

The courts have ruled that a 
minor may rescind a contract 
even if it is signed by an adult 
person should court testimony 
prove the youth was the real 
buyer. 

For example, a 19-year-old 
youth was unable to purchase a 
product from a dealer because 
of his age. The youth than had 
his father sign the contract. 
However, the father later testi- 
fied that it was understood by 


By Leo T. Parker, Attorney 


Cincinnati, Ohio 


the dealer, the youth and him- 
self that the minor was the real 
purchaser. 

Despite the fact the father had 
signed several statements, the 
court decided that the minor 
was, in fact, the real purchaser. 
It was ruled that the dealer 
must take back all equipment 
sold to the minor and refund the 
full purchase price. (Citation: 
Pac. Finance Co. v. Gilker, 217 
S.W. (2nd) 440). 


If a Partner Shirks His Duty 

WHAT HAPPENS to a partner in 
a plumbing and heating firm who 
shirks his business duties? Ac- 
cording to the law, the partner 
who is absent from work is li- 
able for any loss of business. 

For example, one plumbing 
contractor was absent from his 
firm for nearly three weeks with- 
out good reason. , His partner 
sued, and the court ruled in his 
favor, saying: 

“If one partner refuses with- 
out good cause to perform the 
services to which he has agreed, 
the other will usually be given 
an allowance, or a deduction 
will be made from the share of 
the partner who did not perform 
his agreed service. Under the 
circumstances shown in the evi- 
dence in this case, it seems fair 
and equitable that the plaintiff 
should reimburse the partner- 
ship for its loss on account of his 
said absence.” 

Citation: Degen v. 
43 N.W. (2nd) 755. 
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Convention Dates... 
(Continued from page 26) 


April 7-10—New York—Annual 
convention of the New York State 
Assn. of Master Plumbers; Hotel 
Commodore, New York. 


April 8-10—Arizona—Annual con- 
vention of the Associated Plumbing 
Contractors of Arizona; San Marcos 
Hotel, Chandler. 


April 8-10—New Jersey—53rd an- 
nual convention of the New Jersey 
State Assn. of Master Plumbers; Chal- 
fonte-Haddon Hall, Atlantic City. 


April 16-17—Idaho—Annual con- 
vention of the Associated Plumbing 
Contractors of Idaho; Boise. 


April 19-22—Pennsylvania—Annual 
convention of the Pennsylvania Assn. 
of Plumbing Contractors; Benjamin 
Franklin Hotel, Philadelphia. 


April 22—Massachusetts—70th an- 
nual convention of the Massachusetts 
State Assn. of Master Plumbers; 
Sheraton Plaza Hotel, Boston. 


April 22-24—Georgia—Annual con- 
vention of the Associated Plumbing 
Contractors of Georgia; Hotel General 
Oglethorpe, Savannah. 


April 22-24—Iowa—Annual conven- 
iion of the Iowa Master Plumbers 
Assn.; Savery Hotel, Des Moines. 


April 22-24—Montana—Annual con- 
vention of the Associated Plumbing 
and Heating Contractors of Montana; 
Rainbow Hotel, Great Falls. 


April 22-24—North Dakota—Annual 
convention of the State Assn. of Mas- 
ter Plumbers of North Dakota; Gard- 
ner Hotel, Fargo. 


April 23-24—Mississippi—Annual 
convention of the Mississippi State 
Master Plumbers Assn.; Edgewater 
Gulf Hotel, Edgewater Gulf. 


April 27-29—California—53rd_ an- 
nual convention of the Associated 
Plumbing Contractors of California; 
Wilton Hotel, Long Beach. 


April 28—Rhode Island—Annual 
convention of the Rhode Island State 
Assn. of Master Plumbers; Narragan- 
sett Hotel, Providence. 


April 29—New Hampshire—Annual 
convention of the New Hampshire 
Master Plumbers Assn.; Hotel Car- 
penter, Manchester. 


April 30-May 1—Michigan—Annual 
convention of the Michigan Assn. of 
Master Plumbers; Hotel Statler, De- 
troit. 


April 30-May 1—Washington—An- 
nual convention of the Associated 
Plumbing and Heating Contractors of 
Washington; Davenport Hotel, 
Spokane. 


July 15-17—North Carolina—An- 
nual convention of the North Carolina 
State Assn. of Plumbing and Heating 
Contractors; Asheville. 


Sept, 10-11—Utah—Annual conven- 
tion of the Utah Plumbing & Heating 
Contractors Assn.; Salt Lake City. END 









































In the exciting new Hartford Statler 
' : the Garden Court between lobby and 
ae ee building exterior is open to a sky view 
Hotel r 
con- 
mbing 
[arcos 
1 an- } 
lersey 
Chal- 
con- j 
nbing 
{ 
nnual 
Assn. 
jamin 
an- 
setts 
bers; WILLIAM B, TABLER ; 
architect ; 
o-- JAROS, BAUM & BOLLES 
bing mechanical engineers 
neral GEORGE A. FULLER CO. 
general contractors 
ven- Cc. H. CRONIN, INC. 
bers plumbing contractor 
WARNER SUPPLY CO. 
son~ plumbing wholesaler 
bing 
ana; 
nual 
Mlas- 
ard - , 
nual 
tate 
ater 
a provides more than the usual measure of features 
ated THE HOTEL STATLER, Hartford, Conn., newest guests want and appreciate. As in the LOS ANGELES 
nia; : , a ay? . 
of the nationally famous hotel chain, is the result gratter (and the majority of all other Statler 
ual of years of architect-owner study and research hotels) all of the flush valves in the HARTFORD 
a applied to the creation of a structure that would —srarier bear the famous name sLoan. Thus Hotels 
be an integral part of its operation and not merely Statler Company followed its policy of using 
ual a means of housing essential services. It is, in| sLoaN Flush vALVvES for new construction, re- 
= total, a better building at lower costs, and by habilitation and replacement—repeated evidence 
squeezing out many forms of waste it skillfully of preference that explains why .. . 
ual 
of 
de- 
i more SLOAM VALVES | 
>: ! 
ae are sold than all other makes combined | 
el, 
SLOAN VALVE COMPANY « CHICAGO = ILLINOIS—— (——==4 
n- Another achievement in efficiency, endurance and econ- “oy f 
ina omy is the SLOAN Act-O-Matic SHOWER HEAD, which is 
ing automatically self-cleaning each time it is used! No clog- | 
ging. No dripping. Architects specify, and Wholesalers 
n- and Master Plumbers recommend the Act-O-Matic—the 
“4 better shower head for better bathing. 
Write for completely descriptive folder 
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ls Blend-Aira HIT’? 


Coleman’s heating-cooling system 


Coleman now guarantees heating comfort 


with $1,000 Bond. Summer cooling, added 





any time, gives year-round Blend-Air more 


selling plus than any other system today 





<9 have home owners talking 


“FAR ABOVE OUR 
EXPECTATIONS” 


“STILL DOING A “PERFECT 
WONDERFUL JOB” SATISFACTION IN 


: EVERY RESPECT” 
| “IT’SBEEN GOOD-BYE seinen 


ad See “Our fuel bill was 
— considerably lower 


EGO! “Blend-Air has passed * 7 than any previous 
anearesbanees the test both winter year when we were 
“The same even and summer with using another : 
temperature through- flying colors.” furnace. The Blend-Air 
out the house, day 


C. R. Rathbone system gives us a very 
and night, upstairs and 


even distribution 
down, and so economi- of heat throughout the 
cal to operate.” 


entire house.” 
Mrs. Irvin Sharp 




























WOODLAND, CALIF. 


omar 


“We are very much 
pleased with our 
Coleman furnace. ... 
Our home could not 
be more comfortably 
heated.” 


Robert Gasson 





















































Mrs. Robert Greco 


Be o Z 
mk 


| “A NEAT JOB FOR 
AN OLD HOUSE” 







“INSTANTLY AND 
COMFORTABLY 


KERRVILLE, TEXAS WARM” 


YORK HAVEN, PA. 
‘My Coleman gas-fired 





“NO SMUT, DUST OR 
FUMES” 













CHICAGO, ILL. 








BEGUN TO LIVE” 
BRYAN, OHIO 


















































Biend-Air furnace you ee 
“The operating cost installed several years “,.. and it took him hg 
has been such a ago has been a source only 2 days to 
normal amount !’” of great satisfaction install it.” “... doing an 
B. N. Kuhimann to me. My home has Mrs. O. Karo exceptionally fine job 
been constantly and for our home.” 
comfortably warm... George LaFlam 


no service troubles.” 
Minnie E. Weigle 
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Home owners shout YES! 


pleases home owners all over the U. S. 


Equipment AGA approved 


Notice the genuine enthusiasm in the testi- 
monials on the opposite page. They’re full 
of benefit, full of the healthful comfort 
and low-cost, efficient operation Blend-Air 
promises users. It’s the only system offering: 


$1,000 Comfort Bond to guarantee heating 


comfort. 


Cooling Added whenever occupant is ready— 
for only a few dollars a month. 


Comfort costs so little with 


MOEN “Blend-Air. *. 


Laboratories 





“4 
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4 “AIR 
fo Install for 


MODERN i 7, TION 





No other system offers so much benefit, so much owner satisfaction 


Healthful Warmth only the Magic Blenders 
can offer. Cooler summers with twice the mois- 
ture removed from sticky, wet air—than with 
most systems. 


Automatic Thermostat Control for over-all 
home temperature regulation plus individual 
room temperature control. 


Write us and we'll give you all the facts on this 
year-round comfort system that has so many 
attractions for home owners, so many selling 
and installation features for you. The Coleman 


Company, Inc., Dept. 751-DE, Wichita 1, Kansas. 
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Look Before You Leap 


THE OPPORTUNITY to buy out 
a competitor sometimes appears 
to plumbing and heating con- 
tractors as an “open sesame” to 
certain success. 

Frequently the elimination of 
competition does mean bigger 
volume and profits. But too often 
it means buying someone else’s 
headaches—incurable headaches 
at that. 

Those headaches will be most 
acute for the contractor who 
rushes into such a deal without 
careful thought. 

If possible he should secure an 
option giving him time to do 
some investigating as well as 
provide a cooling off period. Then 
he should sit down and weigh 
the many factors involved in 
buying out a competitor. Here 
are some of the things he should 
consider: 

First, an independent account- 
ant’s study of the competing busi- 
ness is a necessary precaution. 
Ordinarily a rival isn’t willing to 
close up shop unless his business 
is weak. A careful accounting 
will determine whether the busi- 
ness has any salvageable parts 
or is worthless. 


Check the Customer List 


Next, customer lists should un- 
dergo a careful check. Possibly 
the buyer is purchasing nothing 
more than a duplicate of his own 
customer list—or a list of unde- 
sirable customers. The merits of 


TIPS FOR MANAGEMENT 


a customer list is one of the most 
important factors determining 
the buyer’s price. 

A careful inventory also is re- 
quired—not of how much ma- 
terial is on hand, but of what 
kind of material. Unsaleable mer- 
chandise, which often dominates 
a weak inventory, should be con- 
sidered apart from marketable 
material and purchased at far 
different rates. 


Is the Merchandise Clear? 


The merchandise involved in 
the transaction should also be 
clear of any mortgages. Inserting 
a clause in the contract to make 
the seller responsible for mort- 
gages is poor protection. It may 
lead only to lengthy legal suits 
against the seller to collect for 
mortgages—and if the suits are 
lost, the buyer is out both the 
mortgaged merchandise and the 
price paid the seller. 

Tax liabilities should be de- 
termined to make sure the con- 
tractor is not undertaking ta 
burdens which will cripple him. 

He should also determine 
whether key lines and franchises 
can be kept after a change in 
ownership. Some _ contractors 
have purchased competitive 
businesses merely to take over 
exclusive franchises—only to 
find the franchises are not trans- 
ferable. 

Another highly important con- 
sideration is “extra costs.” The 
price itself for the purchase of a 
rival firm may be reasonable, 
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however, secondary expenses 
may make the deal worthless. 
These secondary expenses in- 
clude fees charged by lawyers 
and accountants and the costs of 
inventories and business check- 
ups among other things. 

Briefly here are some other 
points which may have a bear- 
ing on the outcome of the trans- 
action: 

What lease arrangements does 
the purchaser take over in buy- 
ing his rival’s business? Are the 
fixtures and equipment bought 
of real value or will they be- 
come “white elephants?” Does 
the purchase actually remove 
competition or does it just invite 
stronger competition to invade 
the trade area? 


Don't Buy "Good Will" 


And finally, is merchandise be- 
ing purchased or merely “good 
will?” The contractor should 
remember a worthwhile business 
deal revolves around goods, not 
“good will.” Nowadays experts 
seldom consider “good will” of 
any real monetary value in buy- 
ing competition. More often ill 
will is purchased from a business 
which is selling out. 

The opportunity to purchase 
a competitive business should 
never be overlooked regardless 
of the number of pitfalls to be 
side-stepped. If clear and far- 
sighted thinking is applied, the 
buying contractor will very like- 
ly find himself on the road to in- 
creasing success. END 
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chain reaction 
... oil burner style! 


pact that U. S. Oil Burners with HTCH* are 

burner men and customers is setting off a “‘chain reaction” of 
sales seen in recent times. HTCH*. .. exclusive 

ontrol ... and proven fuel savings up to 36% .. . are but 

' fie reasons why U. S. has gained such overwhelming 

preference wherever they are sold. 


And for the dealer, U. S. Oil Burners have proved that 
THEY OUTSELL BECAUSE THEY EXCEL. 


U. S. offers a complete line of burners in capacities from 0.50 to 20.00 
G.P.H. for every heating job. 


Get the facts on U. S. Oil Burners today! 





*HTCH—the amazing HIGH TEMPERATURE COMBUSTION HEAD 


Contact your heating whole- 
saler or write for this four that makes possible fuel savings up to 36% 


page Specification Folder de- 
scribing all U. S. Burners. 


U. S. BURNER DIVISION 
THE CARLIN COMPANY ¢ WETHERSFIELD, CONNECTICUT 
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Questions and Answers 


Radiant Heating Problem 
To the Editor: 

One of our customers is planning 
a new home and wants to install a 
radiant heating system in the ceil- 
ing. We are prepared to draw up 
the plans and would appreciate 
having your recommendation for 
the type of plaster to use on a 
radiant ceiling coil. Our regular 
plasterer says he feels it is per- 
missable to use the new light- 
weight types of plaster over these 
coils as well as the side walls. 

We plan to use perforated rock 
lath on the ceiling. Also send us 
any information you may have on 
Capacity of Pipe 
To the Editor: 

We would appreciate it very 
much if you could supply us with 
information on the quantity of 
water held in each foot of the fol- 
lowing sizes of steel pipe and cop- 
per tube: 4 in, % in., 1 in., 1% in., 
11% in. and 2 in. We want to cal- 
culate the capacity of a snow melt- 
ing system for the purpose of de- 
termining the proper quantity of 
anti-freeze to use. 

North Carolina N. H. J. 
To the Reader: 

The table here gives the capaci- 
ties of various strengths of steel, 
iron and copper pipe. 

As you can see from the table, 
the capacity per lineal foot is dif- 
ferent in each case, depending on 
the actual inside diameter and not 
the nominal diameter. 

“Nominal Diameter, Inches” is a 
relative designation. For Schedule 


40 and Schedule 80 steel and 


the proper type and amounts of 
insulation recommended for this 
type of installation? 

Wisconsin R.G. 


To the Reader: 

Your plasterer is mistaken in as- 
suming that it is permissable to 
use one of the new lightweight 
plasters over the ceiling coils. 
While this material is quite satis- 
factory when used on side walls 
because of its insulating value, 
nothing but sand plaster is recom- 
mended for the radiant ceiling in- 
stallation. 

This type of plaster has a rather 





wrought iron pipe, the outside di- 
ameter of sizes listed is identical. 
The difference in capacity of a given 


dense mass which quickly trans- 
mits heat from the coils evenly 
over the entire surface of the ceil- 
ing to produce a true radiant panel. 

Any insulation with a high ther- 
mal efficiency (aluminum foil, rock 
wool, etc.) is recommended. 


Electrolysis and Corrosion 
To the Editor: 

What are the relative merits of 
using dielectric unions, a jumper 
wire between hot and cold pipe 
lines, and magnesium rods for 
water heater hook-ups? Should a 
jump wire be used and, if so, 
should it be installed above or 
below the dielectric unions? Are 
dielectric unions and jump wires 
necessary when magnesium rods 
are used? 

Indiana J.R.H. 
To the Reader: 

The subject of corrosion in water- 
heater hook-ups is stiil a highly 
controversial matter, since it has 
so many facets. Volumes of books 
and research papers have been 
written by competent authorities in 
the field of corrosion. 

The two most popular methods of 
checking corrosion in water heater 
installations are with dielectric 

(Please turn to top of page 38) 
size of Schedules 40 and 80 is due 
to the greater wall thickness of 
Schedule 80. 


Gallons of Water per Foot 
‘of Pipe and Tube 















































Type of Pipe or Tube 
tains | “Sem e] at] Tee | tee | te 
oer, fron iron Copper | Copper | Copper 
Inches Gallons of Water per Lineal Foot 
% 0.003 | 0.0019 | .00142 | .0016 00165 
Y% 0.005 | 0.0037 | .00389 | .0040 | .00435 
ey 0.010 | 0.0073 | 00658 | .0075 | .00623 
Vg 0.016 | 0.0122 | .01129 | .0121 01316 
% 0.028 | 0.0255 | .02664 | 025) | .02678 
1 0.045 | 0.0374 | .04039 | .0429 04540 
1% 0.077 | 0.0666 | .06321 | .0652 06807 
% 0.106 | 0.0918 | .14646 | .0925 09971 
2 0.174 0.1535 | .15648 | .1606 -16463 

















This table shows the capacities of various sizes of pipe and tube in answer to a 
reader’s question concerning anti-freeze requirements for snow melting systems. 
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meet the 
NESBITT family 


If GAS-FIRED 
UNIT HEATERS 


For industrial and commercial installations where you wish 
instant, automatic, economical heat without the space-loss 
and the costly investment of a central heating plant, 

Nesbitt offers a complete family of Gas-Fired Unit Heaters.* 
From smallest to largest member, this attractive family 
comprises seven basic sizes—with air capacities 
ranging from 400 to 2900 cfm and heating capacities 
from 25,000 to 200,000 Btu per hour input. 

These suspended type unit heaters embody every 
advanced feature for the safe, clean, economical 
combustion of natural, manufactured, mixed, and 
LP gases or LP gas-air mixtures... 

and for the quiet, efficient distribution of 
dependable heat under fully automatic control. 
Every detail of their superior construction, 

smart styling, and decorative appearance 
conforms to the standards of excellence 

always associated with John J. Nesbitt, Inc. 





Users, contractors, and wholesalers interested in 
full details and application data of Nesbitt Gas- 
fired Unit Heaters... write for Publication 280 


NESBITT 


GAS-FIRED # UNIT HEATERS 





Manufactured by 


JOHN J. NESBITT, INC., PHILADELPHIA 36, PA. 
Sold Exclusively through Wholesalers 


*Approved by A.G. A., listed by Underwriters’ Laboratories 































Questions and Answers 


(Continued from page 36) 


unions and with magnesium rods. 
Both serve their specific functions 
well and have their distinct advant- 
ages. Dielectric unions, of course, 
are expressly designed for corro- 
sion protection at points of con- 
nection between dissimilar metals. 
Magnesium rods protect the in- 
terior of the tank against corrosive 
action, but do not necessarily com- 
bat corrosion at points of contact 
between dissimilar metals in the 
lines. Thus, it can be seen that 
these two devices are designed to 
do two different jobs. 


Jumper Wire Applications 


The use of jumper wires is 
recommended practice in cases 
where stray electric currents from 
improperly grounded circuits may 
be the cause of destructive corro- 
sion. When circuits are grounded 
to water piping, jumpers-should be 
placed across points where insulat- 
ing fittings are installed between 
the ground and the entrance pipe. 
Jumpers may also be _ installed 
where gaskets may offer only 
partial insulation of pipe lines such 
as at meters. 

It would appear that jumper 
wires are not necessary when di- 
electric unions are used in ordinary 
installations, since this would be 
duplicating the function of the di- 
electric unions. Moreover, it is 
possible that a jumper wire could 
negate the action of these unions. 

A jumper wire might be more 
plausibly applied to the piping 
leading from the water heater tank 
which contains magnesium rods, 
but not when insulated couplings 
are used. On this basis, there 
would be no occasion to install a 
jumper wire with dielectric unions. 
In any event, a jump wire would 
not be installed between the di- 
electric unions and the tank. 

Send your problems to the Q & A 


editor, care of this publication, 1801 
Prairie Ave., Chicago 16. 


Water Closet Terminology 


To the Editor: 

Would you please define the dif- 
ference between a reverse. trap 
closet bowl and a siphon jet closet 
bowl? Also, the wash down, blow- 
out and whirlpool types. 

We have found it difficult to ex- 
plain this in simple language to the 
average customer. 

Michigan 


To the Reader: 

Essentially, the siphon jet has an 
extra large passageway and water 
area and a deep water seal, while 
the reverse trap closet usually has 
a slightly smaller passageway, wa- 
ter area and seal. (See illustrations 
below, reproduced from a recent 
Kohler Co. catalog and typical cf 
units made by most manufacturers, 
except in styling and minor design 
variations.) 

Action of these two types cf 
closets is the same. Water enters 
through the rim and jets placed in 
the up-leg of the trap, filling the 
trapway completely and creating 
siphonic action. Both have the out- 
let located at the rear of the bowl. 
Exterior styling, of course, may 
vary a great deal between these 
two types among various manu- 
facturers. 

There are more noticeable dif- 


G.D.I. 




































































Washdown Type 
38 


ferences, however, between the 
washdown, blowout and whirlpool 
types of water closets. 

The washdown closet has its 
trapway at the front of the bowl. 
Water from the rim and exposed 
self-draining jet fills the bowl until 
enough head is formed for flush- 
ing. Flushing action begins at the 
rear of the column of the trap and 
acts as a siphon when emptying 
the bowl. The jet diverts a portion 
of the flushing water to the trap. 

The blowout closet has an un- 
usually strong flushing action 
created by a jet of water directed 
into the up-leg of the outlet pass- 
age. Force of the jet draws con- 
tents of the bowl into the up-leg 
and forces the waste into the 
down-leg or into the waste pipe, 
which acts as a down-leg in the 
case of wall-hung closets. 

In the whirlpool unit, water en- 
ters the closet through diagonal 
apertures around the circumfer- 
ence of the rim. This creates a cen- 
tripetal action which forms a vor- 
tex in the center of the bowl. The 
vortex draws contents down into 
the well of the bowl. As water 
strikes the two parallel ridges in 
the bowl it is folded over, forming 
a jet of water which is directed 
toward the outlet and produces 
quiet, siphonic action. END 





















































Blowout Type 
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Our Easy Pay 





*» OFF ALL 
PASTE ay 
THIS SALE! 
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You beat competition on price, quality, 
promotion and merchandising. You’ll be 
the hottest, most successful full-line 
plumbing dealer in your community! 
For only 17¢ a day on FHA terms, your 
customers can buy a complete Gerber 
bathroom—and Gerber tells your cus- 
tomers about it for you in a big way! 


Your company name and phone num- 
ber appears in full color, full page ads 
in two leading national magazines— 
Look and House Beautiful’s Building 
Manual. Hundreds (yes, thousands, if 
you are in a large community) of 
neighbor-prospects will see these ads 
and know where to go for plumbing’s 
biggest buy. 


A FREE brass display is yours. It holds 
a complete selection of brass for your 
customers’ every requirement. You pay 
only for the brass itself...brass that will 
fill your normal requirements. 


The beautiful Gerber pottery display is 
yours at our cost price, plus Gerber qual- 
ity pottery at your regular purchase 
price. 


Wins back those 4 out of 10 customers you’veeer 


A complete Gerber bathroom is yours—J «= 
priced to retail at the low, low price of} *» 


$160.00 (17¢ a day on FHA terms). 


You get FREE a complete local promo-{ }:. 
tion program for use in your community J «= = 
—mailing pieces—mat ads—radio and]» 


TV hard-sell commercials — window and 
truck decals—store banners—a complete, 
hard-selling promotion package — and all 
of it free! 


All that—plus the Good Housekeeping 
Guaranty Seal on your Gerber fixtures! 


Wt OR 4 REFUp 


+ Genrenined by 
Good sro 


lp 


4 ~ 
OAs ADVERTISEO {HER 


GERBER PLUMBING FIXTURES ~- 232 N. Clark Stree! 





‘ou’veeen losing because you couldn’t compete on price 









STOP early morning “traffic jams” 


— 


only 17¢ Ae YOUR NAME AND PHONE 
a day” buys | + NS b NUMBER LISTED IN THESE 2 
beautiful new ’ y 

FULL COLOR FULL PAGE ADS IN 


bathroom 







MAGAZINE AND Hlouse Beautiful’s 






Building Manual 





AND GERBER GUILD ADVERTISING 
APPEARS REGULARLY IN GOOD 
HOUSEKEEPING, HOUSE & GARDEN 
HOUSE & HOME MAGAZINES 
WITH A TOTAL READERSHIP 
OF 40,000,000. THEY 
REALLY BLANKET YOUR 
COMMUNITY! 













GERBER 





AND HERE’S ALL YOU DO: 


. Fill out and mail the coupon on back. 
2. Sign up with the Gerber Guild of 
Master Plumbers. 

. Stock and display a complete Gerber 
bathroom, in white or glowing deco- 
rator colors, tying in with the Look ad 
and your own promotion. 

. Show the Gerber brass fixture display. 

. Show the smart, quality Gerber Pot- 
tery display. If you already have a 
display, it is permissible to purchase 
a Gerber colored bathroom for dis- 
play as an alternative. 


TURN THE PAGE FOR ACTION! 
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you get with the 














17¢-A-DAY Plan... 
The plan 


Beats ‘em on Price! 


Gerber Plumbing Fixtures 
232 N. Clark Street 
Chicago 1, Illinois 


terials. My distributor is- 


Your Name_ 


that Beats ‘em on Quality ! 


Beats ‘em oa Promotioa! 


a wee ae ae ee Se ar area a ee oe oe oe 


Please send me complete details of the Gerber 17¢ 


a day plan, and a complete kit of promotional ma- 








Address. 








City State 
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a wf. FREE 


i, Your name listed in beautiful four-color 
ry) full-page national ads reaching 40,000, 


=| prospects in LOOK and HOUSE , 
(= e BEAUTIFUL Building Manual—pius a 


in Good Housekeeping—plus ads in ' 


House and Garden’s Book of Building. 


2. AT REGULAR COST 3 


Three beautiful Gerber fixtures that yor 
will sell for $160.00. ’ 








Gerber Brass Display. You pay only 
for the Brass Fixtures. 


4. AT OUR COST 


The beautiful Gerber pottery display, 
for only $25.00 plus the cost of the fixte , 
(with a retail value of $108.00). | 


5. FREE 


Gerber Guild decals and signs 
for windows and trucks. 


7. FREE 


Newspaper mats for your 


local papers. 


&. FREE 


Sales training booklets 
for your salesmen. 


Powerful hard-sell radio and 
TV commercials. 


LOOK magazine promotion material. 


Stickers, Counter Cards, Window Signs 


and Blow-ups. 










Mail the Coupon Today!!! 
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REMODELING MARKET 
GETS A BOOST 
FROM IKE 


MODERNIZATION 


fa Nan) 4 


i ouce eg AERERERE DP oscameans 


EASIER TERMS 
SEEN FOR APPLIANCE 
PURCHASES 


1954 OFF TO 
A GOOD START 


CLINICS 




































WASHINGTON REPORT 


The remodeling market looks better than ever for 1954, | 
If Congress accepts President Eisenhower's proposals for | ji 
liberalized terms on home improvements, your customers will | 
find it easier to modernize that old kitchen, bathroom or 
heating system. 

Specifically, the President is asking that: 

Loan Limits for FHA Title I contracts be increased 
from $2,500 to $3,000... ! 

Repayment time for home improvement loans be increased 
from three years to five years... 

Older homes to be put on a par with new homes insofar 
as mortgage insurance — 95 percent of FHA appraised value 
compared to the present 80 percent... 

Insurance be provided for mortgages containing the 
"add-on" or open-end clause which provides for home improve- 
ments on the original mortgage; no necessity for financing 
@ second mortgage with expensive title search, etc. 


HEX 

















Some viewers on the Washington scene are talking about ii 
a longshot possibility of government insurance for loans on 
refrigerator, range and other appliance purchases. | 

- The gimmick would be a broad interpretation of the home ! 
modernization section of the housing bill to include | 
appliances under kitchen remodeling. 

Such insurance would mean easier buying terms for your 
customers..e.also make it easier to sell the "complete 
kitchen" idea. 

You'll find a complete rundown on the highlights of Pres- 
ident Eisenhower's housing message beginning on page 114. 
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The year 1954 is off to a better start than expected, 
says the LaSalle Business Bulletin. 

Both industrial production and business volume are being 
maintained close to five percent below the peak. 

Trends in prices continue stable. 

Consumer buying is holding up well. 


Financial markets reflect confidence. 


Plumbing and heating contractors can continue to look 


for a good year with construction activity at record highs. 


January was off to a running start with a total of $2.4 
billion in new construction — three percent above January 


& year agoe 
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Plumbing and heating contractors in Tulsa, Okla., and 
other cities around the country are getting some first-hand 


facts on remodeling opportunities and how to convert them 


into sales. 

omestic Engineering's slide film, "The Bay City Story," 
together with the remodeling sales kit, provide the informa- 
tion and a series of "Modernization Clinics” the setting for 
interested wholesalers and their contractor customers. 

See page 119 for complete information on your ticket 


to bigger remodeling sales in 1954. 
43 


























WATER HEATER 
SHIPMENTS UP 


AIR CONDITIONING 
BOOM TO CONTINUE 


GOOD YEAR SEEN 
FOR 
OIL HEATING 


HOW TO MAKE 
MORE IN '54 


OIL-HEAT 
SERVICE SCHOOLS 
ANNOUNCED 


WHY THEY 


Shipments of gas water heaters during January increased 


by 29,400 units over the previous month, according to the 
Gas Appliance Manufacturers Assn. 


Edward R. Martin, GAMA's director of marketing and 
Statistics, reported that confirmed shipments for the entire 
year of 1953 totaled 2,125,700 units, an 11.3 percent gain 
over 1952. 

During the month of January, 167,200 units were shipped to 
distributors and dealers, as compared with 137,800 during 
December. 








#48 


Anticipation of a continued boom in air conditioning 
has prompted Mitchell Manufacturing Co., Chicago, to more than 
double its manufacturing and warehouse space during the 
past few months. 

Bernard Mitchell, president of the firm, told Domestic 


Engineering: 
"Our present expansion program is not only an indication 


of our confidence in the continuing growth of the air 
conditioning field, but also of our belief in a generally high 


economic level." 





+**#e*% 


A report from the O0il-Heat Institute indicates members 
look for the following factors to help better the 1953 
record for the industry3: 

Residential construction of another one million housing 


starts. 

An increase in 1954 over 1955 in total dollars expended for 
home modernization (based on the prospect of easier mortgage 
money and the possible start of the much discussed "trading- 
in* of old homes as down payment on new ones = with the 
"trade-ins" being remodeled and sold). 

Said one industry spokesman: "If the challenge of 
aggressive selling, promotion and advertising is successfully 
met, installations of oil burners could approximate 850,000 
units...five to six percent above 19535." 


Ke 


A 20-minute 16mm. film, entitled "Tuned to Today,® 
has been announced by the Dayton Pump & Mfg. Company. 

It's available for wholesaler or dealer meetings, 
according to Gerard J. Carney, general sales manager. 

The film stresses’ the fact that the pump industry is 
currently enjoying a strong market and gives specifc 
suggestions on "how to make more in '54." 

Inquiries concerning the film's use should be directed 
to the company's Sales Division, 500 N. Webster St., 
Dayton 1, Ohio. 

*e4% 


The third group of schools in oil-heat service and 
installation sponsored by the 0il-Heat Institute of New 
England gets underway on March 29 in Worcester, Mass. 

Contractors who want further information on the school 
and a. schedule of classes in various cities can write 
Ivan C. Sutherland, director of education for the Institute, 
at 839 Beacon St., Boston 15. 


+**e% 


Loyalty doesn't count much in appliance purchasing, says 
Business Week. A recent survey reveals that most buyers 
make their purchase on the basis of special features of 
the product, or on the recommendation of friends outside 
the family. 
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had My Pua — A FUTURE OF FAULTLESS SERVICE 








HOSPITAL CENTRAL DE LIMA 
lima, peru 

EDWARD D. STONE and 

A. L. AYDELOTT 

associated architects 


PETER W. BRUDER 
mechanical engineer 


AMERICAN RADIATOR & 
STANDARD SANITARY CORP. 
exporting manufacturer 

of plumbing fixtures 


This international showpiece and proud COYNE & DELANY project — 
among the largest hospitals ever to be built in the Western Hemisphere — 
skillfully knits a 500 bed general hospital to a 350 bed maternity section. 
Now under construction by the Republic of Peru from U.S. designs, it is huge 
by any standard. Nevertheless, careful study has preserved a pleasant 
patio-dotted plan coupled with complete integration. 
As for the mechanical equipment, thoughtful planning has further 
expressed itself in the specification of over 1200 DELANY diaphragm 
type FLUSH VALVES. In our 75th year, both at home and abroad, 
DELANY remains —‘“‘the fastest growing name in flush valves.” 


This new “HAND BOOK and CATALOG No. 53” is 

the most comprebensive of its kind—designed for every- DB) ig L A N Y 
day reference... 19 pages of installation details for 
exposed, concealed and special FLUSH VALVE installa- 


tions... over 75 blue prints... cut away views... 

many pages of charts, formulae, piping details... sent / 

free, if requested on firm letterbead. 

COYNE & DELANY CO. * 834 KENT AVE. * BROOKLYN, NEW YORK V .\ L V F S 
IN CANADA: THE JAMES ROBERTSON CO., LTD. 





Since 
1879 
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... with Trane B, 








Installs faster 








Up t 


because it’s ol 
; igher 
built better these Basebx 
8 ways can be 
bi 
1. Arrives with cabinet and coil as- a oa 
, ready to be fastened one-ph 
to wall. Eliminates on-the- spacin 
job time and labor. align 
2. Snap-on front. One-piece form- 
ed front snaps on fast. No metal | 
sheet metal screws to waste 
time. No aligning or drilling. 
Trimming is easy. 
3. Easy-to-mount one-piece top and 
back. Pre-drilled holes in the 
back fit any stud spacing. 
Holes are on 114” centers. 
4. Sna ner pieces cover both 
top an a — conceal 
joints neatly without screws. 
‘ime-savers! | Greater 
5. Ends pre-drilled for fast instal- heat wh 
lation. Perfectly formed end outer w 
cap eliminates fitting prob- ld wi 
lems. Snap-on cap serves as cola wi 
access panel. excess 
6. Snap-in damper can be installed tempers 
in minutes. No hinges, no 
screws. Can beinstalled when 
job’s finished, or at any time Cleaner 
in future. ff hea 
7. All parts fit accurately, neatly. pe a6 
All parts of TRANE Base- Nothin, 
board Convector cabinet are the hou 
roll formed to insure easy ae 
fit without sheet metal work. cnange. 
8. Reverse round simplifies align- board re 
ment. No quarter round. No 
dirt-catching corners. Later 
floor covering easier. 












MANUFACTURING ENGINEERS 
OF AIR CONDITIONING, HEATING AND VENTILATING EQUIPMENT 












The Trane Company, La Crosse, Wis. « East. Mfg. Div., 
Scranton, Penn. « Trane Co. of Canada, Ltd., Toronto 
87 U.S. and 14 Canadian Offices. 






Ngjobs more profitable 


"ane| Baseboard Convectors 











Up to 50% faster to install 


Now you can get a bigger share of the 
higher-profit heating jobs with TRANE 
Baseboard Convectors. TRANE Baseboard 
can be installed up to 50% faster because 
cabinet and coil arrive assembled. The 
one-piece back is pre-drilled to fit any stud 
spacing .. . all closures snap together. No 
alignment problems . . . no complex sheet 
metal or cast iron fitting. No special tools. 


Up to 100% easier to sell 


Here’s why you can sell more heating jobs. 
TRANE Baseboard Convectors have more 
easy-to-demonstrate selling features than 
any other baseboard . . . any other heating 
system. Customer gets superior, wall-to- 
wall comfort ...clean, quiet heat... mod- 
ern beauty that improves any decorating 
scheme. . . complete freedom of furniture 
arrangement and drapery length. 


Sell the better jobs ... boost your net profit 
with these sales features 


| Greater comfort! TRANE Baseboard Convectors 


heat where cold begins, under windows, along 
outer walls. No more back-chilling drafts off 
cold window and wall surfaces . . . no more 
excess heat loss through walls from high- 
temperature heat sources. 


Cleaner heat! Gasket on one-piece back seals 
off heat, prevents heat streaks on plaster. 
Nothing to transmit dirt and odors all over 
the house . . . no messy furnace filters to 
change. Curved surfaces on TRANE Base- 
board resist dust collection. 


ashen LOO 
ite RO OEE 


get ARS iin 





Greater convenience! Housewife has complete 
freedom of furniture arrangement .. . no wall 
grilles to interfere. 


Quieter heat! TRaNE Baseboard heating ele- 
ment floats on suspension hangers so there’s 
no annoying scraping noise when heat goes 
on or off. 


For the facts on how to boost your profit and in- 
come with TRANE Baseboard Convectors, see 
your TRANE sales office or write TRANE, 
La Crosse, Wis., for your free copy of TRANE 
Baseboard bulletin DS-381. 
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Cut Job Time 


Increase profits 







with these features 
















Cut Handling time 3! 
TRANE Baseboard 
Cabinets and coils ar- 
rive fully assembled. 
No loose parts to sort. 












No sheet metal drilling! 
One-piece back plate 
has factory-drilled 
holes that fit any stud 
spacing. 



















Faster trimming! Only 
two cabinet parts to 
trim to fit job dimen- 
sions. No special tools 


Snap-on design speeds jobs! 
Closure parts snap to- 
gether.No complicated 
sheet metal work. 
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_.The lasting dleitgges of 


GLASS LINING 


in a commercial water heater 


Llys...2 temperature hot wafer 


(without additional storage tank) from the 








Newest addition to A. O. Smith famous Burkay line of 
dependable water heaters 


Glass lining, pioneered and proved in the famous 
Permaglas water heater, now brings, in the Burkay 
B65-V, plentiful, sparkling, rust-free hot water for 
commercial use. 
Eating establishments, regardless of size, can now get 
two accurately controlled temperatures, 180° or hotter 
sanitizing water and, by means of the A. O. Smith 
mixing valve, 140° general purpose water at the 
same time! 
Tough, versatile, glass-lined for rust-free service and 
sized for the job, the Burkay B65-V solves the restaurant 
hot water problems. 

Available without mixing valve and adaptable to a 


wide range of uses. Write for the sparkling facts to 
A. O. Smith Corporation, Dept. DE-354, Kankakee, Ill. 


A0.Smith ® 


PERMAGLAS DIVISION 


International Division, Milwaukee 1 


SEE the many new A. O. Smith commercial water heaters 
at the Restaurant Show in May, Navy Pier, Chicago 
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Roger Booth, left, owner of Heating, Inc., Colorado Springs, talking to Honeywell sales engineer Bob Forster 


“The key to selling Electronic Moduflow is 
this little outside-the-house thermostat” 


— says Roger Booth of Colorado, who does a half-million a year in home heating alone 


“I always take a Honeywell Electronic 
Weathercaster along with me on sales calls 
...and remove the cover while I’m talking. 

“I’ve found customers never fail to ask 
how it works and where you put it, which 
are the questions I wait for. 

“Because then I can tell them how this 
control is actually installed outside the house; 
how it regulates the burner, automatically 
compensating for temperature changes before 
they are felt inside the house. 


“I’ve also discovered a lot of customers 
can’t get over the fact that there’s nothing 
more than a tiny, supersensitive coil of wire 
inside a Weathercaster — instead of some 
complex mechanism they cannot understand. 

“We usually wind up out-of-doors, dis- 
cussing possible locations for it. And when 
the conversation gets to the point where 
they tell me where they think the Weather- 
caster belongs—brother, [ know I’ve made 
another Moduflow sale!” 


Another Plus-Profit 
ldea [rom Honeywell 
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How Electronic Moduflow Works 


The Electronic Weathercaster (1), mounted outside the 
house, senses the outdoor temperature and by means of 
electronic signals continually tells the Electronic Clock 


Thermostat (2) what indoor temperature is required to 
maintain comfort. This Electronic Clock Thermostat, 


mounted in the living room, signals the Relay Amplifier (3) 
which automatically adjusts the heating plant to provide 


the proper amount of heat required to keep the home at 
just the right temperature —no matter how changeable the 


winter weather might be. 


LIFE MAGAZINE ADVERTISING CAMPAIGN 
HELPS PRE-SELL YOUR PROSPECTS 


Honeywell is using an extensive national advertising pro- 
gram— 13 Spreads in LiFE Magazine to help create demand 


for Moduflow. In addition, literature, displays and other 
material are available. 


Honeywell 
Electronic Moduflow 


104 OFFICES ACROSS THE NATION 
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"Cold wall”’ problem solved by Moduflow 


With a chilly outside temperature, occupants feel comfort- 
able when indoor temperature is 71°. But as it drops, heat 
loss increases, so higher indoor temperature is needed to 
compensate for colder walls. Electronic Moduflow does this 
automatically by raising control point of indoor thermostat 
so more heat is supplied. 


MODUFLOW PROVIDES MORE COMFORT 
BY VARYING INDOOR TEMPERATURES 











Why people need varying temperatures 


Tests show if indoor temperature is merely held constant 


when outdoor temperature falls, a person inside fee/s uncom- 
fortable. As the walls of the room become colder, they “draw” 


increasing amounts of heat from the body. 
ITI 


MINNEAPOLIS-HONEYWELL REGULATOR CO 
Dept. DE-3-70, Minneapolis 8, Minnesota 


Gentlemen: Please have your representative show me your "' Dealer 
Profit” program for Electronic Moduflow. 

Name 

Firm Name 


Addr ff 


City Zone Stale 
































Magic Chef Enters Heating and 


Cooling Market with 23 Products) Massachusetts Gets 
Plumbing Test Lab Assn. Flects 


Magic Chef, Inc., the gas range producer has entered 


the heating and air conditioning market with 23 units and | 
a complete specialty sales organization. H. V. Floerke, | 


bs 
former sales service manager for the St. Louis company, lcently Aedicsted 


has been named central 
heating sales manager and 
will supervise home condi- 
tioning operations. 

Floerke told Domestic 
ENGINEERING he will direct a 
team of experienced heating 
sales specialists in a nation- 
wide drive for distribution. 

All central units will car- | 
ry the company’s new “Mag- | 
ic-aire” trademark. 

Products in the new lines 
will include winter and 
summer conditioning units 
made up of fifteen gas hori- 
zontal high and lowboy units 
with Btu capacities of 60,000 
to 140,000 and three gas 
counterflow winter condi- 
tioners with 80,000 to 120,- 
000 Btu capacities. 

Three high-lowboy oil 
units and three counterflow 
units with 85,000 to 130,000 
Btu capacities, one 3-ton 
residential summer unit, one 
3-ton commercial condition- 
er and three conversion 
burners also are included. 


Carpenter Heads 
Worcester Assn. | 

Byron A. Carpenter has | 
been reelected president of | 
the Worcester (Mass.) Mas- | 
ter Plumbers Assn. 

Other officials reelected 
are William F. Lynch as 
vice president, Gilbert E. | 
Morris as treasurer and | 





ciation secretary. 





Typhoon Begins 
AC Schools 


Typhoon Air Conditioning | 





} 





Private expenditures were 


public utilities. Remodeling 


that maintained in January 
year ago. 





Building Activity Up 3 Percent 


New construction in January amounted to $2.4 billion, a 
rise of three percent from January a year ago. The figure 


is a joint estimate of the Departments of Commerce and 
Labor given to Domestic ENGINEERING at press time. 


new commercial, religious and educational construction and 


up six percent from January, 1953, to a total of $67 million. 

Total private spending for new construction in January 
was $1.7 billion, five percent above a year ago that month 
but seasonally down 10 percent from December, 1953. 


Schools were among categories of public expenditures 


at record January levels for 


of residential buildings was 


the construction level of a 


Mar 











The first plumbing test 
laboratory to be established 


in Massachusetts was re- 


\Lawrence. State and city 
| dignitaries, as well as health 
| officials were present for the 


‘formal dedication. 
Clarence I. Sterling, Jr., 


Company, Inc., of Brooklyn, | director of the state division 
has inaugurated a series of | of sanitary engineering and 


regional training schools for | 
dealers of air conditioning | 
equipment. 

The next school period 
will begin Mar. 15 in Los 
Angeles and anvther will 
convene in New York on 
Mar. 22. 

Instruction includes sales, 
application and maintenance 
practices. 


chief sanitary engineer for 
the department of health, 


|\was master of ceremonies 


and Samuel B. Kirkwood, 
state commissioner of public 
health, gave the welcome 


address. 
The new laboratory will 


| be used for the instruction of 


apprentices and will be one 
of the most modern. 


C. A. Dunham Uses Mobile Unit 
To Show Products Nation-wide 


The C. A. Dunham Com- 
pany of Chicago is showing 
its line of steam and hot 
water heating equipment by 
use of a mobile unit. 


The large trailer contains | 


visited on the year-long na- 
tionwide tour of the trailer, 
wherever a wholesaler or 
sales engineer wishes his 
customers to see the exhibit. 


A feature of the mobile 


| operating and cutaway mod- | display is a hooked up dif- 


|}els of company products. 


| seneeitiod steam heating con- 





Plans call for demonstra-| trol panel that shows by 
Armand A. Vandale as asso- | tion stops of from one day | lights exactly how the sys- 


‘to two weeks at places to be | tem operates. 
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Philadelphia 


Ellis Hendricks has been 
named president of the Phil- 
adelphia Master Plumbers 
Assn. Mrs. Dorothy Scott 
has been elected to head the 
ladies’ auxiliary of the 
group. 

The slate of officers in- 
cludes Frank J. Ledwith 
and Stewart Nitterauer as 
vice presidents, Harry L. 
Stilwell, Jr. as treasurer, 
Edward Mellwig, Jr. as sec- 
retary and Frank N. Kirsch 
as sergeant at arms. 

The board of directors in- 
cludes Frank Blazeh, chair- 
man; Saul Steel, Jr., Henry 
Ford, Charles Kaufmann, 
Peter Uzzo, John P. Meyer, 
Jr., Thomas Egan and Harry 
Hutchinson, Jr. 

Auxiliary officers named 
were Miss Eudora Jann as 
treasurer and Mrs. Sue 
Mellwig as secretary. 





Temco Announces 


Dealer Sales Aids 


Temco, Inc. of Nashville, 
Tenn., has announced the 
availability of two full color 
catalogs and various con- 
sumer pieces for use as 
dealer aids for its 1954 line 
of gas heating appliances. 

The two catalogs illus- 
trate gas heaters, wall heat- 
ers and floor furnaces. The 
four consumer folders also 
are in color and can be used 
as giveaway pieces or as 
mailers. 

(NEWS continued on page 54) 
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What's this 
about a 


Bank Fence 


and a 


Boiler? 














A true story — with a moral for the 
boiler specifier 


Now flourishing as the National Union Bank, the Union 
Bank of Kinderhook, N. Y., was founded in 1853, the 
year in which the H. B. Smith Company was established. 

Six years later, H. B. Smith journeyed from Westfield 
to Kinderhook to lay before the Bank Directors a propos- 
al: to furnish an elegant new cast iron fence to enclose 
the grounds of the banking building. Good salesman as 
always, H. B. came back with the order and the fence was 
speedily erected. 

Today, visitors to Kinderhook are still impressed with 
the decorative appearance of this fence. Ninety-four 
years of constant exposure to all kinds of weather have 
done little to wear the sturdy gray iron castings from 
H. B. Smith’s foundry. 

Does this tale hold a moral for the boiler specifier? We 
think it does! 

As used in H. B. Smith boilers, cast iron is an enduring 
material, highly resistant to corrosive acidic gases, and 
virtually indestructible except through human neglect or 
positive mistreatment. It has the qualities of controlled 


World’s Broadest Line of Cast Iron Boilers 
for Heating and Domestic Hot Water 


“C 


Established 1853 


DOMESTIC ENGINEERING 


chemical uniformity, adaptability to intricate coring, and 
rapid and thorough heat absorption. 

It is not unusual to find H. B. Smith boilers which have 
given uninterrupted service for 50 or 60 years and to 
which sections have been added as the need for greater 
heating loads has arisen. Thousands have been convert- 
ed and reconverted to the use of various fuels'as economy 
or supply made one or another more advisable. We 
know of one installation which has been in continuous 
use since 1884 — 70 years of service — with the only 
maintenance cost the replacement of grate bars, doors or 
other minor trim items. 

Your customers are looking to you to provide a boiler 
with these qualities; you can recommend nothing better 
than an H. B. Smith. 


Note how more boiler 
heating surface and 
longer five travel ex- 
oct full benefit from 
fuel. Tall chimneys 
and induced draft 
mechanisms are not 
necessary with effi- 
cientSmith-Mills boilers. 


“¢4/ CAST IRON BOILERS 


THE H. B. SMITH COMPANY, INC., WESTFIELD, MASSACHUSETTS 


























Continued 
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Water Heater 
Shipments Up 


Figures released by the 
Gas Appliance Manufactur- 
ers Assn. indicate 2,128,900 
gas water heaters were 
shipped during 1953. This is 
an increase of 11.4 percent 
over the 1,910,400 units 
shipped during 1952. 

Current GAMA estimates 
on shipments of central 
heating equipment during 
1953 were warm air fur- 
naces, 513,100 units, an in- 
crease of 13.7 percent over 
1952; boilers, 71,850 units, up 
4.9 percent and conversion 
burners, 212,500 units, a de- 
crease of 6.6 percent from 
1952. 


New Division For 
American-Standard 


American-Standard has 
formed a new division to 
take over all operations of 
the corporation’s former 
branch house departments. 
The new section will be 
known as Amstan Supply 
Division. 

Robert F. Sells has been 
named president of the divi- 
sion and Joseph Salamone 
executive vice president. 
Sells formerly was general 
manager of A-S_ branches 
and Salamone was manager 
of branch house operations. 


Michigan / ASSE Elects 
White as President 


The Michigan chapter of 
the American Society of 
Sanitary Engineering re- 


cently elected W. Wilbur| © 


White as president for 1954. 

Peter J. Petrie as vice 
president and Norman J. 
Cameron as secretary- 
treasurer were other officers 
named. Ernest E. Sanger 
was elected to a five-year 


'USAIRCO Says Year-Around 
Air Conditioning Will Double 


Sales of year-around residential air conditioning for 
1954 should more than double sales made in 1953, accord- 
ing to the annual report of the United States Air Condi- 
tioning Corporation. “The future of residential air con- 
ditioning lies not in the sales | ——_____—. 
of room units alone,” the re- | ' ditioning will be obsolete. 
port states, “but in the full,| Year-around conditioning 
year- ~around conditioning of | will be standard equipment 
homes, ‘for new construction. 

“Sales of such installations| The Minneapolis corpora- 
have risen from virtually | tion states further that the 
nothing in 1946 to about! air conditioning industry 
60,000 in 1953. It would ap-| may reach a volume of $2 
pear that 125,000 such in-| billion in 1954, and by 1963 
stallations will be sold in| may be doing $5 billion 
1954.” | worth of business annually. 

The report goes on tosay; _ ee as a 
that an estimated 2,000,000 | 
homes will be fully air con- | bibinnene Cuts Price 
ditioned within the next five | Of 6 Heating Lines 
years. And within ten years | 
the home without air con- 

















The Coleman Company of 
Wichita, Kan., has an- 
sg f nounced reductions in the 

he PB | retail prices of all models 
0 MA bei in six of its major heating 

, | Mes product lines. 

vEapy. | ‘ Plans for an expanded ad- 
vertising and promotional 
| Program for 1954 for heating 
|and air conditioning prod- 
ucts also were announced. 
| Coleman said the adver- 

















| tising budget was being in- 
J. W. Ramsay, New York dis-|creased to permit special 
trict manager of McDonnell & | promotion of each of the 
Miller, presents Lawrence | frm’. major appliance lines. 





directorship. 


Harvey of Sid Harvey, Inc., | 


Valley Stream, N. Y., with the 
first prize Harvey won in a 
recent sales contest held by 
McDonnell & Miller. 


Sales Training 


Beautycraft Kitchens, a 
division of Miller Metal 
Products, Inc., of Baltimore 
is conducting a continuing 
series of training schools for 
kitchen salesmen. 





Classes of about 65 dealers 
will assemble in Wichita for 


John Wood Issues 
Promotion Package 


The John Wood Company 
of Conshohocken, Pa. has 
issued a promotion package 
for plumbing contractors 
designed to do a big adver- 
tising job at a low cost to 
the user. The package con- 
tains material on water 
heaters manufactured by 
the company. 

Built around the theme, 
“More in 754,” the promo- 
tion kit contains small-size 
newspaper mats, circulars, 
self mailers, publicity re- 
leases, wraparound banners 
and other point of sale mer- 
chandising materials. 

Release of the package 
coincides with the introduc- 
tion of the new Merion 
glass-lined water heater 
that supplements the gal- 
vanized line being offered 
by the firm. 

R. W. Simpson, vice pres- 
ident and general sales 
manager, also said John 
Wood will help sponsor the 
Mrs. America contest. The 
contest is put on by the 
American Gas Assn. and 
gas companies in 22 states. 
Simpson reported that the 
promotion is the largest 
consumer advertising proj- 
ect in the company’s his- 
tory. Eight million ad mes- 
sages will be used during 

















19-week schools, which will 
end in early July. 


the project, he said. 
| (NEWS continued on page 56) 


‘School Held bby Beautycraft 


Intensive week-long ses- | 
sions held about every two 
months draw both veterans 
and beginners from the sales 
staffs of plumbing-heating 
contractors and distributors. 





The curriculum stresses 
all phases of kitchen plan- 
ning. Problems in design are 
assigned to students, who 
also learn to execute per- 
spective drawings for con- 
sumer presentation pur- 
poses. 

Every subject covered 
during the course is fol- 
lowed by a written exami- 
nation by graduating stu- 
dents. Cabinet construction, 
installation procedures, col- 
or coordination and selling 
techniques also are covered. 

Executives of Beauty- 
craft’s sales organization 
conduct the classes. 
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Better-Than-Ever Performance 
At a Lower-Than-Ever Price 


Here’s a disposer with the toughest shredders in the business . . : 
with tolerances so close no flow interlock is needed (except where 
local codes insist) because food waste can’t get into the drain unless 
the water is running. Here’s capacity so superior that food waste is 
shredded as fast as it can be loaded. Here’s truly quiet operation 
with all metal-to-metal contacts cushioned with Neoprene “shock 
absorbers”. A reversing switch doubles the unit’s life by allowing 
use of both edges of the double-edged shredders. 

The Westinghouse A-iB Food Waste Disposer is yours to sell 
for only $99.95—an unheard of price for a quality product. Backed 
by the biggest Westinghouse push ever in magazines and on tele- 
vision, you will find brand-new selling opportunities as you feature 


freedom from garbage handling at a price within the reach of all. 


WESTINGHOUSE ELECTRIC CORPORATION 
Electric Appliance Division * Mansfield, Ohio 


You CAN BE SURE...iF ws Westinghouse 








UNIFORM SHREDDING— Waste is reduced to fine 
particles that scour drain lines, keep them clean, 
and allow efficient reduction in septic tanks. 


EASIER TO INSTALL — 

Easily installed by one 

man, this unit fits all stand- 

ord sinks, requires no 

extra plumbing fittings, 

is 50% lighter in weight 
i than previous models. 


















Continued 
from page 54 


Personnel Shifts 
At Whirlpool 

A realignment of duties 
among incumbent heads of 
the sales promotion and ad- 
vertising departments of 
Whirlpool Corporation of St. 
Joseph, Mich., has been an- 
nounced by John A. Hurley, 
vice president. 

The changes were brought 
about by an expanded and 
intensified national promo- 
tion program. 

Roy Howard, formerly di- 
rector of sales promotion 
and advertising, will head 
all activiteis as merchandis- 
ing manager. Under his su- 


| pervision, Jack Sparks, for- 





| vertising has 





merly advertising and sales 
promotion manager, be- 
comes national sales promo- 
tion manager. 

Jack Sullivan, formerly 
sales promotion manager of 
the dryer and ironer divi 
sion, is now advertising 
manager and Frank Grimes 
retains the position of sales 
training manager. 


Youngstown Kitchen 
Announces’ 54. Plans 


A 1954 merchandising 
program that emphasizes 
sales training and includes a 
plan for expanded local ad- 
been an- 
nounced by Youngstown 
Kitchen Division. 

C. D. Alderman, vice pres- 
ident in charge of merchan- 
dising for division of Mul- 
lins Manufacturing Corpor- 
ation, said the program will 
stress kitchen sales as the 
leader in profit opportunities 
for the dealer. 

Alderman also said the 
program is designed to solve 
complaints by dealers over 
short discounts and insuffi- 
cient cooperation, and to 
provide sales help from 


} manufacturers and their dis- 
| tributors. 


_Oyer New Salesman Airtemp Plans New Series of 
Sales and Service Schools 


|For Hebenstreit Co. 


Stan Oyer 
of Oklahoma 
City. -has 
joined the 
sales staff of 
William J. 
Hebenstreit of 7 ¢ 
Kansas City, Stan Oyer 
Mo., manufacturer’s repre- 
sentative for plumbing 
equipment. Oyer’s territory 
will be the states of Okla- 
homa and Arkansas. 

Oyer has worked with 
his father, a plumbing con- 
tractor of Kansas City, and 
also for a plumbing and 
heating contractor in Kan- 
sas City, Kan. 

At present he is taking 
specialized courses in the 
plants of the Sloan Valve 
Company of Chicago, Bru- 
ner Corporation of Milwau- 
kee and the Halsey W. Tay- 
lor Company of Warren, 
Ohio. 





Name Tschoepe Head 
Of San Antonio Assn. 


new president of the Asso- 
ciated Plumbing Contractors 
of San Antonio, Tex. 

W. J. Sebera, vice presi- 


returned to office. 


Sales representatives of 
the Viking Air Condition- 
ing Division of The Nation- 
al Radiator Company re- 
cently met in Cleveland for 
a pre-showing of the Vik- 
ing furnace blower for 1954. 

Marion I. Levy, founder 
and operating head of Vik- 
ing, conducted the meeting. 

New design advances 
studied by the field men in- 
cluded new _ construction 
features of the blower and 
a new motor mounting 
bracket. 

T. B. Focke, president of 
National Radiator, said no 
change in Viking sales or 
manufacturing policies will 








Edward A. Tschoepe is the | 


dent, and E. H. Jordan, sec- | 


retary-treasurer, also were | 
| install and service the units. | (NEWS continued on page 58) 


result from the recent pur- | 


Thoroughly trained per- 
sonnel are as essential to 


cording to J. F. Knoff, 
Chrysler Airtemp vice pres- 
ident in charge of sales. 
Knoff made the statement 
in announcing an expansion 
of Airtemp’s sales, applica- 





Winkler Shows ’54 
Heating Products 


The U. S. Machine Divi- 
sion of Stewart-Warner un- 
veiled 50 new Winkler heat- 
ing and cooling units at 
three recent regional dealer 
meetings. 

The Winkler line has been 
augmented by a series of oil 
and gas furnaces and boil- 
ers, a new gas conversion 
burner, round gravity fur- 
naces to burn oil, gas or 
coal and central and room 
air conditioners. 

A new line of domestic 
and commercial gas and 
electric water heaters also 
| was shown. 

Claude A. Potts, general 
sales manager, announced 
more than 1,500 Winkler 
dealers are now prepared to 








chase of the Viking com- 


pany. 
Viking manufactures fur- 
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iducted from the 


tion and service training 
programs for factory, dis- 


the air conditioning industry |tributor and dealer person- 
as a well-made product, ac- | nel. 


Two basic training pro- 
grams have been instituted 
under the direction of Jer- 
ome A. Clarke, sales train- 
ing manager, 

Schools for district sales 
managers have been in- 
creased from two terms to 
four. The number of re- 
fresher courses for field 
sales personnel also has 
been doubled. 

A course for air condi- 
tioning engineers has been 
revised and lengthened. 
Sales training courses have 
been increased to 26 weeks. 

Sixteen one-week ses- 
sions are being held in Day- 
ton for dealer and distrib- 
utor sales and service per- 
sonnel. Courses cover in- 
struction in basic and ad- 
vanced air conditioning and 
heating fields. 

A correspondence school 
for field personnel has been 
established and will be con- 
Dayton 
office. Thirty-two sessions 
are included and are super- 
vised by regional sales 
managers. 


Viking Sales Meeting Shows °54 Furnace Blower 


4 


nace blowers, room air con- 
ditioners, exhaust fans and 
humidifiers. 
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NEW HOME OFFICE of Springs Cotton Mills. Architect: Robert & Company Associates, Atlanta, Ga. Contractor: George A. Fuller Co. 


Copper Tubing ...in walls that “hang in air’ 


The ability of architectural designers 
to solve unusual construction problems 
is proved again in this new home office 
building of the Springs Cotton Mills 





COPPER TUBING was specified for radiant 
heating panels that are installed in walls. 


located in Ft. Mill, S. C. The angled 
windows desired by the owner require 
that the walls be supported by canti- 
lever construction, thus creating the 
illusion of being suspended in mid-air. 

These walls contain the radiant pan- 
els that provide winter comfort for 
office workers. From both a cost and 
design basis, copper tubing fits this 
type of heating system perfectly. It is 
easily installed because it comes in long 
lengths, requires fewer fittings and 
bends easily to follow wall curvatures. 
Connections, where necessary, are 
made quickly and securely even in the 
hard-to-get-at spots by using solder- 
type fittings. 


Contractors will always find that 


9 


copper tube for radiant heating panels 
offers their customers not only the 
“final touch” to modern design . . . but 
also that copper means lower installa- 
tion costs, longer service life and lower 
upkeep. For suggestions for installing 
copper tubes in radiant panel systems, 
write for Publication C-4 to: The 
American Brass Company, Waterbury 
20, Conn. In Canada: Anaconda Amer- 


ican Brass Ltd., New Toronto, Ont. 
5313 


for copper tubes see your 


PS a 2 4 Se Pn > 8 ® 
| FAV 
distributor 


























Continued 
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Armstrong Host 
To Jobbers 


The Armstrong Furnace 
Company of Columbus, Ohio 
recently played host to job- 
bers at a meeting held at the 
home office. The firm’s new 
line of oil and gas heavy 
duty industrial furnaces and 
summer air conditioners 
were displayed and dis- 
cussed. 

The new units are being 
added to a line of 50 differ- 
ent models currently offered 
by Armstrong. Herbert G. 
Hays, chief engineer, and 
George Zimbelman, Des 
Moines plant sales manager, 
described the new models. 

L. G. Hickok, executive 
vice president and sales 
manager, announced that 
sales last year were the 
highest in the 30-year his- 
tory of the firm. 

The jobbers toured the 
new plant at Columbus, -in- 
cluding an addition of more 
than 40,000 square feet that 
was added during a recent 
expansion. A dinner dance 
in the evening capped the 
5th annual meeting. 





Detroit Controls 


Buys Belknap Mfg. 


The Detroit Controls Cor- 
poration has purchased the 
Belknap Manufacturing 
Company of Bridgeport, 
Conn. 

Belknap, a producer of 
bronze valves, fittings and 
special castings, will oper- 
ate under its present name 
as a division of the Detroit 
firm. Policies and operat- 
ing personnel of both com- 
panies will not be changed. 

Increased service for cus- 
tomers of both firms will be 
made possible by the merg- 
er. Detroit Controls makes 
automatic controls for air 
conditioning, heating, refrig- 
eration and industrial needs. 


Ruud Co. to Move 
Office to Michigan 


The Ruud Manufacturing 
Company will move its gen- 
eral office from Pittsburgh to 
Kalamazoo, Mich., in the 
near future, according to M. 
G. Hulme, board chairman. 

A new building will be 
erected on a 14-acre site 
adjacent to the present Kal- 
amazoo plant. 

Ruud is a manufacturer of 
gas water heaters and heat- 
ing appliances. 


| 
1 








: ad 


Robert L. Freeman (left) and Louis T. Nutting crate the first 





ly hp window-type air conditioner to come off the production 
line at Remington Corporation’s Auburn, N. Y. plant. Looking 
on are Herbert L. Laube, president, and Fred S. Stidfole, vice 


president of manufacturing. 


Wins White Products Contest 


Southeastern Sales Com- 
pany of Springfield, Ohio, 
won the national sales con- 


Dayton Assn. Elects 


The Dayton Master 
Plumbers’ Assn. recently 
elected Charles L. Vehorn 
as president to succeed Rob- 
ert Bricker. 

Other officers elected 
were Mack Pennington, vice 
president; H. H. Lutz, treas- 
urer; Charles R. Guy, ser- 
geant-at-arms; and Bricker, 


iC. A. Kreitzer, R. C. Dice 


Office transfer is depend-|and S. Wilhelm, directors. 
ent upon completion of the| John G. Haas was reelected 


building late this year. 


executive secretary. 


G-E Distributors Preview New Products 


More than 300 General | 
Electric distributors attend- 
ed the recent national sales | 
meeting of the home heating 
and cooling department at 
Asbury Park, N. J. 

The meeting featured a/| 
preview of the company’s | 
new line of gas and oil fur- 
naces and cooling units in 
upflow, downflow and hori- | 
zontal flow models. The 
cooling units are either wa- | 
ter or air cooled. 

New sales promotion, ad- | 
vertising and marketing} 


and guests toured the new | 
plant at Trenton, N. J. | 





Featured speakers were!pliance and electronics 
plans also were discussed,/Ralph J. Cordiner, G-E/ group, and F. J. Van Poppe- 


president; Roy W. Johnson, |len, general manager of the 


executive vice president, ap- | Air Conditioning Division. 
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test for 1953 sponsored by 
White Products Corporation 
of Middleville, Mich. 

The contest was named 
“Miss Water-Hotter of 
1953,” promoting White 
water heaters. 

Mrs. Leah Felterman, 
Southeastern’s winning can- 
didate for the title of “Miss 
Water-Hotter,” also re- 
ceived an award. 

The contest was based on 


percent of quota accom- , 


plishment. All White dis- 
tributors participated. 

J. B. Myers, president of 
Southwestern, was present- 
ed the winner’s check by 
Vincent J. Anderson, assist- 
ant advertising sales promo- 
tion manager for White 
Products. 


So. Phila. MP Assn. 
Names Suez President 


The South Philadelphia 
Master Plumbers Assn. has 
elected Edward Suez as 
president for the new year. 
Joseph A. Bracken and 
Charles Mancini were 
named vice presidents. 

Other new officers include 
Alfred A. Bonvini as secre- 
tary, Benny Cannavo as 
treasurer and Samuel Agos- 
tinelli as sergeant at arms. 

Anthony Bonvini, William 
J. Sheppard, Louis Lerner, 
Mario Bevo, Frank Cannavo 
and Albert J. Sgro make up 
the board of directors. 
(NEWS continued on page 60) 
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WEIL- McLAIN 


BOILERS RADIATORS 





Cleaner heat—no strong 
air currents to stir up 
dust. 

e 


No interference with 
draperies and furniture 
arrangement. 


Space-saving—incon- 

spicuous—blend in 

with room decoration. 
Easy to clean. 


e 
Uniform air temperature 
from floor to ceiling— 


healthful comfort at the 
floor for children. 


DOMESTIC ENGINEERING 






The illustrations above show the amazing transforma- 
tion in a room’s appearance after remodeling with Weil- 
McLain Snug Radiant Baseboards. When you think of 
the thousands of home owners now fed up with old- 
fashioned, large tube radiators, the profit possibilities 
in modernizing with baseboards begin to loom up. 

From every angle of comfort, beauty and conven- 
ience, Weil- McLain Snug Radiant Baseboards have the 
features which sell! They’re cast iron—noiseless in 
operation—mar-proof—easy to clean. The extra large 
waterways in these units provide a high percentage of 
radiant heat—plus ample convected heat from the 
finned rear surface. 

Remember, too, that only with cast iron baseboards 
can you modernize part of the system and still main- 
tain balanced heating! 

For full information, send for Bulletin C-164. 
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A PROVED OPPORTUNITY 





Booklet shows complete 
“before” and “‘after’’ pic- 
tures of a home modern- 
ized with Weil-McLain 
Snug Baseboards—a 
convincing selling help. 
Send for your copy. 





WEIL: McLAIN 









SNUG RADIANT BASEBOARD PANELS 


WEIL-McLAIN COMPANY .- Dept. A-34, Michigan City, Indiana 





















Continued 
from page 58 


\Wholesalers Meet |RACCA Develops Educational 


‘On Business Trends 
The 


'meetings recently in Phila- 


- |delphia and Baltimore, Md. 


Janitrol Holds 


Discussions centered 


around business trends for | 


1954. John J. Owens, a rep- 


Service Schools | :ccentative of the Hajoca 


The Janitrol Division of 
Surface Combustion Cor- 
poration completed the third 
of eight scheduled factory 
service school sessions early 
this month. 

Other classes will be held 
through June. The schools 
are being held at the com- 
pany’s Columbus, Ohio, 
plant and are of five-day 
duration. Twenty-four en- 
rolees are accepted for each 
session. 

Gas equipment classes are 
held Monday, Tuesday and 
Wednesday of each sched- 
uled week. Air conditioning 
equipment is covered on 
Thursdays and oil equip- 
ment is explained in de- 
tail on Friday. 

Company engineers serve 
as instructors. Remaining 
classes are scheduled to be- 
gin Mar. 22, April 12, May 
3, May 24 and June 14. 

Janitrol dealers are eligi- 
ble to send service repre- 
sentatives. Students may 
take all or part of the 
course. Reservations can be 
made with. district offices 


or with C. C. Owen, sales 
promotion manager, at the 
home office, 2375 Dorr St., 
Toledo, Ohio. 


|Corporation, was moderator 
at the panel talks. 

The gathering featured a 
study of an emphasis on 
profits rather than volume 
sales during the year. Many 
participants reported high 
volume last year but that 
| profits had suffered. 

The annual convention of 
the Middle Atlantic group 
will be held in Atlantic City 
March 28-30. 


Servel Sets Jobber 
Service Classes 





Two schools for distribu- 
tor service personnel have 
been scheduled by the air 
conditioning division of 
Servel, Inc. 

The two-week schools are 
being held at the Servel 
plant in Evansville, Ind. 

Joseph L. Kaposta, service 
training representative in 
charge of arrangements, said 
the sessions will include 
service and maintenance of 
2, 3 and 5-ton absorption 
| type year-around air condi- 
‘tioning equipment, 25-ton 
|water chillers and 3, 5 and 
|72-ton self contained elec- 
| tric units. 














tip 3 ~ 


Middle Atlantic) 
Wholesalers Assn. held area | 


| 
| 
| 


Campaign for Good of Industry 


A new educational campaign designed to protect the 
|interests of the air conditioning industry is being de- 


| veloped by the Refrigeration and Air Conditioning Con 


| tractors Assn. 

| The plan is based on the 
| cooperation of the manufac- 
iturer, labor, the contractor 
and power companies. Regu- 
lated training of mechanics 
and similar training of sales 
personnel makes up a por- 
tion of the plan, as well asa 
program to acquaint engi- 
neers, architects and pur- 
chasing agents with the de- 
sirability of doing business 





with qualified contractors. 

Publicity of aims and 
standards of the contractors 
and a program to bring to- 
gether all contractors into 
qualified associations at the 
local level are other por- 
tions of the plan. 

Wholesalers and electric 
light and power companies 
will be enlisted to give the 
| public supporting data. 














Supervisors of the Price-Pfister Brass Manufacturing Company 
are shown at the annual dinner given for the group. Enter- 
tainment and gifts to employees featured the evening’s 
festivities. Isadore Familian, president, and Loeb Hinderer, 
vice president, were hosts for the Los Angeles fim. 





Timken Silent Automatic officials, factory and field person- 
nel are shown at the recent annual field men’s meeting held 
at Jackson, Mich. R. M. Marberry, national sales manager, 
outlined 1954 sales activities and advertising promotions. 


Hayes Is Elected by 
Midwest Stoker Men 


John J. Hayes, manager 
of the Auburn Stoker Com- 
pany, was elected president 
of the Midwest Stoker Assn. 
at the recent annual meet- 
ing of the group in Chicago. 

Hayes succeeds P. I. Boh- 
mann, district representa- 
tive of the U. S. Machine 
Division of Stewart-War- 
ner, who held the post for 
two years. 

Other officers named 
were E. M. May, branch 
manager of the Steel Prod- 
ucts Engineering Company, 
re-elected vice president; F. 
H. Herndon, president of 
Herndon Sales & Service 
Company, re-elected secre- 
tary-treasurer and E. W. 
Jones, branch manager for 
Iron Fireman, as a director. 

Bohmann and the three 
officers also were elected as 
directors. 
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Bryant Sees Gains 
For Conditioning 


William H. Wise, director 
of sales for the Bryant 
Heater Division, recently 
predicted new profits from a 
growing demand for year- 
around air conditioning. 

Wise said air conditioning 
has given builders the first 
really new home sales at- 
traction placed at their dis- 
posal in many years. 

The conditioning raises 
and preserves home values, 
elevates home living stand- 
ards, protects health and in- 
sures four-season comfort 
in the home, he continued. 

He estimated that a mil- 
lion new homes would be 
built in the United States 
this year. If the proper 
salesmanship is used, per- 
haps 75,000 of these will 
have year-around air con- 
ditioning, he predicted. 
(NEWS continued on page 62) 
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easier to install—Streamline Copper Tube and Fittings 
for soil, waste and vent lines are lighter and easier to 
handle. Sections of an all-copper system can be prefabri- 
cated at the shop for delivery to the job ready for instal- 
lation. On the job, copper joints can be made where it is 
impossible to swing a wrench .. . and caulking is elimi- 
nated. An all copper system will test leak proof on the 
first try and there’s no time lost repairing joints. 


makes an efficient, lasting system — Streamline 
Copper Drainage Tube and Fittings make a tight, com- 
pletely sanitary system with clean, unobstructed joints 
that withstand jars and vibrations. It resists the destruc- 
tive effects of corrosive acids...is clog-resistant... and 


DOMESTIC ENGINEERING 


It will pay you to go co 


will not rust. Ordinarily, Streamline Copper Tube and 
Solder Type Fittings will outlast the building in which 
they’re installed and never need repairs. 


costs less in the long run—Cost-minded customers can 
easily be shown how Streamline all-copper plumbing will 
actually save them money in the long run through lower 
installation costs and trouble free service. And you can be 
sure you are installing an attractive, space- 

saving system that will give them real 

satisfaction. They'll tell their friends and 

help sell more jobs for you. 


Write today for our latest catalog of Siream- 
line Plumbing and Heating Products. 


Eid MUELLER BRASS CO. -orr wvson «, memo 
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all the way! 
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Chicago Group 
Installs Officers 


The North and West Side 
Master Plumbers Club of 
Chicago recently held its 
annual installation party at 
the Edgewater Beach Hotel. 
Two hundred members and 
guests attended. 

Leon Van Ness was in- 
stalled as president for the 
new term by P. J. Brown, 
president of the Plumbing 
Contractors Assn. of Chi- 
cago. 

Other officers installed 
were Thomas Taylor, vice 
pvesident; Harold Stift, 
treasurer; William M. 
Readey, financial secretary 
and recording secretary, 
and sergeant at arms, Peter 


H Smith. 


Hanson Gives Speech 
At Southern ASRE 


A. L. Hanson, vice presi- 
dent of Drayer-Hanson, Inc. 
of Los Angeles, recently was 
a featured speaker at meet- 
ings of the Mississippi and 
New Orleans chapters of the 
American Society of Refrig- 
eration Engineers. 

Hanson spoke on design 
and application of extended 
fin surfaces. He reviewed 
fin surface history. 


Black & Decker in New Plant 


Alonzo G. Decker, presi- 
dent of Black & Decker 


Manufacturing Company, | 
has announced his company | addition was broken last 





spring. The addition covers 
126,000 square feet and 
more than doubles the size 
of the original Hampstead 


ACRI Education 


Conference Set 

The Air Conditioning and | 
Refrigeration Institute will | 
be host to several thousand | 
visitors at the Educational | 
Conference on Mar. 11-13. | 
The meeting will be held in 
Long Beach, Calif. 

Educational exhibits by 
more than 60 manufacturers 
will be on display at the Mu- 
nicipal Auditorium. 

Talks, panel discussions 
and question and answer 
sessions about air condition- 
ing and refrigeration have 
been planned by the Cali- 
fornia Assn. of the Refrig- 
eration Service Engineers 
Society, which will hold its 
state convention at the same 
time. 

The ARI, RSES, Refrig- 
eration Equipment Whole- 
salers Assn. and the Air 
Conditioning and Refrig- 
eration Contractors Assn. 
are cooperating to stage the 
conference. 





Specialty Firm Moves 
Into Camden Plant 


The Quality Specialty 
Company, Inc., has moved 
into its new plant at 28th St. 
and Lincoln Ave., Camden, 
N. J., according to Jules Jay, 
vice president. 

The company is a manu- 
facturer of heating special- 
ties. The new 16,000 square 
foot plant will house facili- 
ties for producing a plumb- 
ling and heating specialty 
line. 

















has begun operations in its 
new Hampstead, Md., plant. 
Ground for the $2,000,000 





branch plant. 

The Maryland company 
is a large producer of port- 
able electric tools. 
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McDonald Holds Annual Sales 
Meeting for Representatives 





The A. Y. McDonald Manufacturing Company of 
Dubuque, Iowa, recently held its annual sales meet- 


ing for representatives. 


Shown 


in the first row in 


the accompanying photo are (left to right) Roger Bar- 


ron, sales representative; W. ; 
A. Kabele, chief engineer, | 
oump division; R. M. Dodds, 
general merchandise man- 
ager; J. M. McDonald, Jr., 
vice president; T. G. Jones, 
Deming Wolff, sales repre- 
sentatives; M. B. McNeille, 
manager, pump division; R. 


Appointments Made 
By Westinghouse 

The Westinghouse Elec- 
tric Appliances Division has 
announced several appoint- 
ments. 

R. J. Sargent will manage 
the major appliances opera- 
tion, R. M. Oliver will man- 
age portable appliances and 
H. F. Hildreth will manage 
refrigeration specialties. 

The operations will be un- 
der supervision of W. B. 
Creech, assistant division 
manager. Reese Mills was 
appointed assistant general 
manager of the Electric Ap- 
pliance Division. 

’ Other appointments in- 
clude: 

Major appliances—George 
H. Meilinger as sales man- 
ager; S. J. Stephenson as 
manager of household re- 
frigeration, J. R. Clemens as 
advertising manager and J. 
D. Lee as merchandise man- 
ager of laundry equipment. 

Portable appliances—J. E. 
Hugo as sales manager and 
C. G. Duy as advertising 
manager. 

Refrigeration specialties— 
R. M. Fichter as sales man- 
ager and H. R. Cummins as 
advertising manager. 

The appointments were 
announced by John H. Ash- 
baugh, Division vice presi- 
dent. 








J. Voels, pump division and 
J. R. Brumley, sales repre- 
sentative. 

Second row (left to right) 
K. T. Nicholls, executive 
vice president, Sumo 
Pumps, Inc.; O. V. Gibbons, 
sales representative; G. L. 
McDonald, brass division; 
E. F. Djerf, comptroller; A. 
M. Meyers, assistant man- 
ager, pump division; E. B. 
Frahm, E. A. Gadient, sales 
representatives; A. Y. Mc- 
Donald, manager, brass di- 
vision; C. J. Reisch, brass 
division; L. V. Jones and 
L. C. Wittmann, sales rep- 
resentatives. 

The meeting was held in 
Dubuque for three days. 





Kitchen Dealers 
In Race Contest 


American Kitchens Divi- 
sion of the Avco Manufac- 
turing Corporation is offer- 
ing an excursion to Indian- 
apolis for the 500-mile 
Speedway classic as an in- 
centive to dealers. 

The “Rags to Riches” sales 
contest promotion features 
offers 200 of the trips. Vic- 
tors will receive a round- 
trip plane ticket to Indian- 
apolis, a box seat in the 
grandstand and hotel ac- 
commodations. 

A banquet on race day, a 
luncheon with race drivers 
and a tour of the American 
Kitchens plant at Conners- 
ville, Ind., are other features 
of the contest. 

Distributors of the firm’s 
kitchen equipment have en- 
try blanks. 

(NEWS continued on p. 236) 
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Look at thece 


THREE NEW 
TIMESAVERS 
YOU GET WITH 
NIBCO VALVES 





PLUS FULL NIBCO QUALITY 


In these pressure rated valves you find all the extra qualities 
that assure dependability and long life. ¢ NIBCOLOY high 
tensile stem @ Each valve pressure tested © No-friction stem 
thread @ Non-rising stem @ Quality control throughout manufac- 
ture makes sure every valve meets or exceeds Federal specifications. 
In the NIBCO line you’ll find valves for every job. Write for 
new easy-to-use valve catalog NVC-1. 


NORTHERN INDIANA BRASS CO., 304 Plum St., Elkhart, Ind. 
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It's the talk of the trade! 


Simple, efficient, one-unit water-heater control provides close, even temperature 
regulation . . . cuts installation and service costs 


| i ERE’S the modern, com- 
pact gas control for water 
heaters that’s solving automat- 


are easily accessible for quick a 
servicing or replacement. Not Pn 
only that, this dependable con- 
trol gives you the safe, simple 


ic control problems for a fA 
steadily increasing number of 
manufacturers. And small 
wonder — the Model 50 Gasa- 
pack and your burner can be 
installed or removed for ser- 
vice as a single unit. All parts 
















coe, eee 
\ 


Only the Model 50 Gasapack gives you all these features 


® COMPACT BODY SIZES ... only 354 x 544 x 34. 
Permits neat, compact heater design and installa- 
tion. 

® PRECISION MADE of non-corrosive material. Posi- 
tive seal valve seats, impervious to all gases. 

® LARGE BUILT-IN PILOT FILTER reduces pilot outages 
from impurities in gas. Capacity 3 cu. ft. of air 
per hour at 70° F. 

© SIMPLE WATER TEMPERATURE CONTROL LEVER — 
easy to set for warm, normal or hot operation. 

® CONTACT TYPE THERMO-BULB clamped to outside of 
water tank maintains precise temperature control 


operation and uniform watér 
temperatures that add real 
sales features to-your heaters. 
Get all the~facts about this 


trouble-free control. Write {to- 
or Bulletin G210, 











Strap-on thermo bulb 
eliminates need for spud 
projecting into the tank. 
There’s no possibility of 
water entering the gas 
line or of gas mixing 
with the water. 























Model 50 Gasapack can 
be mounted integrally 
with the burner. Thus, 
for servicing or install- 
ing, the complete as- 
sembly can be installed 
or removed as a unit. 


with complete safety in operation. . 
THREE-POSITION CONTROL KNOB regulates main 
and pilot valves. 

100% SHUT-OFF SAFETY PILOT mechanism closes 
valve if flame is extinguished. 

PILOT MOUNTINGS and pilot burners can be adapt- 
ed to any water heater or burner design. 

PILOT AND MAIN ORIFICES instantly removable 
from front of control. Fast, easy changeover for 
any type of gas. No need to remove or dismantle 
control to suit varying gas requirements, 


A-P CONTROLS CORPORATION 


2404 N. 32nd St., Milwaukee 45, Wisconsin 


For Export: 13 E. 40th St., New York 16, N. Y., U.S.A. 








In Canada: A-P Controls Corp., Ltd., Cooksville, Ontario 





Electric Top 

















Better Homes anc 
nother Record-Brea 


Home for All America 


It fits any climate zone, any family group, 
any design taste, any materials 


TO BE ERECTED BY TOP BUILDERS ALL OVER AMERICA 


Chicago, Ill., Jan. 19. At the 1954 
convention of the National Association 
of Home Builders, the editors of 
Better Homes and Gardens presented 
the BH&G HOME for ALL AMERICA 
to approximately 400 builders and man- 
ufacturers from all parts of the country. 


Using color slides and scale models, 
John Normile, building editor of BH&G, 
stressed the fact that this home pre- 
sents advantages rarely found in model 
homes. Of contemporary design, the 
home is unusually flexible, practical, 
and of striking appearance. The scale 
models showed how, on one basic de- 
sign, the home can be adapted to fit any 
climate, to suit any family group, any 
design taste, and any materials. 


Promotion expected to exceed 
1953 record-breaking success 
Within 24 hours of the presentation, 


more builders had signed to build the 
HOME for ALL AMERICA than the 


The 1954 


total participation in the 1953 promo- 
tion—visited by over 1,000,000 people. 


FACTS ABOUT 1954 HOME AND PROMOTION 


The 1954 HOME for ALL AMERICA 
was designed by Robert Little, A.1.A. of 
Cleveland, Ohio. It answers the needs 
and desires of most families, regardless 
of where they live. Its flexibility en- 
ables builders in all areas to adapt it as 
the model home to promote more sales 


in 1954. 


The HOME for ALL AMERICA will first 
be shown to the public in the September 
issue of Better Homes and Gardens, on 
sale August 25, and will be read by over 
3%-million BH&G families—guarantee- 
ing that tremendous numbers of top 
prospects will view the home in 


September. 


Builders are offered exclusive rights to 
build and finance the home in their 
cities. 
























A much more extensive promotion 
back up the 1954 home. 


Along with the HOME for ALL AMER 
feature in the September issue, 
full pages will list all builders’ 
and addresses of their homes. In ead 
city where the home is built, newsstam 
copies of the September BH&C wa 
carry a special tab on the cover feat 
ing the name of local builder a 
address of home. 


Builders will be supplied with 10 coy 
of the September issue—newsp@ 
mats—radio and TV spots—publia 
releases—special display pieces—s 
gested site and directional signs— 
cial mailings to all subscribers in 
area (at cost)—miniature BH&G com 
folders (at cost). IN SHORT, EVEMER 
THING THE BUILDER WILL NEED Fe 18 
A MOST SUCCESSFUL PROMOTIONE . 


MEREDITH PUBLISHING COMPANY, Des Moines, Ii as 


Be ready to share in thiept, 
Rush inquiries to Better Homes & GardenfHo; 





promotion 


ens Announces 
ome Promotion! 
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Deptember Promotion. 








The models of the HOME for ALL 
AMERICA pictured on this page, 
show 3 of the 9 possible variations 
in basic design. Above, is one in 
which the garage, or carport, is 
separated from the home by an 
outdoor living area, and has a 
low gable roof. 


The home with the high gable roof 
(lower left) is suggested for areas 
where local conditions and prefer- 
ences demand this style roof. This 
version features an attached garage. 


For some areas, the flat roof may 
be a more popular design (lower 
right). Here the carport is located 
in front of the home, separated by 
the outdoor living area. 


The home has 1,415 sq. ft. of floor 
space arranged toachieve maximum 
livability. 3 bedrooms, large activ- 
ity area, 2 baths, utility room— 
all features combined to make the 
HOME for ALL AMERICA, the 
home for most any family, in any 
area. 


Des Moines, 


ome for All America” Promotion, “ro: 
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Lavatory 

A new lavatory introduced by 
Crane is designed for counter-top 
installation. The unit (the Count- 
ess) features an exposed front 
panel and measures 20 by 17 in. 
The vitreous china lavatory can be 
installed with a 16 in counter-top 
front to back. It also can be placed 
in a counter top of greater depth by 


having the lavatory built in with 
the counter on three sides. Twin 
front overfhows and soap depres- 
sions are other features. 
Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 





Conversion Burner 

A new conversion burner for 
L-P gas has been introduced by 
Burdett. The unit is designed to 
operate without a special hearth. 
Btu output is 115,000. Gas is burn- 
ed in a heat tower at a high tem- 
perture until combustion is com- 
plete. A ceramic refractory and an 
expanded metal cage that is con- 
centric with the refractory become 
incandescent. They operate at a 





temperature of between 1,600 and 

1,700F. Air is controlled. 
Manufacturer: Burdett Mfg. Co., 

3433 W. Madison St., Chicago 24. 


Copper Tubing Package 


A new carton for individual 
packaging of copper tubing has 





been introduced by Reading. The 
carton is designed to provide maxi- 
mum protection for the coil by 
cushioning it on eight sides. A 
stapled-on cover can be ripped off 
in seconds. The unit is colored to 
make an attractive display. 

Manufacturer: Reading Tube 
Corp., 36-12 47th Ave., Long Island 
City 1, N. Y. 


Air Conditioner 

A new residential air conditioner 
introduced by Remington is de- 
signed to condition several rooms 
in the average home with a mini- 
mum of ductwork. The air cooled 
unit can be installed in attic, base- 
ment or utility room. Available 
1% and 2 hp units can be plugged 
into convenient outlets to operate. 


The unit is designed for use in con- 
ditioning the most used rooms in 
the home with ductwork needed 
only for such spaces. 

Manufacturer: Remington Corp., 
Auburn, N., Y. 


Plastic Pipe Adapter 

A new adapter for plastic pipe 
connections has been announced by 
American Sanitary. The unit can 
be used to connect plastic lines to 





copper fittings. One end solders 
into fittings and the other end is 
serrated to securely hold plastic 
pipe. The fitting is designed to pre- 
vent the pipe from leaking or pull- 
ing off when the hose clamp is ap- 
plied. The fitting is available in a 
variety of sizes. 

Manufacturer: American Sani- 
tary Mfg. Co., Abingdon, IIl. 


Sewer Cleaning Machine 

A new sewer cleaning machine 
introduced by Grove can be used 
for clearing and maintaining sewer 
lines up to 4 in. in diameter. The 





unit has twin expansion blades of 
high carbon steel that are powered 
by a heavy duty motor. The clean- 
er is equipped with 50 ft of % in. 
(Please turn to top of page 70) 
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Tankless Heater Designed for Easy Installation 


A new tankless water heater de- 
signed for installation ease and to 
provide high gpm hot water output 
has been introduced by Lindy 
Heaters. The unit can be installed 
by one man and can operate with 
steam or hot water boilers. The 
unit is self-venting, has a cast iron 
body and is designed to simplify 
piping layouts. A 4% gpm unit can 
be used for one and two family 
houses and a 6% gpm heater with 
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a two-tube delivery is designed for 

two to six family houses. 
Manufacturer: Lindy Heaters, 

Inc., 2370 Hoffman St., New York. 
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After 9 years of research... 
TWICE THE PROTECTION 
AGAINST RUST! 





W 
Walls 






ass 









MISSION ACCOMPLISHED! Since 1945 Mission 


engineers have been devoted to the task of developing 





a water heater that would answer the 
problem of rust failure and service annoyance. 
Gleaming Pyro-Glass, the toughest glass lining 
ever made, performed miracles in the laboratory. 
Not content with ordinary results, however, 
Mission engineers finally hit upon the solution of 
fusing a second lining of Pyro-Glass to the 
first. The result? Double protection against 
tank failure. Double the sales appeal, too, of 
ordinary single glass lining, without added cost! 
In 30 and 40 gallon sizes, 


Doubleglas GAS WATER HEATERS 


MISSION APPLIANCE CORPORATION Hyde Park Station Los Angeles 43, California 
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steel cable and a 12 ft extension 
cord, stands 21 in. high and is 14 in. 
wide. The splash-proof reel has a 
maximum capacity of 100 ft of 
cable. One man can operate the 
unit. 

Manufacturer: Grove Machine 
Works, P. O. Box D-136, Bowling 
Green, Ohio. 


Gas Water Heater 
A new gas water heater designed 
for limited spaces has been intro- 





duced by Pioneer. The 40-gal. unit 
is 42 in. high and has a diameter of 
26% in. A 30-gal model has the 
same diameter and is 39 in. high. 
The unit has an automatic pilot and 
temperature control that provides 
safety gas shutoff in the event the 


pilot flame is extinguished. 

Manufacturer: Pioneer Water 
Heater Corp., 3131 San Fernando 
Rd., Los Angeles 41. 


Water Chiller 

A new packaged water chiller for 
air conditioning and refrigeration 
in small industrial, commercial and 
residential applications has been 
introduced by Acme. The unit is 
designed to cool water, handle 
coolant cooling for metal working 
and cool molds. It also can chill 
liquid brines and provide air con- 
ditioning for homes and offices. The 
chiller can be operated after simple 
plumbing and electrical connec- 
tions are made. Six available 
models have capacities of from 2 to 
15 tons. 





Manufacturer: Acme Industries, 
Inc., Jackson, Mich. 





lron Fireman Launches Zone Control Heating System 


A new zone control heating 
system for use with low pressure 
steam boilers has been introduced 
by Iron Fireman. The system fea- 
tures any number of individually- 
controlled room units, usually re- 
cessed into outside walls. Each 
wall unit has a thermostat that 
can be set for temperatures of be- 





tween 40 and 90F. The thermostat 
responds to wall as well as room 
air temperature changes, and is 
non-electric. A steam-driven tur- 


bine and fan assembly draws cool 
air into the unit from floor level, 
passes it through a filter and then 
over the heat exchanger, and de- 
livers warmed air to rooms at a 
temperature selected by its occu- 
pant. Steam supply is determined 
by individual zone unit needs. The 
modulating feature of the system 
provides continuous heating be- 
tween slow and full speeds, and 
between 1/20 to maximum output 
capacity. Zone units are available 
in three sizes, with Btu delivery 
minimums ranging from 300 to 900 
and maximums ranging from 6,000 
to 18,000. Air delivery ranges from 
60 to 180 cfm. Steam supply is by 
Y, in. and condensate return by % 
in. copper tubing. The boiler may 
be installed anywhere in a build- 
ing, consistent with proper heat 
distribution. 

Manufacturer: Iron Fireman Mfg. 
Co., 3170 W. 106th St., Cleveland 11. 
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Women's Water Closet 

Kohler has introduced a new no- 
contact water closet for women 
that is designed for public build- 
ings. The close-coupled unit can 
replace an existing water closet 





without extensive alterations. The 
closet has an anti-siphon float 
valve and siphon jet flushing ac- 
tion. Dimensions are 23 in. high, 
12 in. wide, 28 in. wall to front and 
18 in. floor to flare-top. Other 
models include a wall-hung unit 
and pedestal types with concealed 
or exposed flush valves. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Gas or Oil Furnace 

Richmond has introduced a new 
lowboy furnace for oil or gas-fired 
burners that can be installed on 
combustible floors. A raised steel 
base is designed to eliminate the 
need for grouting. Controls are 
enclosed in the jacket in the five 
sizes available. Oil models have 
80,000 to 212,000 Btu ratings and 





gas models have 85,000 to 220,000 
Btu capacities. Oil-fired units have 
self atomizing burners and the gas- 
fired units are designed to work 
with all types of gases. 
Manufacturer: Richmond Radia- 
tor Co., Box 111, Metuchen, N. J. 


Copper Tube Test Plug 
A new test plug for use in tem- 
porarily shutting off the end of 
copper tubing has been announced 
by Mutual. The unit is inserted 
(Please turn to top of page 72) 
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"Grille punched into reinforced 
one-piece front”’ 
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HERE’S ONE CONVECTOR THAT KEEPS 
YOU AND YOUR CUSTOMERS HAPPY 





You'll like improved Dunham Convectors because 
they’re so easy to work with... no matter which 
model you choose from the complete Dunham line. 


All Dunham Convectors are shipped with heat- 
ing elements mounted in place. Adjustments for 
proper element pitch—in either direction—are 
simple to make. Reinforced, one-piece front panel 
has special “hook-on” arrangement for fast, ac- 
curate installing and alignment. “Knockouts” 


CONVECTORS 


RADIATION e UNIT HEATERS « PUMPS « SPECIALTIES 
Quality First for Fifty-One Years 
C. A. DUNHAM COMPANY e CHICAGO e TORONTO e LONDON 








simplify hooking-up supply and return piping. 


Your customers will like the appearance, per- 
formance and long heating life built into these 
convectors. Also the way Dunham’s knob-oper- 
ated dampers assure effective heat control and 
comfort. 

For all the facts, just clip and mail the coupon. 


C. A. DUNHAM COMPANY 
Dept. DE-3, 400 W. Madison St. 
Chicago 6, Illinois 


Please send Convector Bulletin. 
Name 

Firm 

Address 


8 RRR it _Zone State 
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into the end of the tube and se- 
cured in place by a wing nut. 
Tightening of the nut causes ex- 
pansion of the rubber portion of 
the plug and seals the tube. Seal- 
ing will hold a 125 lb pressure. 
Plugs are available from 1% to 3 in. 

Manufacturer: Mutual Mfg. Co., 
45-16 162nd St., Flushing 58, N. Y. 


Vent Fan 
A new ventilating fan for wall 
and ceiling use has been an- 





nounced by Carey. The fan has a 
one piece grille mounted with neo- 
prene rubber grommet and a single 
threaded nose piece. The fan fea- 
tures snap-in assembly on the pro- 
peller and motor unit. Blades and 
fan housing are designed for great- 
er air volume with a minimum of 
noise. Available models include 8 
and 10 in. through-wall ventilators 
and a 10 in. combination wall-and- 
ceiling fan. 

Manufacturer: Miami Cabinet 
Div.. The Philip Carey Mfg. Co.. 
Middletown, Ohio. 


Heat Exchanger 

A new heat exchanger for gas- 
fired furnaces has been introduced 
by Janitrol. The one-piece ex- 
changer is designed to eliminate 





leaks and to keep combustion gases 
from the circulating air. The unit 
can withstand a normal heating 
temperature of 1,100F and has 
maximum temperature ratings be- 
low 800F. The exchanger also can 
withstand quick chilling by im- 


mersion in water from a 1,100F 
temperature without cracking. 

Manufacturer: Janitrol Div., 
Surface Combustion Corp., 2375 
Dorr St., Toledo 1, Ohio. 


Water Heater 

White Products has announced 
the addition of a 20-gal. gas water 
heater to its Parade line. The mod- 
el is available for all types of gas 
and supplements larger heaters re- 
cently introduced. 

Manufacturer: White Products 
Corp., Middleville, Mich. 


Bathtub Enclosure 

A new packaged enclosure for 
bathtubs is designed for installa- 
tion ease and safety of operation. 
Two plastic doors slide in upper 
and lower tracks that can be 
mounted on 5 to 5% ft. tubs. Doors 








and fittings are shatterproof. Mod- 
els are available in coral, sky blue, 
sea green and pearl gray. Panels 
are translucent. 

Manufacturer: American Shower 
Door Co., 1028 N. LaBrea Ave., Los 
Angeles 38. / 


Centrifugal Pump 
A new centrifugal pump for 
Looster, circulating and air condi- 


tioning applications has been in- 
troduced by Decatur. The unit can 
be used in either a horizontal or 
vertical position without mechani- 
cal changes. Impeller-volute com- 
binations are designed for maxi- 





mum capacity. The unit is equipped 
with supply and discharge pressure 
gages and a control valve for ad- 
justing to the most efficient pres- 
sure. Models have capacities to 50 
gpm and heads to 125 ft. 
Manufacturer: Decatur Pump 
Co., 2750 Nelson Park, Decatur, IIl. 


Deodorizer 

A new gyrostatic evaporator de- 
signed to deodorize air for air con- 
ditioning systems has been intro- 
duced by Aireactor. The unit is 
made up of a series of disks and a 
fan mounted on a revolving shaft. 
Air going through the duct is suffi- 





cient to rotate the fan. Disks are 
immersed in a deodorant and are 
revolved by the fan action to bring 
the liquid into the duct air stream 
where it is evaporated. The liquid 
(Please turn to top of page 77) 





Toilet Seat by Bemis Has 





A new natural posture toilet seat 


designed to withstand cracking, 
72 


Many Plus Features 


splittery or warping has been intro- 
duced by Bemis, The seat and cover 
have one-piece cores molded of 
plastic resin and hardwood fibers. 
The seat is contoured for maximum 
comfort. Available in white, black 
and 58 colors, the seat and cover 
are compressed under 150 tons of 
pressure and cured by high temp- 
eratures for maximum strength. 

Manufacturer: Bemis Mfg. Co., 
Sheboygan Falls, Wis. 
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Complete Line of Plumbers Tubular Brass 


THE CONNECTICUT STAMPING & BENDING CO. 


NEW BRITAIN, CONN., U.S.A. 
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Easier, Faster 
Flush installations: 


7 TOASTMASTER 
y AUTOMATIC Cli 
TABLETOP 
WATER HEATER 


















A new design feature in the Toastmaster Tabletop 









































Water Heater series . . . to assure easier, faster instal- ee 
lation from the top! Semi-tubular conduits lead from 
floor to convenient inlet and outlet slots immediately THE 
below the back-splash to make possible flush instal- 2 
lation with rough plumbing! Final connections are al 
finished quickly and easily at the top of the tank. Bot 
Insulation and cover may be replaced in a matter mat 
loss 
of seconds. 
FILTI 
Yet the newly designed Toastmaster Tabletop ee 
4 Model retains all the fine performance features that bee 
ne have characterized all Toastmaster Water Heaters outs 
Be —~ "Sb ° * A 
i Note how back of Toastmaster* Tabletop for years! Life-Belt Element . . . which applies heat er 
Sy Model stands flush against wall, even though “gently” and efficiently over a wide area of tank any 
vt plumbing inlet and outlet lines are outside : ‘ P : 
N the wall surface. No underneath plumbing surface. Tough, long-lasting, heavily galvanized tank. of h 
4 fittings or connections to make. Fiberglas insulation throughout. Element may be in- Low 
+ spected, removed or replaced without draining tank. mai 
— And a liberal Service Warranty! per 
L McGRAW ELECTRIC CO., Clark Division, 5201 W. 65th St., Chicage 38, Il a 
Rett 
in in 
AUTOMATIC me 
in ul 
> AUTC 
ment 
balai 
oush 
E E Aute 
sour 
affec 





©Teastmaster”’ and “Lite-Belt” are trade marks of McGraw Electric Co., Chicage, makers of ‘‘Toastmaster’’ Water Weaters, ‘‘Toastmaster’’ Toasters and other ‘Toastmaster’ Predects. Copyright, 1954 








arch, 1954 





atter 


letop 
that 
aters 


ore E 


tank. 


38, iil. 


s 


“NI 
“st 


March, 1954 DOMESTIC ENGINEERING 






A THERMOSTAT 
IN EVERY ROOM 


at a cost which permits its use in any building 
from the smallest home to the largest 


residential or commercial building 






emp 


An advanced new method of heating with comfort 
standards far beyond those of conventional heating systems 







, . a 
pA 2 ¢ = 


Iron Fireman SelecTemp is a central heat- _ type of heating, nor is it a two, three — a a SelecTemp heating es “a 
cessed on wall. nits are unobtrusive and can be 


ing system with a revolutionary type of or four speed arrangement. Warm, finished in any color to fit the decorative scheme 
room unit that provides continuous modu- filtered air flows continuously and 
lated heat which is automatically regulated —_gyiet/y at the rate necessary to main- 
by an individual thermostat in each room. tain room temperature at the level 

SelecTemp therefore has two features elected. Second, each unit has its 
(among many others) that set it apart from = own thermostat. The occupants of 
other types of heating. First, it is capable any room can have the temperature 
of full modulation down to 1/20th of its they desire at any time. Heat in 
capacity. SelecTemp is not an on-and-off seq rooms can be lowered to 





40°. A change in thermostat setting 
brings very rapid response. 





SelecTemp Highlights 





For any kind of building 


THERMOSTAT IN EACH ROOM. Temperatures can DINING ROOM, showing SelecTemp unit which has 

be varied in every room to fit the “activity The SelecTemp system can be eco- 12,000 Btu per hour maximum output capacity. 
” 

plan” and personal preference of the occupants. nomsically installed both in new and * 

MODULATED HEAT. Air circulation is continuous. existing buildings. It is a very prac- 

Both temperature and volume of air is auto- tical heating method adaptable to 


matically modulated, as required to offset heat : : ie 
loss from room most any size or type of application. 
6s : i as such ideal comfort 
FILTERED, CIRCULATED AIR. Individual room air Never before has such ideal c 
circulation prevents transmission of odors or been achieved at a cost that makes 
bacteria from other rooms. Air is cleaned by a it practical for the smallest home or 
spun glass filter in each room unit. Filtered the largest residential, institutional 


outside air can be introduced if desired. or commercial building. 


BOWER LOCATION. Does not require centrally For complete information and 
located heating plant. Boiler can be placed in 
any desired location, with proper distribution 
of heat to every room. 


LOW POWER COST. Noelectricity required to oper- 
ate circulating fans. Nonelectric thermostats. 


LOW INITIAL COST. No other system can be so 
easily installed in either new or old construc- 
tion. Small soft copper tubing (1% inch I.D.) 
carries steam to individual room heater units. 
Return lines are 14 inch. Tremendous savings 





specifications please mail the coupon 
below. BATHROOM has 6,000 Btu unit. Automatically 


modulating units require no electrical connections 





in installation, costs. bie ers eee 
; THE 120m FIREMAN 
LOW FUEL COST. Temperature easily reduced PRODUCT OF IRON FIREMAN 
in unused rooms. Eliminates overheating. 
AUTOMATICALLY BALANCED. No special adjust- IRON FIREMAN MANUFACTURING CO. 
ments of dampers, valves or orifices required to 3212 W. 106th Street, Cleveland 11, Ohio 
balance heating system. Each unit continu- Send for full Please send literature on Iron Fireman SelecTemp Heating 


ously regulates heat needed for each room. 
Automatically compensates for external heat 


sources such as fireplace or solar heat, without information sii 


affecting temperatures of other rooms. 


Name 


City State 











Copyright 1954—I. F. Mfg. Co. 
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Penberthy is the best known brand in the business (and has 
been for almost 70 years). These pumps have a quality reputation 
earned through performance. They come in a full range of sizes 
for various sump depths. There are three models. The designs are 
right. Rustproof copper and bronze are used throughout. Electric 
motors are expressly designed for sump pump service. Explosion 
proof motors and switch and totally enclosed motors are also 
available. Operation is automatic...and instant...even after long 
idle periods. Installation is simple and profitable—it’s a one-call 
operation. 





YOUR NEARBY JOBBER can supply your needs from local stocks. 
Write for his name, specification sheets and sales literature. 


Established 1886 


PENBERTHY INJECTOR COMPANY 


Division of the Buffalo-Eclipse Corporation 
1242 Holden Avenue, Detroit 2, Michigan 
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level is maintained by gravity feed 
from an adjacent tank. The evap- 
orator measures 10 by 4 by 4 in. 
and can hold a quart of liquid. 

Manufacturer: Aireactor Corp., 
22 E. 40th St., New York 16. 


Incinerator 

A new gas-fired incinerator with 
a two bushel combustion capacity 
has been announced by Majestic. 





The unit has an inner body fabri- 
cated from extra heavy gage 
welded steel. Fresh air supply to 
support combustion that is drawn 
in between the inner and outer 
bodies also helps keep the outer 
body cooler. The grates tilt to 
allow bottles or cans accidentally 
thrown into the unit to fall into 
the clean-out drawer below. 
Manufacturer: Majestic Mfg. Co., 
4550 Gustine Ave., St. Louis 16. 


Gas-Fired Boiler 
A new gas-fired boiler for use 





with steam or hot water heating 
systems has been introduced by 
Richmond Radiator. The wet-base 
cast iron unit is designed for fully 
automatic operation and has all 
controls enclosed in a white enamel 
steel jacket. The boiler has a top 
clean-out. Four control groups for 


various gases are available. 
Manufacturer: Richmond Radia- 
tor Co., Box 111, Metuchen, N. J. 


Ignition Transformer 

Dongan Electric has introduced 
a new line of replacement ignition 
transformers and interchangeable 
bases for oil burners. Included are 
four types of transformers with 
roomy wiring compartments and 
knockouts in each side and the 
base. Units are designed against 
radio and T-V interference. 

Manufacturer: Dongan Electric 
Mfg. Co., 2987 Franklin, Detroit. 


Suction Cleaner 

A new commercial suction 
cleaner designed for heating plant 
and air conditioning service use has 





ee oe 
been announced by National Super 
Service. The unit features an inside 
filter for protection against damage 
and dirt that could result in a filter 
bag blow-out. The unit can be car- 
ried and provides wet and dry use. 


Manufacturer: National Super 
Service Co., Inc., 1946 N. 13th St., 
Toledo 2, Ohio. 


Plastic Pipe 

A new line of plastic pipe intro- 
duced by Yardley is made with 
specific ratings to meet desired 





specifications. The pipe is rated at 
75, 100 and 125 lbs in % through 2 
in. sizes. The carton for the pipe 
is designed to improve stocking 
and handling. One hundred ft 
coils of 75 lb pipe in 14, 34, and 1% 
in. sizes are packed in dispenser 
cartons that have imprinted circles 
for easy dispensing. Cartons are 
labeled with size and pressure 
rating. 

Manufacturer: Yardley Plastics 
Co., 142 Parsons Ave., Columbus 
15, Ohio. 


Aligning Tool 
A new tool designed for drainage 
stack makeup has been introduced 





ea 
by Zoeller. The unit takes fittings 


and pipe and holds a stack in align- 
(Please turn to top of page 80) 





New Counter Top Introduced by American-Standard 


A new counter top that fits snug- 
ly around both rim and flat rim 
sinks has been announced by 
American-Standard. The unit fea- 
tures one piece, plastic laminate 
construction. The top flows un- 
broken from a_ three-in. back 
splash to a front designed against 
dripping. Aluminum union strips 
provide a watertight seal. End caps 
of aluminum are finishing acces- 
sories and can be removed for 
scribing the counter top or for add- 
ing more counter top units. A 
raised water bead edge protects 
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the front from spilled liquids. 

Manufacturer: American Radia- 
tor & Standard Sanitary Corp., 
Box 1226, Pittsburgh 30. 
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With 50 years experience behind it, the Consolidated Brass Company's complete line of 
fittings offers dealers and distributors an outstanding profit setup in both initial sales 
and repeat orders. Once they know quality, users continuously specify CONBRACO. Con- 
solidated Brass Company products cover a wide range of brass-using needs . . . types 
and sizes are available for most all requirements in plumbing and heating supplies, 
gas and tube fittings, and lubricating devices. When ‘‘specials’’ are needed Consolidated 
Brass Company has every facility to meet your requirements. 





Sellers of the CONBRACO line find first sales easy and repeat sales a cinch. Fast turnover 
and profits are assured when you join the CONBRACO perfect circle for soaring sales. 


Write today for complete details (including a catalog if you wish) on CONBRACO boiler 
trimmings, plumbing line, ground key cocks, tube fittings, lubricators and other products. 


“WHEN YOU THINK OF BRASS . . . THINK OF CONSOLIDATED FIRST” 


: BRASS COMPANY 
DETROIT 9, MICHIGAN 
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LOOK WHO’S BUYING B RAD FO RD 














40 gallon Bradford Automatic Water Heaters installed exclu- 
sively in SUNBURN VILLAGE, new residential community in 
Pemberton, N.J. Contractor: Borough Plumbing & Heating Co. 





HENRY GROSSMAN, Sec.-Treas. 
Girard Plumbing Supply Co. 


Girard Plumbing Supply Co., 


T \ JACK GROSS, President a leading Eastern Seaboard Plumbing Supply Jobber, 
Girard Plumbing Supply Co. prefers BRADFORD Water Heaters because: 












of 
es Bradford stands for long range, “worry free”’ 
dependability that Plumbing and Heating Supply 
yn Jobbers stake their reputations on! Numerous por 
es exclusive construction features in both gas and electric ! 
” models like Vitraglas glass-lined tanks, Sectional 
7 


Diffusion Baffle, Robertshaw Controls and Grayson 
ad Unitrol Thermostat assure efficient operation— 

a constant, reliable clean hot water supply. 
Complete size ranges in upright and table top models. 











er SOLD EXCLUSIVELY THROUGH PLUMBING 
2S. AND HEATING SUPPLY WHOLESALERS 
ler 

ts. Since 188] 


a a a ee FOREMOST WATER HEATER MANUFACTURER 


RANGE BOILER CO. 


24TH & ELLSWORTH STS. + PHILADELPHIA 46, PA. 
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ment. Construction is spring steel 
and cast iron and dimensions in- 
clude a 16 in. diameter base and a 
20 in. high column. 

Manufacturer: The Zoeller Co., 
Route 5, Louisville 11, Ky. 


Power Hacksaw 
A new power hacksaw designed 
for versatility has been introduced 





by La-Roy. The 65 lb unit needs 
no bolts or clamps to hold it during 
a cutting operation. An adjustable 
vise holds stock up to 2% in. and 
can be set to cut 15, 30 or 45 deg 
angles with ease. The unit cuts on 
the forward stroke and raises the 
saw blade on the return stroke. 
An automatic stop permits the 
operator to set the saw to the 
desired cut and attend to other 
work during the cutting operation. 

Manufacturer: La-Roy Indus- 
tries Inc., Howell, Mich. 


Baseboard Radiation 

A new baseboard that permits 
installation without tools or screws 
has been announced by Bush. A 
special punching along the metal 
back of the baseboard supports the 
radiator. Finger pressure bends 





forward the pre-punched portions 
of the back before the baseboard is 
installed. Radiator supports then 
can be slipped into place. A larger 
tube size is provided for maximum 
heat carying capacity. One in. and 
34 in. tube sizes are available. End 
closures with removable tops for 
easy access to vents and valves 
also are available. Special cartons 
for the unit provide easy storage. 

Manufacturer: Bush Mfg. Co., 
270 W. Farmington Ave., Hartford 
5, Conn. 


Heater Grille Attachment 

Temco has introduced a new 
grille attachment for wall heaters 
that can be used to heat a small 
room across the room from where 
the wall heater is installed. A con- 
trol damper permits channeling of 
the warm air into the room where 
the grille is mounted. The unit 
measures 5 by 11 in. 

Manufacturer: Temco, Inc., 4104 
Park Ave., Nashville 9, Tenn. 


Sink Spray 

A new spray washer for ledge 
and wall-type sink faucets has 
been announced by Barnes. The 
unit uses a liquid detergent in a 
holding cup and a swiveled, stiff 
nylon brush for washing. Pressure 
on a handle releases water and 





additional pressure on the deter- 
gent valve gives a soft, soapy suds. 
When operating without the deter- 
gent the spray provides clear wa- 
ter. An adapter can be used to 
mount the spray on ledge or wall 
faucets. 

Manufacturer: Barnes Mfg. Co., 
Mansfield, Ohio. 


Gas Furnace 

A new gas-fired furnace intro- 
duced by Sunbeam can be installed 
on combustible ‘flooring. A pre- 


assembled burner can be quickly 
mounted at the near-center of the 
unit while in the field. A single 
pass radiator heats evenly and has 
a large, readily accessible cleanout. 


sertut : 
‘: : Pez “eh 






Oil fired units also are available. 
The gas and oil fired units have 
Btu capacities of 76,000 90,000 and 
100,000 and are installed with con- 
ventional ducts. 

Manufacturer: Sunbeam Air 
Conditioner Div., American Radia- 
tor & Standard Sanitary Corp., 
Box 1226, Pittsburgh 30. 


Combustion Chamber 

A new combustion chamber for 
standard boilers and furnaces has 
been introduced by Kolb. The 16 
in. high unit has a capacity of from 


.75 to 8 gals. Two available cham- 
ber types have a K factor equal to 
(Please turn to top of page 85) 





Glass-Lined Water Heater Announced By John Wood 





A new gas water heater intro- 
duced by John Wood features a 


80 


glass lined tank for maximum re- 
sistance against rust and corrosion. 
The unit has a snap action thermo- 
stat. A helical cast iron retarder 
in the center of the tank is designed 
to retain heat. The heater has a 
pilot adjustment valve for regulat- 
ing the flame and a filter for re- 
moving foreign particles from gas. 
Fast, medium and low recovery 
hookups are available in 20, 30 and 
40 gal. capacities. A magnesium 
anode retards corrosion. 
Manufacturer: John Wood Co., 
Heater and Tank Div., 100 Wash- 
ington St., Conshohocken, Pa. 





M ircl 






















March, 1954 DOMESTIC ENGINEERING 81 
a 
uickly 
of the 
single 
id has Ses 
anout. 
a I e $1Ze of the 
average of 7 other leading gas units 
Compare weight? . .. Mo- 
‘lable. dine 105,000 Btu unit, 95 Ibs. Av- 
have erage of 7 other makes, 205 Ibs. 
0 and 
| con- 
- Compare size ... Modine 
~ 105,000 Btu unit, 8258 cu. in. 
adia- 
Corp., Average of 7 other makes, 
15,184 cu. in. 
or for 
8 has BEFORE you buy any gas-fired unit heater, be 
he a8 sure you see Modine’s great stainless steel unit. 
from The tremendous space and weight savings achieved 
3 make installation easier, less expensive. On one 
: job, it cost the heating contractor $600 less to in- 
stall 66 Modines than conventional units — sav- 
ings he passed on to the owner, 

What's more, Modine design promotes maximum 
combustion efficiency, faster heating response. In 
fact, Modine delivers heat within 5 seconds after 
thermostat calls for it. 

When you buy Modine, you get the greatest 
name in unit heating. For 25 years Modine has 

ham- set the pace in steam and hot water unit heaters, 
ial to Now you can get this famous balanced perform- 
5) ance at low overall cost in Modine Gas-Fired Unit 
4 Heaters. For all the facts, see the Modine rep- 
_— es resentative listed in your classified phone book 
| or use handy coupon. : 
20d , 
Only Modine Gas-Fired Unit Heaters have stainless 
n re- steel heat exchangers and burners 
sion. 
rmo- > u i | T 
arder — 
gned lode HEATERS 
a a For free copy of Bulletin 653, 
gr clip this coupon and mail today 
| gas. MODINE MANUFACTURING COMPANY 
very 1502 DeKoven Ave., Racine, Wis. 
) and Please send me immediately a free copy of Bulletin 653 
‘ “Modine Gas-Fired Unit Heaters.” 
sium 
POBMRO cscdinesssisassocsnsscssstecccorsnscesnscareecsccbossvorsesosesnedtosooseseases cosseseioes 
Co., I NO bili ca aida digu cd bse dndaliwcsquebeet ibiiivesambiescedppiesscemhervusdtecesess 
ash- 
UNIS Sisal asus sixesshenpesesasecesceesevescoseilhssasectibcasensthfoses Ubdatrsdactioatetersvrssieduayascheeeedeiessacieeseesohoceensheres 
Le ee ee ae Oe es ae Tee GU-1196 
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not a solenoid... 
not a diaphragm... 
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HERE AT LAST is a compact, dependable, effi- VY", ¥", V2" and 34” sizes for low or high voltage 

cient gas valve that eliminates slam-bang opera- applications. Get full story ... write Penn Controls, | 
tion. It’s entirely new in design, with years ahead Inc., Goshen, Indiana. Export Division: 13 E. 40th : 

features. Try the new Penn Series 925 and you'll Street, New York 16, N. Y., U.S.A. In Canada: | 
agree it’s the best gas valve on the market; built in Penn Controls Limited, Toronto, Ontario. 

















"RUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGIN! 
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JU,Q00 savare reer... 


DEVOTED TO THE PRODUCTION OF PREFABRICATED 
FURNACE FITTINGS, GRILLES, HUMIDIFIERS, RAIN GOODS 


YOUR ASSURANCE OF QUALITY AND SERVICE YOUR BEST SOURCE OF 


We're proud that under one roof, we can devote 300,000 square feet 3 Aluminum Fittings 
of floor area to providing better service for our customers. To you it can 
mean truckload discounts without large inventories, savings in time and 
money when figuring costs, savings in space, and, above all, a complete se Aluminum Sheets 
line of well-engineered registers, fittings, humidifiers and rain goods. 





3% Aluminum Pipe and Elbows 


te Galvanized Fittings 
YOUR CHOICE OF GALVANIZED OR ALUMINUM ss: Ciihnaetinatitleiaieblipis 


Char-Gale fittings are currently being produced in both galvanized and 


aluminum, in quantities to suit your needs. %& Galvanized Sheets 


yc Complete Small Pipe Systems; both Aluminum 





YOUR PROOF OF CHAR-GALE FORESIGHT and Galvanized 
First in the production of forced air prefabricated ducts, i 
First in the use of aluminum for ducts and fittings. _ 
First in the packaging and cartoning of fittings. 3 Rain Goods 
First in the development of project packs (job for job). 
First in the development of the 4-inch pipe system. %& Registers— Complete Line, both Perimeter and 
First to design the increased capacity 42-inch system. Conventional including Floor Diffusers 


For Information and Catalogs, Contact Your Jobber or Write Direct to 


CHAR-GALE ™XUfsettxiNe co 
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National Trade 
Promotion Program 
Gets Under Way 


People in the plumbing and heating in- 
dustry can expect to see some concrete 
resulis very soon of the work of the Na- 
tional Trade Promotion Committee which 
has been attempting to on sha and 
direction to the long talked about National 
Trade Promotion Program. After numerous 
informal conferences between various in- 
dustry groups, the Committee has finally 
assembled an organization which is na- 
tional in character and which is in a posi- 
tion to carry on trade promotion work 
which will be felt in almost every region 
of the United States. 


Participating organizations are: 
The National Association of Plumbing 
Contractors 
The Central Supply Association, and 
The American Institute of Wholesale 
Plumbing and Heating Supply Asso- 
ciations, Inc. 
The purpose of the Committee is to im- 
prove relations between the Industry and 
general public by promoting an Industry 
Education Program aimed at: 


1. Increasing the opportunities for addi- 
tional and/or new business by a uniform 
scientifically designed sales training pro- 
gram. 


2. Providing members of the Indus 
with courses in business management, 
public and employee relations. 

3. To encourage increased joint sales ef- 
fort by all members of the Industry. 

4. To study advantages of product dis- 
play, products standardization, standard- 
ized packaging, and national and local 
advertising. 


The program, which has been discussed in 
industry circles for several years, now ap- 
pears ready to go forward as a result of a 
meeting in Washington, D. C., on January 
13th by representatives of the NAPC, the 
CSA and the American Institute. 
The entire day was spent in a thor 
discussion of Industry problems at e 
wholesaler and contractor levels and num- 
erous ideas were exchanged as possibilities 
for improving public relations and develop- 
ing better business management methods. 
It was generally felt that because the NAPC 
‘‘Business Management Reference Manual”, 
now being produced and distributed to all 
NAPC members, represents study material 
which is rapidly becoming available, this 
would be used as the basis for the first 
meetings of local trade promotion com- 
mittees to be formed in as many locations 
throughout the country as possible. 
The theory is that educational meetings 
and discussion groups attended by whole- 
salers and contractors can do much toward 
accomplishing increased sales, better busi- 
ness management methods and improving 
public relations. Before attempting to en- 
courage the establishment of local trade 
promotion committees, the National Com- 
mittee felt that it would be well to experi- 
ment in order to find out whether such a 
program will actually work in the field. 
Therefore, it was decided to set up two 
pilot educational meetings in two widely 
separated cities to learn what kind of 
response members of the Industry can be 
expected to give and to determine what 
changes and improvements should be made 
before the program is launched nationally. 
Both meetings will have entirely the same 
subject matter in order to measure com- 
parative results more accurately. Each of 
the meetings will center around the subject 
of Credit and Collections, the subject cov- 
ered in the most recently distributed chap- 
ter in the NAPC Reference Manual. Credit 
men and collection experts will be brought 
in to these meetings to lead the discussion 
and impart as much practical information 
as possible. The first Trade Promotion 
Meeting is scheduled for March 8th in 
Dayton, Ohio and the second on March 15 
in W n, D. C. Immediately after 
the second meeting, the National Trade 
Promotion Committee will meet . 

the results of the two pilot meet- 
ings and on the basis of findings proceed 
to complete plans for aiding in the estab- 
lishment of many similar local trade 
promotion commiitees. 

(Advertisement) 
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he only 
profits when you do 


You, as a retailer, (or dealer, or contractor), are in business for 
one reason...to make money. But you won’t make money if 
your services aren’t worthwhile to the people who buy from you. 
In other words, you only profit when you are providing something 


that is needed to people who want it. 


Wholesalers are in business to make money, too...a pretty 
obvious fact. But they couldn’t exist unless they were performing 
needed services, and performing them both well and economically. 
The wholesaler’s success depends on his ability to give you what 


you want—when you want it. 


Your Wholesaler Can Help You 


Your wholesaler wants you to make money—the more the better, 
because he makes money only when you do. He’s ready, and 
thoroughly prepared to assist you in any phase of your business. 
Chances are, he can show you how to make more money if you'll 
give him the chance. He’s also ready to show you—to prove to 
you—why your chances for making money are better if you buy 


from your wholesaler. 


If you and your heating wholesaler aren’t now on a close enough 
basis to know each other well and understand each other’s prob- 
lems, why not try it now. Remember, your wholesaler is your 
partner. If he weren’t a helpful and important link in the selling 


chain, he wouldn’t be in business at all. 


One of a series of advertisements presented in the in- 
terests of better distribution of heating equipment all 
over America by THE HEIL CO., makers of HEIL 
Automatic Heat. This series is prepared in co- 
operation with the National Heating Wholesalers 
Association and the Central Supply Association. 
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(Continued from page 80) 


insulating brick and can be used 
with either high or low pressure 
burners. The chamber is available 
as a package including the cham- 
ber, steel bands and sufficient cast- 
able material to make a 1} in. in- 
terior base. Packages of runners 
and door sections also can be pur- 
chased. 

Manufacturer: Kolb Refractories 
Co., Meadow & Jackson Sts., Phila- 
delphia 48. 


Vent Pipe 

A new gas vent pipe designed for 
in-the-wall venting has been an- 
nounced by Metalbestos. The pipe 
has a narrow oval cross section that 
permits installation inside a wall 





without special construction or 
extra insulation. An inner and 
outer pipe are separated by an in- 
sulating air space. A coupler joins 
pipe sections without cement or 
mastic and without screws except 
where the vent is exposed in rooms 
or attics. The outer pipe is gal- 
vanized steel and the inner pipe is 
aluminum for maximum corrosion 
resistance. 

Manufacturer: Metalbestos Div., 
William Wallace Co., Box 137, Bel- 
mont, Calif. 


Toilet Seat 
A new toilet seat designed to 
keep odors from escaping into the 





room has been introduced by No O 
Seat. The unit has a hollow hinge 
at the rear that holds the seat and 
lid and removes bad air. The air 
is removed to the soil stack or the 
outside of the house by a small suc- 
tion motor with valve. The front 
of the seat is designed to hold odors 
in the bowl until the venting pro- 
cess is completed. 

Manufacturer: No O Seat Mfg. 
Co., 1130 Whittle Ave., Olney, IIl. 


Circulating Pump 

A new magnetic pump for use ir 
circulator applications has been an- 
nounced by Fostoria. The unit is 





constructed with shaft seal and 
motor bearings that require no 
service. The lightweight unit pro- 





Hot Water Boiler Is Finished in White Enamel 








A new gas boiler that also pro- 
vides heated fresh water from a 
tankless heater has been intro- 
duced by National Radiator. The 


unit can be used with radiators, 
convectors, radiant panels, base- 
boards or unit heaters in hot water 
heating systems. The boiler pack- 
age is in a white enameled cabinet 
36 by 30 by 26 in. deep. Btu capac- 
ity is 92,000. The burner assembly 
includes a pressure regulator, 
diaphragm valve, safety pilot with 
runner type pilot, venturi type 
burner tube with stainless steel 
flame spreader and adjustable sec- 
ondary air control. 

Manufacturer: The National 
Radiator Co., 221 Central Ave., 
Johnstown, Pa. 
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vides heads of 24 ft and can be used 
for radiant and baseboard heating 
jobs. Pumping parts are of corro- 
sion resistant stainless steel. The 
unit can be installed with flanges 
in sizes from % to 1% in. It op- 
erates with either fresh or closed 
water systems. 

Manufacturer: Fostoria Pressed 
Steel Corp., Fostoria, Ohio. 


Conversion Burner 

A new packaged gas conversion 
burner for furnaces or boilers has 
been introduced by Adams. The 





unit features a tubular steel burn- 
er adjustable in length from 165% 
to 253 in. and in height from 11 to 
16 in. The unit has a 70,000 mini- 
mum Btu input. Maximums range 
from 140,000 to 400,000. Necessary 
controls are furnished, and a limit 
control is optional. 

Manufacturer: The Adams Mfg. 
Co., 1530 St. Clair Ave., Cleveland. 


Gas Furnace 

A new gas-fired highboy furnace 
for limited spaces has been intro- 
duced by Perfection. The unit is 
59 %e in. high and has a Btu rating 
at the bonnet of 90,000. A direct 





drive blower is used to circulate 
warmed air. A similar oil-fired unit 
with the same dimensions and the 
same output rating also is available. 
The furnace uses all gases. 
Manufacturer: Perfection Stove 
Co., 7609 Platt Ave., Cleveland 4. 


Color Added 
Briggs has announced the addi- 
tion of coral colored fixtures to its 
(Please turn to top of page 88) 
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tion, heating comfort and economy. 


AIR SEAL 

Strips of felt and/or corner 
Qoskets prevent air leaks and 
resultant wall streaking. 


DAMPER CONTROL 

Chain control regulates damp- 
er and rate of air flow thru 
cabinet and heating element. 


OVER-SIZE GRILLE 

Louvers direct air outward 
and permit abundont heat de- 
Jivery . . . greater capacity. 


MODERN CABINET 

Finished in prime coat... can 
be painted to match décor 
e+ + safe, rounded corners. 


DOMESTIC ENGINEERING 


There’ More than Meets 
(7? YOUNG COMVELTORE 


Take a look inside a Young Convector. Right away, you'll see many “hidden 
values” in Convector design features and construction quality. Such built-in value 
places Young Convectors in a class above the ordinary . . . assures easy installa- 
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EASY TO CLEAN 
One-piece front panel is eas- 
ily removed for seasonal 
cleaning. 





SIMPLIFIED HEATING 
ELEMENT SUPPORTS 
Provide quick installation an@ 
pitching adjustments. Hold 
heating element securely. 





PACKAGED FOR 
PROTECTION 

Reinforced, stapled cartons 
Protect. convectors. Marked 
for easy identification. 


STANDARD RATINGS 

The ratings of Young Convec- 
tors have been determined in 
conformance with Commer- 
cial Standard CS 140-47, as 
developed cooperatively by 
the trade and the Notional 
Bureau of Standards, U. S$. 





SIMPLIFIED PIPING RADIANT HEAT HEATING ELEMENT Department of Commerce, 
Cabinet knock-outs and head- Heating element and adjo- Sensitive non-ferrous tube- ond the said ratings have 
er casting design permit pip- cent surfaces help compen- and-fin core is reinforced and been approved by the Cam 
Ing from top and bottom. sate for off-period heat loss. protected by side plates. vector Rating Committee, 


Whether you specify or install heating equipment, 
you'll be way ahead with Young Convectors. Only 
Young offers all the design features shown above. 
Young supplies Convectors at low initial cost, with 
six standard types available from stock to meet ' 
early delivery dates. Remember, too, every Young 


Convector has been rated and approved in con- 
formance with Commercial Standard CS140-47. 
These advantages all add up to greater convenience 
for you ... greater satisfaction for your clients or 
customers. For further details, see nearest Young 
Representative or write for catalog. 





YOUNG RADIATOR COMPANY 


Dept. 504-C, Racine, Wisconsin 
Plants at Racine, Wisconsin and Mattoon, Illinois 
Sales and Engineering Representatives in All Principal Cities 
See the ‘Yellow Pages’’ of your telephone book 


Heating, Cooling, Air 
Conditioning Products for 
Home and Industry 
Heat Transfer Products 
for Automotive, Agricul- 
% tural, Industrial, Gas and 
a % Diesel EngineApplications 25 


headers in Heat Transfer Engineering for more than 25 years 






CONTRACTORS 
All Young Convectors are 
packaged in clearly marked, 
reinforced cartons for unit 
protection and ease in iden- 
tification on the job. Adjust- 
able support (see above) 
also holds heating element 
rigidly in place and permits 
shipping element in cabinet 
for quicker installation. 
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this is NOT an advertising piece 


20 fact-packed pages tell where to install a 
draft control, why, how, what size. Simply, 
clearly written and illustrated for on 
the job use by today’s leading 
authorities on draft controls. 


P, 


a 





‘your new pocket sized primer on draft controls. 
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a complete new 
guide to draft 
control installation 





FIELD CONTROL DIVISION 
Mendota, Illinois 


Please send me a complimentary copy of your new service booklet, 
“Barometric Draft Controls —Handbook for the Installing Dealer’ 


MY NAME_ 


MY FIRM 


STREET_ 





CITY 
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colored plumbing ware line. Fix- 
tures available in the new color in- 
clude a bathtub, a closet combina- 
tion and two vitreous china flat rim 
built-in lavatories. Fixtures are 
constructed of formed steel, vi- 
treous china and brass. 

Manufacturer: Briggs Mfg. Co., 
Plumbing Ware Div., 3001 Miller 
Ave., Detroit 11. 


Tube Cleaning Brush 

A new brush unit for cleaning 
tubes and fittings for soldering has 
been announced by Mill-Rose. The 
kit contains a female wire brush 
for cleaning exterior ends of tubes. 
Two interchangeable tube brushes 





with both hand and crank-type 
holders and an abrasive cloth also 
are included. The female brush has 
a dense ring of carbon steel wire 
bristles held in a metal holder to 
protect the hands. The cleaner is 
available in tube sizes %, 4%, % 
and 1 in. Brushes furnished with 
the kit are % and % in, with other 
sizes available to two in. 

Manufacturer: Mill-Rose Co., 
1985 E. 59th St., Cleveland 3. 


Central Air Conditioner 

A new downflow central air con- 
ditioning unit designed for houses 
built on slab foundations has been 





introduced by General Electric. Air 
is taken in through the top of the 
unit and comes out at the bottom 
after it is filtered and cooled. The 
cooled air is passed on through 
ducts to the various rooms. The 
unit is available in 142, 2, 24% and 
3-ton capacities with widths vary- 
ing from 25 to 29 in. Similar hori- 


zontal upflow model for houses 
with basements also are available. 
Each air cooled unit has a water 
cooled counterpart. 

Manufacturer: General Electric 


Co., 5 Lawrence, Bloomfield, N. J. 


Solder 


A new paste-type tin and lead 
solder designed for use in sweat 





soldering and tinning operations 
has been announced by Hercules. 
The compound is applied by brush- 
ing it on the work preliminary to 
the heating process. Designed to 
withstand a pull of 2,000 lbs on % 
in. copper sweat joints, the com- 
pound is packaged in 3 oz, % lb 
and 3 Ib containers. 

Manufacturer: Hercules Chemi- 
cal Co., Inc., 332 Canal St., New 
York 13. 


Lock Nut 
A new lock nut and washer for 
mounting toilet seats can be in- 


— 9 
’ 






stalled without tools. Design of the 
combination provides sufficient 


pressure when the nut is tightened 
by hand. When tightened, the nut 
requires a wrench to loosen. 
Manufacturer: Swedish Crucible 
Steel Co., 8561 Butler Ave., Detroit. 


Sink Fitting 
A new mixer sink fitting intro- 


duced by Kohler is designed for 


easy installation and maximum 
service. The unit (the Rockford) 
has a one-piece chromium plated 
body that is installed through the 
sink ledge or counter top. The unit 
fits standard sinks and features re- 
newable sleeves and seats. The 
fitting is available with or without 
aerator, hose and lever control 
spray. 

Manufacturer: Kohler Co., Koh- 
ler, Wis. 


Baseboard Diffuser 
A new perimeter baseboard dif- 
fuser for warm air or air condi- 





eae , 
tioning systems has been an- 
nounced by Titus. The diffuser 
controls, directs and diffuses air to 
hold a floor to ceiling temperature 
differential of 2F in either heating 
or cooling applications. A large 
free area lowers pressure require- 
ments and permits forcing cool air 

(Please turn to top of page 93) 





Oil-Fired Furnace Can Be Converted to Gas 


A new oil-fired highboy furnace 
that can readily be converted to gas 
has been introduced by Rheem. 
An available gas burner can be in- 
stalled to replace the oil burner if 
desired. The motor blower and 
presure atomizing burner in the 
furnace are rubber mounted for 
quiet operation. Available models 
have 85,000, 100,000 and 120,000 
Btu bonnet ratings. The unit has 
a flame shaped combustion cham- 
ber and is completely enclosed. 


Manufacturer: Rheem Mfg Co., 
7600 S. Kedzie Ave., Chicago. 
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Here is the ever famous model that is 
now the standard by which any and all 
Stainless Steel Sinks are measured. 

Supreme styling and matchless lines pro- 
duced with the everlasting qualities of 
Stainless Steel make this sink one of unsur- 
passed excellence. 

Here is by far a great model in Stainless 
Steel that will be a delight to the home- 
maker everywhere. 

This ever-popular leader has the same 
easy-to-clean and easy-to-keep-clean con- 
tours that are incorporated in all Active 
Quality Ware sinks. 


DOMESTIC ENGINEERING 





For those who prefer the ultimate in 
Stainless Steel ... Active created this model, 
the 8$2-2132. 


Investigate the possibilities of becoming 
an activated dealer of Active Quality Ware 
today. Write on your company letterhead to: 


ACTIVE TOOL & MANUFACTURING CO. 


PLUMBING WARE DIVISION 
888 CLAIRPOINTE AVE. 


DETROIT 15, MICH. 


NEW CATALOG JUST OFF THE PRESS 
... WRITE FOR YOURS TODAY 


remember...1F IT’S AN ACTIVE...1T’S ATTRACTIVE! 
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DON'T GAMB LES 


WITH THE BUSINESS 


WHICH IT HAS TAKEN 
YEARS FOR YOU TO 
BUILD. 


Me rek 
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Chicago Pottery Company 
products are manufac- 
tured under modern effi- 
cient methods which 
make possible reasonable 
prices while conserving 
high standards of quality. 
They offer a wide selec- 
tion of distinctively styled 
bathroom fixtures for 
every type of home. 


It's no wonder that enter- 
prising wholesalers and 








master plumbers are turn- 
ing to Chicago Pottery for 
assured customer satis- 


faction, and profits. 








We suggest that you 





I 
obtain complete informa- r 
tion on Chicago Pottery b 
Company products. Con- re 
tact your nearest whole- ¢ 
saler. — 


CHICAGO ‘Portery C omPANY ; 
‘ 


1920 CLYBOURN AVENUE e CHICAGO 14, ILLINOIS 
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“We Multiplied Our Kitchen Sales 8 Times 
WITH 


C. G. Hertlein, St. Louis 









et ay , 
Hertlein salesmen—all attended the American 
Kitchens sales-training school—all are kitchen 
planning experts. 






C. G. Hertlein, outstanding St. Louis kitchen specialist, says: 
“We Chose the Highest Quality Product in the Kitchen Field’’ 


In C. G. Hertlein’s own words: a bowl; baked-on enamel finish for 


““Look at the quality features 
American Kitchens has that no other 
brand of kitchen offers: rounded 
corners that don’t catch dirt, easy 
to clean; no dirt-catching handles; 
one-piece drawers that wipe out like 


lasting beauty; quiet nylon glides 
on drawers that are ever-wearing, 
ever-silent, even when drawers are 
fully loaded; one-piece style con- 
toured tops, vinyl covered, no 
cracks or seams to catch dirt.”’ 


! 
| 








HERE ARE 10 REASONS WHY AMERICAN KITCHENS 
iS THE MOST PROFITABLE LINE YOU CAN SELL 


1. More work-saving features. 5. No trade-ins, no yearly 


8. Strong national advertis- 





American Kitchens —AVCO Mfg. Corp. 
Cc sville, Indi 


I am interested in an American Kitchens 
franchise, if one is available in my area. 
Please have my nearest distributor con- 
tact me, 

















2. Pre-sold prospects—live model changes. ing support. Name ES ee 
leads. 6. Fast, effective sales-train- 9. Regular extra-value sales Adilniue 
3. High mark-up — average ing in your own store. promotions. ‘ . 
sale over $400. 7. Minimum display space, 10. Complete line of kitchen Caty.________Zone___State__ 
4. Easy terms under FHA. no heavy inventory. units, AMERICAN KiTcHENs Division (4CO ) conneRSVILLE, IND. 




















92 DOMESTIC ENGINEERING March, 1954 


EASY TO SEE WHY IT’S EASIER TO SELL 





PLASTIC PIPE 








ii - CRESLINE-wWNr ~ | 


fe id 
<s set 
— ~ CRESLINE oRE 


_ 





~ CRESUNE-NT ~ _~ 
| es 


is 


ADDED ADVANTAGES Messed and Marked ax > 


for easier selling 





every foot of the way on every coil . . . CRESLINE-NT plastic 

MADE OF VIRGIN MATERIAL pipe speeds sales and installations as well. Those clearly de- 
CRESLINE-NT offers unbeatable quality! fined markings make it a quick, easy job to measure and cut 
CRESLINE — in your place of business or in the field. They tell 
at a glance the types of CRESLINE pipe you have in stock. 
Equally important, in today’s selling market, is the proof of 


SHIPPED WITHIN 24 HOURS 
and that means every order for CRESLINE! 





HANDY WAREHOUSES confidence in CRESLINE quality each brand-mark provides. 
located to assure you of fast, efficient service! Add the other advantages listed and you'll easily see why 
CRESLINE flexible plastic pipe — and ONLY CRESLINE — puts 

errnttagatneligenone you first in line for EASIER, MORE PROFITABLE SELLING! 


you can profit by CRESLINE quality everywhere! 


+++ + + 


ALL-OUT SALES SUPPORT 
full f deal dvertisi d : 
unsieaniieinn aaite tibiae obsaeeten C R E 5 L | N gE 
in leading trade publications! 
Mobile Sales-Maker 


— Set SS SS a ar 












MADE TO SPECIFICATIONS OF 
THE THERMOPLASTIC PIPE 7 
DIVISION OF THE SOCIETY OF 
THE PLASTICS INDUSTRY 





+ 
















@ EXCLUSIVE! @ DYNAMIC! 

@ INFORMATIVE! @ COLORFUL! 
ANOTHER CRESLINE FIRST — always in 
WRITE NOW FOR FREE LITERATURE AND motion for effective sales promotion — 
NAME OF NEAREST REPRESENTATIVE bright, durable, usable as a ceiling or 


CRESCENT PLASTICS, Inc. window display, Furnished PREE, 


Dept. E-4, 955 Diamend Ave, Evansville, Indiana 
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(Continued from page 88) 


high up the wall and holding warm 
air at lower levels for heating. 

Manufacturer: Titus, Inc., 113 E. 
8th St., Waterloo, Ia. 


Lavatory 

A new lavatory that can be built 
into a bathroom counter has been 
introduced by Briggs. The flat- 
rim unit can be tiled in or installed 
with a special one-piece stainless 





steel molding rim designed to elim- 
inate leakage. The model (the Kil- 
mer) is designed for the guest bath 
or powder room and is 21 in. wide 
and 17 in. deep. The unit is avail- 
able in white and several colors. 
Porcelain enameled steel is used in 
construction. 

Manufacturer: Briggs Mfg. Co., 
3001 Miller Ave., Detroit 11. 


Vent Pipe 

A new gas vent for wall heaters 
is designed to eliminate furring and 
to provide installation with, mini- 
mum clearance. The type B-W 
vent has an oval backbone of as- 
bestos-cement pipe surrounded by 
a jacket of lightweight aluminum. 





Dimensions are 2% by 7% in. in 
either four or five ft sections. The 
foot of the vent has two metal 
angles for attaching it to the header 
plate of the heater. 

Manufacturer: Johns-Manville, 
22 E. 40th St., New York 16. 


Oil-Fired Boiler 

A new oil-fired boiler for steam 
and hot water heating systems in 
homes ‘with limited space has been 
announced by Crane. The unit 


(the POW) is packaged with flush 
jacket, combination gage, combus- 


: ao 
i as > | 
tion chamber, oil burner, stack 
switch, limit control and thermo- 
stat. Other features of the boiler 
are a circulating pump, circulator 
relay, relief valve and draft con- 

trol. 
Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 





Water Heater 
A new gas water heater designed 
to generate high temperature water 





for commercial purposes has been 
introduced by A. O. Smith. The 


unit also can provide hot water for 
general purposes through adjust- 
ment of a thermostatic mixing 
valve. The heater tank is glass- 
lined and has a 65 gal. capacity. 
The heater can provide water with 
a temperature as high as 180F. 
Manufacturer: A. O. Smith Corp., 
Permaglas Div., Kankakee, IIl. 


Gas Heater 

A new gas-fired heating unit that 
can be used as a free-standing unit 
or installed in a wall has been in- 
troduced by Royal Jet. The heater 
has snap-in outer grilles and inner 
grille frames that screw into place 
for easy servicing. Cabinet tem- 
peratures are low. Available heads 
discharge warm air in four direc- 
tions and in varied volume. A 





damper control regulates heat flow 
and gas is cut off at the burner 
when pilot goes out. A blower in a 
forced flow unit with a 70,000 Btu 
capacity provides faster heat de- 
livery and distribution. Available 
jet flow units have 25,000 to 55,000 
Btu capacities. 

Manufacturer: Royal Jet, Inc., 
1024 Westminster Ave., Alhambra, 
Calif. END 





Anthracite-Fired Boiler for Larger Buildings 


A new anthracite-fired boiler 
for heating larger buildings has 
been introduced by Axeman-An- 
derson. The unit (Anthratube) has 
a Btu rating of 260,000 and also can 
be installed in multiples to in- 
crease output. Small size anthra- 
cite is fed into the unit from the 
fuel bin to the heater. Ashes are 
deposited into a container under- 
neath the grate. An induced draft 
fan and built-in cyclone separator 
are designed to eliminate dust and 
necessity of frequent cleaning. A 
submerged coil can furnish domes- 
tic hot water all year. 


93 





Manufacturer: Axeman-Ander- 
son Co., Williamsport 3, Pa, 
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LK AY announces 
the new SIl- Hown STAR, wl 





PHOTOGRAPH BY EZRA STOLLER 


The first really new kitchen sink 
development since stainless steel 


Once in a great while something new . . really new . 
is introduced in the home equipment field. Like the hot 
water heater or the automatic dishwasher, it ven sant g 
revolutionizes the routine of American housewives . 
opens profitable new markets. 

Now ELKAY introduces a dramatically new design for 
kitchen sinks . . . a scientific way to end sink fatigue . . 
a sure-fire way to make the “preferred list” of countless 
women. This amazing SIT-DOWN SINK, made of luxurious 
Lustertone Stainless Steel, will be featured on the cover of 
House Beautiful magazine and advertised to millions of 
homemakers this spring. 

Write for further information and ways to feature 
locally the all new “‘sink of the century”. 








y \ 


VA 


3 


Lal uy 





DON'T FORGET LUSTERTONE—Standard or Custom 


Choice of 36 stock models measuring 39” to 144” 
including single and double bowl styles—plus 
three bowl and two bowl sit-pown sinks. Also 
custom-built sinks and counter tops to fit any 
plan—residential or institutional. 


The Only Sink Guaranteed te Outlast the Home! 


| 
| 
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Lustertone and 
Duratone Make 
Colorful Combination 


The permanence of stainless steel 
can be added to the beauty of For- 
mica when ELKAY Lustertone 
sinks and drainboards are com- 
bined with ELKAY Duratone 
countertops. The practicality of 
solid stainless steel for sink and 
drain use has no match, while the 
bright beauty of Formica adds im- 
measurably to drab kitchen decor. 
And, with Lustertone and Duratone 
all the advantages of steel have 
been built right in. Lustertone is 
solid stainless. Duratone is long- 
lasting Formica laminated on a 
solid steel core. When Lustertone 
is installed, permanence is insured. 
When Duratone is installed, beauty 
is assured. 


Formica Countertops Now 
Have the Strength of Steel! 


The drawbacks of Formica have 
now been overcome. This marvel- 
ous material no longer needs to be 
mounted on a wood cabinet top 
that splits and warps. Not when 
Duratone is available. Here’s how 
Duratone is made: 


A special p: Der- 
fected by ELKAY Dro- 
duces s permanent, 
guaranteed bond be- 
tween the colorful For- 
mica surface and a 
sturdy steel core. 


A one-piece top and 
back splash is possible 
with Duratone as front 
to back is formed in 
one-piece without dirt 
catching joints. Stain 
less stee] end caps add 
permanent finishing 
touch. 





Write to Elkay Manufacturing Co., 
1874 S, 54th Ave., Chicago 50, for 
complete details on Lustertone and 


Duratone. 


Mar 















7 eee, FELKAY MANUFACTURING COMPANY 


1874 § S4th Avenue « Chicago 54, lilinois 
The World’s Oldest and Largest Manufacturer of Stainless Stee! Sinks 


(Advertisement) 
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(CLAYTON & LAMBERT) 


~oo make Ms 


HOFFMAN 


... your best buy! 
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. Made by the 
Saas makers of 


cane tlt® 


vectsitl Famous C&L 
patied Blow Torches 
and Firepots 


All Sizes 
GAS ¢ ELECTRIC 


CLAYTON & LAMBERT 
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te Thermostat ———»> 


Rubber Grommet 
i “ 





Transformer 
Relay re 
Thermal 
Timer 
Reset ‘ho? a oe 
Button ‘i 
we 
: , To ' 
To Burner ————»  ~ Power ——»>, 
’ 


¢ 


EXTREMELY SIMPLE DESIGN makes this control a “pleasure to 


work with.” Plastic covers on timer and relay keep out dirt, 


EASY TO 


t 





‘Sy, 


ys _ 


help prevent damage. Simplified flange, rubber grommet for serv- 
ice wiring, ample wiring room—all make mounting easy. 


INSTALL! 


New G-E Stack Switch for any oil burner 


Here’s a control that’s designed for fast installation, mini- 
mum service. It is the new G-E master control with helix 
(“stack switch”) for regular stack mounting . . . One of 
the new simplified G-E oil burner controls. Here’s why 
installation and servicemen like it the minute they see it... 


NO LEVELING, NO ADJUSTMENTS, NO CALL-BACKS 


Just install this control in the stack with the simplified 
mounting flange, set the knob on “cold” side, and forget 
it. You a de have to level it. \t operates on any 50 to 100 
degree temperature change—and automatically adjusts itself 
to any stack operating temperature up to 1000 degrees F. 
This means callbacks for field adjustments are not necessary. 


FAST ACTING, MAXIMUM SAFETY 


This control is fast-acting on flame failure, because 


timing is preset at the factory and does not vary with, or 
depend on stack temperature. The control is set for much 
faster, closer contro] of lockout of shutdown timing than 
other controls—this gives maximum safety. 


LIGHTWEIGHT BUT STRONG 


This contro] will stand plenty of abuse, even though it’s 


lighter in weight. The case and parts are of heavier, thicker 
materials than other controls—the reduced eiel is 
1 


achieved by reducing the number of parts and simplifying 
construction. Fewer parts mean fewer possible troubles— 


No special handling needed. For other details, look at the 


illustrations on these pages, then see your local G4) 


Apparatus Sales Office. Or write for Bulletin GED-1837, 
or Service Manual GEH-1907. Address Section 740-21, 


General Electric Company, Schenectady 5, New York. 


GENERAL @@ ELECTRIC 


ae, 


a / 








FACTORY CALIBRATED... thermal timer never needs adjusting 


SGED CONSTRUCTION ... Hold this control in your hands 
on the job. Gives positive lockout regardless of stack temperature. 


;you know it’s built to last! Yet its cover pulls off easily. 





TYPE ASSEMBLY includes new combination transformer PLENTY OF WIRING SPACE... No exposed parts to be damaged 
lay. Same core serves as transformer and relay armature. by slipping screwdriver. Terminals marked to prevent error, 


ASY TO SERVICE! 


uts installation time, saves service calls! 


weight is 
simplifying 


troubles— 


@®) on buRNER conTRoLs 


The Appliance Control Department of General Electric is devoted 
exclusively to developing and producing a complete line of 
controls for appliance and oil-heating manufacturers. 
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rd 
America’s Finest Septic Tank 


GUARANTEED 
ad , for 20 Years! 


Here’s an exclusive selling feature that is bound to 
build your septic tank business and keep customers 


satisfied for many years to come! 


San-Equip Master Tanks are guaranteed 


against failure due to corrosion or structural 
failure for 20 years after date of installation. 


Built of 14-gauge steel with all seams electrically 
welded, the Master Tank is dipped in hot mineral 
asphalt to provide a heavy, corrosion-resistant coating 
inside and out. It is then given the extra protection of 
a special bituminous emulsion coating applied to all 
inside surfaces subject to the corrosive action of acids 
common to various types of sewage. 


Note: Master Tanks 


of 500-gal. capacity 
and larger comply with 


all requirements of 
Commercial Standard 


177-51—as accepted 
by FHA, Veterans 


Administration and U.S. 
Public Health Service. 


Horizontal design of the Master Tank permits longer 
flow within the tank—more complete settling out 


and digestion of solids resulting in a clearer effluent. 
Access opening in top, when extended to surface of 
ground, allows tank to be pumped out without costly 


digging. 


Available in 300, 500 and 600-gallon capacities. For 
full information contact your plumbing wholesaler. 
San-Equip Inc., Syracuse 5, New York. 


San-Equip 


See tic TANKS 
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where 


ton grades count. . 


it’s top grade aan CW 


Steel pipe 


The children who study at Harper Elementary School, Evans. 
ville, Indiana, learn at a young age that in order to achieve the 
top grade they must put the best they can into their studies. 

The men who planned and constructed this modern, well- 
equipped school also know that in order to build a really 
top-grade school they must install the best in materials. That's 
why Spang CW Steel Pipe was used for drainage lines, plumbing, 
hot and cold water lines, and steam lines from the boilers to 
the ventilators in this school. 

Contractors and builders who are conscientious about top- 
grade materials specify Spang CW Steel Pipe because it offers 
these advantages: 

1. The manufacture of Spang CW is quality-controlled from 
the careful selection of top grade skelp . . . through close 
metallurgical control during forming . . . to the finished 
product which is doubly inspected to assure you of a reli- 
able product made for years of satisfactory service. 

2. Spang CW pipe is easier to cut, weld, thread and bend 
making installation faster and keeping installation costs low. 








It pays to get quality when you specify pipe. It will 
pay you to specify Spang CW Steel Pipe. See your 
Spang Distributor. 


Owner: School City of Evansville, Indiana 
Architect: Ralph Legeman Associates, Evansville, Indiana 
Piping Contractor: Newman Brothers Inc., Evansville, Indiana 


Spang Distributor: Plumbing & Industrial Supply Co., Evansville, Indiana 
Genera! Contractor: Balser Bros. Const. & Supply Co., Evansville, Indiana 





SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Office: Two Gateway Center, 
Pittsburgh, Pennsylvania. District Sales Offices: 
Atlanta, Boston, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis. 




















TELESCOPING 
FLAME INSPECTION 
MIRRORS 


Telescoping adjustable handle 


stantly extended and locked 1@ a. 


sired length. 


Interchangeable (round or ich 
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Selling \s tasier... 


WHEN YOU GIVE CUSTOMERS WHAT THEY 












BURNHAM 


BASRA 


RADIANT BASEBOARD 


BURNHAM BASE-RAY RADIANT BASE- 
BOARD gives true radiant heat; no false 
fronts or grilles, all sections fully water- 
backed. Silent, tool Only 7” high and 2” deep, 
BASE-RAY is the smallest, yet the most efficient 
of all baseboard units, This small size factor 
means BASE-RAY can fit inconspicuously into 
any room, save valuable space and contribute 
to smarter decor. None of these advantages 
will go unappreciated by the customer. Sturdy 
cast-iron construction, corrosion resistant, lasts 
a lifetime, quickly and simply installed. 


NEW 18-INCH LEFT- 
END BASE-RAY SEC- 
TION. Ready for im- 
mediate delivery, this 
18-inch, left-end BASE- 
RAY section permits fur- 
nishing assemblies in 
increments of 6 inches, 
Write for new rating 
data. 





BURNHAM BOILERS AND BASE-RAY ARE THE 
PERFECT HEATING TEAM—THEY WEAR 


BOILER DIVISION Irvington, New York 


FIRST IN THE MANUFACTURE OF BASEBOARD HEATING 





























LIKE IRON BECAUSE THEY’RE MADE OF IRON 


iv 





... And they want the Magic of Radiant Hot 
Water Heating as delivered by BASE-RAY®! 
They've been wanting (and getting) it at 
the rate of thousands of installations each 
year, since Burnham pioneered the radiant 
baseboard idea eight years ago! The cus- 
tomer doesn’t have to know a thing about 
engineering to appreciate BASE-RAY! Such 
features as BASE-RAY’s full water backing 
and rugged cast-iron construction speak for 
themselves. They mean solid comfort and 
lifetime performance. Just explain it to him 
— he'll do the rest! *Reg U.S. Pat. Off. 


NEW CORNER PLATE (below). This new ex- 
tended inverted corner plate for BASE-RAY is 
similar to the present corner plate but has been 
extended on each side so that it measures 105/ 
inches from the corner to each end. This item, 
plus new 18-inch left-end section, enables you 
to cover two or three walls without the use of 
the baseboard extension. 





| Burnham Corporation 
| Irvington, New York 
| Please send me full information and ratings guide on 
RADIANT HEATING | BASE-RAY. 
I 


OBC iicinsnsctretememiarmnimee 


Address ioc pcpemeselaaliipsioeiaatennendigaatdensieatian 


] EE RE ey eee State. 
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6-341 
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TRIPLE ECONOMY 


Its the biggest truck news of 54 





New Ford F-100 Pickup has s 
big 45 cu.ft. payload capac- 
ity. Choose new 115-h.p. 
Cost Clipper Six or all-new 
130-h.p. Power King V-8! 


faa 


¥ 










See 


¢ 
‘te 
s 


eee ee 


] NEW LOW-FRICTION ENGINES offer 2 NEW 3-MAN DRIVERIZED CABS 
® power increases up to 23% with gas- ®cut fatigue. New long-wearing 


saving economy! One reason: modern woven plastic seat upholstery. 
Deep-Block, short-stroke design cuts Exclusive Ford seat shock snub- 
internal friction up to 33% ! bers! Huge one-piece windshield! 


Ford advances further with big new savings in all 3 
vital truck areas! There’s more gas-saving power! 
Still better drivers’ working facilities! Big capacities, too! 


New Ford Trucks for ’54 offer the mightiest concentration 
of power per cubic inch ever built into any truck engine 
line! And, smaller-displacement engines like Ford’s five 
new truck powerplants normally need less gas! That’s only 
one big factor behind Ford Truck Triple Economy for 1954. 
For more information, write: Ford Division, Ford Motor Co., 
Dept. T-21, Box 658, Dearborn, Michi- 
gan—or call on your Ford Dealer, today! 













5 great truck engines: 115- 
h.p. Cost Clipper Six, 130- 
and 138-h.p. Power King 
V-8’s, 152- and 170-h.p. 
Cargo King V-8’s! 

*All items marked by asterisk 
available at worthwhile extra cost. 


Only Ford gives you Gas-Saving, Low-FRICTION, High- 


Compression, Overhead-Valve, Deep-Block engines in FORD dia TRUCKS 


MORE TRUCK FOR YOUR MONEY 


truck models! Advancements like rotating valves increase 
valve life and full-flow oil filter lengthens engine life. 


# 
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3 BIG CAPACITIES! Ford’s 221 new 
® models offer low curb weights, 
top payloads! New Ford-built 
6-Wheelers, up to 40,000 Ibs. 
GVW! Two new Cab Forwards! 





New Fordomatic Drive saves driver 
time and energy. Fully automatic— 
no clutching, no shifting! Available in 
all Ford light-duty models for ’54.* 


New Vacuum Boosted Power Brakes 
now available on half-tonners make 
stopping up to 25% easier.* The foot 
pressure needed to stop truck won’t 
break an ordinary light bulb. 
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Republic Steel hitchens 


Right now is the time to team up with 
Republic Steel Kitchens! Republic’s big 
“Most For Your Money”’ national adver- 
tising campaign is in full swing. Big full 
page, full color ads give your prospects 
the facts on wise kitchen buying. And 
they come to you for the story on the 
only line that invites comparison! 

Put this hard-selling tie-in package to 
work for you making big, profitable 
kitchen sales. It’s geared closely to 
Republic’s showdown comparison theme, 
“Most For Your Money!” 


Join the Challenge Line Now 


There never was a better time to get 
yourself set to cash in on the big-volume, 
high-profit opportunity with Republic 
Steel Kitchens, the line that’s planned, 
built and pre-sold by one of the world’s 
largest steel companies. A basic Republic 
THIS SALES-BUILDING PACKAGE Steel Kitchen in your display center and 
TEAMS YOU UP WITH REPUBLIC’S this new, modern merchandising kit put 


- you in business in a big way. In the right 
“MOST FOR YOUR MONEY” CAMPAIGN way! Ask your distributor, or 


write: Republic Steel Kitchens, 










wiet ~~ o 


aot 
A Complete Selling Kit ©" Guaranteed by 












, oerehes teee parerpon de Good Housekeeping Republic Steel Corporation, 1018 

6 Siraners Selesman’s Folders £F 45 apyransto WE Belden Ave., Canton 5, Ohio 
@ Wall Chart @ Radio and TV Scripts 8 

The Buy On Proof folder © Free Premium @ Ad Counter Card with CABINETS OF STEEL FOR LASTING APPEAL 

and the “magic-dip” post Wallet Offer Remodeling Book 

card give prospects the Show- © Magic Post Cards © Co-op Newspaper Ads 

down Comparison check-list @ Buy On Proof © Broadsides 

that closes sales fast! Folders © Outdoor Posters 





Produces Big Kitchen Sales for Modern Merchandisers | 
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Walseal’ products 
and be certain 
















=the FACTORY INSERTED Ring insures FULL PENETRATION 
of the Silver Alloy ...a perfect joint 


Today, contractors... builders...archi- tion or temperature which the pipe itself 
tects are using brazed connections, in can withstand. 
ever increasing numbers on their brass Furthermore, it is a relatively simple 
and copper pipe runs. However, they operation to make a joint - no heavy 
must be certain that the correct brazing scaffolding need be erected just cut 
lloy is used; that the joint has penetra- ’ f pe 
alloy f all he shoulder of the fitti the pipe, flux, assemble, then braze, fol- 
tion of alloy up the shoulder of the fitting. = jowing the technique recommended by 
That’s why more and more are turn- the Walworth Company. A silver braz- 
ing to Walseal joints made only with ing alloy - FACTORY INSERTED - 
Walseal valves, fittings and flanges which in each port flows out when heated with 
assure the proper amount of alloy with ~ the oxyacetylene torch, making a joint 
no waste. They know that the finished that is stronger than the pipe itself...a 
joint not only will withstand hydro- one-hand operation, with the mechanic 
static pressure, but it will also with- out of the path of the deflected heat — at 
stand terrific impact and vibration — in all times. 
fact, no correctly made Walseal joint 
has ever been known to creep or pull For full information about Walseal joints made 
apart under any pressure, shock, vibra- only with Walseal products, write for Circular, 


WALWORTH (=! 


valves and fittings 
60 EAST 42nd STREET, NEW YORK 17, N. ¥. 


PISTRISVUTORS INF PRINCTPAL CENTERS FTHROVGHOUT THE WORLD 
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ONLY 75 LBS. 
BUT PACKED 
WITH 


Power 





NS 
EASY TO 
MOVE... 
The all new Oster “Featherweight Champ”, a Power 
Drive for Hand Pipe Tools, has just weighed in at 75 lbs. BER TE ke a ate 
One man can move it and use it with ease ... yet the EASY TO 





“Featherweight Champ” is exceptionally sturdy and 
powerful. A real on-the-job profit maker, its threading 
range is %” to 2”, and it is available with either electric 
or gasoline power. 

For the full story on the “Featherweight Champ” see 
your local Oster Distributor. He will give you sound 
recommendations on how to solve your pipe-threading 
problems . .. and he offers you speedy delivery and 
reliable service. 


USE... 














MANUFACTURING CO. 


Main Office and Factory: 


2045 East 6lst St., Cleveland 3, Ohio 


THE 





Builders of Cost Reducing Threading Equipment Since 1893 





RLD 
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CIRCULATORS! 


STAINLESS STEEL SHAFT 


Won't corrode! 
High finish for better lubrication! 
Longer life and wearability! 


POROUS BRONZE BEARING 
WU olaiaehi-+ i lasela ohare alehae 

Holds shaft in perfect alignment! 
Holds oil longer! 





TACO GIVES YOU RUGGED PERFORMANCE— 


® Specially selected rugged motor ® Strong flexible drive spring elimi 


gives lowest possible electrical Alohi-t Wun] o)aehilolammelalemmeonS 1014-5 Mme LUI 2 


consumption operation 


t Ma lali-taqalelalel-tol oli -Malelalel-s Molelel ole Molal= 
® Patented rotary seals eliminate algal lohiclam ion toll amr GME IPA: 3/, 


SUL iilale Ml oleh a -t Molaro mela tent ] l\Y% orl 


Better Heating-Better with Taco 


137 South Street, Providence 3, R. I. 
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Offer ceiling radiant 
heating at lower cost 


You save material costs and fabrication time with Bundyweld 
Tubing, performance-proved in thousands of ceiling radiant 
heating systems throughout the country. 


Consider these advantages: Bundyweld is extra-strong, yet 
ductile; bends easily to short radii on a simple fixture in the 
shop or at the job site. It comes in standard, 20’ lengths with 
one end expanded, when specified, for simpler, sounder joining. 


Bundyweld is tough enough to withstand the usual rough 
handling, too. Although lightweight, it’s rigid enough so that 


Bundyweld Tubing | 


DOUBLE-WALLED FROM A SINGLE STRIP 





two men can easily position a group of joined coils. The smooth 
coils keep their shape; lie flat against the ceiling for easy 
plastering, with no waste of time or material. 

In your completed system, Bundyweld transmits heat effi- 
ciently; conducts water with a minimum of friction. Just 
check below for the advantages that only Bundyweld can 
give you. Then, write us today for more information. 


Radiant Heating Divisjon 
Bundy Tubing Company « Detroit 14, Michigan 








WHY BUNDYWELD IS 





Bundyweld starts as 
a 9g strip of steel 
whic is copper- 
coated. Then, it’s... 


continuously rolled 
twice around later- 
ally into a tube of 
uniform thickness, and 


BETTER 





passed through a fur- 
nace. Bonding metal 
fuses with basic 
metal. Result . . . 






TUBING 


a4 
SIZES UP 

- 10 %” O.D. | 
NOTE the exclusive Bundy- 
developed beveled edges, 
which afford a smoother joint, 
absence of bead, and less 
chance for any leakage. 


Bundyweld ... 
double - walled and 
brazed through 360° 
of wall contact. 
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| New GIEVROLeT TRUCKS 


do more work per day ... more work per dollar 
on every type of hauling or delivery job! 


eS —— ———y a X LN 2 re 
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Time and money are the two most important factors THEY SAVE YOU MONEY 
in any trucking job—and the new Chevrolet trucks IN EVERY WAY 
for ’54 are built to save more of both! 


Along with increased power, these great new trucks 

THEY SAVE YOU TIME bring you increased operating economy. You enjoy 
ALL THE TIME hefty gasoline savings in every model, thanks to new 
high-compression performance. In addition, you save 

, on upkeep and maintenance. That’s because you get 
extra strength and stamina in drive line and chassis. 
There are heavier axle shafts in 2-ton models, newly 


Whether you deliver door-to-door or haul state-to- 
state, new Chevrolet trucks will speed up your sched- 
ules. They bring you new hour-saving engine power 
—greatly increased acceleration and hill-climbing 


ability. You save time with greater safety . . . and designed clutches and stronger frames in all models. 
without increasing your maximum road speeds. In See your Chevrolet dealer for all the facts about 

4 traffic or on delivery routes, new truck Hydra-Matic the “‘savingest’”” Chevrolet Advance-Design trucks ever 
transmission* saves time, and saves driving effort built! . . . Chevrolet Division of General Motors, 
as well. It’s the last word in no-shift truck driving. Detroit 2, Michigan. 


MOST TRUSTWORTHY TRUCKS ON ANY JOB! 








THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The ‘“Thrift- 
CHEVROLET master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
ADVANCE-DESIGN HYDRA-MATIC TRANSMISSION®* — offered on 4-, %4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRUCK FEATURES TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH—improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models. TORQUE-ACTION BRAKES—on all wheels 

on light- and medium-duty models. TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models. 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD —for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING—easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. (b62) 


*Optional at extra cost. Ride Control Seat is available on all cab models, "'Jobmaster 261’’ engine 
on 2-ton models, truck Hydra-Matic transmission on '/,-, ¥/4- and 1-ton models. 
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Powers Thermostatic Water 
Mixer complies fully with 
Veterans Hospital safety 

requirements and Federal 

Specifications WW-P541a. 


10 to 20% Water Saving. 

No need to get out of shower 
and readjust it 

because of fluctuating 

water temperature. 


ONE Shower Accident 
May Cost Many Times More 
than POWERS MIXERS. 


(b62) 
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‘Their Safety Is Important 








Some of the more than 60 showers in this moder 
Architect: CHARLES W. NICOL & ASSOCIATES °¢ 
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Plumbing Contractor: M. J. CORBOY CORP., All in Chicago 
Thermostatic 


=POWERS3 WATER MIXERS 


Give Double Protection Against Shower Accidents 


Caused by PRESSURE ceed’ TEMPERATURE 


fluctuations in water supply lines 








No Shower is Safe Without this Double Protection — Powers 
thermostatic water mixers always hold the shower tempera- 
ture constant wherever the bather wants it. They are com- 
pletely automatic. Failure of cold water instantly shuts off 
the shower. Delivery temperature is thermostatically limited 
to 115° F. Simple, Durable Construction of Powers Mixers 
insures long life and minimum of maintenance. 


For Utmost Comfort, Safety and Economy Install Powers Mixers @ Write for Bulletin 365. 





Established in 1891 e THE POWERS REGULATOR COMPANY e SKOKIE, ILL. e Offices in Over 50 Cities 








n school regulated by Powers Mixers 
Mechanical Engineer: JOHN K. FAIRBAIRN 
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Will “hard selling” in 1954 confuse prospects for water systems, 
water heaters and softeners? Will they be eager for the gadgets and 
deals” they get when they buy other types of products? 

NOT THIS YEAR! Mr. and Mrs. Homeowner will be more concerned 
about getting a dependable supply of running water for many trouble- 
free years to come. QUALITY WILL BE THE DECIDING FACTOR! 
For dealers who sell Fairbanks-Morse water systems, heaters and 
softeners, 1954 will be a WONDERFUL YEAR! Here’s why: 


1. More buyers are buying quality for 
the long pull. 

2. The high quality of Fairbanks- 
Morse products has been known to 
Americans on farms and in cities 
since 1830. 

3. Quality in manufacture and de- 
pendability in performance will be 
stressed in Fairbanks-Morse 1954 ad- 
vertising. On the opposite page is one 
of the ads which will carry the quality 
story to 51 million readers of leading 
national magazines. 


4. Fairbanks-Morse again will pro- 


vide a strong inquiry-producing cam- 
paign in State Farm Papers. 

5. Fairbanks-Morse again will pro- 
vide free, or at cost, many direct mail 
and point-of-purchase aids. 

6. Fairbanks- Morse dealers can guar- 
antee any Fairbanks-Morse product 
against defects in workmanship and 
materials—and Fairbanks-Morse will 
back them up. 

7. Fairbanks-Morse’s 38 branch 
offices assure dealers of prompt de- 
livery of products, and replacements 


and repair parts, 





Morse & Co. 


FarRBANKS-MorseE 


@ name worth remembering when 


5 
\ Faire bee, Ave. 


you want the best 
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QUALITY IS YOUR BUY 


Fairbanks-Morse water systems, heaters and 
water softeners are built to quality standards 
that give years of trouble-free service and low 
maintenance costs. 

It is common sense to buy products that con- 


tinue to give satisfaction long after the original 
price is forgotten. 

Your local Fairbanks-Morse dealer will be 
glad to show you quality! Fairbanks, Morse & 
Co., 600 S. Michigan Avenue, Chicago 5, IIl. 


@ name worth remembering when you want the best 


é FAIRBANKS-MORSE 





WATER SYSTEMS: * MOWERS © MAGNETOS ¢ PUMPS * MOTORS « SCALES 


e DIESEL LOCOMOTIVES and ENGINES 
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@ Listed by the Underwriters’ Laboratories for use with all piping applications—including 


hazardous liquids. 
@ Larger sizes are all-forged steel; smaller sizes machined from solid bar steel. — 


e oh High tensile strength—no sand holes. 
| aeee eae 
‘ parites @ Compare the cost of Capitol Unions with any other union—note the much 
Os -— lower price for a superior product. 3 
@ Packaged in convenient quantities with each carton displaying i 
the U.L. Label 4 
@ 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 


COUPLINGS — NIPPLES — UNIONS — RADIANT HEAT FITTINGS 
FURNACE COILS _ WELL SUPPLIES _ STEEL PIPE FITTINGS 
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Ill-Advised Inventory Reductions Can Be Dangerous 


Tue NATIONAL City Bank of New York says, in 
the 50th Anniversary issue of its monthly eco- 
nomic letter, that the principal question for the 
remainder of 1954 is whether falling orders and 
modest inventory adjustments will spiral. Re- 
duced employment, falling purchasing power and 
curtailment feeding upon itself could result from 
such a spiral, the report says. 

Colin Clark, an Australian economist, describes 
this spiraling effect as follows: 


When one business cuts back its inventories 
another business (or rather group of businesses) 
must find its current sales reduced by exactly 
this same amount. This is an inescapable arith- 
metical conclusion.... ~ 

Once everybody is engaged in cutting back 
inventory because his sales have fallen, because 
somebody else has cut back inventory because 
his sales have fallen . . . we are involved in a 
process which goes on and on of its own accord 
until the economy has fallen to an extremely low 
level. 


The first impression that this statement will 
make upon most readers is that its conclusion 
implies a certain inevitability. Mr. Clark feels that 
this is true and that the American economy is now 
showing signs of such a spiraling condition. 


Does It Go On and On? 


It is true, of course, that inventory reduction 
produces spiraling tendencies. Whether the spiral 
goes “on and on of its own accord to extreme low 
levels,” however, is another question. Based on 
past observation, we’re inclined to part company 
with Mr. Clark on that point. 

Nevertheless, economists and business leaders 
are showing considerable concern over rising busi- 
ness inventories. There is the danger, as Mr. Clark 
points out, that this preoccupation with inven- 
tories, which has permeated much of American 
business, may seep down to the individual retail 
outlet and, in the process, result in ill-advised re- 


ductions by proprietors who are already in good 
shape, inventory-wise. 

Thus, an individual plumbing and heating con- 
tractor may allow himself to be talked into inven- 
tory cut-backs simply because of the current 
emphasis being given to the subject. He might 
even cut stocks to the point where he is actually 
driving his customers elsewhere, or, we might call 
it, “reducing himself out of business.” 

Frequently, a contractor becomes worried at the 
size of his stock expressed in dollars. Actually, 
using only dollar valuation as a guide will result 
in a superficial appraisal of the true picture. 


A Calm Analysis Is Needed 


What is needed is a careful, calm analysis— 
something more than a mechanical tally and a 
dollar value. Right now is a good time for the in- 
dividual contractor to determine what constitutes 
a well-balanced inventory for him—and those last 
two words are important. 

Regardless of all-inclusive statistics concerning 
business inventories nationally and by categories, 
the final test must be applied at the individual 
business level. It is a wise contractor who insists 
on determining for himself, and in the light of his 
own merchandising needs, what constitutes a 
normal, safe and adequate inventory. 

This is not to say that inventories shouldn’t be 
reduced. Certainly, if an analysis reveals an un- 
manageable, distorted inventory picture through 
over-buying or for some other reason, corrective 
measures are necessary. But, inventory reduction 
is frequently viewed as a cure-all for many nag- 
ging problems of the moment. Instead, unwise 
cut-backs may bring on an entirely new set of 
problems, making the cure worse than the malady. 

In any analysis of his inventory, everyone 
should remember this fact: No plumbing and 
heating contractor, or any other businessman, has 
yet been able to figure out how to make a profit on 
merchandise he doesn’t have. END 
































IKE MESSAGE TO CONGRESS SEEN 
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The President Wants: 








REMODELING, already a robust 
market, was given further im- 
petus last month when President 
Eisenhower moved to liberalize 
terms for the modernization and 
purchase of older homes. 

In his housing message to Con- 
gress, the President said: “The 
building of new homes provides 
only a partial solution to the 
nation’s housing problem. More 
than nineteen million of our ex- 
isting non-farm homes are 30 or 
more years old. 


Will Bolster Economy 
“Millions of people live in 
these older homes in which they 
have invested their savings. Our 
people and our economy will 
benefit greatly if these homes 


A higher limit on FHA loans for remodeling. Up from 
$2,500 to $3,000. 


A longer time to repay remodeling loans. Up from 
three years to five. 


Easier mortgage money for the purchase of old homes. 
Up from 80 percent of FHA appraised value to 95 
percent. 
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can be kept in good repair and 
are brought up to modern stand- 
ards of comfort and conven- 
ience.” 

Specifically, the President 
recommended the following 
amendments to the National 
Housing Act: 

(1) The maximum loan which 
can be insured under Title I to 
repair and modernize single- 
family homes should be _ in- 
creased from $2,500 to $3,000 and 
the maximum term should be ex- 
tended from three years to five. 

(2) The maximum permissible 
terms authorized for the insur- 
ance of loans on older homes 
should be made comparable to 
those available for new housing; 
that is, 95 percent of the FHA 
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appraised value instead of the 
present 80 percent. 

In addition, the proposed plan 
would authorize FHA insurance 
for “open-end” mortgages. The 
open-end provision would be a 
further stimulant for remodeling 
since families could obtain loans 
for this purpose without the 
necessity of executing a new 
mortgage. The original mortgage 
is simply extended for a longer 
period of time, or payments are 
increased slightly to cover the 
remodeling loan. 

Acceptance of these amend- 
ments by Congress would mean, 
simply, that more people would 
remodel their present homes and 
more people would be able to 
purchase older homes which 
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N | AS BOON TO REMODELING... 


they would want to remodel. 


What Industry Leaders Expect from the 
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Translated into terms of our 
industry, the President’s pro- 
gram, if adopted, will mean a 
bigger market for plumbing, 
heating, air conditioning and 
appliance products. 

By focusing attention at the 
national level on the real need, 
and the size of the market, the 
President’s message will un- 
doubtedly result in stepped-up 
activity in the remodeling field 
for the entire building industry. 

The potential market for re- 
modeling existing homes and 
buildings has been estimated at 
7 to 10 billion dollars. Unfortun- 
ately, much of this potential has 
remained dormant for lack of 
adequate financing facilities. 


Importance of Financing © 

The importance of moderniza- 
tion financing was clearly estab- 
lished in Domestic ENGINEER- 
1nc’s Bay City survey (page 
118). Statistics showed that two 


President's Recommendations... 


“Less rigid and broader-based credits will en- 
courage the American free enterprise system to 
modernize old homes and build new ones, speed 
slum clearance and provide expanded markets for 
the labor and products of our industry.”— Claude 
W. Owen, president, American Institute of Wholesale 
P & H Supply Assns., Washington, D. C. 


“The increase in size of the average American 
family means older and larger houses will be in 
demand. The President’s request for higher remodel- 
ing loan limits will permit modernization of kitchens, 
bathrooms and heating while retaining spaciousness 
of older homes.”—W. P. Scott, Jr., San Francisco 
plumbing and heating contractor. 


“President Eisenhower’s program to improve 
existing homes has great possibilities for the plumb- 
ing and heating industry. There is plenty of room 
for such improvement, and if we all get behind the 
program, it could mean much to our country and 


the out of every three families who to our industry.”,—H. W. Steinkraus, president, 
want to remodel kitchens, bath- Bridgeport Brass Co., Bridgeport, Conn. 
vn rooms and heating systems need 
nee to finance the job. kek kt 
The The liberalized terms called 
— for in Mr. Eisenhower’s program “The President’s plan has a lot of merit and is a 
= will now enable many of such step in the right direction. With the possibility of a 
& families to carry out their re- decline in new construction, the program is also 
ans a 1 very timely. It should help buoy the entire economic 
the ” ~e — J : structure and result in better business stability in 
ew While actual legislation has general, and in our industry in particular.”—John 
age not yet been enacted, acceptance Calnan, Chicago, past president NAPC. 
ger of the plan seems assured. Sen- 
ie ator Capehart (Rep.,Ind.) and ie & # * 
the Representative Wolcott (Rep., 
Mich.), chairmen of the Banking “If Congress adopts President Eisenhower’s hous- 
“a. and Currency committees, have ing program, remodeling sales will increase tre- 
mang already introduced concurrent mendously. The plan will increase employment and 
' 5 . s. T sh f this 
- d bills in the Senate and House. raise living standards. To capture our sl are 0 e 
market, we must promote modernization aggres- 
and Rep. Wolcott told Domestic sively.”—S. E. Kindelan, Jr., past president, Plumb- 
to ENGINEERING he intends to hold ing and Heating Wholesalers of New England. 
ieh (Please turn to top of next page) 
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. continued 








Ike Message Seen as Boon to Remodeling 


(Continued from preceding pages) 
hearings early in March and will 
push for early passage of the 
bill. 

In another interview, Guy 
Hollyday, F HA commissioner, 
said: “The current market needs 
for housing are too often thought 


of in terms of new construction 
alone. With over 40 million 
existing units in the nation’s 
housing inventory, their im- 
provement is a tremendous fac- 
tor in the building industry.” 
In addition to the factors dis- 
cussed above, it is proposed that 





























What Industry Leaders Expect . . . continued 


“Realization of the President’s proposal for higher 
limits and longer repay time will make possible a 
modernization program of national significance. The 
plumbing and heating industry should meet this 
challenge with a planned merchandising program.” 
—N. C. Iler, president, Wholesale Plumbing Dis- 
tributors of Southern Calif., Pasadena. 


rok & Dt 


“Where credit restrictions are preventing people 
from buying or remodeling, Mr. Eisenhower’s pro- 
posals will give tremendous impetus. Surely, home- 
owners are the best credit risks and deserve prefer- 
ential treatment. These provisions should reduce 
our 1954 credit rejections, already low, to zero.” 
—Walter Ford, Philadelphia contractor. 


xk + £8 


“President Eisenhower’s housing message should 
have the complete support of everyone. Not only 
will it improve living conditions, but it will give 
impetus to our industry and help stabilize employ- 
ment. We are preparing sales aids for contractors 
to assist in this program.”—F. F. Elliott, vice presi- 
dent of sales, Crane Co., Chicago. 


cre * 2 ® 


“Many people today want and need remodeled 
homes, but cannot finance them under present 
limits. The homeowner and our industry will bene- 
fit from liberalized loans and easier mortgage money. 
Tight financing forces homeowners into cheaply 
built units instead of remodeling a solid home.”— 
R. L. Schlegel, Menlo Park, (Calif.) contractor. 


e -F 2-k R 


“In many communities, dwellings are deteriorat- 
ing faster than replacements are being erected. To 
slow this pace is vital. Since proper financing is not 
available for remodeling, the President’s recom- 
mendations will help in this work and deserves 
support.”—E. C. Garrity, past president of Central 
Supply Assn., Chicago. 
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monthly payments for new and 
old homes be reduced by extend- 
ing mortgages to a period of 40 
years instead of the present 20 
or 25. 

An entirely new program, and 
one on which much emphasis is 
being placed, would provide 100 
percent government insurance 
on loans for low-cost housing 
(maximum of $7,000 per unit) 
for families displaced by slum 
clearance or “by any other gov- 
ernment action.” These loans 
would be repayable over a period 
of 40 years, and could be used for 
both old and new housing. 

The effective down payment 
for these homes would be $200, a 
sum just adequate to cover clos- 
ing costs. 

With the growing emphasis on 
slum clearance projects at the 
community and national levels, 
this phase of the housing pro- 
gram could result in a substan- 
tial market which does not exist 
as of now. 

Also included in the proposed 
new legislation is a request for 
an additional 1.5 billion dollars 
in FHA mortgage insurance. 


Special Survey Planned 

Some behind-the-scene moves 
have been underway in recent 
weeks to secure a supplemental 
appropriation of about $300,000 
to be used for a special “sampl- 
ing” of 25,000 persons in some 
3,000 communities. Questions re- 
lating to home improvement 
needs and intentions will be 
asked each individual. This in- 
formation will then be studied in 
relation to the President’s hous- 
ing program. 

It is likely that some modifica- 
tions will be made in the above 
program, as well as the housing 
bill itself, before they are ap- 
proved by Congress. It seems 
certain, however, that regard- 
less of the eventual legislation, 
the present activity in Washing- 
ton spells out new sales pos- 
sibilities for the plumbing and 
heating industry. END 
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Remodeling Case Study: 





BATHROOM 
to Whistle About 


Tue Reapers of Better Homes 
and Gardens magazine have. been 
given a practical lesson on the 
benefits of bathroom remodeling. 

In its February issue (page 
120), the magazine describes “A 
Bathroom to Whistle About,” and 
how this modern example of de- 
sign, beauty and efficiency was 
transformed from an old-fash- 
ioned bathroom by Chicago 
contractor, Frank Sochor. 

The magazine takes as an ex- 
ample of remodeling possibilities 
the bathroom in the 30-year-old 
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home of John Gregsamer, River- 
side, Ill. The original bathroom 
(7 by 9 ft) was limited to the 
simplest of fixtures—tub, lava- 
tory and water closet. 

But the Gregsamers were sold 
on the importance of remodeling. 
When their plumbing contractor 
finished his job the new instal- 
lation typified the fine equipment 
and careful space planning of to- 
day’s bathroom. 

In the new bathroom, linen is 
stored below the lavatory where 
it is most convenient for the 





BEFORE remodeling (left), the 7 by 9 ft bathroom of the John Gregsamer 
family included only the simplest facilities. AFTER remodeling, the Gregsa- 
mers had their new tub-shower and water closet partitioned off by glass, and 
a vanity lavatory with a countertop and linen storage. Fixtures are colored. 
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OLD-FASHIONED bathroom 
in Riverside, Ill., shown here before 
remodeling, is typical of those in the 
neighborhoods of many contractors. 


(left) 


MODERN BATHROOM, after re- 
modeling, includes all new facilities. 
(A) Countertop lavatory with storage 
space; (B) vanity set; (C) medicine 
chest with mirrored doors; (D) glass 
partition setting off water closet; (E) 
recessed fluorescent lighting; (F) 
water-resistant glass tile; (G) recessed 
radiator; (H) rubber tile flooring. 
Tub and shower unit are not pictured. 


housewife. A small vanity is set 
beside the lavatory. The water 
closet is set off from the lavatory 
area by a ribbed glass partition, 
and a sliding glass partition sets 
off the bath with its overhead 
shower. The medicine chest in- 
cludes a full-size mirror. Fixtures 
are colored. 

The magazine article tells a 
story with a plot that will appeal 
to any homeowner. Recognizing 
the selling message of the story, 
the Plumbing and Heating Indus- 
tries Bureau is making reprints 
of the article available for mail- 
ing pieces. Contractors may ob- 
tain these reprints by writing the 
Bureau at 35 E. Wacker Drive, 
Chicago 3. END 



































SALES AIDS visible in the 
photo are some of the 240 
pieces of promotional material 
contained in DE’s remodeling 
sales kit. The kit is available to 
contractors for $15.00. Charles 
Horton (second from left), 
Domestic Engineering repre- 
sentative, describes the sales 
aids to Jack Cooper (left), 
president of Cooper Supply; 
Ed Cooke, vice president of 
Cooper, and Ken Davis of 
Minneapolis-Honeywell. 

















A PORTION of the nearly 
50 contractors who attended 
the Modernization Clinic at 
the Cooper Supply Co. is 
shown at left. Sales aids 
from the remodeling sales 
kit are visible in the back- 
ground, with the screen 
used for showing the Bay 
City film in the center. At 
center is Ken Davis, region- 
al application engineer for 
Minneapolis - Honeywell. 















Modernization Clinic... 


Plumbing and heating contractors in Tulsa get first-hand facts on 
remodeling opportunities and how to convert them into sales... 


Tue Cooper Supply COMPANY 
of Tulsa, Okla., was the scene 
recently of a “Modernization 
Sales Clinic” for plumbing and 
heating contractors. Those at- 
tending the clinic were treated 
to a first-hand briefing on the re- 
modeling market by representa- 
tives of Cooper Supply, Minne- 
apolis-Honeywell and Domestic 
ENGINEERING. 

In an informative “chalk talk” 
Ken Davis, regional application 
engineer for Minneapolis-Honey- 
well, discussed his company’s 


survey of heating modernization 
needs in older dwellings, point- 
ing out the need for adequate 
control systems in remodeled as 
well as new heating. 

DoMEsTic ENGINEERING’S por- 
tion of the program consisted of 
showing ‘The Bay City Story,” 
a 25-minute film strip based on 
the now famous survey of re- 
modeling needs in a typical U.S. 
city (Bay City, Mich.). A dis- 
cussion of DE’s remodeling sales 
kit, which followed, showed how 
the kit, with its 240 promotion 
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pieces, provides the next step 
toward profits in remodeling. 

Ed Cooke, vice president and 
general manager of Cooper Sup- 
ply, said, “Results of this exhaus- 
tive Bay City survey, transposed 
to northeastern Oklahoma, 
graphically pointed out to us, 
and our contractor customers, 
the tremendous sales potential 
in plumbing, heating and air 
conditioning remodeling.” 

The audience learned, for ex- 
ample, that nearly 22 percent of 
the families in this typical town 
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plan bathroom remodeling with- 
in two years. Twenty-one percent 
of the Bay City families inter- 
viewed intend to remodel their 
heating system. 

General figures were broken 
down into specific opportunities 
in this American cross-section— 
67 percent are prospects for 
shower bathing facilities and 26.5 
have room for an extra bath- 
room, Heating figures report on 
the number of prospects for 
automatic heating, controls, etc. 

The film shows how various 
sales aids and techniques can be 
used in attracting remodeling 
prospects into the contractor’s 
store. The film explains how a 
store can be established as a 
remodeling headquarters with 
proper use of remodeling posters, 
floor displays, operational ex- 
hibits and advertising. 


Servicemen Sell 

Other tips include the use of 
servicemen for selling, following 
up leads and using financing as a 
tool for selling. ; 

“The modernization sales kit 
is a logical sequel to the Bay 
City film,” said Jack Cooper, 
president of Cooper Supply. “It 
should go a long way in helping 
our industry tap the remodeling 
market.” 

More than 3,000 man hours 
went into developing the kit 
which presents all forms of ef- 
fective remodeling advertising 
material—newspaper ads, radio 
commercials, sales letters, jumbo 
post cards, posters, envelope 
stuffers, news releases, plans and 
layouts to help customers visual- 
ize remodeling benefits and an 
efficiency questionaire to permit 
homeowners to evaluate the effi- 
ciency of their own home. 

A procedure manual is in- 
cluded that gives week-by-week 
tips on the effective use of the 
sales kit material. All material 
is flexible to fit the individual 
needs of contractors anywhere 
in the country. END 











Here's your ticket to bigger re- 
modeling sales in 54... 


If you’re a contractor, get in touch with your 
wholesaler at once and ask him to book a showing 
of the Bay City film and an explanation of the 
remodeling sales kit .. . 


Or, get in touch with your local association secre- 
tary and ask him to book this double-feature for 
an early meeting . 


If you’re a wholesaler or association secretary, 
write Domestic ENGINEERING now (use the coupon 
below if you wish) and we'll tell you more about 
the film and kit and when you can show them, 
without charge, to a meeting of your contractors. 


We think you'll say what scores of wholesalers 
and contractors have said who have seen “The 
Bay City Story” and the remodeling sales kit— 
that it’s the greatest business building combination 
ever offered the plumbing and heating industry. 


Domestic Engineering 
1801 Prairie Ave., Chicago 16 


[_]’'m a wholesaler and would like to show the re- 
modeling film and sales kit (without charge) to a 
meeting of my contractor-customers. 


(_]'m a contractor and would like to see the remodel- 
ing film. My wholesaler’s name and address is: 


Wholesaler’s name 





Wholesaler’s address 








{_]P'm an association secretary and would like to 
show the film at one of our meetings. 

Name 

Address 

City 

State 
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SERVICE TRUCK... : 
Does Double Duty for Demby! 


CHESTER Demsy, owner of the 
Lincoln Plumbing and Heating 
Co., recently sent two journey- 
men to the kind of job no con- 
tractor looks forward to. 

The heating plant in an ancient 
Los Angeles apartment house 
had failed, and it was his job to 
put the old system back in prop- 
er working order. 

But there were two big hitches. 

First, many of the parts were 
no longer available, and second, 
the equipment was too bulky to 
cart to the shop where extensive 
repairs could be made. This story 
has a happy ending, however, for 





ROLLING SHOP: Demby’s men never return to the main 
shop for tools or parts. Here’s what the shop-on-wheels 
looks like inside: (1) bins for couplings, reducers, plugs, 
ete.; (2) jars for small fittings; (3) air compressors; 





Contractor Chester Demby. 

An idea Demby has been de- 
veloping for 15 years permitted 
his journeymen to finish the dif- 
ficult job in 16% hours of work- 
ing time. The mechanics welded 
brackets, cut and threaded pipe, 
drilled and tapped new parts 
without leaving the job site. 

How was it done? Credit goes 
to Demby’s “Plumbing Shop-on- 
Wheels,” a versatile truck which 
can carry some 52,000 parts and 
tools to the job site. 

Demby’s truck went into op- 
eration 18 months ago and al- 
ready has paid unusually good 
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(4) drill press, one of several power tools fitted inside 





the truck and on outside compartments; (5) metal top : 
work bench; (6) hand tools; (7) pipe fittings; (8) welding Pp 
equipment. A roof compartment contains 300 ft of pipe. n 
is 
a 
Vv 
ti 


dividends to the contractor. 

“My idea,” says Demby, “was 
to reduce the number of return 
calls to my shop. They waste too 
much time. This mobile shop has 
solved that problem. In 18 
months we’ve never once had to 
come back for an odd part or 
special equipment. I figure this 
shop-on-wheels saves me at least 
one round trip a day, and some- 
times more.” 

Demby has adapted a truck 


body that was custom built in Tr 
1948 for a traveling orchestra. his 
The spacious but compact truck th 
was purchased for $1,200, and - 
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It’s a rolling stockroom and portable shop, 


equipped with tools and parts for virtually 


any job. It’s a traveling salesman, too... 


Demby installed a new motor 
and redesigned the exterior and 
interior. (Editor’s note: previous 
issues of Domestic ENGINEERING 
have described the application of 
ready-made truck bodies avail- 
able from several manufacturers 
for mobile shops. A forthcoming 
issue will describe further appli- 
cations of ready-made bodies for 
use in a manner similar to Dem- 
by’s shop-on-wheels) . 


Will Handle Any Job 


Demby has provided the in- 
side of his truck with tools and 
power machinery to handle al- 
most any job. On a workbench 
is a drill press, high speed buffer 
and emery wheel, welder-cutter 
with large oxygen and acetylene 
tanks (plus two portable tanks 
for inside jobs) , a water analyzer 
kit, electronic leak detector, 
electric soldering iron, thermo- 
stat testing meters and water 





heater inspection equipment. 

In addition, the shop carries a 
1% in. pumping turbine, two 
drain line cleaners and Demby’s 
personally designed under- 
ground drilling tools. More than 
100 hand tools are secured in 
spring clips above the work 
bench. 

Demby has cut out two lift-up 
panels on the sides of the truck 
body (page 122). One space 
contains a pipe threading ma- 
chine. Behind the second panel 
are steel bins for couplings, re- 
ducers and plugs. On the top of 
the mobile shop is a covered 
compartment to carry 12 ft 
lengths of pipe, some 300 ft in all. 

Finally, the truck is equipped 
with a mobile telephone, an add- 
ing machine and interior fan. 

What does all this mean to 
Demby’s business? “Plenty,” 
says the contractor. 

“Just the other day,” Demby 


TRAVELING SALESMAN: That’s what Chester Demby of Los Angeles calls 
his plumbing shop-on-wheels. He says that neighbors often congregate around 
the versatile truck while it’s on the job and as a result become customers of 
the Lincoln Plumbing Co. He adds that a variety of merchandise like faucets, 
toilet seats, etc. carried inside help his journeymen sell up while on the job. 
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CHESTER DEMBY, Los Angeles 
plumbing and heating contractor, dons 
coveralls to demonstrate the use of 
welding equipment inside his shop- 
on-wheels. Welding on the job cuts 
costs and return trips, Demby says. 


says, “we got a call to repair a 
water line running under a resi- 
dential lawn. Ordinarily, I would 
have made an estimate and had 
our journeymen return later 
with the equipment. With this 
shop, I made the sale and our 
men made the installation all in 
one afternoon.” 

Demby points out other ad- 
vantages of his truck. For ex- 
ample, he has a traveling adver- 
tising message on the side of his 
mobile shep. It includes his 
name, address, phone number— 
and prime selling message, “A 
Complete Shop-on-Wheels, Pow- 
er Equipped and Supplied to Do 
Any Job on the Job!” 


Customers Are Impressed 
“What’s more,” Demby says, 
“customers are tremendously 
impressed when you can get 
right on the job without delay. 
We get a lot of recommendations 
to other prospects that way.” 
Demby says there’s been an 
unexpected amount of what he 
calls “subsequent business” be- 
cause of the truck. For example, 
the contractor’s truck was on the 
job recently when an expensive 


(Please turn to top of next page) 
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Everywhere that Demby 
goes, his pipe threader 
goes, too... 


(Continued from preceding pages) 
automobile pulled up and an 
elderly lady stepped out. She in- 
spected the truck like an enthus- 
iastic youngster, Demby says, 
and asked for a company card. 

About two weeks later the 
dignified lady called Demby in 
for a $393 water heater. 

Demby says this is no isolated 
case. Whenever he parks his 
mobile shop, a ring of curious 
neighbors gather around with 
scores of questions about its op- 
eration. 


On-the-Spot Selling 

But Demby says there’s still 
another advantage—the biggest 
of them all. “The wonderful part 
of this shop-on-wheels,’ Demby 
says, “is the on-the-spot selling 
edge it offers. Instead of one or 
two thermostats, for example, we 
carry a dozen different thermo- 





A PIPE THREADER is one of the several power 
machines Demby has built into his plumbing 
shop-on-wheels. In all, the truck carries nearly 





stats. This permits us to sell up 
and present a price range for 
every customer. For the same 
selling-up reason, we carry six 
grades of ballcocks and a wide 
variety of faucets, valves, toilet 
seats and similar equipment.” 

For other contractors who may 
be considering purchase of a 
shop-on-wheels, Demby has one 
bit of advice—“plan your mobile 
shop carefully. It’s only as good 
as the equipment you carry.” 


How Costs Are Cut 


Demby says that at this early 
stage it’s hard to calculate the 
dividends his truck has paid off. 

“As yet we can’t pin down 
costs, savings and extra sales 
that have resulted. But, for an 
example of cutting costs, the 
other day a tub valve stem broke 
down on the job. We repaired it 
with our mobile welding equip- 
ment in a half hour—that’s an 
hour’s time saved, I figure, which 
would have doubled the cost if 
we had to return to the shop for 
welding equipment. 
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52,000 parts and tools. A forthcoming article will 
describe how contractors can set up their own 
mobile shops in ready-made truck bodies. 





“It’s just as hard to calculate 
savings in gas, upkeep and the 
sales we’ve upgraded. For that 
matter, how can we estimate the 
increased sales we’ll make in the 
next 10 years because of the 
truck? Ten years, we figure, is 
the life expectancy of the mobile 
shop.” 

But if Demby isn’t certain of 
his savings yet, he is sure of 
something else—he wants more 
mobile shops. 

“Mobile shops,” he says, “are 
about the finest business builder 
we have found. Just as soon as 
we can get more, they’ll be on 
the streets carrying ‘mobile 
plumbing’ to more and more 
homes. 

“TI don’t know how that travel- 
ing orchestra made out in this 
truck,” says Demby with a twin- 
kle in his eye, “but it sure plays 
pretty music today.” 

In forthcoming issues DomEs- 
TIC ENGINEERING will present ad- 
ditional articles telling how other 
contractors make their trucks 
do double duty. END 
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Water System Sales Drive to 
Be Launched in May... 


Contractors can. tie-in with sales aids from pump suppliers 


May HAS BEEN DESIGNATED Na- 
tional Water Systems Month for 
the sixth consecutive year, Do- 
MESTIC ENGINEERING was told 
last month by the sponsoring or- 
ganization, the National Assn. of 
Domestic and Farm Pump Man- 
ufacturers. 

As in previous years, the as- 
sociation is conducting a compre- 
hensive publicity campaign to 
bring home the story of the ad- 
vantages of plenty of running 
water under pressure to both 
farm and non-farm rural fam- 
ilies. 

In addition, the association will 
make available through pump 
wholesalers a four-color poster 
measuring 27 by 40 inches 
(right) for display in dealer 
store windows after April 15. 

The poster calls attention to 
National Water Systems Month 
by pointing out the advantages 
of running water in achieving 
better health and living condi- 
tions. Also available to contrac- 
tors from water system whole- 
salers will be radio interview 
scripts for local broadcast, one- 
minute spot announcements, lo- 
cal newspaper releases with 
dealer tie-in and a booklet en- 
titled “How to Make More 
Money Selling Water Systems.” 


"54 Outlook 


In announcing the new sales 
drive, Herbert C. Angster, ex- 
ecutive secretary and director of 
the association, said: “™n 1954, 
barring extraordinary circum- 
stances, electric water system 
sales should continue to hold up 
strongly. Because of an ever- 


growing market, due to decen- 
tralization of metropolitan areas 
and the increased application of 
water under pressure in electri- 
fied farming, this should be an- 
other excellent year for the in- 
dustry.” 

Sales in 1953 hit the 720,000 
mark, approximately 10 percent 
ahead of 1952. Angster attributed 
this to the sustained sales push 
by members of the industry, 


Official Poster: 


spearheaded by last year’s water 
systems month—which was also 
held in May. 

Only twice before have total 
annual sales of electric water 
systems exceeded those of 1953, 
Angster said. He listed the years 
as 1949, when sales totaled 722,- 
000, and 1947, when they reached 
763,000 (the all-time record 
year). This year, Angster expects 
a minimum of 700,000. END 


PROTECT. 
HEALTH 


THIS 1S MATIONAL WATER SYSTEMS MONTH 





FOCAL POINT of the 1954 National Water Systems Month, sponsored by the 
National Assn. of Domestic and Farm Pump Manufacturers this May, is a 
27 by 40 in. four-color poster. The showroom display emphasizes the health 
benefits and better living conditions that result from an adequate supply of 
running water. Electric water systems also will be promoted by contractors 
through radio and newspaper ads and numerous other advertising methods. 
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Day AND NIGHT emergency 
service is being provided by the 
Milwaukee Plumbing Contrac- 
tors Assn. as part of a new public 
relations program that may 
serve as a pilot for similar cam- 
paigns throughout the country. 

The program resulted from a 
recent survey conducted by the 
merchandising committee of the 
Milwaukee Plumbing Contrac- 
tors Assn. What the contractors 
wanted to know was—‘‘what do 
the people think of us?” 

The answer is given by John 
Beck, committee chairman and 
head of the Beck Plumbing and 
Appliance Company: 

“What we found in this survey 
is surprising. We found people 
had no idea what the plumbing 
contractor means to a healthy, 
progressive community. 

“The contractor was just some- 
body to call when trouble 
couldn’t be handled by some- 
body else. 


What Survey Revealed 


“We learned some other things 
from that survey—that we con- 
tractors had to explain to Mil- 
waukee the vital protection 
given the community by our in- 
dustry. We learned that mis- 
taken impressions about our 
workmen, service and prices had 


to be corrected if we were to 
enjoy better public opinion.” 
(Much of the public’s confi- 
dence in the industry was shaken 
four years ago through an un- 
warranted attack on plumbing 
code provisions by local pressure 
groups and an influential news- 
paper. See DomEsTIc ENGINEER- 
Inc, March and April, 1950). 


A Long-Range Program 


From lessons learned in the 
survey, a long-range public rela- 
tions program every aspect of 
which is aimed at educating the 
people to the services and prod- 
ucts provided by the plumbing 
industry, has been developed. 

And from the lessons learned 
in that survey came the answer 
to the next question, “Where do 
we start?” 

“That was obvious from the 
most common complaint we 
heard,” says Beck. “People said, 
‘Plumbers? Yeh, they’re the 
guys you can never get when 
you need them!’ That’s the first 
mistaken idea we had to attack.” 

To show Milwaukeeans that 
plumbing service is available at 
all times, and that such service 
is vital to a community, the asso- 
ciation purchased time for two 
radio spot announcements a day 
on two stations and one daily 
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How Emergency Service 


MASTERMINDING the emergency service program is the merchan- 
dising committee of the Milwaukee Plumbing Contractors Assn., head- 
ed by John Beck (left). The emergency service program forms the basis 
of a far reaching public relation campaign planned by the association. 
The campaign is designed to offset adverse publicity given the plumb- 
ing industry four years ago over revision of the city plumbing code. 


spot announcement on a local TV 
station. 

The announcements tell the 
public that Milwaukee contrac- 
tors are ready to serve the peo- 
ple 24 hours a day. In case the 
homeowner’s regular contractor 
cannot be reached, he is told to 
phone the association which will 
dispatch an employee of another 
contractor immediately. 

Contractors also have been 
provided with red tags which 
journeymen are instructed to at- 
The tags 
give the homeowner his contrac- 
tor’s number to call in an emer- 
gency. The association’s emer- 
gency number also is provided 
in case the regular contractor 
cannot be reached. 


tach to installations. 


How Tags Are Used 


“These tags,” says Ralph Web- 
er, executive secretary of the 
contractors association, “are the 
key to our emergency service. 
We've instructed journeymen to 
tell the homeowners where the 
tags are and how they can be 
used. Already we’ve had people 
who’ve seen the tags on neigh- 
bor’s installations call us for tags 
of their own.” 

Weber says more than 50 per- 
cent of the contractors have 
signed up for emergency service 
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Pays Out In Milwaukee... 


already and the list is growing 
steadily. 

“Within the few weeks this 
plan has been in operation,” 
Weber says, “we've already han- 
dled about three dozen emer- 
gency calls. Not all of them are 
night calls. During the day we 
have people call us who don’t 
know a regular contractor or 
who are new in the city. They 
don’t want to call a contractor 
just in grab-bag style and risk 
getting a poorly qualified one. 
We recommend three contractors 
we know are top rate.” 


Will Promote Remodeling 


Some calls are not of an emer- 
gency nature. “We’ve had new 
residents and new homeowners,” 
says Weber, “call us for the 
names of contractors who could 
do remodeling work and major 
installations. This coming spring 
our radio-TV advertising will 
switch from plugging emergency 
service to promoting other in- 
dustry services—remodeling 
during the spring, for example.” 

For the present, however, the 
emergency call service is the 
mainspring of the association’s 
campaign. Here’s how it works: 

Homeowners are reminded of 
the service by radio-TV commer- 


EMERGENCY plumbing service is 


promoted over Milwaukee television. 





It pays out 4 ways 





It pays out in better public relations. A recent 
survey showed that many people are still critical of 
the plumbing industry as a result of unwarranted 
attacks on the plumbing code several years ago. The 
plan shows how the industry serves the public. 


It pays out by directing new business to licensed 
plumbing contractors. People who are introduced to 
a contractor for the first time through the emergency 
plan, often become good customers later for remod- 
eled bathrooms, kitchens and heating. 


It pays out by keeping regular customers of plumb- 
ing contractors from falling prey to handymen when 
the contractor is temporarily unavailable. By calling 
the emergency number provided, the customer gets 
the immediate service necessary to keep him satisfied. 


It pays out by making individual contractors promo- 
tion minded. The plan has the support of all par- 
ticipating contractors who highly endorse the pro- 
gram as a means for directing future activities 
toward stepped-up merchandising plans of their own. 


cials or the red emergency tag. 
When trouble occurs, the home- 
owner phones the association 
number. Since the association 
office closes at 5 p.m., a late call 
is switched by a telephone com- 
pany bridge to an answering 
service. 

The switchboard girl answers 
with the name of the plumbing 
association. She determines 
whether the caller has tried to 
contact his own plumbing con- 
tractor. If the caller has failed to 
locate his own contractor, or has 
none, the girl promises associa- 
tion aid in getting prompt serv- 
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ice. She determines the nature 
of the homeowner’s trouble and 
then contacts a plumbing con- 
tractor in the area from a list 
provided by the association. 
Contractors are listed accord- 
ing to the section of the city they 
serve and are called on a round- 
robin basis. This method gives 
each contractor an equal oppor- 
tunity to participate in the pro- 
gram. Payment is handled en- 
tirely by the contractor with reg- 
ular emergency charges. 
The contractor list used by the 
answering service operator has 
(Please turn to top of page 255) 
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THE FIRST STEP in Lee’s cost cutting system is to eliminate early 
morning confusion and lost time in getting his 70 journeymen out on the 


















































job. When each man reports for work, he finds his instructions waiting 
for him in the wooden “mailbox” shown above. The mailbox, designed 
by Lee, has pigeon-holes carrying the names of the various journeymen. 


With 70 Employees 





They Cut Labor Costs $100 


Part One of a New Series 


What the Big Job Contractors Are Doing 


Next Month: M. J. Corboy Co., Chicago 


LITTLE THINGS LOOM BIG when 
multiplied, and when one major 
California plumbing and heating 
contractor saw he was losing as 
much as $100 a day in waste 
labor time, he decided to go into 
action. 

The 60 or 70 journeymen em- 
ployed by Harry Lee, of Bur- 
lingame, Calif., were scheduled 
to start work at 8 a.m. each day. 
But, until materials, tools, equip- 
ment and instructions were in the 
hands of the men, they often did 
rot get rolling out of the yard 


gates for another 30 to 60 min- 
utes. While the company enjoys 
excellent relations with its em- 
ployees, management felt that 
labor time paid for should be 
time worked. Nobody was really 
benefiting from the inefficiency. 

Now, thanks to a system de- 
vised by Lee and his junior part- 
ner, “Tex” Harlick, the men in 
most cases are on their way 
pretty close to the stroke of 
eight, knowing where they’re 
going and what they have to do, 
and equipped with the tools and 
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supplies they need for the entire 
day’s work. : 

All each workman has to do 
when he arrives at the shop in 
the morning is to pull his instruc- 
tions (above) from one of the 70 
pigeon-holes in a specially-con- 
structed wooden “mailbox.” If 
he is assigned to a certain job for 
that day, he will find a work 
order (facing page) detailing all 
the information pertaining to the 
job, and including space for nota- 
tions of time started and time 
finished. 

“We've made it easy for our 
men to get going now,” says Har- 
lick. “Early-morning confusion is 
a thing of the past and there’s no 
more lost time from ‘where’s 
this?’ and ‘where’s that?’ ” 

After getting his work order, 
the workman drives his truck up 
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When through with this order, return all papers given you. 
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Per Day... 


to an open warehouse where he 
finds his material for that day’s 
job or jobs neatly stacked and 
bearing an identifying work or- 
der tag. When he loads up he’s 
on his way. The company would 
like to try pre-loading trucks, but 
due to rapid growth there isn’t 
enough area under roof at pres- 
ent for trucks, One large shed 
built to shelter rolling stock had 
to be converted to additional 
warehouse and shop fabrication 
space. 


There's More to the Story 
But, this isn’t the end of the 


.story of the firm’s time-saving 


‘methods. Journeymen, once on 
the job, are asked to think about 
next day’s requirements. In mid- 
afternoon they phone the shop 


and give an estimate of what they 


EACH JOB carries a work order number and details complete 
instructions for the job (see sample above). After getting his 
work order, the journeyman drives his truck to a warehouse 
where he finds his material for the job neatly stacked (by shop 
personnel) and bearing a work-order tag. When he loads up, 
he’s on his way. The entire process takes a few minutes com- 
pared with the thirty minutes to an hour previously required. 















will need on the following day. 
From this information, materials 
are assembled and made ready 
by the man in the stockroom. In 
addition, the supervisor of each 
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job makes a progress report 
when he returns to the shop at 
the end of the work day. 


All this has resulted in a con- 


(Please turn to top of next page) 




















They Cut 
































ONCE ON THE JOB, journey- 
men are asked to think ahead 
about the next day's require- 
ments. In mid-afternoon, or 
when they come in, they give 
stockman an estimate. From 
this information materials are 
assembled for the next day. 
Material is charged out on the 
numbered charge sheet shown 
here. One copy is priced up 
and kept in the job file, an- 
other goes to the accounting 
department for inventory 
records, while a third copy 
serves as the delivery ticket. 
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$100 a Day 
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(Continued from preceding pages) 


siderable saving for Harry Lee 
Plumbing & Heating. In addition, 
the company has established a 
cost control system that has been 
widely copied by local members 
of the industry. Chief advantage 
is that the system gives a run- 
’ ning account of the time and ma- 
terials involved in each job, as 
well as providing a constant in- 
ventory check. 








How Cost Control Works 


It works like this: when a 
signed contract comes into the 
office an individual file is set up 
for the job, recording the name 
of the job and its serial number. 
All forms relating to the work 
bear the same number. Material 
is charged out from the shop on 
a numbered shop charge sheet 











(above). One copy is priced 
up and entered on what is called 
a recap sheet, which is kept in 
the job file. Another copy goes 
to the accounting department for 
inventory control. A third copy 
serves as a delivery ticket. 

With this system all material 
issued from the shop is charged 
out on a dollars-and-cents basis. 
Labor time, taken from the work 
orders, also is entered weekly on 
the recap sheet in the job file, so 
that time and materials expended 
on a given job can be seen at any 
time by a glance at the file. 

The system has two principal 
advantages: (1) Additional labor 
can be thrown into a job if it ap- 
pears that work is lagging, and 
(2) the check of materials en- 
ables the accounting department 
to tell accurately at the end of 
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each month how the operation is 
faring profitwise. 

The company’s job files, which, 
of course, are like money in the 
bank, are kept in a newly-built 
fireproof safe. Lee had the safe 
built after one local contractor 
had his entire plant, including 
accounts receivable, wiped out 
in a recent flash fire. Now it’s a 
company rule that job files must 
stay in the safe except when 
they’re actually being worked on. 
Lee prefers to sidestep trouble 
before it happens. 


Efficiency in the Shop 


It stands to reason that a firm 
bubbling over with progressive 
ideas isn’t going to confine its 
ingenuity to the paper work in 
the office. 

Out in the back, where four 
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mechanics maintain 35 pieces of 
rolling equipment, is a shop that 
does double duty. Except in 
emergencies, trucks are serviced 
on week ends so they won’t be 
tied up. When no work is being 
done on trucks or other mobile 
equipment, a complete machine 
shop is operated by the crew to 
repair tools and equipment, fab- 
ricate plumbing assemblies, set 
up supplies for the next day’s 
work orders, etc. 


Merchandisers, Too 


In the showroom is another 
dual-purpose piece of equip- 
ment—a 550,000 Btu hot water 
boiler with four circuits of radi- 
ant panel heating for office and 
shop (below). The installation 
proved so attractive a show piece 
that a shop-made glass and steel 
enclosure was built around it. 
The display has sold many a 
heating job right on the spot, Lee 
told Domestic ENGINEERING. 

Established in 1929 and built 
up well past the million-dollar 
mark, the company handles in- 


dustrial and commercial work, as 
well as residential. Each job is 
visited daily by one of the part- 
ners, who not only check prog- 
ress but maintain an atmosphere 
of close cooperation between 
management and employees. 

One other company institution 
deserves mention. The shop is 
located in an isolated area where 
there are only a few houses and 
plants. The nine-man office staff 
banded together and hired a local 
woman to come in daily and pre- 
pare lunch for them. Now 
they’re not only kept happy with 
good hot vittles, served in a 
special room, but the luncheon 
table and room serve as a con- 
ference area where problems can 
be ironed out informally. 


It's Not Cold-Blooded 


It all goes to show that effi- 
ciency needn’t be cold-blooded. 
Whether they wear white collars 
or blue overalls, Harry Lee’s em- 
ployees contribute ideas as well 
as skills, aware that they’re work- 
ing for themselves, too. END 


A DOUBLE DUTY display in the Lee showroom features a 550,- 
000 Btu hot water boiler with four circuits of radiant panel heat- 
ing for office and shop. The glass and steel enclosure was made 
in the shop and provides an attractive setting for the heating 
system. The display has sold many a heating job right on the spot. 






























FURTHER SAVINGS are effected 
by this complete machine shop which 
does double duty at Lee’s. Four full- 
time mechanics fabricate plumbing 
assemblies, repair tools and equip- 
ment, Trucks are serviced on week- 
ends so they won't tie up any job. 


SAFETY FIRST is one of Harry 
Lee’s mottos. Realizing that 50 per- 
cent of the business firms that have 
serious fires never open their doors 
again, Contractor Lee protects all 
job forms, accounts receivable and 
other important records in this new 
built-in safe which is _ fireproof. 












































Plumbing and Heating 


ESTIMATIRN 





Third article of a new series 


By JoHn WILLIAMS 


Plumbing and Heating Estimator 


THE TWO LAST ITEMS in an esti- 
mate are overhead and profit. 
Overhead is that part of the busi- 
ness that is not profit producing. 
In other words, overhead is the 
cost of all those things that are 
necessary in order for a business 
to function, but at the same time 
are not part of the product that 
the contractor has to sell. 

Under the heading of overhead 
are such things as office help, ad- 
vertising, bookkeeping, office and 
selling expense, rent, and all 
similar types of service that are 
necessary in order that the busi- 
ness may function (see table). 


How Overhead Is Figured 

How is the cost of all these 
services determined? 

It is impossible to estimate 
overhead accurately unless the 
cost of the overhead for each dol- 
lar of business done through the 
year is known. 

Some contractors take an ar- 
bitrary figure such as 25 percent 
and use this when figuring their 
overhead. While this will work 
if the actual overhead is 25 per- 
cent or less, should the overhead 
be higher, there will be a gradual 
drain on the assets of the business 
which could eventually lead to 
failure. Even at the best, there 
will be a lower profit when the 
job is finalled out. There is only 


one place that extra overhead 
can come from and that is out of 
the profit. 

Also, there is only one way to 
find out what the correct over- 
head percentage should be. At 
the end of the fiscal year, every 
contractor will have in his pos- 
session a statement of the busi- 
ness that he has done for the 
year. This figure divided by the 
cost of doing this business, will 
give the overhead percentage. 

This cost of doing business will 
only include the non-profit pro- 
ducing items. The labor and ma- 
terial that were used to do the 
jobs will not be included because 
they were already allowed for 
when the job was estimated. 
Only the items previously figured 
as part of the overhead cost 
should be included. 

For example, if a certain com- 
pany did a total gross business 
of $300,000 in one year and the 
cost of administering this busi- 
ness was $45,000, then the over- 
head percentage would be 15 per- 
cent. In other words, when a job 
is estimated, it will be necessary 
to add 15 percent to the cost of 
doing the job in order to pay for 
this administrative cost. 


Like Death and Taxes 
While this sounds like a very 
simple proposition, it is amazing 
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What Has Gone Before 


In this series of articles, 
author John Williams has 
discussed the principles of 
good estimating practice, in- 
cluding contents of an esti- 
mate, material and labor 
takeoff, obtaining correct 
labor figures, methods of cut- 
ting material and labor costs, 
reducing excessive overhead 
and estimating to insure a 
profit. In this issue, the prin- 
ciples of figuring overhead 
are discussed, and in the 
April issue a detailed study 
will be presented. 











how many fail to add an adequate 
amount for overhead to their 
bids. Overhead, like death and 
taxes, is always with us. 


Reasons for High Overhead 


There are many reasons for ex- 
cessive overhead. Too much su- 
pervision, too large an office 
force, poor business administra- 
tion, all these things contribute 
towards excessive overhead. 
While it may not be within the 
province of the estimator to cor- 
rect these faults, he should cer- 
tainly be aware of what is caus- 
ing his bids to be high. If, as in 
a great many cases, the estimator 
is also the owner of the business, 
these faults must be corrected in 
order to submit a competitive bid 
and still have a reasonable idea 
of what the profit will be when 
the job is finished. 

Profit is rather a hard thing to 
define. Webster says that it is an 
“excess of returns or income over 
expenditure.” Some contractors 
put it a little more succinctly 
by saying “It is what I have 
left after every one else gets 
theirs.” In the plumbing and 
heating business, profit is the 
amount that is left over when all 
the labor, material and overhead 
have been paid. 

To a great extent, the practices 
of other contractors in the local- 
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ity will determine the amount of 
profit that can be expected to re- 
sult. Assuming that other con- 
tractors have the same material, 
labor and overhead costs, it 


/ would be foolish to estimate a 


higher percentage of profit than 


-«they do. Such a course would 
“result in the bid being too high. 


After studying the bids of the 
various contractors, it is possible 
to determine what percentage of 
profit they are figuring. When 
this is determined, the bid can be 
adjusted to come in just under 
their bid. Of course, if there isn’t 
enough margin of profit left and 
no way can be seen to make it 
up somewhere else, then the only 
thing left to do is to submit the 
bid as close to the other contrac- 
tors’ figures as possible and hope 
for the best. 

One of the biggest headaches 
that an estimator has to contend 
with is the bidder who comes in 
with a bid low enough to pre- 
clude any chance of profit or even 
breaking even. This is some- 
thing that happens quite often 
and against which there is no 
protection. Estimators do some- 
times forget things and when this 
happens they usually get the job. 
In such a case, the other jobs that 
are making a profit have to pay 
for the mistake that isn’t. 


Will You Get a Share? 

It is a recognized fact that 
when estimates are made fairly, 
consistent and competitively, that 
the bidder will get his fair share 
of the work. The laws of mathe- 
matics are iftexorable. The only 
reason thata business fails, other 
than by mfsgfranagement, is be- 
cause the _ chose to ig- 
nore these Ss. 

Material, labor, overhead and 
profit can only be figured one 
way and that is the right way. 
When this is done, the resultant 
figure will be the right figure for 
the job. 

Any estimator who thinks that 
he can ignore these facts is only 
fooling himself. END 
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Owner e Officers (if any) « Shop Men e Cler- 
ical e Sales Manager « Bookkeeper e Sales- 
men e Other 


Electric « Water « Gas « Telephone and Tele- 
graph e Heat 


Local « County « State « Sales « Other | 


production) « Fixtures « Miscellaneous Equip- 


Buildings ¢ Trucks « Machines (office and 
ment e Company Car (if any) « Other | 


Store e Shop e Garage « Warehouse « Other 


Magazines « Association and Club Dues e 


All Office Supplies « Printing « Postage « Trade 
License Fees « Travel Expense e Other 
| 


Legal « Accounting e Credit and Collections e 
Other 


Advertising « Special Sales Projects « Give- 
aways e Donations and Gifts « Entertainment 
Expense « Other 


Fire « Public Liability « Property Damage « 
Burglary « Storm « Mortgage « Workmen's 
Compensation « Group « Automobile « Other 


Buildings « Office Equipment + Shop Equip- 
ment e Trucks « Cars « Landscaping « Other 


Gas and Oil « Licenses « Repairs « Tires « Other 


Pensions « Medical or Hospital « Unemploy- 
ment Compensation « Other 


Bad Debts « Lost Material « Ruined or Stolen 
Tools « Non-productive Labor (labor not 
charged to specific jobs) » Special Allowances 
to Customers « Other 
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AVENUE OF SHOWROOMS: Fay Lane, 
Mass., is a typical New England community—with a new 
twist. The homes on Fay Lane (five of them) double as 
living quarters for Contractor John Fay and several of his 
personnel, and as showrooms for the display of plumbing 
and heating in the surroundings of everyday home life. 





in Falmouth, 















Yankee Trader...1954 Style 


A NEW ENGLAND COMMUNITY 
that doubles as a plumbing and 
heating showroom is the dis- 
tinctive selling feature that has 
made John J. Fay one of Massa- 
chusetts’ most successful con- 
tractors. 

The unique selling idea of this 
modern-day Yankee trader can 
be most clearly understood by ac- 
companying a typical prospect 
on an “American home tour” of- 
fered by Fay’s Plumbing and 
Heating, Falmouth, Mass. 

Stop one is Fay’s conventional 
showroom — conventional only 
because of its use in displaying a 
wide line of bathroom, heating 
and appliance products. In decor 
and design, the word “conven- 
tional” hardly applies. Fay’s 


products are set off strikingly 
through use of bright greens and 
yellows contrasted with black 





and subtle touches of red. 

The showroom is set well back 
from traffic with the foreground 
landscaped to direct attention to 
the display window. An all- 
white stucco warehouse, shop 
and garage form the background. 

While Fay’s showroom itself 


is a “seller,” the contractor’s tour 
next moves to an even more 
persuasive exhibit—“Fay Lane.” 
Fay Lane is the main street of a 
modern, five-home community 
displaying various styles and 
price ranges of plumbing and 
heating in the natural surround- 





HEADQUARTERS for Fay’s unique selling idea is a modern showroom built 
in a section of Fay Lane on a main street 200 ft from the “home showroom.” 
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ings of everyday home life. 

In the prospect’s first stop at 
Fay’s conventional showroom, 
she gets an idea of the style of 
products wanted, while Fay is 
getting an idea of the price range 
and home design. Now the two 
parties can enter a home on Fay 
Lane that uses these installa- 
tions in daily family living. 

Fay explains to his prospects 
that he constructed the two-story 
homes on 20 undeveloped acres 
behind his showroom for a dual 
purpose. They serve as resi- 
dences for Fay, his son, his sales 
manager and other executives 
of the firm. And the Cape Cod 
type buildings also double as 
showrooms for practical demon- 
strations of all types of kitchen, 
bathroom, laundry, heating and 
air conditioning products. 


Deluxe Kitchen Is Shown 


For example, if the prospect is 
interested in a large sized 
kitchen decorated in color, she 
can inspect Fay’s own home 
which includes a 20 by 15 ft 
kitchen finished in azure blue. 

If the prospect is interested in 
a smaller kitchen, she is shown 
the sales manager’s home. This 
smaller kitchen is equipped with 

(Please turn to top of next page) 








Contractor John Fay upgrades 


remodeling sales by using five homes 






as showrooms for modern plumbing, 






heating and kitchens .. . 












































FIRST STOP: The prospect is greeted by Gilbert Noonan, Fay sales 
manager. After studying the various styles and price ranges of 
plumbing and heating, she is ready for the tour of Fay Lane (at 
left and below) to see these products in actual home surroundings. 





SECOND STOP: This cape cod home, occupied by Fay, is used to 
demonstrate the larger size kitchen, bathroom and heating remodel- 
ing possibilities. For example, the 20 by 15 ft kitchen in Fay’s home 
is decorated in azure blue, while other homes have kitchens in 
different decor. Bathrooms also present a variety of style and color. 
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CONVECTOR AND BASEBOARD heating systems are installed in 
various arrangements in all the homes on Fay Lane. Fay says, 
“There’s nothing like sitting down with a prospect in a comfort- 
ably heated living room when you’re selling a new heating system.” 





od SS 


APPLIANCES ARE DEMONSTRATED for prospects under acutal 





Misgig 


house-hold conditions. Wives of the salesmen point out the con- 
veniences of food waste disposers, etc. to women prospects with a 
conviction that is difficult to achieve in the store itself by men. 


(Continued from preceding pages) 
white fixtures in a different styl- 
ing. Other Fay Lane homes can 
be visited to inspect various 
kitchen, bathroom or heating lay- 
outs in regular use. 

Fay admits the showroom 
community represents a high 
initial investment, but he adds 
that in a few years’ operation, it 
has nearly paid for itself in addi- 
tional sales volume. 

“It’s a lot easier to sell a pros- 
pect when he or she can see a 
family like their own enjoying 
modern plumbing and heating,” 


says Fay. “Any of the wives of 
men in our business can point 
out a lot of conveniences in their 
laundries, kitchens and bath- 
rooms that are difficult to put 
across in a showroom. And 
there’s nothing like sitting down 
in a comfortably heated living 
room when selling a heating sys- 
tem. In other words, we never 
have to go more than 300 feet 
or so to prove how good our 
products are under regular liv- 
ing conditions.” 

The Fay community easily 
qualifies as the contractor’s most 
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distinctive selling feature. How- 
ever, he points out that no single 
selling idea, regardless of how 
elaborate, makes a business. The 
contractor still must have a bal- 
anced sales program and good 
service to attract prospects. 

“All my journeymen,” Fay 
says, “are encouraged to sell, 
since we know journeymen have 
the first opportunity to spot the 
need for new appliances and re- 
modeling work. We offer high 
commissions and that way we’ve 
stimulated our men into a fine 
sales force as well as a fine serv- 
ice force.” 

Each journeyman receives 
training in sales recognition and 
presentation from Fay’s execu- 
tive staff. In addition, Fay uses 
visiting manufacturer’s repre- 
sentatives and distributor sales- 
men to give his journeymen tips. 


Journeymen Wear Uniforms 


The Yankee contractor also 
realizes the importance of cus- 
tomers associating his firm with 
efficient service and neat clean- 
ups. To carry out this idea, he 
has outfitted his journeymen in 
dark gray trousers and bright 
blue shirts with “Fay’s” lettered 
in yellow on the back. The con- 
tractor’s nine service trucks also 
advertise his firm’s progressive- 
ness with an eye-catching color 
scheme in two shades of blue, 
gray and yellow. 

Fay’s plans for the future call 
for the long-range development 
of several unimproved acres be- 
hind his showroom including 
more model homes along Fay 
Lane for living and showroom 
purposes. Fay says: 

“Selling plumbing and heating 
modernization depends on show- 
ing people just how much com- 
fort and convenience depend on 
modern plumbing and heating. 
The best way I’ve found for do- 
ing this is to show prospects 
some families like their own en- 
joying modern kitchens, bath- 


rooms and heating.” END 
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Ve GET THEM INTERESTED in the heart of the kitchen, 
fine and you'll soon have them interested in remodeling 
rv- the whole kitchen. 
That’s the idea that’s helped bring success to Sav- 
ves age and Son, Inc., plumbing and heating contractors 
and in Reno, Nevada. The firm backs up this selling pro- 
cu- gram with a sink display designed to show the ad- 
ses vantages of modern sinks and lavatories, sink frames 
we- and countertops—all of which form the foundation 
lie, Savage uses to build many of his remodeling jobs. 
ips. The sink display, right, contains a large single and 
double bow] sink and a large lavatory. Sink frames 
are provided on each unit to show the quality in- 
stallation that results from the use of frames. The 
Iso background is made up of four sections of countertop 
— material—Formica, linoleum, rubber tile and plastic 
‘ith board—which permit the customer to visualize the 
an- various arrangements of countertop with each sink. 
he The back of the display is open to allow the sales- 
in man to demonstrate the method of mounting the sink 
ght in the frame to produce a secure and attractive in- 
red stallation. 
on- The success of the eye-catching display is summed 
Iso up by L. N. Bowen, secretary of the company, who 
ve- says: “I believe that our salesmen close 25 percent 
lor more sales from these attractive and practical dis- 
ue, plays than they could sell from the general floor 
arrangements that are ordinarily used in conven- 
all tional sink displays.” END 
ont 
e- 
ng 
‘ay STOPPER: A sink display that 
shows the advantage of four dif- 
om ferent countertops, two sinks, a 
lavatory and sink frames has been 
n developed by Savage & Son, Inc., 
. Reno, Nev. By arousing customer 
W- interest in new sinks and counter 
m- tops, the display frequently leads 
to selling the whole kitchen. 
on 
lg. 
lo- HOW IT WORKS: The back of 
ts the mobile display is open to 
: show how the sink or lavatory 
n- may be mounted in a sink frame 
h- for a more permanent and at- 
tractive counter installation. 
> 
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Convention Report: 





New England Wholesalers 
See Need for Remodeling 
Sales Drive in 54... 


IMPROVED SALES ‘TRAINING and 
employee relationship programs, 
specifically designed to exploit 
the vast remodeling market, can 
help build better business for 
plumbing and heating whole- 
salers and their contractor- 
customers in 1954. 

That, in essence, was the ad- 
vice offered members and guests, 
some 500 strong, who turned out 
for the 64th business conference 
of the Plumbing and Heating 
Wholesalers of New England, 
Inc. held in Boston’s Statler Ho- 
tel Jan. 25-26. 

Timothy J. Collins of Collins 
Plumbing Supply Co., Holyoke, 
Mass., newly elected president 
of the group, said: 

“We can have showrooms with 
good displays and adequate 
stocks; we can have salesmen 
and other employees completely 
equipped with all the tools to do 
the job—but, all this is no good 
unless each and every man in the 
company has the willingness, 
that extra spark, that is neces- 
sary to do a good selling job. 


Sales Training 

Improved sales training, such 
as that offered through the 
Guided Salesmanship program 
of the American Institute of 
Wholesale Plumbing and Heat- 
ing Supply Assns., for improved 
employee relations can provide 
that necessary spark, Collins de- 
clared. 


“We hear a lot of talk about 


customer relations,” Collins 
stated, “but of the two, em- 
ployee relationship is more im- 
portant. This is true because 
good employee relations auto- 
matically solve the problem of 
good customer relations.” 

Roger Pope, president of the 
F. W. Webb Mfg. Co., Roxbury, 
Mass., told of his experience with 
the Guided Salesmanship pro- 
gram. 

“We’ve been using this pro- 


Featured Speakers: 





Timothy J. Collins 
Newly elected president 
Holyoke, Mass. 


gram for the past few months; 
we've held a number of meet- 
ings, following the procedures 
outlined in the program, and, in 
my opinion, the effort has been 
worthwhile. It provides an ex- 
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cellent refresher course in sound 
techniques which our salesmen 
have found invaluable. But even 
more important, it has produced 
a better understanding between 
the selling and management seg- 
ments of the business. And, 
since we haven’t limited partici- 
pation to salesmen alone, the re- 
sult has been an increased in- 
terest on the part of everyone. 
It has improved employee rela- 
tions and that’s important.” 


The Wholesaler's Position 


The position of the wholesaler 
in relation to the remodeling 
market was presented by Nor- 
bert White, vice president of An- 
chor Sanitary Co., Pittsburgh. 

“The remodeling market rep- 
resents a far greater potential 
than any of us realize,” White 
stated. “Here, price does not 
reign supreme—we can create 
business where none existed. 


“All of us have been aware of 
increased competition from the 





Stephen E. Kindelan, Jr. 
Immediate past president 
Providence, R. I. 


chain store and dtu people. 
There is only one reason for this 
increase in direct competition— 
they find the market, particu- 
larly in kitchen and bathroom 
remodeling, a profitable one. It’s 
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been said that the plumbing in- 


dustry lost the kitchen business, 
but that is not true. The fact is, 
we never had it. The complete 
kitchen job as we know it today 
is a new market—one we have 
to sell. 

“As wholesalers we are dis- 
tributors of products. To get our 
share of the remodeling business, 
we must also be distributors of 
advertising and _ promotional 
help as well,” White said. 

Mr. White offered the follow- 
ing suggestions, based on his 
company’s successful program, 
for wholesalers who want to get 
started in remodeling: 

—Enlist the help of top contrac- 
tors for a cooperative adver- 
tising and promotional effort. 
Be prepared to underwrite a 
considerable portion of the 
program at the start. 

—Test various media to see 
which pulls the best, remem- 
bering that no program will be 
completely successful at the 





George T. Underwood 
Executive secretary, American 
Institute, Washington, D. C. 


beginning. Anchor Sanitary 
has found that late evening 
television movies pull better 
in its area than any other 
medium. 

—NMaintain adequate inventories 


at all times and urge that con- 
tractor customers do likewise. 
A prospect who phones in an 
inquiry on a new water heater 
wants a man out there the 
next day and the installation 
made the following day. Con- 
sumers have been educated to 
expect prompt service and we 
must deliver if we want the 
business. 

—All advertising and promotion 
should carry the plumbing and 
heating contractor’s name. 


Continuity Is Important 


—Once launched, advertising 
and promotion programs 
should be constant. Continu- 
ity of advertising over an ex- 
tended period of time is neces- 
sary to build business in the 
remodeling market. 

A successful remodeling pro- 
gram will pay off in the sale of 
better grade products at a larg- 
er net profit for wholesalers and 
contractors alike, White con- 


Claude W. Owen 
President, American Institute 
Washington, D. C. 


cluded in his address. 

Claude Owen, president, and 
George Underwood, executive 
secretary of the American Insti- 
tute were on hand to outline de- 
tails of the Institute’s program 
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for the coming twelve months. 
Underwood told the whole- 
saler group that the plumbing 
and heating industry is on the 
threshold of a new era in selling 
and technological advances and 
must be prepared to meet the 
challenge. Speaking of the need 
for the Guided Salesmanship 
program, he said: “Good selling 
is needed more today than at any 
time in the past 20 years. There 
are thousands of salesmen who 
have never had specialized sales 
training and one-third of them 
have never known the whiplash 
of competitive conditions.” 
Earlier in the meeting Steve 
Kindelan, Jr., retiring president, 
called for continued cooperation 
at all levels of the industry. 
Other speakers on the program 
included R. E. Moore, vice presi- 
dent of Bell & Gossett Company, 
Morton Grove, IIl., and John J. 
Quinn, vice president of Boston 
Consolidated Gas Company. 
Other officers elected along 





Norbert T. White 
Vice president, Anchor Sanitary Co. 


Pittsburgh, Pa. 


with T. J. Collins were Morris 
Stein, Torrington Supply Co., 
Waterbury, Conn., as vice presi- 
dent, and Eugene McAuliffe of 
McAuliffe and Burke Company, 
Boston, as treasurer. END 










































NEwELL C. ILER Harotp A. SLANE 


Here’s how wholesalers pitch in to help 
hard-pressed contractors keep their business 
in the black. The result: Less price-cutting, 
fewer losses, a stronger industry ... 


Exclusive Interview With 


NEWELL ILER and HAROLD SLANE 
president secretary 


Wholesale Plumbing Institute of Southern California 


EDITOR’S NOTE: In these days of transition to a buyers’ market, 
plumbing and heating contractors in some areas are finding it 
difficult to maintain a satisfactory profit margin. Many firms, un- 
fortunately, are running into financial trouble for the first time in 
years. While “financial trouble” is not a pleasant subject, it is one 
that must be confronted realistically. 

One organization that is facing the problem constructively is the 
Wholesale Plumbing Institute of Southern California, which has 
devised what it calls an “Extension Agreements” plan. This excellent 
example of cooperation between contractor and supplier has been 
instrumental in helping hard-pressed Southern California con- 
tractors solve their problems and get their businesses out of the 
red and into the black. 

To learn the details of this interesting plan, Domestic ENGINEER- 
ING recently interviewed Newell C. Iler (of Lange Pipe and Supply, 
Pasadena, Calif.,) president of the Wholesale Plumbing Institute, 


and Harold A. Slane, secretary. Here is the interview: 
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: + Financially Down 


Q. Mr. Slane, we understand you 
have been secretary of the Whole- 
sale Plumbing Institute of Southern 
California since 1945. To get the 
record straight, will you tell us how 
big an area the Institute covers? 


A. The Institute covers the en- 
tire Southern California area 
south of Fresno, with 72 mem- 
bers representing 40 wholesale 
outlets, and a total business of 
about $400 million annually. 


Q. Since financial relations between 
contractors and wholesalers are one 
of your important responsibilities, 
will you tell us, in general, what 
your experience has been recently? 


A. Financial matters are, indeed, 
an important activity for the In- 
stitute. Generally speaking, I 
would say that in 1948, some con- 
tractors began feeling a mild 
financial pinch. The situation 
grew more serious until the out- 
break of hostilities in Korea, then 
eased for a year and a half, and 
finally last year grew suddenly 
worse, In fact, during 1953 alone 
we were obliged to have more 
“creditor meetings” with con- 
tractors than during all the pre- 
ceding nine years of my associa- 
tion with the Institute. In all, 
there were about 150 contractors 
in our area last year whose finan- 
cial troubles were sufficiently 
serious that they could not be 
rectified simply by means of a let- 
ter or a phone call. 


Q. Now, to get down to cases, we 
understand that the Institute has 
adopted a highly constructive policy 
with regard to “delinquent” con- 
tractors. Could you tell us more 
about your policy? 


A. Frankly, we believe we have 
the most constructive plan in the 
nation. We have devised what we 
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...in Southern California 


call “Extension Agreements”— 
which, very simply, involves a 
plan under which a contractor 
faces his financial problems real- 
istically and then begins solving 


them with our help. 


Q. That certainly sounds construc- 
tive; will you tell us how it works? 


A. Yes, indeed. When we find 
that a contractor is in trouble, we 
first go in and make a thorough 
analysis of his operations. We 
send in an auditor to look over 
his books, we study his overhead, 
his inventory, and, in general, 
determine precisely what the 
trouble is. Then, we sit down 
with him, and simply work out a 
program that we believe can get 
him out of debt. 


How Contractors Are Helped 
Q. Could you give us a specific ex- 
ample of how this helps both whole- 
salers and contractor? 


A. Well, I recall the case of a 
contractor who came to our at- 
tention about two years ago. He 
was in debt about $28,000, all ac- 
counts at least 30 days past due, 
and a good portion over 90 days 
past due. And, as we often find, 
he had no idea that he was really 
in trouble at all! We studied his 
business very carefully, discover- 
ing that he was a sound, honest 
businessman. But he had been 
bidding far too low on contracts, 
and we quickly pointed that fact 
out to him. 

Then, as part of an “Extension 
Agreement,” we proposed that he 
sign trust deeds on two pieces of 
property and chattel mortgage on 
some trucks and equipment. You 
will note—and this is important 
—that we did not tie up all of his 
assets. Thus he signed an 18- 
month note for $28,000, at six per- 


cent interest, with monthly pay- 
ments set at about $1,650. As 
these payments were made, they 
were prorated among the credi- 
tors involved until all accounts 


ventory than his business re- 
quired, so we suggested that on 
future jobs he make every effort 
to use material already on hand. 
In addition, we recommended 





were satisfied.- 


that he cut his overhead by elimi- 
nating several operations. 


Q. Did you make any other recom- 
mendations for putting the business Q. How did all this work out? 


on a sound basis? 


A. Yes, we also found he was 
carrying about $30,000 more in- 


A. For one thing, by eliminating 
the unnecessary jobs, he saved 
(Please turn to top of page 150) 


What contractors think of the plan: 





| Owed 
$26,000 


‘‘We operate more systematically today than 
ever, thanks to the monthly system of cost 
and profit analysis recommended by the 
Institute. Now we catch the weak spots 
before they become serious.” 





| Owed 
$12,000 


“Our business went up 200 percent and we 
nearly went broke. It was the old story of 
sacrificing profit for volume. Now, thanks to 
suggestions from the Institute, we’re never 
the ‘lowest’ bidder.”’ 





| Owed 
$27,000 


‘“‘When that spec builder couldn’t pay up, I 
nearly went under too. But now, with help 
from members of the Institute, I know the 
financial condition of everyone with whom I 
do business.” 





| Owed 
$9,000 


“Frankly, the plan has saved my life’s work. 
Without it, everything I owned would have 
gone down the drain. I’m in the ‘black’ now 
and will stay there by never taking a job 
without a fair profit.” 





*These are actual cases, though names have been withheld for 


obvious reasons. 
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A Short Course in 





Oil Heating and Oil 


Burner Servicing... 


OIL BURNER SERVICE would be closer to an exact 
science if there were only one kind of burner. 
Life would be less complicated for the service- 
man, and probably less interesting. It happens, 
however, that burner design took off in many 
directions during the pioneer stages, and several 
successful types were developed. 

One group of burners which has become known 
for dependability and efficiency is the low pres- 
sure type. It is relatively more complex than 
the high pressure atomizer, which it resembles 
‘in outward appearance, and is understood by fewer 
servicemen. But every oil burning community 
has its large quota of them, and the contractor 
and his servicemen will find that it pays to acquire 
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some familiarity with their operating principles. 
They are generally the product of top grade manu- 
facturers and ordinarily give little trouble. 

The standard form of this burner is gun-type, 
projecting its flame into a refractory combustion 
chamber. Like the high pressure burner, the low 
pressure is a suspension-flame burner; that is, the 
fuel oil is broken into particles, vaporized, and 
burned completely in suspension, in a designed 
space, without contact with any surface. The flame 
may vary from yellow-orange to white, with a 
high factor of radiance. 

The sprayed particle from the low pressure 
nozzle is unusually small, and for this reason it 
can be readily mixed with air and burned effec- 
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Fig. 2 (above): Some nozzles are designed for a long, 
narrow spray pattern. This type does not whirl the mix- 
ture inside. Oil and air enter the nozzle at 15 psi and 
meet in the mix chamber. Bubbles burst leaving orifice. 


Fig. 1 (left) illustrates a low pressure nozzle which is 
similiar in design to a high pressure type. The oil-air 
mixture is spun rapidly before reaching the orifice. Cen- 
trifugal force is created, causing the mixture to fly apart 
on leaving the orifice, resulting in the cone-shaped spray. 
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tively. The difference between particle sizes in 
the high pressure and low pressure types was 
probably greater in 1934 than in 1954, however, 
because the development of air mixing devices, 
particularly the combustion-head, has improved 
the spraying efficiency of high pressure burners 
immeasurably. 

In operation, low pressure burners make use 
of a jet of high-velocity air introduced into the oil 
stream to break up the fuel into particles. This 
is similar to the principle of the insecticide sprayer 
and the paint sprayer. The oil about to leave the 
nozzle is brought into contact with this fast moving 
air stream, which whips it across a sharp edged 
orifice in such a manner that it bursts into a spray 
of tiny particles. 


How Low Pressure Nozzle Functions 


Nozzles vary in design according to the spray 
shape intended. The general practice is to produce 
a cone-shaped, widening spray pattern, for burn- 
ing in a more or less rectangular firebox. This is 
accomplished by spinning the oil-air mixture in- 
side the nozzle, just ahead of the orifice, so that 
on leaving the nozzle it flies apart by centrifugal 
force. Fig. 1 illustrates the idea. The high pressure 
nozzle does the same thing, with oil only. Certain 
nozzles, on the other hand, are designed for long, 
narrow spray patterns (Fig. 2).These do not whirl 
the mixture inside. Because the low pressure 
burner is seldom sensitive to variations in oil 
characteristics, it maintains the set adjustment for 
long periods. 

The air used for breaking up the oil at the 
nozzle may be called process air. It is supplied by 
a compressor. It is often asked: Why does the 
low pressure burner need a fan, since the air 
comes from the compressor? The process air is 
only a small part of all the air needed for com- 
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Fig. 3: A rotary type, multi-vane air compressor is used 
with many low pressure burners. The rotor is driven 
directly from the motor shaft within the walls of a cast- 
iron housing. The shaft is eccentric to the housing, creat- 
ing a contact point on one side and a crescent-shaped 
space on the other. See article for operating details. 
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Fig. 4: In this single-vane rotary type air compressor, the 
eccentric principle is used in a different way. Here, the 
rotor is eccentric to its own shaft so that the crescent and 
the contact point rotate with it. The sliding vane in the 
housing is held against the rotor at all times by a spring. 


bustion. At least 90 percent of the combustion air 
must be delivered by a blower. It is only neces- 
sary to pass a small quantity of air through the 
nozzle for the purpose of atomizing the fuel. 

Because the low pressure burner must deliver 
both oil and air to its nozzle, it must incorporate 
two systems, one for the fuel, the other for the 
process air. 

The fuel system requires: 

1. An oil pump, for drawing the oil into the 
burner, and for delivering it directly or indirectly 
to the nozzle. 

2. A fuel metering device, for controlling the 

(Please turn to top of next page) 
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ered by gravity if the 
tank is at a higher level, 
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be lifted. When the 
burner starts, the cut- 
off valve opens and the 
metering pump delivers 
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Oil Burner Servicing 


(Continued from preceding pages) 


quantity of oil to be burned. 

3. A fuel cut-off device, to stop the oil flow when 
the burner stops. 

The air system requires: 

1. An air compressor, for delivering the process 
air to the nozzle. 

2. An air pressure regulator, to maintain correct 
air flow through the nozzle. 

All domestic low pressure burners have these 
eléments, in one form or another. They are basic. 
But their design and arrangement vary so greatly 
from make to make that the contractor and his 
servicemen could hardly be expected to under- 
stand them all without help. The manufacturers 
of low pressure burners have developed their own 
operating and control devices independently, to 
solve specific problems as they were encountered. 
For this reason these burners are highly indi- 
vidualized. 


Variations Are Listed 

It might be helpful to enumerate some of these 
variations at this point: (The names of manufac- 
turers using these variations will be sent to readers 
on request. Address the editor, 1801 Prairie Ave., 
Chicago 16.) 

1. The compressor and the oil pump are sepa- 
rate devices. 

2. The compressor is also the oil pump. 

3. The oil pump is also the fuel-metering device. 

4. Fuel oil passes through the compressor, 
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whether pumped by it or not. 

5. No fuel oil enters the compressor. 

6. The fuel cut-off is operated by air pressure. 

7. The fuel cut-off is operated by oil pressure. 

8. Oil and air separate after leaving compressor. 

9. Oil and air remain together from compressor 
to nozzle. 

10. An additional fuel-pump is used when oil 
must be lifted from a lower source. 

These are a few of the important variations, 
and there are others. The beginning serviceman 
often despairs of ever learning them all, and the 
service symptoms growing out of them. Perhaps, 
he thinks, he should have taken up a simpler pro- 
fession, such as law or medicine. Seriously, there 
are few occupations at the trade level that require 
more mental effort than oil burner service. 


How Air Compressor Operates 


The air compressor used with most low pressure 
burners is a rotary type, either single-vane or 
multi-vane. The latter (see Fig. 3) is used most 
frequently. 

It consists of a slotted steel rotor, directly driven 
from the motor shaft, which rotates within the 
walls of a cast iron housing. The rotor is consider- 
ably smaller than the inside circumference of the 
housing; its shaft is eccentric to the housing, cre- 
ating a contact point on one side and a crescent- 
shaped space on the other. 

The end surfaces of the rotor fit exactly in the 
housing so that there is practically no clearance 
between them. The slots contain sliding vanes 
which move in and out as they sweep the inner 
circumference of the crescent. They are held out- 
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ward by centrifugal force as the rotor turns. 

The spaces between the vanes become constant- 
ly expanding and contracting chambers for moving 
air across the crescent. Each chamber comes into 
being as a vane passes the point of contact. As it 
becomes larger it draws air in through the inlet 
port. When it reaches the midpoint of the crescent 
it begins to grow smaller, compressing the air. 
Meanwhile, the forward vane of the chamber 
reaches the outlet port, and the air is discharged 
through it in the direction of the nozzle. 


Air Is Delivered in Smooth Stream 

This type air pump delivers pressured air in 
an almost continuous, smooth stream. There is no 
pulsing effect that might upset mixing and com- 
bustion. There may be as few as two, or as many 
as eight vanes in a multi-vane compressor. Some 
vanes are made of wear-resistant phenolic-resinous 
material, others are of steel. Both kinds are long- 
lasting; in fact, it is said that they become more 
effective with wear. Compressors give very little 
trouble in low pressure burners. 

Fig. 4 shows the single-vane type. The eccentric 
principle is used here also, but in a different way. 
The rotor is eccentric to its own shaft, so that the 
crescent and the contact point rotate with it. The 
sliding vane is located in the stationary housing, 
being held against the rotor at all times by a 
spring. 

The inlet and outlet ports of this compressor 
are located on opposite sides of the vane. As the 
crescent begins to widen, passing the vane, it be- 
comes a suction chamber, drawing in air through 
the inlet port. This air chamber rotates around 
the inner circumference, until it again reaches 
the vane, which is closed against the charge of air 
it contains. The chamber can discharge it only in 
one direction, through the outlet port, toward the 
nozzle. 

Right here would be a good place to get across 
a straight fact in the interest of clearer thinking 
by the serviceman about low pressure burners. He 
is apt to accept at face value the statement that 
the rotary compressor is a mixing device or 
emulsifier of some sort for the purpose of prepar- 
ing air and oil for combustion. 


The Facts About Ojl-Air Mixing 

This information is not for the service depart- 
ment. It may be accepted and believed by anybody 
from the factory to the customer, but it will upset 
the serviceman’s digestion of other facts necessary 
to the understanding of low pressure burners. 
While it is true that the fuel oil and the air in the 
compressor get pretty well beaten together, the 
effect is not lasting. In most low pressure burners 
the mixture is separated immediately on leaving 
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the compressor, for reasons that will be given. 

There are, in fact, burners of this type in which 
the oil and air never come together throughout 
their travel through the burner. Their first meet- 
ing is at the nozzle. These burners do the same 
fine job of spraying oil particles as those with 
premixers, 

So why is the fuel oil passed through the com- 
pressor? The answer is, to provide lubrication 
and sealing. There are large metal-to-metal sur- 
faces in the compressor. These must be lubri- 
cated, otherwise they would run hot and wear 
out. There are also small clearances, almost un- 
measurable, between the parts. These must be 
sealed to prevent loss of pressure. Oil does both 
these jobs. 

The most readily accessible oil for these pur- 
poses is the fuel oil which must pass through the 
burner. That is why you will find that many low 
pressure burners pass this oil through the com- 
pressor. It solves what might otherwise be a 
troublesome problem. It is not a particularly good 
lubricant for other uses, but it serves this purpose 
very well. With this fact properly absorbed it 
will be possible for the serviceman to go on a much 
better understanding of this burner type. 


How Oil Rate Is Requlated 


There are three methods commonly used in low 
pressure burners for regulating the oil rate: 

1. The fixed orifice. This method is used parti- 
cularly in one manufacturer’s boiler-burner unit 
(name on request). It is a small disc with a cali- 

(Please turn to top of next page) 


Fig. 6 illustrates the cycle-type method of delivery to the 
nozzle. This method is very effective in solving two im- 
portant problems of domestic low pressure burners: com- 
pressor lubrication and smooth oil delivery to the nozzle. 
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Oil Burner Servicing 
(Continued from preceding pages) 


brated orifice, located in the nozzle assembly just 
ahead of the mixing point. Each size unit has its 
own orifice size, ranging from .7 gph to about 4.5 
gph. Small variations in oil rate can be made by 
adjusting pressure, but this is not encouraged by 
the manufacturer. See Fig. 2. 

2. The adjustable orifice or metering valve. This 
is simply a needle-valve adjustment similar to that 
used on domestic rotaries and other gravity-type 
burners. It permits variation of gph over a wide 
range. Pressure regulation can also be used to 
adjust the oil rate when this device is located in 
the pressure side of the system. 

3. The metering pump. This is a very positive 
method of controlling the oil rate. It consists of 
some type of positive displacement pump, usually 
one or more pistons, with adjustable or pre-set 
stroke. It delivers the fuel at an exact rate and is 
practically immune to variations in viscosity and 
to stoppage. Among domestic burners it is used 
exclusively with the low pressure type, being 
particularly adaptable to it. 


Metering Pumps Are Trouble-Free 

Metering pumps are generally driven directly 
from the compressor shaft. Fig. 7 illustrates the 
type used in one manufacturer’s distinguished low 
pressure burner (name on request). While it may 
appear to be a complex device it is reasonably 
simple. The serviceman can be fairly certain that 
he will never have to disassemble one of these 
pumps in the field as they are just about trouble- 
free. This particular oil regulator is self-adjusting 








to wear, preserving the original oil rate. 

Low pressure burners can be classified into 
three general types, according to the method used 
in delivering the fuel and the process air to the 
nozzle. 

1. Single-pipe delivery: In this type the oil and 
the air pass through the compressor and remain 
together as a frothy mixture while traveling at 
high velocity through a single pipe to the nozzle. 

2. Parallel delivery: Oil and air are pumped 
separately, and are kept completely separated 
throughout their travel to the nozzle. When this 
method is used the compressor has a special lubri- 
cation ‘system, either using automotive oil, which 
is constantly recirculated, or a small quantity of 
fuel oil from the fuel system. 


Oil and Air Separated in Sump 


3. Sump-type or cycle-type delivery: Oil and 
air are brought together in the compressor, dis- 
charged into a sump, or receiving tank, for separa- 
tion, and then sent through separate tubes to the 
nozzle, where they again meet close to the atomiz- 
ing point. 

Fig. 5 is a simplification of the operating se- 
quence of a widely known single-delivery low 
pressure burner (name on request). The fuel 
may be delivered into the burner by gravity, if 
the tank is at a higher level, or by means of an 
auxiliary pump driven by the burner motor. 

At the moment of start the motor brings the 
compressor up to operating speed, 1725 rpm, 
quickly building about 3% lbs pressure. This 
burner has no air pressure regulating mechanism, 
depending on an exact relation between nozzle 


(Please turn to top of page 146) 


Fig. 7: Shown here is an 
oil metering pump typi- 
cal of those used in one 
manufacturer's low pres- 
sure burners. The pump 
is generally driven di- 
rectly from the com- 
pressor shaft and is a 
positive method of con- 
trolling the oil rate. This 
particular type is self- 
adjusting to wear, en- 
abling it to preserve the 
original oil rate. It is 
practically immune _ to 
variations in viscosity 
and ordinary stoppage. 
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@ Once in a great, great while an industry announcement has significance far 
beyond the usual. We at Kewanee-Ross believe the Big Truth about boilers and 
Kewanee Reserve Plus rating to be one of the most important precepts of 


business we ever presented. 


Kewanee Reserve Plus rating guarantees dependability, flexibility, higher effi- 
ciency, lower costs, longer boiler life because it means “cruising speed" opera- 
tion. So when you consider boilers, remember the Big Truth*...‘‘you will make 
more money selling boilers rated on nominal capacity to operate at ‘cruising 


speed’ because you'll never have to ‘make good’ a failure.”’ 


Here is how Kewanee Reserve Plus benefits the jobber-contractor: 


1. Selling and installation is done with confidence because guesswork is 
eliminated. 


2. Kewanee-Ross further guarantees these 3 advantages: 
a, The most economically sound expenditure; 


b. Protection against emergencies and 
fluctuating loads . . . provision for expansion; 


c. Lower boiler maintenance and lower 
operating costs. 
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resistance and compressor displacement to main- 
tain the necessary pressure. 

As air pressure rises it opens the cut-off valve 
located in the inlet side of the fuel system, admit- 
ting oil into the metering pump. The metering 
pump is driven at low speed from the compressor 
shaft by means of a worm gear and cams. It con- 
tains two pistons which alternately draw in oil and 
discharge it into the air inlet tube to the com- 
pressor. (The pistons and cylinders contain their 
own valve mechanism, not shown.) 

The metering pump is non-adjustable; its pre-set 
delivery rate cannot be altered. If it is found that 
the fuel rate must be increased or decreased a 
pump of different capacity is installed. They are 
calibrated in quarter-gph rates, from .5 upward. 

The compressor used is the type shown in Fig. 4. 
It receives the oil-air mixture through its inlet, 
pressurizes it, and discharges it in emulsified form 
into the tube leading to the nozzle. The mixture 
travels at high velocity allowing little opportunity 
for separation. A pressure stabilizing chamber, 
forward of the blower housing, smooths out any 
irregularities of pressure. 


How Spray Pattern Is Created 

The nozzle consists of a labyrinth of narrow 
tubes through which the mixture is forced to 
change direction many times, contributing to the 
stability of the oil-air mixture. Just before reach- 
ing the orifice the mixture is sent through tan- 


gential tubes inward to a whirl chamber. The 
rapid spinning effect developed in this stage causes 
it to fly apart sidewise on leaving the orifice, 
creating a conical spray pattern. 

At the point of exit from the nozzle the mixture 
meets the main body of combustion air from the 
blower, which has also been processed to some 
degree in the blast tube, so that its delivery pat- 
tern merges with the spray for combustion. 

The cycle-type method of delivery to the nozzle 
is illustrated in Fig. 6. This method has been in 
use for nearly three decades, and is very effective 
in solving two important problems of domestic 
low pressure burners, compressor lubrication and 
smooth oil delivery to the nozzle. 


Oil Acts as a Pressure Seal 

The air and the fuel are brought together in the 
compressor. The oil is dispersed throughout this 
unit, lubricating all friction surfaces and sealing 
against loss of pressure. 

This mixture is then discharged into the sump, 
where the entrained oil settles out of the air, drop- 
ping to the bottom of the chamber. The air, nearly 
dry, passes from the sump and travels through the 
air tube to the nozzle. 

The oil is discharged through a tube close to the 
bottom of the sump, and is delivered free of air to 
the nozzle. Since its delivery is thus uninterrupted 
by air bubbles, its next meeting with the airstream 
in the nozzle is practically continuous, producing a 
smooth spray. 

The next article will describe two cycle-deliv- 
ery type low pressure burners. END 








(Feb., p. 182) 


Prairie Ave., Chicago 16. 





What Has Gone Before: 


Part I— Fundamentals of Oil Heating (Nov., p. 48) 

Part 2— Installation of Conversion Burners (1) (Nov., p. 51) 
Part 3— Installation of Conversion Burners (II) (Dec., p. 86) 
Part 4— High Pressure Gun Type Burners (Jan., p. 86) 


Part 5— High Pressure Gun Type Burners, Service Data 


Readers of this publication who may have missed any of the first five articles in the oil 
burner series can obtain reprints by addressing the Editor, Domestic Engineering, 1801 








Put Your Service Business in the Black . . . See page 214, this issue 


146 





Ma: 












SE 


Be es 





br. The 


b causes 
orifice, 


ixture 
om the 
Oo some 
Pry pat- 


e nozzle 
been in 
bffective 
omestic 
ion and 


br in the 
out this 
sealing 


e sump, 
ir, drop- 
, nearly 
ugh the 


fe to the 
of air to 
rrupted 
rstream 
lucing a 


le-deliv- 
END 





March, 1954 


: UD RAB 
ADA D € D 3 
@)4 435° a . = A\ 
EL a aye @)°. 
ww AT) A yf 4 


ae ae SAI ac at. PRR E tae 
pS a gee : ee eis 





wage a ee 


OF ROBERTSON, MO. 


Directly above you see Mr. Eble, Chief Design Engineer (left) and Mr. 
R. Bagley conferring on a radiant panel heating job. Says Mr. Bagley, 
“Because of the superiority of radiant panel heating we recommend it 
every chance we get. We must give copper the credit for putting radiant 
panel heating on a competitive basis with inferior methods of heating, 
because of its many outstanding features. As it has been pointed out 
many times: “There is not another metal or alloy that has a// the desirable 
construction characteristics of copper.’ Why shouldn’t we prefer it?” 


At top right, Mr. R. W. Hardy holds a preformed radiant panel heat- 
ing coil assisted by Mr. Harry Smith who has a prefabricated distri- 
bution manifold in his hand. Says Mr. Smith, “One answer to keeping 
radiant panel heating costs down is prefabrication. That’s why we 
prefer Revere Copper Water Tube: It is ideally suited to preforming 
and the techniques used to install radiant panel heating.” 


It’s good advice the “Bagley Boys” offer. Use Revere Copper Water 
Tube for radiant panel heating, hot and cold water lines, underground 
service lines, air conditioning and processing lines, waste stack and 
vent lines. There is a Revere Distributor near you who carries a full 
supply of Revere Copper Water Tube in various sizes and tempers. 
And if you have technical problems, he will put you in touch with 
Revere’s Technical Advisory Service. 


REVERE 


COPPER AND BRASS INCORPORATED 
Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, N. Y. 


Mills: Baltimore, Md.; Chicago and Clinton, IIl.; Detroit, Mich.; 
Les —_ and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.— 
les Offices in Principal Cities, Distributors Everywhere, 


SEE “MEET THE PRESS” ON NBC TELEVISION, SUNDAYS 
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WHY REVERE COPPER WATER TUBE 


IS PREFERRED BY— 
Architects, Builders, Plumbing & Heating Contractors 


EASY TO BEND 
Saves Time 
Revere Copper Water Tube 
is easy to bend. Soft temper 
can be bent by hand to meet 


imetalieati c Aditi 








HANDY LENGTHS 
Save Fittings... Labor 
Revere Copper Water Tube 

comes in straight lengths of § 
20’ in hard and soft tempers. 
60’ coils of soft temper re- 
duce the number of fittings 


err SOLDER OR 


COMPRESSION FITTINGS 
Need Less Work Room 
--- Save Metal 


No worry about wrench room 
when you use Revere Copper 
Water Tube with solder fit- 
tings. Compression fittings can 
also be used. No threading 
is necessary with either type 
fitting. Wall thickness of tube 
used can thus be less than for 
threaded pipe, 


NON-RUSTING 


Rustable pipe eventually clogs 
as shown in drawing at top 
right. Non-rustable Revere 
Copper Water Tube suffers 
no loss of flow or pressure 
eas shown at bottom right. 
No allowance in pipe size 
need be made for rus! ac- 
cumulation with Revere Cop- 
per Woter Tube, 


























TV OR NOT TV: In this case, that’s 
not a TV set startling the young lady— 
it’s Thor’s new built-in electric range. 






















MOST VALUABLE heating system in 
the world, according to archeologists, 
is this combination range and heater 
found recently in Roman ruins. 


POT-WATCHING is eliminated by a 
new line of ranges introduced by 
Utility Appliance Corp., Los Angeles. 
The housewife merely sets a dial 
which automatically times the cooking. 








es 


DOORWAY TO SUCCESS for Swedish inventor Per Berg- 
man is this bathtub with a private entrance. Bergman’s 
development is no idle luxury, but an idea to help the lame 
and halt, who are able to use the tub safely and without aid. 


Picture 
Paragraphs 





THE AIR CONDITIONING industry 
predicts another record year in 1954 
and a sales figure of 700,000 residential 
units yearly by 1958. Typifying the 
expanding horizon of air conditioning 
is Chrysler Airtemp’s 100,000th pack- 
aged unit (above) which is being 
viewed by C. E. Buchholzer, president. 
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SILENCE IS GOLDEN for manufac- 
turers of food waste disposers. Waste 
King presents an attractive demon- 
stration of its new unit with two 
“Super-hush” models. Wilbur Hokom 
of Hokom Plumbing Co., Beverly Hills, 
Calif., says quieter plumbing products 
are making contractors more welcome. 
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have you heard about the new, exclusive 


AMERICAN SANITARY 


“Mader Udaplte 





Pot. Pending 
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SIMPLIFIES REMODELING—SAVES TIME. ..LABOR: Master CASE No. 1: Installation of a new one-compartment sink 
Adapter fits any two-piece trap. Raises outlet or lowers trap using a 114” sink trap required outlet to be raised. American 
as much as 3'4”. Just screw bushing of Master Adapter to Sanitary Master Adapter between sink trap inlet and outlet 


desired length; cut off excess tubing; put pipe dope between solved problem in a hurry! 
threads and install. 











CasE No. 2: Master Adapter was used to raise outlet of 114” CasE No. 3: Installation of new food waste disposer mad 

tubing trap—quickly installed between trap and tailpiece in it necessary to raise trap outlet. Master Adapter did it again! 

remodeling a powder room. (See how Master Adapter can Along with it is “ Whirl-a-way” Continuous Waste Assem- 

help you sell remodeling jobs by saving needless labor?) bly — Directional Flow Divider that does “two-trap” job 
at small cost! 


ORDER A SUPPLY TODAY! AVAILABLE IN SATIN PLATE ONLY. 


AMERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 
OVER 40 YEARS LEADERSHIP IN THE PLUMBING INDUSTRY 








WE DISTRIBUTE 
THROUGH 
WHOLESALERS 
ONLY 




















Financially Down Doesn't Mean Out in Southern Cal. 


(Continued from page 139) 


roughly $1,200 a month, which 
went a long way toward making 
his $1,650 payment under the Ex- 
tension Agreement. Even more 
important, within five months 
after we entered into the agree- 
ment, the contractor was again 
operating in the black. He was 
making a profit for the first time 
in several years, and, since then, 
I don’t believe he has taken a job 
that has not paid him a profit. 


Q. From the contractor’s viewpoint, 
how much did this program cost? 


A. In the first place, it saved his 
business which, frankly, was 
heading into bankruptcy. And 
the total cost of the Extension 
Agreement plan did not exceed 
seven percent. 


Q. That’s one case, of course. Do 
they all work out so well? 


A. The answer to that question is 
that in 95 percent of the cases, 
such a plan has worked out—to 
the complete satisfaction of ev- 
eryone concerned. Since 1945, in 
fact, we have arranged over 300 
Extension Agreements, and 95 
percent have enabled the whole- 
saler creditors to realize full pay- 
ment and the contractor to get 
back on his feet. Furthermore, 
during the past nine years, we 
are quite proud to report that we 
have been obliged to put only 
three contractors into bank- 
ruptcy in our entire aréa. 


Loss Is Fantastically Low 


Q. What has this meant with regard 
to credit losses on the part of your 
member wholesalers? 


A. In recent years they have 
been remarkably low—actually, 
losses have been runnihg at only 
17/100th of one percent on a total 
business volume of $400 million. 
We feel that this unusually good 
record has been largély due to 
the constructive policy we follow. 
Incidentally, we are not kidding 
ourselves about the future. Com- 
petition is getting rougher, and 
losses will inevitably creep up- 
ward. But we are confident that 


we can keep ours well below the 
national average. 


Q. What about any other creditors, 
not members of the Institute; how 
do they figure into the Extension 
Agreement? 


A. Asa matter of practice, we al- 
ways obtain a list of all creditors 
involved. Usually, we pay off the 
little bills, say under $50, and of 
course any utility bills, right 
away. Then we invite all other 
creditors to participate in our Ex- 
tension Agreement. At the out- 
set, it was a bit difficult to get 
other creditors to cooperate, but 
now that the plan has been op- 
erating for some time we find that 
almost all creditors are more 
than willing to work with us. One 
reason, of course, is that so many 
have benefitted from the exten- 
sion plan. 


What if Plan Doesn't Work? 


Q. Now, suppose the extension plan 
doesn’t work out. What then? 


A. Well, such cases have been 
quite rare. But when they do 
occur the costs of administering 
the plan—normally, less than ten 
percent of the obligations in- 
volved—are prorated among the 
cooperating creditors, members 
of the Institute as well as non- 
members. Conversely, when a 
plan works out, as in the case dis- 
cussed earlier, the small costs are 
charged against the contractor as 
part of his payments. 


Q. Has the question of the legality 
of Extension Agreements come up? 


A. Oh, yes, that was inevitable. 
Without going into the legal com- 
plexities of bankruptcy proceed- 
ings, I can say that our agree- 
ment plan has been successfully 
defended in both state and fed- 
eral courts. As I pointed out 
earlier, the Extension Agreement 
does not involve an assignment 
for the benefit of creditors, nor do 
we tie up all of a businessman’s 
assets. So, generally speaking, 
claims that our agreements are 
for the benefit of any one group 
of creditors have never been up- 
held by any court. 
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Q. In general, Mr. Slane, what has 
been the reaction of contractors to 
your Extension Agreement plan? 


A. Well, at the outset, of course, 
a “creditor meeting” is seldom a 
jolly occasion. But we have found 
that, after explaining how we 
want to be of help, almost every 
contractor has cooperated enthu- 
siastically. What’s more, after we 
have wound up one of these 
plans, you can be sure that the 
contractor becomes one of our 
best friends. Seldom, if ever, do 
they get into financial trouble 
again. Their business operations 
are sounder, their bookkeeping is 
usually greatly improved and 
they know just where they stand, 
every month. 


Q. In your extensive experience in 
this field, what have you found to be 
the most common errors on the part 
of contractors that have led to 
financial trouble? 


A. The biggest problem, by far, 
is the failure to recognize the act- 
ual cost of doing business. That’s 
an old story, but more important 
than ever today. Many contrac- 
tors have gone into business since 
the war—in other words, in per- 
haps the lushest market of all 
time. They have never worked 
under truly competitive condi- 
tions as we once knew them. 

In those easy years, many new 
contractors got the idea that 
volume, alone, was the object, 
and in order to get more and 
more business they cut their 
prices to the point where they 
were simply not covering over- 
head, which we have found to 
run, at the minimum, from 25 to 
30 percent. All too many contrac- 
tors have been throwing away 
the profits they earned in recent 
years, and some are finding that 
their business today is little more 
than a hollow shell. 


What Are Danger Signals? 


Q. What would you regard, then, as 
the danger signals indicating that a 
business is on the road to becoming 
a “hollow shell”? 


A. The principal danger signal, 
in a nutshell, is whether a con- 
(Please turn to top of page 155) 
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7 POINTS OF UNIFORM 
GOODNESS IN 











YOUNGSTOWN 
STEEL PIPE 
@ uniform ductility 
O matter how intricate the weld, you @ uniform lengths 
do it readily with Youngstown pipe. @ uniform threading 
’ : . @ uniform weldability 
That’s because Youngstown pipe is olin will Wichsins 
designed and made for easy welding—truly round, and size 
" , : ' ‘ if trength and 
uniform in wall thickness, uniformly sized, and “ pervert o 


uniform roundness and 


chemically and metallurgically right. The name 
straightness 








“Youngstown” rolled into a length of pipe means it 


is GOOD PIPE. 
4tc 


Coun 
STEEL PIPE 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 
PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS - 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TBACK SPIKES 
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WHY PERMIT 
BACKWATER 
IN ANY 
BASEMENT 


when there is an easy-to-install 





BACKWATER 
CONTROL? 


Every year hundreds of thousands of dollars are spent 
unnecessarily to repair the damage fo buildings caused 
by backwater...only because proper safeguards were 
not provided. Every building, home, school or factory 
—connected to a sewer line is subject to this danger 
because when water from a sewer backs up from the 
street due to excessive rain, thaws or flood, it flows 
into basements with destructive force. Foundations are 
weakened, floors broken, equipment and merchandise 
are covered with filth. In most cases, unfortunately, 
this damage is not covered by insurance. 


So why take chances when if is so easy fo provide 
positive protection against the ever-present danger of 
backwater. Josam provides a wide range of backwater 
controls tested and proved by thousands of different 
installations. in every case the super-sensitive mecha- 
nism permits speedy drainage but closes instantly at the 
slightest backflow. Send coupon for full information. 





JOSAM MANUFACTURING COMPANY 
DEPT. D. E. = MICHIGAN CITY, INDIANA 


Please send free literature on BACKWATER. 
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WATERLOGS 
SUPPLIES 
UJ 








LEAVES DIRTY ——_{ CAUSES INCONVENIENCE 
RESIDUES AND EXPENSE 
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Series No. 680-V 


Floor Drain with Tractor 
Grate and Backwater Valve 











Series No. 1170-T 


Backwater Valve 





Series No. 650-V 
Floor Drain with Flush Cleanout 


end Backwater Valve 


Series No. 380-) 
Floor Drain with Adjustable 
Strainer and Backwater Valve 


YF 





Series No. 6040-V Series No. 840-V 
Floor Orain with Hinged Grate Floor om with Floor Cleanout 
and Backwater Valve ind Backwater Valve 


JOSAM MANUFACTURING COMPANY 


GENERAL OFFICES AND MANUFACTURING DIVISION 
c MICHIGAN CITY, INDIANA / 


| Representatives In All Principal Cities 
ae West Coast Distributor 
JORAM PACIFIC Ci CO., San Francsce, Calif. 


J0SAM CANADA cADA LIMITED, Toronto, Caneca 
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KOHLER FITTINGS 


have features that insure satisfaction 


Kohler chromium-plated fittings 
match Kohler Fixtures in beauty, 
lasting serviceability. Sell your 
customers the satisfaction of own- 
ing both. 

Metal to metal contact is true 
and close. Threads are double-ac- 
tion, deep and cleanly cut, for 
quick, positive control of water 
flow. Large waterways provide 
ample volume. Valve seats are re- 
movable for easy maintenance. 
Threaded escutcheons eliminate 
the necessity for holding nuts. 


Frequent inspections during 
manufacture, and tests under 
water pressure further insure re- 
liable operation. 

Aerator spouts, optional on 
sink and lavatory fittings, reduce 
splashing, improve suds action. 
The Triton shower head has a 
volume regulator, ball swivel 
joint. The Niedecken mixer re- 
quires but one wall opening, is 
adjustable to various wall thick- 
nesses, has a single handle for 
easy control of water temperature. 
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Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES @e HEATING EQUIPMENT e@ ELECTRIC PLANTS 


AIR-COOLED ENGINES e PRECISION CONTROLS 
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THERE IS A SOLUTION 
TO YOUR COSTLY... 


founaty Froblems 


March, 1954 
























1 
| 
| 
/ 
© P i: 
orosif Py geese ns 
: t ‘ ‘ & 
y Ft i 
/ z- t # eh ‘ nai 
/ ; 4 ~~ a . 
| / cc 3s. toa 
<, Ege hs : . mA wy 
When you call upon / Eas 
/ finn” agra bin 2 ct 
9 - { ee 
LAVIN'’S ENGINEERING SERVICE ! 
| 
{ 
Porosity is one of many problems that confront the foundryman. | 
The evidences as well as the causes of this costly casting defect ! 
are numerous. Castings showing center line shrinkage result 
from pouring too hot. Large holes with a speck of dust in the l 
bottom of each hole are caused by loose sand grains that are l 


entrapped from pouring too cold. Evenly distributed clean 
bright holes throughout the entire casting are usually caused 
from excess hydrogen in the metal. Every foundry, at one 
time or another, encounters casting defects. They could be 
sand inclusions, shrinkage, slag or flux inclusions, gas porosity, 
blow holes or one of many others. 


LAVIN’S metallurgical staff is always ready to assist the 
foundryman in finding the solution of any routine or special 
casting problem. Our chemical and research laboratories are 
available to you at no cost or obligation in order to find the 
cause—to offer the remedy. 


Next time call upon LAVIN’S engineering service 


“The Foundryman’s Problems Are Our Problems’ 


FREE—WRITE FOR YOUR 
COPY OF THE 8 PAGE 
LAVINGOT TECHNICAL 
JOURNAL VOL. 9, NO. 4, 
CONTAINING A COMPLETE 
ARTICLE ENTITLED— 
“GATES & RISERS FOR 
MANGANESE BRONZE". 


R. LAVIN 


3426 S. KEDZIE AVENUE e CHICAGO 23, 
@ REFINERS OF BRASS, BRONZE AND 
ALUMINUM @ PRODUCERS OF ZINC BASE 
DIE CASTING ALLOYS @ DEOXIDIZERS... 
DEGASIFIERS ... .FLUXES...SHOT @ CAST 
ELECTROLYTIC COPPER ANODES @ TYPE 
METALS. 
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((Continued from page 150) 
tractor can answer the question, 
“Do I know precisely where 
my business stands today—this 
month?” This means accounting 
and bookkeeping control, with- 
out which no businessman really 
knows where he does stand. And 
today we are finding that some 
contractors have no idea where 
they stand. They don’t know if 
they are in financial trouble or 
not. Some have been in the habit 
of borrowing, from oné jqb! to pay 
















for another“ iding jobs” 
is ‘the expre 4on—and can 
be fat [le phave been get- 
ting payinents”’of 75 to 80 


percéntion b8e job, often not hav- 
ing enough -inéome 7éft to finish 
the job. So théy have borrowed 
against the next job. If they keep 
this up long enough, they don’t 
know whether they’re actually 
making a profit or not. And this 
sort of thing can mean the dif- 
ference between staying in busi- 
ness or not. 


Q. What has been your current ex- 
perience with past-due accounts? 
Has the volume been rising of late? 


A. Unfortunately, the answer is 
“Yes.” In fact, during the first 
five weeks of 1954, we have been 
obliged to take action, in other 
words, at least begin creditor 
meetings with contractors with a 
total volume of indebtedness ex- 
ceeding the total indebtedness 
represented by such activities 
over the whole three-year period 
from 1951 to 1953. Frankly, the 
situation has turned critical in 
the first few weeks of this year, 
and we have had to step up 
activities involving Extension 
Agreements quite a bit. 


Advice for Contractors 

Q. In the light of this experience, 
Mr. Sloane, would you have any 
further advice for contractors in 
this period of tightening business 
conditions? 


A. Yes, I would most certainly 
urge every contractor to know 
with whom he is doing business 
these days. We are discovering, 
for example, that one of the big- 
gest problems right now for con- 


Financially Down Doesn't Mean Out in Southern Cal. 


tractors is obtaining their money 
from builders—especially those 
who have been in business a rela- 
tively short time, and have been 
cutting corners to get new con- 
struction work. 

Naturally, when builders are 
pinched financially, it means 
trouble for every one of their 
sub-contractors, including the 
plumbing and heating contractor. 
So, it behooves every contractor 
to be especially careful in his 
dealings. He should make every 
effort to learn whether the prop- 
erty involved is free and clear, 
what his lien rights are, and 
whether he may actually be in a 
position where he has no lien 
rights. 

Here in Southern California, it 
is not difficult for a contractor to 
check on the credit status of 
builders, for we have an unof- 
ficial clearing committee of build- 
ing subcontractors which meets 
once a month to interchange in- 


formation on the financial condi- 
tion of builders. This committee 
is sponsored by the Building Ma- 
terial Dealers Credit Assn. and 
our Wholesale Plumbing Insti- 
tute, and we are thus able to 
maintain a running record on the 
financial strength of most of the 
builders in the Southern Califor- 
nia territory. 

Thus, a contractor is able, 
through his wholesaler, to find 
out just exactly where a particu- 
lar builder stands with our com- 
mittee if he has any question 
about his financial strength. And 
the time to determine a builder’s 
financial strength is, of course, 
before you begin working for him 
—not after you’ve tied up several 
thousand dollars in a job! 

We might as well face it—stay- 
ing in business will become more 
and more difficult this year and 
next. So it’s a good time for every 
contractor to study those month- 
ly books just a bit more carefully. 
It’s not fun, but it’s the surest 
ticket to continued profits! END 











YEP! WE CAN BUY THAT NEW RUG 
FOR THE DOUGH I SAVED BY 
REBUILDING THIS FURNACE MYSELF! 











NO MORE HOUSE .... THAT |S, 
IF HE EVER GETS THIS "FURNACE" GOING. 








Fire Underwriters Promote Qualified Contractors... 


Amateur tinkering with heating systems is dangerous business, 
says the National Board of Fire Underwriters—and they illustrate 
the point with the cartoon reproduced above. 

The cartoon was used during the recent Fire Prevention Week 
to direct public attention to the loss of life and property that results 
from fire when inexperienced people tamper with heating systems. 
The Board pointed out that the only safety measure that will work 
is to have all repairs made by heating contractors who can provide 
the competent workmanship necessary for safe heating. END 
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NOW... 


is an integral part 
of the Continental 
Can family 


In the past, many of the most outstanding 
developments in plastic piping have come from 
Elmer E. Mills Plastics, Inc. They'll continue to 
come from the Mills Plastic Pipe Division of 
Continental Can Company. We are pleased to 
welcome Mills people into the Continental 
organization...we pledge ourselves to uphold 
the reputation they have earned for the finest 


in product and service. 





flexible 


POLYETHYLENE 


For rapid, low-cost installation of 
two-pipe jet wells, and lines for 
city water, irrigation, transfer of 
gases, vapors, suspended solids. 


RIGID 
BUTYRATE 


Widely used in chemical process- 
ing, by petroleum industry, agri- 
culture and utilities. Economical 
for gas mains and service lines. 
Non-corrosive. 


CONTINENTAL € CAN COMPANY 


MILLS PLASTIC PIPE DIVISION 
SALES OFFICE 

100 EAST 42nd STREET, NEW YORK 17, NEW YORK 

Factory: 2930 North Ashland Avenue, Chicago 13, Ill. 
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Approved 
Anti-Syphon 


<> 


FLOAT VALVE 


Fie accompanying illustration 
shows our VEW No. 93 Ap- 
proved Anti-Syphon Float 





Valve equipped with rubber 
“O” Ring Plunger Packing and 
Nylon seat. 





2, fitting is silent in oper- 


ation—requires no adjustment 





—snap action closing under 


high pressure. 


Packed in individual box with 
rod and refill. 





Individual security INSURES FREEDOM 
and LIBERTY. ©& Social Security leads to 
Regimentation and LOSS OF LIBERTY. 


[ts @ privilege to live in a Republic. 
Only God can help the people who live in 
Democracies. 


J 
j Nh 
President 


THE INDIANA BRASS CO., Inc. 
FRANKFORT - - - - INDIANA 


























NEW OFFICERS of the Illinois Master Plumbers Assn. are (front row, left to 






right) R. C. Farrell, Rockford, 2nd vice president; R. L. Wagner, St. Charles, 
retiring president; A. F. Weiskopf, Springfield, president; Arthur Neuf, Jr., 
Belleville, vice president, and P. J. Brown, Chicago, treasurer. In the second 
row (left to right) are directors John O’Connell, Peoria; H. C. Peterson, Cham- 
paign; J. E. Fitzgerald, Lake Forest, and Ernest Kraft, Murphysboro. 


Convention Report : 





Illinois contractors hear call for 
two baths in every home ... 


“Two BATHROOMS in every 
home” is the slogan recom- 
mended by Roscoe L. Wagner of 
St. Charles, Ill., retiring presi- 
dent of the Illinois Master 
Plumbers’ Assn., in a speech be- 
fore the 61st annual convention 
held Jan. 25-28 in Peoria. 

He said the most significant 
trend in the plumbing industry 
is the changing of the one bath 
home into the two-or-more bath 
home, to increase the standard 
of good living in the United 
States. 

“From coast to coast,” Wagner 
said, “builders of new homes in 
the medium price range—$15,000 
or less—are including a second 
complete bathroom, often with 
colored fixtures for more ap- 
peal, to meet the demand of buy- 
ers for adequate bath facilities.” 
He said such buyers are usually 


families with small children. 

Wagner reported that surveys 
of prospective buyers have re- 
peatedly put a second bathroom 
high, if not first, on the list of 
features most wanted in new 
homes. He said new homes with 
second bathrooms have been out- 
selling single bathroom homes 
by more than two to one in many 
areas. 

Arthur F. Weiskopf of Spring- 
field said American families will 
spend an estimated billion dol- 
lars on home improvements this 
year. Weiskopf was first vice 
president of the association 
group at the time of his speech, 
and later in the convention was 
elected president. He said much 
of the billion dollars “undoubt- 
edly will go into modernizing 
out-of-date bathrooms and kitch- 


(Please turn to top of page 165) 
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A. F. Weiskopf 
New President 
Springfield 
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COME! SEE WHAT'S NEW... 


There are new and improved products for the automatic oil 
heat equipment dealer in heating and cooling products for the 
residential, commercial and industrial trade. There'll be prod- 
ucts of interest to the fuel oil jobber because they’re new, too. 
And the manufacturer, wholesaler, jobber and distributor will 
see new equipment nevershown before. It’s your show built for you! 


ATTEND THE CONVENTION ... 


It’s an all-industry affair. The ‘‘General Sessions’”’ are open to 
every one in the industry. Come and learn what’s new, how 
dealers can move more goods and make more money through 
better management. Both the convention and exposition are 
held under one roof. There’s no registration fee... it’s FREE! 


MAKE YOUR HOTEL RESERVATIONS ! 


Better do it now. The advance reservations coming in indicate 
that this will be the biggest exposition and convention on 
record. Address Sales Department, Benjamin Franklin Hotel, 
Philadelphia, for reservations there or at the Adelphia, John 
Bartram, Penn Sherwood, Warwick, Drake or any hotel of 
your choice. Tell the hotel when you’ll arrive and depart and 
the type of accommodations you want. Why not do it now? 


SOME SPACE YET AVAILABLE FOR EXHIBITORS! 


There are choice spots to be had. Some 10,000 trade prospects 
will be there to see your equipment and, as a bonus, 25,000 of 
the public will attend. Everybody is looking for what’s new in 
heating and cooling. This is the only show for the oil heat 
dealer and fuel oil jobber—the best sales promotion bet for 
you this year. Better phone, write or wire for your space now. 
The show is now 85% sold. 


COMMERCIAL MUSEUM 


PHILADELPHIA 


MAY 16 THRU 20, 1954 








OIL HEAT 


SHOW 


Ce, 
QND 
ANNUAL 


All sponsored by 
OIL-HEAT INSTITUTE 


OF AMERICA, Inc. 


500 Fifth Ave., New York 36, N.Y. 
Phone LOngacre 4-3755 
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NAME 


\\N 


WATER 
OUTLET 


H. A. THRUSH & COMPANY, Dept. A-3, PERU, INDIANA 


Please send, without obligation, more information on the Thrush Tank Drain. 


a real... 


PROFIT 
BUILDER 
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You can sell a THRUSH Tank Drain 
for every expansion tank on any 
existing installation 


YOU CAN SAVE your customer money, save yourself time and 
bother... and make a profit, too, by selling and installing Thrush Tank 
Drain. This simple, inexpensive Tank Drain combines an air tube with 
a drain and fits any drain tapping. Two lengths of tube are available. 


REDUCES DRAINING TIME! 

Draining waterlogged expansion tanks is simple, quick and pos- 
itive with a Thrush Tank Drain. While all genuine Thrush Pressure 
Tanks now have Thrush Vacuum Breaker, there are many old installa- 
tions where the tank has only one drain tapping. Sell them a Thrush 
Tank Drain. Just screw it into the drain tapping. Then remove the air 
inlet plug to break the vacuum and open the water outlet. The tank will 
drain quickly and completely. It’s a profit item you can sell every day. 
For more information see your wholesaler or use the coupon below. 


Hn. a. THRUSH «2 company 


NEATLY BOXED 


> MAIL NOW! 

















ADDRESS 











City 











STATE pike Complete thrush System j 








Mz 
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GAS, OIL AND COAL-FIRED 
BOILERS, RADIATION AND 
ACCESSORIES at prices that 
build friends and profits 





rain 


any 





time and 
ash Tank 
ube with 
ilable. 

andps | | \Y £e“SE 
Pressure 
| installa- 
2 Thrush 
e the air 
tank will 
very day. 1 - COMPLETE LINE: 
elow. 








ANY 2 - CAST IRON—THE LIFETIME MET 
and slender Radiators are built for 
experienced heating men know it. 


th 3-FOR EVERY FUEL: Gas, oil and coal-fired 
specially designed for fuel economy. They help 
every sale. 

4 - THOUSANDS IN USE: Dunkirk Boilers and Radiators 
have made warm friends for men who sell, install and 
use them. 


| 
| 
| 
: | | 
5 - PRICED TO SELL: Get the profit story on Dunkirk Boilers, H ieee, TT : 
| 
| 
! 
J 





Send ¢ 
sie details of yo 
rofit Package. ete 





Radiators and Accessories. You will enjoy doing business 
with Dunkirk. 


Mail this Coupon for the Dunkirk Profit Story | haeea ee taken 


_ — 
— 
— 
— ae 





— 
— 
— 
— nn! 


om J DUNKIRK RADIATOR CORPORATION, ounkirk, n. ¥. 
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more air conditioning jobs 


with these versatile Trane 











Fi 
¥ 
ye 


Delivered ready for hook-vp to hot water or steam, chilled One or al] six phases of air conditioning can be per- 
water or direct-expansion refrigerants ... TRANE formed by the Climate Changer. It can be equipped 
Climate Changers enable you to install air condition- to heat, cool, humidify, dehumidify, filter and venti- 
ing systems that meet exactly an extensive range of _late. A single Multi-Zone Climate Changer, as shown 

rocess and comfort requirements. They are complete above, can deliver different combinations of these 
factory assembled air handling units. phases to as many as six separate zones simultaneously. 





Build your business ... boost your profits 


MANUFACTURING ENGINEERS OF AIR CONDITIONING, HEATING AND VENTILATING EQUIPMENT 
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_. Install them easier, faster, 


factory-assembled units! 


arch, 1954 March, 1954 


ane 





Trane Climate Changers combined with Trane packaged 
water-chillers help you handle a wider range of 
air conditioning johs! 














be per- 
uipped 

venti- 
shown 
F these 
eously. 
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MENT 


Air conditioning that’s 60% fester to install... 
TRANE Climate Changers need only 


simple water-piping to connect to 
chilled water source such as the Cold 
Generator or CenTraVac pictured be- 
low. No complicated refrigeration pip- 
ing . . . no evacuating or dehydrating 
. » » no Freon charging is necessary 


when installed with these packaged 
water chillers. Only external plumbing 
and electrical connections are required. 
Units for every job . . . Climate Changers 
are available with capacities from 450 
to 23,400 cfm. Between these extremes 
are horizontal and vertical models in 
sizes to fit most applications perfectly. 








For smaller jebs from 3 to 20 
tons, install TRANE Self-Con- 
tained Air Conditioning Units. 
Complete in attractive casing, 
they need only simple piping 
ond electrical connections for 
installation. Water-savin 

evaporative condenser optiona 

on 10, 15, 20-ton models. 


Build your air conditioning business with these easy-to-install Trane Units 








Fer medium sized jobs requir- 
ing chilled water for comfort 
or process cooling, TRANE 
Cold Generators from 10 to 
50 tons can be quickly in- 
stalled. No refrigerant pip- 
ing—no complicated wiring. 
Use with TRANE UniTrane 
and Climate Changers. 


Wide range of units for wide range of jobs ... 


There’s a combination of ready-to-install TRANE air conditioners designed and 


For larger jobs from 50 to 400 
tons, TRANE CenTraVac sup- 
a chilled water to Uni- 
ane or Climate Changer 
units. Only one major mov- 
ing part. Completely auto- 
matic—gives power savings 
in almost direct proportion 
to cooling load variations. 


matched to go together for practically any size job. 
For complete information on TRANE factory-assembled air conditioners, call 


your TRANE Sales Office or write Tranz, La Crosse, Wis., for free bulletins. 


with air conditioning products wIR G 


The Trane Company, La Crosse, Wis. © East. Mfg. Div., Scranton, Penn. ¢ Trane Co. of Canada, Ltd., Toronto +* 87 U.S. and 14 Canadian Offices, 






For multi-room structures such as 
hotels, motels, office buildings, 
install TRANE UniTrane room 
units. Gives individual room 
climate control, filters a/l the 
air. Double-purpose coil uses 
chilled water for cooling, hot 
water for heating, same piping 


for both, 
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New Post-Formed Counter Tops make American- Standard 


Kitchen Cabinets easier than ever to sell 


American-Standard kitchen cab- 
inets are sure to please your most 
exacting customers . . . will prove 
profitable and easy to sell. 


A big customer-pleasing feature 
of American-Standard kitchen cab- 
inets is the new post-formed counter 
top. An impartial consumer survey 
shows that a long-lasting, easy-to- 
clean counter top is the feature most 
desired by modern housewives. And 
the new American-Standard counter 
top offers this . . . and more. 

From integral back splash to new 
no-drip water bead edge, these post- 
formed counter tops form a continu- 
ous, unbroken work surface that has 
no joints or crevices to hold water or 
food particles. The tops are made 
with a sturdy plywood core to which 
is bonded Micarta, the plastic mate- 
rial that retains its beauty even after 
years of daily wear and tear. The 
pattern has a non-directional exclu- 
sive scatterline design that elimi- 
nates any conflict in turning corners 
or adding additional tops at a later 
date. 








Another advantage of American- 
Standard kitchen cabinets that will 
stimulate your prospective custo- 
mers’ desire to buy is the exclusive 
convertibility feature. This unique 
feature means that the adjustable 
sliding shelves or drawers of these 
American-Standard undersink or 
base cabinets can be changed, at any 
time, as the needs of the home and 
family change. 


American-Standard kitchen cab- 
inets are popular with builders, too, 
because of their ease of installation 
and outstanding customer appeal. 
Take advantage of this popularity to 
boost your sales and profits. 





American-Stardard 


.... Cabinets of Steel KITCHENS 


For Lasting Appeal.... 





American Radiator & Standard Sanitary Corporation, P. O. Box 1226, Pittsburgh 30, Pa. 


Serving home and industry: AMERICAN-STANDARD © AMERICAN BLOWER © CHURCH SEATS & WALL TILE © DETROIT CONTROLS © KEWANEE BOILERS © ROSS EXCHANGERS © SUNBEAM AIR COND! IONERS 
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Illinois Master Plumbers 
(Continued from page 158) 


ens, and also for additional bath- 
rooms and powder rooms to pro- 
vide more convenient living.” 

Any home 15 or more years 
old needs bathroom and kitchen 
modernization, Weiskopf stated. 
He estimated 67 percent of the 
48,000,000 living units in the na- 
tion are more than 20 years old 
and about 50 percent are more 
than 30 years old. 

Robert E. Murphy of Chicago 
told the convention, “Emphasis 
on adequate apprentice training 
has done more than anything 
else to raise plumbing from the 
status of a trade to a profession.” 
Murphy is second vice presi- 
dent of the National Assn. of 
Plumbing Contractors, and a di- 
rector. 

“Cooperation is the theme of 
the NAPC for this year,” de- 
clared Joseph C. Pettigrew of 
Richmond, Va., president of that 
body. 

“The plumbing industry is 
subject to attacks constantly 
from outside and by complac- 
ency from within,” he said. “It 
is up to the plumbing and heat- 
ing contractor to do a good sell- 
ing job in order to keep a high 
flow of products going into 
American homes. Without that 
selling job, manufacturers may 
be forced to find other methods 
of distribution. 


Labor Relations 


“Good labor relations are very 
important to industry today,” 
Pettigrew stated. “Labor de- 
mands can get out of hand to the 
point where our services will be 
too costly.” 

Administration of the state 
Plumbing License law that be- 
came effective last July was ex- 
plained to the convention by 
Vera M. Binks, director of the 
Illinois department of registra- 
tion and education. She said un- 
til July anyone who testifies he 
had five years experience as a 


journeyman or master plumber 
can get a license renewal without 
an examination. She said her de- 
partment is checking with em- 
ployers and associations before 
granting such renewals, as far as 
such investigation can be prac- 
tical. 

The so-called 
clause” ends its effectiveness in 
July, Miss Binks said, after 
which affidavit must be made 
that an applicant for a plumb- 
er’s license spent at least five 
years as an apprentice. Further, 
those apprentices who will want 
plumber’s licenses before five 
years after July must be on 
record as having applied for ap- 
prentice licenses before July. 

Miss Binks said that any con- 
cept of a licensing law must be 
based on its contribution to the 
public health, welfare and safety. 
She said such a law “must pro- 
tect the public first, then pro- 
tect the trade itself.” Her de- 
partment is charged only with 


“grandfather 


administration of the law as 
passed, she declared, and not 
with how it was written. 

The convention adopted a res- 
olution introduced by the Egypt 
(Ill.) Master Plumbers Assn. to 
petition the state legislature to 
authorize the state health de- 
partment to draft a sanitary 
health code concerning the in- 
stallation of sanitary plumbing. 
The resolution also recom- 
mended that the health depart- 
ment have the power to adopt 
and enforce such codes, rules 
and regulations necessary for 
protection of the public from 
plumbing hazards. 

Merchandising of a major man- 
ufacturer’s products through 
plumbing contractors was ex- 
plained by Richard T. Cragg, 
merchandising manager of R. 
Cooper, Jr., Chicago area distrib- 
utor for General Electric. He 
said the new merchandising pro- 
gram of General Electric dish- 

(Please turn to center of page 176) 





THE GALS ELECT: Mrs. A. E. Neuff, Jr. (seated, right), Belleville, is the new 
president of the Illinois Master Plumbers Assn. Auxiliary. Also seated is Mrs. 
Edward Gross, Springfield, first vice president. Standing are (left to right) Mrs. 
Walter Slocomhe, Springfield, treasurer; Mrs. Dorothy Bowles, Carbondale, 
second vice president, and Mrs. William Smith, Granite City, secretary. 
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Nail one-piece back panels 
to wood plaster ground and studs 


Contractors agree... 





Place elements on hanger brackets 


and make connections no other baseboard heating 
is easrer to install than 


baseboard heating by 





Snap one-piece front cover 
sections into place 





Install joiner strips, corner pieces, 
and end caps as required 








For complete information write for Catalog No. 301 — Tuttle & Bailey, Inc., New Britain, Connecticut 
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to control expansion 
in steam and hot 


water heating 
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DESIGN DETAILS 





The Flexon Expansion Compensator consists of 
a two ply phosphor bronze bellows with copper 
tube end connections (sizes 3,” to 11/4”) en- 
closed in a floating protective shroud of brass. 
All joints are electronically sealed with silver 
solder for long leak-proof life. The 2” size is 
especially guided and has standard threaded 
fittings. A single compensator will handle total 
piping motion up to %” ('/2” in compression, 
¥%” in extension). Suitable for temperatures 
from —60° F. to 250° F. and for pressures up 
to 40 psig. 


iii 2s, 


FLEXON « 


FOR LOW PRESSURE SYSTEMS 


systems... 


EXPANSION 
OMPENSATOR 





THE ew FLEXON EXPANSION COMPENSATOR... 


Control of thermal expansion in low pressure steam and 
hot water heating systems need not be a headache any 
longer. The new Flexon Expansion Compensator provides 
a practical, economical answer to the problem. Designed 
especially for finned type convectors, baseboard, radiator 
or heating supply or return lines, the Flexon Expansion 
Compensator is ideally suited for use in homes, office 
buildings, schools or any buildings where expansion in 
heating piping is a problem. 

The Flexon Expansion Compensator is practical be- 
cause it puts an end to leakage that often results from 
uncontrolled expansion and eliminates objectionable pipe 
creeping noises. It is economical because it is designed to 
outlast the building and requires no maintenance whatso- 
ever. Just install it and forget it. 


Flexon Expansion Compensators are made in 4”, L”, 
114” and 2” sizes. Contact your local distributor for further 
information, or use the coupon below to get your copy of 
a descriptive bulletin. 








Corperetion that 
have 


fer ever 52 yeors. 





necticut 


EXPANSION JOINT DIVISION 
of Flexonics 1324 5S. Third Avenue 
Maywood, Illinois 


Flexen identifies 
preducts 


served industry 





167 




























eco - - - - SS SS ee > 
| Flexonics Corporation 
| 1324 $. Third Ave. 
| Maywood, Ill. 
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| specifications for the Fiexon Expansion Compensator. 
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DON'T LET 


ble Business 
Volume... 
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Why concentrate on “Millionaire Row" for High-Priced Plumb- 
ing Business when folks in the middle-income bracket can 
provide Profitable Volume Business and plenty of Repair and 
Replacement Work? 


For in these days of the “tough sell” it isn't the high income 
bracket that offers the volume of business needed for continued 
growth. Not by a long shot! It’s often more profitable to con- 
centrate on the MASS MARKET where 
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are the important factors! 





How to tap this MASS MARKET? 

. INSIST on High-Quality Plumbing Brass Goods that you 
can sell at a competitive price 

- INSIST on Brass Goods designed for eye appeal and for 
easy installation 
. -- INSIST on Brass Goods designed to let you make the profit 
you are entitled to—in other words—INSIST ON STERLING'S 
QUALITY BRASS GOODS! 


ING FAUCET C 


OWN, Wat Vi | a 
Sold only through wholesalers 
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Note to MASTER PLUMBERS 
who are stressing 

QUALITY 
MATERIALS 
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Reproduced at the right is one 
of the Institute advertisements 
appearing in consumer magazines 





rome 





ae | 
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story of quality materials in 
plumbing drainage systems. 
These advertisements are 
backing up the fine personal 
work of these plumbing 
contractors who are seeking 
constantly to raise the standards 
of home sanitation. Institute _ 
advertising will reach more 
than 12 million readers during 


during March and April. Master eae 4 ra = ‘ ? | |! ‘ 
plumbers in every city in the ee oa: v4 > a 
United States are telling . i rr 
hundreds of their customers the * If y oa bury a Inistake you I dig it | : 

len a p umbing Up aler 
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USE PERMANENT 
CAST IRON SOIL PIPE 


CAST IRON SOIL PIPE INSTITUTE 
Dept. DE-3, 1627 K Street, N. W. 
Washington 6, D. C. 

THE MARK OF ( Send educational folder, ‘’Plumb- 


ing Drainage.” 
QUALITY AND oO Our local__ ——a. 


Club wants to see your movie, 


Take Advantage of These 
Added Helps for 
PLUMBING CONTRACTORS 























You will want to arrange for the use of the PERMANENCE ‘iaemanaes lanetment Telus 
Institute’s sound movie “Permanent Invest- how to arrange for use of film, 
ment.” This 20-minute picture, dramatizing + “* free. 

the story of cast iron, is an excellent presen- ene ae eee 
tation for both consumer and trade groups. 

To get full information on the film, and a st 
copy of the consumer folder, “What You EEE LS ee eee wit 
Should Know about Plumbing Drainage,” State cs ie 3% Sea af titi) Sa 





I ial ies ence a IR REN RRP rename menenpe epee aati alifilibn 













AND FITTINGS 4 cc em a ey 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
at 




















170 DOMESTIC ENGINEERING March, 1954 





TEAMED UP FOR 











oe 





Transite® Building Sewer Pipe 
Speeds assembly, installs easily ————> 


For years, plumbing contractors have found that the 
light, easily handled, 10-foot lengths of Transite Building 
Sewer Pipe have built profits by reducing installation 
time and costs. Specially designed Transite couplings 
assure tight joints. A full line of Transite fittings and 
adaptors makes it possible for Transite Building Sewer 
Pipe to meet a wide range of job requirements. 

In service, Transite Building Sewer Pipe is an out- 
standing performer. Made of asbestos, and cement, it is 
strong and durable, resists corrosion. Tight joints 
prevent root clogging, guard against infiltration. Its 
smooth interior helps assure self-flushing action. 


Transite® Plumbing Vent Pipe 





Simplifies handling, reduces costs > 

Specially designed for venting soil and waste pipe, Transite a 
Plumbing Vent Pipe is an effective and durable member of the Sy 
Transite asbestos-cement pipe family. Its light weight makes } 


handling easier—trucking, carrying and installing. 
Only regular plumber’s tools are needed. 

Non-metallic, Transite Plumbing Vent Pipe possesses 
unusually high resistance to corrosion, withstands exposure 
to weather. It cannot rust. It comes in standard 10-foot lengths 
and 5-foot half lengths with both ends machined. It’s also 
available in special 6’, 7’, 8’ and 9’ lengths with only one end 
machined. (In many cases a single section is all that’s 





For further information, 
‘ : write to Johns-Manville 
required for a job.) Box 60, New York 16, N. Y. 


Johns-Manville TRANSITE PIPES for the HOME 


BUILDING SEWER PIPE © GAS VENT PIPE © PLUMBING VENT PIPE © WARM AIR DUCT 
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rouble Shooting... 


School 
Heating 


Jobs! 


CLASSROOM HEATING conditions 
that cause pupil discomfort are 
described—along with suggested 
corrections—in a new handbook 
for plumbing and heating con- 
tractors and school maintenance 
personnel. 

The booklet, “General Main- 
tenance of Pneumatic Control 
Systems, Including Unit Ventila- 
tor Service Guide,” will acquaint 
contractors with the fine points 
of heating systems and heat 
regulation frequently used.in the 
modern school. It also provides 
a quick source of reference ma- 
terial in case trouble develops 
in the system. 

For example, a “trouble shoot- 
ing guide” describes actual class- 
room complaints about over- 
heating, underheating, hot and 
cold blasts and room stuffiness. 
The possible causes and neces- 
sary corrective steps for these 
conditions are listed. 

The unit ventilator service 
guide section of the booklet con- 
tains simplified instructions on 
how to give periodic service to 
all makes of unit ventilators. 
Contractors are advised that con- 
trols on such units should be 
checked at least once a year for 
proper operation. 

The service guide gives step by 
step suggestions for inspecting, 
cleaning and lubricating the units 
before an operational check. 

The operational check, says 

(Please turn to top of page 176) 


UNDERHEATING (Too Cold) 


POSSIBLE CAUSES 





CORRECTIVE ACTION 








No steam (hot water) or pressure [ 
too low 


Check traps, boiler, (circ. 
pump) 

















. 
System Improper air circulation Check for adequate exhaust 
[ and air diffusion 
Unit Vent Dirty filters Clean or replace 
Fan off or on low speed Check switch, fuses 
Out of calibration | a ee 
a Fails to bleed down branch pres- Check thermostat and lines 
Thermostat sure for dirt, oil or moisture .... 
Day-Night type thermostat on Check main air pressure 
night setting and thermostat............. 
Coil Valve Stuck in closed position Lubricate—check for bent 
or or corroded stem, packing 
Auxiliary Cs sc ccaintwesstntes 
Radiator Weak or broken spring Co ae 
Valve Foreign matter in body Remove valve & clean ...... 











*Usual cause when several rooms are underheating 


TOO LITTLE FRESH AIR 


POSSIBLE CAUSES 





CORRECTIVE ACTION 











System Insufficient room exhaust Check for adequate means 
of exhausting air from room 
Fan off or on low speed Check switch, fuses 
Unit ‘Vout Dirty filters Clean or replace 
Stuck closed [ Lubricate—check for binding 
damper and linkage ........ 
No minimum outdoor air Check linkage and motor 
Damper Motor [ adjustment 
Leak in diaphragm or con- [ Replace diaphragm—tighten 
nections air connections ............ 





Does not seat tight 


Clean or replace if necessary 








E.P. Relay 

De-energized . on... 
Room Check thermostat and line for 
Thermostat Fails to build up branch pressure evidence of dirt, oil or moist- 











ure 





HOT AND COLD BLASTS 


POSSIBLE CAUSES 


CORRECTIVE ACTION 








System 


Steam pressure cycling on & off 
Improper or insufficient air 
circulation 

Steam pressure too high resulting [ 
in oversized valve 


Check boiler, sticking trap 
Check air diffusion, grill ar- 
rangement, adequate exhaust 
Reduce pressure to design 
valve 





Air lines or 


Air line restricted or kinked 


Clean or replace air line.... 




















Restrictor Restrictor clogged Clean and readjust ......... 
Lubricate—check for bent 
Coil Valve Stem sticking—jumpy action or corroded stem—packing 
TO RRR: re 
Damper Motor }} Sticking—jumpy action Lubricate—check for binding 
damper & linkage .......... 
Room Throttling range too narrow Adjust for wider throttling 
Thermostat WON iv. 4:4 cc:cn mae des amides 
Airstream Throttling range too narrow Adjust for wider throttling .. 
Stat Rs ssid tie cedienn eet wis 
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Another 
Radiant Heating job 


that called for 
Chase Copper Tube 


i tao SP ON lay” 


Why was Chase Copper Tube chosen 
for radiant heating in the Sacred 
Heart Cathedral of Newark, New 
Jersey? Because: Chase Tube is 
corrosion-resistant and can’t clog with 
rust—ever. You can bend it by hand... 
and fewer joints are needed because 
it comes in long lengths. Do you 
have a radiant heating job to do? 
You'll do it better with Chase Copper 
Tube and leakproof, pressure-tight 
Chase Solder-Joint Fittings. Ask 
your Chase wholesaler for them. 


Chase 2 ¥¥ 
o ¢ ——  ' 
e A N, 


BRASS & COPPER — 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION The Nation’s Headquarters for Brass & Copper 
Albanyt Chicago = = Denvert 
Atlanta Cincinnati Detroit 
Baltimore Cleveland Houston 
Boston Dallas Indianapolis Minneapolis 
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These men turn streets like 
this one into Two-Way sales 
streets with TEMCO 


Down in Nashville, Tennessee, Dale and Maxey are proving that 
there’s only one best way to get the business—to go out after it. 
“Operation Doorbell” is the name they've given to their intensive 
house to house selling. Down one side of the street and up the other 
their salesmen go, telling the Temco story . . . and making sales. 
In many localities they've installed a remco Floor Furnace in every 
home on the street to which gas service has been run. And, according 
to the official records of the Nashville Gas Company, they've be- 
come the top gas heating dealers in Davidson County. 





Albert Dale (shown at left in the photo above) and his star 
salesman, Phil Baugh (at right) are the first to admit it takes more 
than door-to-door soliciting to get the business. First you've got to 
have product acceptance. And that’s where the TEMco name works 
its magic. Every place Dale and Maxey salesmen call, they find that 
the first choice in gas heating equipment is TeEmco. In their own 
words, “People want TEMCo.” 

Dale and Maxey have found the right combination to volume sales 
and increased profits—an established brand that’s, won consumer 
preference and the initiative to go out after the business. This same 
combination will work for any dealer who turns to TEMco... then 
turns on the heat with Operation Doorbell. 


TEMCO., inc. 


Nashville, Tenn. 


BUILDER OF OVER 1% MILLION GAS APPLIANCES 


POTEET EHH HEHEHE HEHEHE EHH HEHEHE HEE OE 


TEMCO, Inc., Dept. 8-623, Nashville, Tenn. 
Please rush Catalog and complete information on TEMCO Automatic Gas 
Floor Furnaces and Wall Heaters. 


SES ee a aI ee AE ee 
oR AS Rate a lbs: tac A eee RTS 
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City " ..... State 
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CRAMPED 
T FOR ? 


WATER 
HEATER 
PROFITS 





Is the squeeze on? Sales good. . . but profits poor? There's 
lots of room in Pemco pricing to give you the kind of margin 
you should have on water heater sales! Try this solution . . . 


SELL UP TO A BETTER HEATER—SELL PEMCO! 
Tank heavy duty, copper bearing steel, hot dip galvanized 
for long life. Surface mounted thermostat ensures efficient, 
economical operation. Pemco baffle prevents mixing of hot 


and incoming cold water. Whitest, most beautiful finish on 
the market—and the toughest! Of course it’s electric. 


| aN 
GE MOOF Prisosser ELECTRICAL 
\ | ¥, a Merc. CO. 
J 


1200 N. 31st Street, Philadelphia 21, Pa. 














IN GOOD 
MARK-UP 


Pe | CLEAN 
,ALES 


Ckmeo 


QUALITY 
PAYS OFF 
FOR YOU! 
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HERE’S THE ONLY equipment 
YOU CAN SELL THOUSANDS NOW SAYING: 


4 


4 
| prefer hot water 


heat... but it must 

give me low-priced 
MECHANICAL 

AIR-CONDITIONING, ” . 


ar SA 


a 


Air-rads are the only answer for customers who (1) 
prefer hot water heat (2) want mechanical air-conditioning 
(3) can't afford a high price Penn's Air-rad is the first 
perfected hot water heating radiator to provide fully a Ahiwe complete Bae of Poth 
mechanical summer cooling (complete with compressor and , eged Heat oil or ges fired boiler- 


coil) at an installed price comparable with that of forced burner units with controls, burner 
warm air. and circulator factory: mounted 


In addition, Air-rads give full zone-control... both in saan 
heating and cooling. They can be installed for heating 
only ...and the cooling feature added at any future date 
without changing a single pipe. Air-rads just slip between Department R 
standard studs...use only smaller pipe sizes. Installation Penn Boiler & Burner Mfg. Corp. 
savings average 39% on labor... 18% on materials. Lancaster, Pa. 
Mail the coupon today! Send free Air-rad bulletin and price list. 


Approved by Underwriter’s Laboratories 


THE MHr- nad tome Jehber (1) Contractor 


PENN MADE BY 
PENN BOILER & BURNER MFG. CORP. 
Lancaster, Pennsylvania 











School Heating Jobs 
(Continued from page 171) 


the booklet, should concern the 
actual results produced by the 
unit ventilators when placed 
under the control of the room 
thermostat and the low limit air 
steam stat. Heating control in- 
struction sheets are listed which 
provide information for testing 
and adjusting the controls for use 
with the units of different manu- 
facturers. 

Complaints of drafts, the book- 
let says, may usually be at- 
tributed to the seating arrange- 
ments in the room or to the 
distribution of the air from the 
unit ventilators. Such complaints 
can usually be corrected by 
changing the supply grills and 
making sure that occupants of 
the room are not seated too near 
the units, the booklet says. In 
some cases, it may also be neces- 
sary to reduce the fan speed. 

The 18-page booklet can be ob- 
tained by writing Minneapolis- 
Honeywell Regulator Company, 
2753 Fourth Ave., South, Minne- 
apolis 8. END 


OVERHEATING (Too Hot) 





POSSIBLE CAUSES 


CORRECTIVE ACTION 





*System 


Steam or water pressure in excess 
of valve close-off rating 


Reduce pressure 





Compressor failure 


*Air Supply 
P.R.V. failure 


Check motor, check valve, 
pressure switch, fuses ..... 
Check for dirt, oil, moist- 
ure; check setting, clean or 
replace if necessary........ 





Air Lines and 
Restrictor 


connections 
Restrictor clogged 


** Air line leaking or stopped, loose 


Check for leaks & repair, 
tighten allconn. .........- 
Clean and readjust ......... 





Stuck in open position 


Lubricate—check for bent 
or corroded stem, packing 

















Coil Valve O00 CARRE onic deecsteeues 
or Seat or disc worn POPIECO oo ccc c dice cece 
Auxiliary Air leak in operator diaphragm Replace diaphragm ........ 
Radiator Remove entire bonnet & 
Valve Foreign matter at seat operator & clean seat— 
check seat & disc for wear... 
Out of calibration RecaliNeate .iccsccsccesics 
Room Check thermostat and lines 
Thermostat Fails to build up branch pressure for evidence of leaks, dirt, 
oil or moisture ............ 
Throttling range too wide Adjust throttling range...... 
Airstream Set too high—out of calibration Recalibrate & reset ........ 
Stat 
Does not seat tight (exhaust) Clean, replace if necessary . 
E.P. Relay s Check wiring, replace if 
De-energized ae ee a 
Lubricate—check for binding 
asians Stuck closed damper and linkage ........ 
—tigh 
Motor Leak in diaphragm or connections aniartine “gga _ as ; 














*Usual cause when all rooms are overheating. 
**If several rooms are overheating, check the main air line serving these rooms. 





Illinois Master Plumbers 
(Continued from page 165) 
washers and food waste dispos- 
ers, launched last year, turned 
out better than expected, con- 
sidering the normal turmoil an- 

ticipated in so large a change. 

Cragg said G-E found that the 
saturation of dishwashers and 
disposers was only three percent 
in contrast to the 90 percent sat- 
uration of refrigerators, for in- 
stance. G-E wanted better dis- 
tribution channels, so met with 
representatives of the Chicago 
Plumbing Contractors Assn., 
which suggested exclusive distri- 
bution through plumbing con- 
tractors. 

Four hundred more disposers 
were sold in the Cooper distri- 
bution area in the first year of 
the plan, Cragg reported, and 


four more dishwashers. He said 
it was a good result, as a drop in 
sales was expected for the begin- 
ning year. 

He said the aim of General 
Electric now is to get the con- 
tractor to merchandise dishwash- 
ers and disposers more aggres- 
sively. G-E would like to see 
contractors add a salesman or 
use a journeyman every day to 
promote sales of the two pro- 
ducts, to sell one a day or at 
least two or three a week, Cragg 
stated. 

He said it will pay contractors 
to “utilize the terrific source of 
potential business that the jour- 
neyman is. Journeymen can do 
a lot of selling while repairing an 
installation,” he said, “can leave 
literature about new appliances 
and give suggestions to house- 
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wives on health and comfort fac- 
tors.” 

Cragg told the Illinois group 
that competing manufacturers as 
well as G-E are most interested 
in the results gained in this test 
plan, and that it is up to plumb- 
ing contractors in the test area 
to show that a good merchandis- 
ing job can be done. 

John Calnan, past president of 
the NAPC and co-chairman of 
the merchandising committee of 
the Chicago association, punctu- 
ated Cragg’s remarks. He said 
that “plumbing contractors are 
on trial, so to speak, and it is up 
to us to see that we are on the 
way to handling all water-bear- 
ing and waste-connected appli- 
ances and fixtures.” 

Newly elected officers are 
shown on page 158. END 



































t fac- 


roup 
rs as 
osted 
; test 
imb- 
area 
ndis- 


March, 1954 DOMESTIC ENGINEERING 177 


4 GOOD REASONS 


WHY TOP PLUMBER- DEALERS PUSH THE NEW 


Rheem {oppermatic? 


Unique Design Pure Copper Tank Water Heater 
Immediate Top Seller Wherever Introduced 


& 
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CASH IN—Send Coupon below! 


RHEEM MANUFACTURING COMPANY DE-3 
Send your request to nearest sales office, ad- 
dresses of which are listed at left 








| | 
| | 
| Please send m — . 7 t ” oa mh m Copper l 
| | 
| | 


RHEEM MANUFACTURING COMPANY iets eens eer a 
Sparrows Point 19, Maryland 4361 Firestone Boulevard, South Gate, Calif. ADDR 
7600 S. Kedzie Ave., Chicago 29, Ill. 800 Chesley Ave., Richmond, Calif. ciry 


1025 Lockwood Dr., Houston 20, Texas 3693 E. Marginal Way, Seattle, Wash. 














Now there’s a “Super-Champ” group! Now 
you can sell 10 brass-built, multi-stage jet | 
pumps that offer all the deluxe features you 
could ask for. They take up where Rapiday- 
ton’s fast-selling “Champion” line leaves off. 
And you can retail the % H.P., two-stage 
model at $149.50**,. That’s below the price of 
competitive two-stage models with outdated, 
cast iron stages—even below most single-stage 
models. Yet the “Super Champ” gives you: 
1. Even more water! Up to 3270 gallons per 
hour. You can get %, %, 1, 114 and 2 H.P. 
models with 2 or 3 stages for higher capacities 


on deep or shallow wells. 


® Copyright by The Dayton Pump & Manufacturing Company, December, 1953. 
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2. Even more pressure! Up to 100 lbs. Brass 
parts and exclusive design reduce friction for 
higher pressures at highest capacities. That 
means “city pressure” delivery anywhere. 


3. Even deeper settings! Lifts to 200 feet. You 
sell better pumps at lower prices for settings 
below the “Champion” range. 


“Super-Champ” prices shown on next page 
are with full trade discounts. Get details and 
comparison charts from your wholesaler. 
Write for his name and address. 


** Based on f.o.b. factory price. 


Trade Mark above is for Rapidayton Multi-Stage Pumps with 
“Axial-Flow” Design and All-Brass Construction. Patents Pending. 
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Cartridge-type rotary seal. 
Lasts longer—but can be 
changed in minutes, if 
necessary, without special 
tools. No need to disturb 


pump or piping. 


i 
ths dill 


‘‘NO ONE ELSE 
HAS IT!” 


Includes pump, brass ejector assembly, 
automatic pressure regulating valve, car- 
tridge seal, and foot valve. 
OTHER MULTI-STAGE MODELS AS LOW AS: 
% H.P.—$174.50 1% H.P.—$279.50 
1 H.P.—$199.50 2 H.P.—$349.50 
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Diffusers, cases and covers 
are ‘‘precision-formed" 
brass to reduce power- 
loss through friction. 


Impeller is cast bronze. 


Pressure regulating 
valve — automatically 
regulates flow from 
pump to maintain proper 


pressures. Adjustable 


Brass ejector, venturi 
and nozzle—extras that 
point up quality. Foot 
valve included at prices 


shown below. 
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for lower cost control 


of moderately gz Corrosive fluids 






| Fig. 2651-A Gate 


4 












JENKINS 


NICKEL IRON 


Valves with Type 316 


STAINLESS STEEL 


Trim 


Every part in contact 
with fluid is the right 
metal fo block corrosion 
and beat wear. 





®@ BODIES Heavy duty, dimensioned for 
greater resistance to wear and abuse. 
Through port design in Gate Valves. 
@ BONNET Rugged construction, like 
body. Swing-type gland bolts. Screwed- 
in back-seating bushing. Deep stuffing 
box. 

® YOKE Integral with bonnet in 2” to 
A" sizes. 

® WEDGE In 10” to 24” sizes, with 
Stainless Steel Wedge Rings. 

@ COVER In Check Valve. 


Type 316 STAINLESS STEEL 





Fig. 2624 Swing Check 


This combination provides corrosion 
resistance well above the moderate 


: ; : : © SPINDLE 
need in many processing services with © GLAND 
an investment well below that for all- @ BONNET BUSHING 
stainless steel valves. © SPINDLE RING 
© WEDGE PIN 


Designed primarily for the chemical 
process industries, they are recom- 
mended for control of mildly corro- 
sive liquids with minimum quantities 
of mineral acids, such as creosote in 
wood treatment, and many liquids 
carried in petroleum processing. 


® WEDGE RINGS Rolled into Nickel fron 
Wedge in 10” to 24” sizes. 


®@ SEAT RINGS 
@ DISC and HANGER in Check Valve 





| NI-RESIST Type No. 2 | 





® WEDGE of I-beam structure is solid 
NI-RESIST in 2” to 8” sizes. 





A major use is in pulp and paper 
processing, particularly in lines serv- 
ing the digester, and in the chemical 
recovery cycle. Service records in 
lines carrying the valve-punishing 
“black liquor’ give Jenkins Nickel 
Iron Valves top performance rating. 








| PRESSURE RATINGS BS 





2” to 12”—200 Ibs. O.W.G. 
14” to 24”—150 lbs. O.W.G, 








Jenkins extra value construction 
throughout. Get details — compare. 
See why they stretch your valve in- 
vestment dollar — with longer service 


life, lower maintenance cost. J K N K IN S 


LOOK FOR THE DIAMOND MARK 
GET COMPLETE SPECIFICATIONS from your 


Jenkins Valve Distributor, or write: Jenkins Bros., AL E S ieee 
100 Park Ave., New York 17. Ask for Bulletin 118. \ rage 
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(Continued from bottom of page 23) 


Plumbing tool catalog. Illustrates 
various chisels, gasket and caulk- 
ing irons, piping and tubing tools 
and drills. Photographs, specifica- 
tions and suggested prices are in- 
cluded. 

Available from: Delaware Tool 
Steel Corp., 3300 Market St., Wil- 
mington 99, Del. 


99° 9° 


Oil burner nozzle selection man- 
ual. Contains listing of more than 
100 burners, with data on the prop- 
er nozzle for each, as compiled from 
many installation tests. In con- 
venient pocket size, the loose leaf 
manual may have supplementary 
burner test sheets added to it. 

Available from: Heat Control 
Associates, 1018 Commonwealth 
Ave., Boston 15. 


°° 9 


Plumbing fixtures catalog. 
Twenty-four pages. Shows many 
new items in the expanded Eljer 
line, added since its merger with 
Murray Corporation of America. 
Steel, enameled cast iron and 
vitreous bathroom and_ kitchen 
equipment are illustrated, and a 
large selection of plumbing brass 
is described. 

Available from: Eljer Co., Ford 
City, Pa. 


0°09 


Fittings for air conditioning and 
refrigeration catalog. Contains in- 
formation about valves, filters and 
driers for cooling uses, with speci- 
fications and charts. Illustrated. 

Available from: A-P Controls 
Corp., 2450 N. 32nd St., Milwaukee. 


o°0 9° 


Heat pump bulletin. Four pages. 
Contains explanation of electric 
unit operation, including existing 
ductwork use, provision for both 
heating and cooling in the one unit, 
and possible locations in home. 

Available from: Westinghouse 
Air Conditioning Div., Dept. T-557, 
200 Readville St., Boston 36. 


Boiler-burner catalog. Sixteen 
pages. Contains descriptions and 
photographs of equipment for high 
or low pressure heating, power or 
process steam. Specifications of 
various models, dimensions and 
ratings also are included. Oil, gas 
or gas-oil combination burners 
made by Ray Oil Burner Co. also 
are covered. 

Available from: Kewanee-Ross 
Corp., 101 Franklin, Kewanee, Ill. 


o° 9° 


Storage water heater catalog. 
Forty-eight pages. Illustrates and 
describes storage water heaters 
and gives piping and other instal- 
lation data on horizontal and ver- 
tical units. Piping diagrams are for 
high and low pressure steam sys- 
tems. The catalog also gives fixture 
requirements. 

Available from: The Patterson- 
Kelley Co., Inc.; 598 Warren St., 
East Stroudsburg, Pa. 


Automatic boiler folder. Four 
pages. Describes packaged units in 
17 sizes for steam process and 
steam and hot water heating. 

Available from: Orr & Sembow- 
er, Inc., Reading, Pa. 


oO ° 


Food waste disposer consumer 
booklet. Twenty pages. Illustrated 
to tell complete story of electric 
disposers to housewife and hus- 
band. Titled, “Outside Garbage 
Can Is Strictly for the Birds and 
Dogs.” 

Available from: National Dis- 
poser, Akron 8, Ohio. 


o°o°9 

Pipe insulation bulletin. Four 
pages. Contains information on 
one-piece material with aluminum 
foil vapor barrier. Three-color 
bulletin also features thermal ef- 
ficiency chart and selection table. 

Available from: Baldwin-Hill 
500 Breunig Ave., Trenton 2, N.J. 





New Sales Aids 


American Kitchens has created a 
salesman’s aid to help housewives 
visualize a complete new or re- 
modeled kitchen, as planned and 
illustrated in a matter of minutes. 
Floor plans, appliance and fixture 
arrangements, color schemes and 
financing all can be illustrated. 

Available from: American 
Kitchens Div., Avco Mfg. Corp., 
Connorsville, Ind. 


oOo ¢ 


Burnham Corporation has issued 
a point-of-sale decal to help heat- 


systBOMnl HAIG 


ar irs BESTS 





ing contractors sell radiant base- 
board. The decal ties in with na- 
tional advertising. It is orange 
and black, and can be used on 
door panels, windows or trucks. 

Available from: Burnham Corp., 
2 Main St., Irvington, N. Y. 


°° 9° 
Richmond Radiator is offering 
colored decals to plumbing and 
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heating contractors and whole- 
salers. The designs use the “walk- 
ing Rs” of the Richmond trade 
mark in red, yellow and _ black. 
The decals are 7 by 16 in. 


PLUMBING HEATING 





Available from: Richmond Radi- 
ator Co., Box 111, Metuchen, N. J. 
o° 4 

National Disposer is packaging its 
new model food waste disposers in 
a point-of-sale display carton. The 
carton is protected during ship- 
ment by another exterior carton. 
The display carton is printed in 





silver, red and black. The sides and 
the top carry a sales message. 
Available from: National Dis- 
poser, 47 W. Exchange St., Akron 8, 
Ohio. END 
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WITH @abvE 


You can step right up to those profit- 
making bathroom remodeling jobs 
because only you can give Mr. and 
Mrs. Home-Owner what they want: 


MORE ROOM 
ADDED CONVENIENCE 
MODERN FIXTURES 


How? With Frat “‘packaged”’ Show- 
ers. That’s because it’s so easy to 
plan a really modern, convenient 
bathroom with FIAT. Requiring but 
a minimum of floor space, they ‘‘fit’’ 
into a variety of plans... offer more 
overall room . . . give the wanted 
convenience of shower bathing. And, 
this modern, ‘‘packaged’’ bathroom 
fixture is so easy to install .. . the 
whole job can be completed in less 
than a morning’s time. 

Bathroom remodeling is in your 
customer’s thoughts . . . turn their 
thoughts into profits. Feature FIAT, 
the complete shower line that is be- 
ing featured to your customers in 
leading national publications. 


Plumbing Contractors—Write for details 
on new, generous display package deal. 
Address the FIAT plant nearest you. 


FIAT METAL MANUFACTURING COMPANY 


THREE COMPLETE 


PLANTS 


ECONOMY e CONVENIENCE @ SERVICE 


| 


| 





| 
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Cascade Bath Enclosure 


Puts Contractor in 
New Market 






































Where do people go to buy shower cur- 
tains? To a department store or possibly 
hardware store. Where do people have to 
go to buy the nationally advertised Cascade 
Bath Enclosure? Only to the Plumbing 
Contractor. The Cascade puts the contrac- 
tor in a new market; a market with un- 
limited potential. The Cascade permanent- 
ly converts a tub shower into a beautiful 
bath fixture enhancing the entire room 
A simple display set-up, details available 
from Fiat, has also stepped up sales and 
profits on this easily installed enclosure— 
can be sold for any 5 or 512 foot recessed 
tub. 


Fiat Precast Shower Receptors 
Offer Plumbers Added Profits 


The development of the “‘packaged”’ shower 
was a boon to plumbers in that it gave the 
additional ‘‘unit’’ sales and profits. As with 
these showers, the Fiat PreCast Shower 
Receptor also offers additional “unit” sales 
where none before existed. Previously, 
when a built-on-the-job shower was built, 
all the plumber got out of the job was a 
comparatively small fee for installing drain 
and water lines. Now, Fiat PreCast Re- 
ceptors allow the plumber to profit from the 
sale and installation of a complete “unit.” 


Fiat PreCast Receptors are the ideal shower 
floor for all installations. When showers 
with walls of plaster, marble or tile of any 
kind, (metal, plastic or ceramic) are to be 
built, a Fiat PreCast Receptor is a ‘‘must” 
for a leakproof, rustproof, permanent 
shower floor. The main sales feature of 
the Fiat PreCast Receptor is that it is a 
one-piece unit. There is no sub-pan or 
multi-layer construction . . . both of which 
pose problems in building a shower floor 
that is leakproof and unaffected by build- 
ing settlement. A manual on Fiat Recep- 
tors is available free to Plumbing Con- 
tractors. Write Fiat Metal Mfg. Co., Dept. 
J., 9301 W. Belmont Ave., Franklin Park, 
Illinois. 
(Advertisement) 
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JET SYSTEMS , WATER KING , ROD PUMPS « UTILITY TYPE PE m SELF-PRIMING PUMP ‘ SPRINKLER IRRIGATION 
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ans PUMP HEADQUARTERS im vour communsry: 
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SUBMERSIBLE 












































Because You SELL THIS COMPLETE PEERLESS LINE 


YES, compete with the pump line that’s complete. You'll widen your 
sales potential; you'll satisfy all your customers’ needs for pumps for 
home, farm and business. You offer more, you sell more, you make 
more! No new name to pioneer when you sell Peerless, for Peerless 
means quality to a// pump buyers. Write for information on how, 
when you sell the complete Peerless line you are pump headquarters 
in your community, making competition, not just meeting it. Do it 
today. You'll be out in front with the line that’s easiest to sell, in- 
stall and service, the complete Peerless pump line. 


PEERLESS PUMP DIVISION 
Food Machinery and Chemical Corp. 


7 
CELLAR DRAINER 


MAIL COUPON FOR FULL PARTICULARS 


2005 Northwestern Ave., Indianapolis 8, Ind. 
OR 301 West Avenue 26, Los Angeles 31, California 


Please send full details on Peerless Dealer Profit Plan. 




















Name 
PEERLESS PUMP DIVISION Company 
FOOD MACHINERY AND CHEMICAL CORPORATION 
Factories: Los Angeles, Calif. ond !ndi polis, Indi 4 Adiivess 
Offices: New York; Atlanta; Chicago; St. Louis; Indianapolis; Phoenix; Fresno; 
Los Angeles; Dallas, Plainview and Lubbock, Texas; Albuquerque, New Mexico. 
Distribytors in Principal Cities; Consult your Telephone Directory City Stote DOM. E 





















Q MINUTES WITH BERGIE! 





Tears Aren't Always Sad 


TEARS CAME TO MY EYES too— 
I just couldn’t hold them back. 
A father, with moist eyes, had 
just related the story of his son 
having been awarded a scholar- 
ship to learn the plumbing trade. 
And a proud papa he was— 
thrilled to the bone that his son 
had decided to follow in his foot- 
steps and equally thrilled that 
he had passed the rigorous test. 

His son will emerge from his 
studies, well trained to take his 
place in an industry that needs 
enlightened forward-looking men 
to carry it ever onward. (Don’t 
get me wrong—those moist eyes 
were not silly sentimentalism, it 
was deep humility.) 

But what about papa? What 
college did he go to? Where did 
he acquire the knowledge and 
the know-how that enabled him 
to establish his own plumbing 
business that has proven highly 
successful from the start? Well, 
you guessed it—papa’s formal 
education was meager, and, of 
course, that means he never went 
to college. 


A Self-Made Man 


He came to this country as a 
young man firmly convinced that 
he could succeed under h:s own 
power—come what may. He 
didn’t know it at the time but 
there were some tough handicaps 
ahead. 

First he had to learn the lan- 
guage, then he had to get a job 
and earn some money or starve. 
And of course, in due time he 


succeeded to the sweet smile of 
a fair young maiden as millions 
had done before him. 

He had an insatiable appetite 
to improve his lot in life—this 
goal was ever before him. I guess 
he couldn’t think of anything else 
but success in whatever he 
undertook. That meant when he 
hung up a shingle of his own you 
could bet on his success. 

I have known Fred for over 
20 years. He is a living example 
of the secret formula that puts 
vigor into the American econo- 
my. That drive, that confidence, 
that humility, that willingness 
to work and that willingness to 
take chances, all add up to suc- 
cess. 

But Fred’s work isn’t finished 
—not by a long shot. He sees so 


By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


much to be done, more than he 
could do in his remaining days. 
But tears of joy came when he 
realized that his son, with the 
great advantage of an education, 
would carry on. He was proba- 
bly saying to himself, “Go to it, 
son, do a good job of learning 
the trade that brings so much 
comfort to so many people.” 

I saw this boy grow up, it 
made me feel good to think that 
he had chosen plumbing as his 
life’s vocation. 

I suppose the moral to this 
true story may be summed up 
like this: The plumbing indus- 
try is full of men and women 
who are humane and benevolent 
yet possess sufficient aggressive- 
ness to forge ahead in a competi- 
tive economy. END 


The Golden Gate Bridge Is a Lot Like Selling 


OurR PLANE WAS AHEAD of 
schedule. The captain announced 
over the loud speaker that he 
was taking us out over the ocean 
so we could see the Golden Gate 
bridge from the Pacific side. 

What a sight! That structure 
of august dignity was something 
to behold. Must have some big 
chunks of steel in it to hold up 
such weight, I thought. 

The next day I happened by a 
display that set me straight. I 
learned that the bridge isn’t 
held up by tremendous steel 
beams. No sir. It’s supported by 
thousands of tiny wires about the 
diameter of a pencil. 

First one wire was stretched 


184 


across the bay—in itself a rather 
feeble thing. But as additional 
wires were strung it finally had 
sufficient strength to support the 
road, cars, trucks and whatever 
else bridges must hold up. 

And then a simile popped into 
my mind. Isn’t the weaving of 
those wires something like the 
building of a successful business? 
Isn’t it true that our first con- 
tacts with prospects are rather 
fragile and delicate? Isn’t it en- 
tirely possible that our first at- 
tempts to serve are not strong 
enough to bring about decisions 
to buy? 

Let’s put it this way. In our 

(Please turn to top of page 186) 
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5 Minutes with Bergie 


(Continued from page 184) 
first contact with a prospect we 


point out the benefits that will 
accrue if he will take the action 
we suggest. But the prospect’s 
natural reaction is frequently 
something like this: “What you 
say sounds good, but I don’t 
know—will this really do for me 
the things you say it will?” 

We have strung one good wire 
between ourselves and our pros- 
pect, but it isn’t strong enough 
to bring about a sale. He be- 
lieves some part of our sales ap- 


Obituaries 


Louis E. Solomon, 56, director and 
executive vice president of the Noland 
Company, Inc., plumbing and heating 
wholesale firm of Newport News, Va., 
died recently. 

Mr. Solomon was the Noland com- 
pany’s oldest employee in point of 
service, having served the firm for 38 
years. 

Survivors include his widow, a son, 
two sisters and a brother. 


J. Howard Smart, president of Tut- 
tle & Bailey, Inc., of New Britain, 
Conn., died recently. Mr. Smart had 
been with the firm since 1923. He 
served as assistant sales manager, vice 
president, executive vice president 
and secretary of the company before 
being named its president in 1952. He 
served as a director of Tuttle & Bai- 
ley, Inc., Tuttle & Bailey Pacific, Inc., 
Hart and Cooley, Inc., and Hart and 
Cooley Mfg. Co. He was a member of 
the American Society of Heating and 
Ventilating Engineers. 


Tom Gibbons, 40, director of adver- 
tising and sales promotion of the 
Coleman Company of Wichita, Kan., 
died recently. Before joining Coleman 
last May, Mr. Gibbons was director of 
marketing of the Caloric Stove Cor- 
poration of Philadelphia, and prior to 
that association was for six years ad- 
vertising manager of Magic Chef, Inc. 

He was a member of the Gas Appli- 
ance Manufacturers Assn., the Ameri- 
can Gas Assn. and the Liquefied 
Petroleum Gas Assn. 

Mr. Gibbons is survived by his 
widow, two sons and a daughter. 


Patrick V. Hogan, Sr., plumbing 
contractor of Wilkes-Barre, Pa., for 
many years, died recently. He retired 
three years ago when his business was 
taken over by his son, Patrick, Jr. 


peal, but not enough to trade his 
money for what we are selling. 
So—now what! 

We’ve got to string more 
wires, we've got to give him 
more benefits—we’ve got to give 
him customer benefits of suf- 
ficient strength to cause him to 
arrive at a conclusion something 
like this: 

“That new bathroom would 
be a joy to my whole family— 
make it easier on the wife too— 
and the value of my home will 
be greater. Yeah I think I'll go 
ahead with the job.” 


Ralph A. Cayler, 60, Indianapolis 
district manager of the Janitrol Divi- 
sion of Surface Combustion Corpora- 
tion of Toledo, Ohio, died recently. 
Prior to joining Janitrol he was as- 
sociated with the E. H. Walker Com- 
pany of Toledo. He is survived by his 
widow and a daughter. 


Frederick L. Gurtner, 73, general 
manager and treasurer of Geneva 
Kitchens, Inc. of Geneva, IIl., died re- 
cently. Mr. Gurtner is survived by 
his widow and a daughter. 


Benjamin F. Stoner, 68, former 
plumbing and heating contractor of 
Waynesboro, Pa., for more than 26 
years, died recently. He retired in 
1949 but retained his interest in the 
trade. He is survived by his widow 
and a son. 


John N. Cline, 73, who operated a 
plumbing business in Watertown, 
N. Y., for many years, died recently. 


John T. Decker, 70, a Scranton, Pa., 
plumbing contractor, died recently. 


T. F. Pierce, 49, of Union, Iowa, died 
recently. He was a member of the 
Iowa Master Plumbers Assn. 


Joseph E. Maynard, retired plumb- 
ing contractor of Syracuse, N. Y., died 
recently. He operated a plumbing 
business for 50 years and was a for- 
mer member of the Syracuse Master 
Plumbers Assn. 


Patrick J. Gormaley, 63, plumbing 
and heating contractor and former 
city plumbing inspector of Scranton, 
Pa., died recently. 


John J. Dunne, 63, plumbing con- 
tractor of Collinsville, Conn., for the 
past 40 years, died recently. He was 
a member of the Canton, Conn., board 
of finance, Canton high school build- 
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Maybe it’s accomplished in one 
call—maybe it takes a dozen 
calls, but the moral to the story 
is this: In all contacts with cus- 
tomers and prospects always 
make sure they understand what 
our products and services will 
do for them. 

It’s like a poem I heard at a 
sales executives club meeting 
not long ago—lIt goes like this: 
“Tell me quick and tell me true, 
or else my love, the h—Il with 
you; less how the product came 
to be, and more what the d—n 
thing does for me!” END 


ing committee and other civic groups. 
He also had been a member of the 
Canton board of selectmen. Mr. Dunne 
is survived by his widow, a son and a 
daughter. 


Roy M. Anderson, 63, of Waterloo, 
Iowa, died recently at his home. He 
owned and operated the Anderson 
Plumbing Shop in Waterloo and for- 
merly was in the plumbing business 
in Des Moines. He was a member of 
the Iowa Master Plumbers Assn. 


J. J. Hoedl, Jr., assistant manager 
and buyer for the W. B. Young Sup- 
ply Co., Kansas City, Mo., died re- 
cently in that city. Mr. Hoedl had 
been with the firm since 1941. 


James I. Patterson, 74, plumbing 
contractor of Akron, Ohio, died re- 
cently. He was a founder and past 
president of the East Akron Board of 
Trade. He is survived by his widow, 
two sons and a daughter. 


Walter Scott Toy, 61, plumbing con- 
tractor of Scranton, Pa., for many 
years, died recently. 


Peter B. Smith, 76, plumbing con- 
tractor of Utica, N. Y., for many years, 
died recently in that city. 


Thomas J. Alexander, 80, plumbing 
contractor of Niagara Falls, N. Y., for 
35 years, died recently. He was a 
Niagara Falls resident for 60 years. 


William F. Stoermer, 66, manager of 
the plumbing and heating division of 
the wholesale firm of W. H. Kiefaber 
Co. of Dayton, Ohio, died recently. He 
was manager of the division for the 
past 30 years. 


Frank P. McGinty, 51, president of 
the James E. Degan Co. wholesale 
plumbing and heating firm of Detroit, 
died recently. Surviving are his wid- 
ow and a son. END 
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OIL BOILER 


These Petro Boiler-Burner 
Units provide a superior 
source of steam or hot water 
for all purposes. Compact in 
size, yet amply proportioned 
for economical operation. 
















| H 


OIL-FIRED WATER HEATERS 


This heavy-duty galvanized heater 
responds rapidly to hot water 
demands, with high fuel economy. 
Heavy mineral wool insulation 
minimizes stand-by losses. Ideal for 
larger residential and commercial 
applications. 









CONVERSION BURNERS 


Petro conversion burners 
for either oil or gas firing are 
easily and quickly installed 
in existing furnaces and boil- 
ers. Burners fit any firebox 
—deliver customer-pleasing 
comfort and economy. 
















INDUSTRIAL OIL BURNERS 


Horizontal rotary oil burners 
make possible substantial 
fuel savings by burning the 
low-cost heavy fuel oils with 
complete dependability. 
Models for every industrial 
need. Capacities up to 600 
boiler horsepower. 














PETRO COMPLETE 
PACKAGED UNIT 


A complete forced draft 
combustion system with all 
parts factory-assembled and 










tested. Saves installation 
time and cost—gives top per- 
formance and fuel economy. 













PETRO, 3085 W. 106th St., Cleveland 11, Ohio. 
In Canada: 2231 Bloor St. W., Toronto, Ontario 

Please send literature and specification sheets on 
Petro equipment 
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for more orders =more profits 
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OIL and GAS EQUIPMENT 
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Yes, mates, when you recommend and install Petro 
equipment you are installing a line that has a reputation 
of over 50 years for dependable, economical service . . . 
and that means a lot to your customers. It means a 
lot to you, too, because Petro’s rugged construction, 
simple operation (not complicated by trouble-making 
gadgets), and easy-to-get-to piping and wirihg connec- 
tions save installation time—cut service calls. 

And there’s a Petro oil or gas burner for every need. 


Write today for literature and complete information. 


Residential Oil and Gas Burners, Oil and Gas Furnaces and Boilers, 
industrial and Commercial Oil, Gas and Oil-Gas 


T.M. REG. U.S. PAT. OFF 





OVER 50 YEARS OF LEADERSHIP IN 
AUTOMATIC HEATING AND POWER EQUIPMENT 
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FIRS T...anv onty 


COMPLETE LINE OF HOT WATER HEATING PUMPS 


Offering a range of heads and capacities which meet the circulation 
requirements of residences, apartment buildings, institutions, 
commercial and industrial buildings, regardless of size 
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FEATURING... 


Water-tight Mechanical Seal 
Pioneered by B & G, this Seal has 
a long record of failure-proof per- 
formance. The extremely hard 
material from which it is made and 
its method of assembly assure long, 
dependable service. 


Oil lubricating system 
Genuine protection against wear! 
Oil is carried up by wool wicking 
from a reservoir and continuously 
keeps the shaft and bearings in a 
bath of oil. 


Super-finished, hardened 
shaft 

The shaft is big—oversized— 
affording large bearing surfaces. A 
specially heat-treated integral collar 
prevents end-thrust—deadly enemy 
of seal and motor bearing life. 


Quiet, spring-type coupler 


held soa a ai-umianee Forced hot water heating systems have expanded in application to buildings 


design which dampens vibration of every size and function...B & G Boosters and Universal Pumps have 


and noise...so successfully it is likewise expanded to satisfy all possible circulation requirements. 


d ll B & G Heating P : : ne 
oie Le. re These pumps are designed and built specifically for forced hot water 


heating systems. In every detail, they are constructed to assure three things: 
Special motors First, quietness of operation...second, dependable, trouble-fr form 
Motors are either built in the B & G » quictn P ere ? P , (oubie-tree pertorm- 


plant itself or to rigid specifications. ance...third, long life. 
B & G Boosters up to 1%" have How successfully B & G Pumps achieve these goals is evidenced by the 


ll h 1 —but a d 
heen smile ib ceahe caity e fact that more are sold than all other hot water heating pumps combined! 
previously. This motor is the first For full information send for the B & G Catalog. 

specifically designed to match the 


reduced size of modern boilers. 



































BELL & GOSSETT 


c Oo M P AN Y 


Dept. DI-1, Morton Grove, Illinois 
Canadian Licensee; S$. A, Armstrong, Ltd., 1400 O' Connor Drive, Toronto, Canada 








arch, 1954 





March, 1954 


DOMESTIC ENGINEERING 


What's in it for you? 


Next time you buy traps—and other tubular 
goods—insist on this important guarantee! 
"P” traps look alike; Ideal traps are 
different! 

Ease of installation is just one differ- 
ence... Dependable performance 
and lasting quality are others. 
Even the Idealco brand permanently 
stamped in each unit makes Ideal 
traps stand apart. That brand is your 


IDEAL 


CORPORATION 
BROOKLY-N 


TUBULAR 
orn SET, 


NIN TH 


guarantee of full 17- or 20- gauge, 
according to exacting Brown and 
Sharpe standards. 


Ideal guarantees its products 
because Ideal manufactures the 
products it sells! 


Next time insist on Ideal! 
YOUR GUARANTEE: Every Ideal trap is 


guaranteed to be the full gauge plainly 
marked on each box. 





FREE CATALOG. 
Write today on 
your letterhead. 


VS, 


N . 


wey 
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WHEATLAND STEEL PRODUCTS COMPANY 
BANKERS SECURITIES BLDG., PHILADELPHIA 7, PA. 
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NEW 





Appliance Products 











(For plumbing and heating products, turn to page 68) 


Room Air Conditioner 

A new windowsill room air con- 
ditioner introduced by Carrier can 
be installed in any of 14 locations. 





It can go at the top of a window, 
recessed in a wall with only the 
grille showing, or be set on a mo- 
bile stand and backed up to case- 
ment windows. Dehumidifying is 
included. Models are offered in ca- 
capacities of 44, %, % and 1 hp. 
The three larger models have 
thermostats. 

Manufacturer: Carrier Corp., 


300 Geddes St., Syracuse 1, N. Y. 


Air Dryer 

A new air dryer introduced by 
Ebco features an enlarged com- 
pressor and oversized refrigeration 





condenser for improved operating 
efficiency. Vertical copper tube coils 
have been provided to permit fast 


moisture condensation. A 10-qt. 
drawer is included for collecting 
moisture; moisture also may be 
disposed of through a drain or 
other piping connection. The 55-lb 
dryer can be moved on metal glides 
and is equipped with more than 8 
ft of electric cord. 

Manufacturer: Ebco Mfg. Co., 
401 W. Town, Columbus 8, Ohio. 


Upright Freezer 

A new upright freezer capable 
of storing 525 lbs of frozen foods 
has been introduced by General 





Electric. The 15 cu ft unit can store 
1% gals, of ice cream at a temper- 


ature proper for scooping. A door 
shelf provides stacking of frozen 
food packages at a 45 deg slant for 
easy identification and accessibil- 
ity. The cabinet has three refriger- 
ated shelves. Other features in- 
clude interior and exterior signal 
and functioning lights and a stor- 
age well for odd shaped objects. 
Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 


Electric Range 
Westinghouse has introduced an 
electric range featuring both auto- 





matic surface and oven cooking. 
Surface units are electronically 
controlled to permit foods to be 
warmed, boiled or fried without 
burning or scorching. Current is 
turned on and off as needed by the 
controls. Controls tell by color 
which unit is on and at what heat 
setting. The unit is available in 
single or double oven models. 

Manufacturer: Westinghouse 
Electric Corp., Electric Appliance 
Div., Mansfield, Ohio. 


Clothes Dryer 
Hamilton has introduced a bud- 
get-priced clothes dryer in either 
gas or electric models. A dial 
(Please turn to top of page 194) 





Caloric Introduces New Gas Incinerator 


A new gas incinerator intro- 
duced by Caloric can be used to 
dispose of trash and other com- 
bustible matter. The loading door 
is at the top and opens by a foot 
pedal. The dehydration chamber is 
finished with high temperature 
vitreous enamel. Controls can be 
set at “dry” for papers and highly 
combustible matter and at “norm- 
al” for dehydration of most normal 
loads. When set at “wet” the unit 
incinerates extra wet food refuse. 
The unit is available in white or 
gray, with a black base and black 
porcelain enamel top. Residue is 
emptied through a drawer at the 
bottom of the incinerator. 


191 


* 
¥ 
— 


Manufacturer: Caloric Stove 
Corp., 12 S. 12th St., Philadelphia. 
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Here’s Where You Can Sell Republic's New Plastic Pipe 


For: Jet Pumps 


For: Irrigation 
Systems 


For: 
Residential 
Gas 
Service Lines 





<i For: Vent 
Pipes for sewers and 
plumbing fixtures, drain lines 


For: Water and Waste Disposal 
Lines 


For: Conduit 


For: 
Lawn Sprinkler 
Systems 











These are only a few of the places where you can 
sell Republic Plastic Pipe. You'll discover more 
applications on the job. 


Remember: Flexible is made of polyethylene. It has 
high corrosion resistance to many chemicals and 
chemical fumes. Semi-Rigid is made of butyrate, has 
high resistance to natural gas and corrosive acids 
and alkalies found in soil. 





Semi-Rigid is available in nine sizes from 14” to 6”. 
It comes in 20 and 40-foot lengths. It’s available in 
coils in 2”, %” and 1” diameters. While normally 
supplied in black, clear pipe is available on request. 
Flexible also comes in nine sizes, from 14” to 6”. It’s 
available in coils, in sizes 2” through 3” in diameter. 
In 4” and 6” diameters it is supplied in 25-foot lengths. 


Both these plastic pipes are non-toxic. Both are light- 
weight, and exceptionally easy to install. And 
installed costs are surprisingly low. Booklet 603 will 
give you all the facts on where to use these plastic 
pipes, how they react under certain conditions, how 
to join them. Write for it. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES * CLEVELAND 1, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 





REPUBLIC 
PLASTIC PIPE 
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HOW TO CURE A 
CUSTOMER 
HEADACHE 
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@ Following John Expert’s example is one way. But 
the sure cure for customer dissatisfaction due to in- 
efficient water heater operation is to install water 
heaters with Titan Tankmaster controls. 


TANKMASTERS are built to exacting engineering stand- 
ards and are laboratory tested to insure safe, de- 
pendable, accurate and economical operation. 


TANKMASTERS are original equipment on some of the 
finest water heaters on the market. 


TANKMASTERS have proved themselves in many thou- 
sands of domestic water heater applications by virtu- 
ally eliminating post-installation service. 


VANKMASTER performance is guaranteed by one of 
the oldest manufacturers of water heater controls in 













Se 


the nation. Our many years of experience in this 
field is your assurance of unsurpassed quality. 


“ a v 


These are some of the many reasons why we 
KNOW Titan Tankmasters should be original equip- 
ment on the water heaters you sell. We'd like the 
opportunity to have our representative tell you 
more about the many advantages in selling Titan- 
equipped appliances. Clip the coupon below for our 
latest complete-line catalog of controls and service 
instructions. 


THE TITAN VALVE & MANUFACTURING CO. 


9913 ELK AVENUE ° CLEVELAND 8, OHIO 





THE TITAN VALVE & MANUFACTURING CO. 
9913 Elk Avenue, Cleveland 8, Ohio 
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(Continued from page 191) 
calibrated by fabric assures the 
correct drying temperature. The 
timer permits 130 minutes of dry- 
ing time for pillows and shag rugs, 





although the average load may be 
dried in about 30 minutes. The air 
circulation drying system “cradles” 
clothing in a moving stream of 
warm air. Moisture-laden air is 
drawn out steadily by a separate 
air stream, and passes through the 
lint trap twice. 

Manufacturer: Hamilton Mfg. 
Co., Two Rivers, Wis. 


Washer and Dryer 

Speed Queen has announced a 
new clothes washer and dryer 
matching team. The agitator-type 
washer features a _bowl-shaped 
tub, one-piece porcelain top in 





which the lid is flush and chrome 
controls and trim. The dryer is 
offered in either electric or gas 
models, also with one-piece tops 
and chrome trim, The “in-a-door” 
lint trap has been improved. 

Manufacturer: Speed Queen 
Corp., Ripon, Wis. 


Grille for Room Units 
A new decorative aluminum 
grille for the outdoor portions of 





room air conditioners has been in- 
troduced by Bar-Brook. The grille 


is designed for easy attaching to 
wood, brick or masonry, and can 
be readily assembled with four 
bolts that are furnished, It may be 
quickly removed for painting or 
for servicing the conditioner. The 
grille is available in four sizes and 
is finished in semi-gloss white. 

Manufacturer: Bar-Brook Mfg. 
Co., Inc., 6135 Linwood Ave., 
Shreveport, La. 


Room Air Conditioner 

A new windowsill room air con- 
ditioner for bedroom or small- 
office use has been introduced by O. 
A. Sutton. The % hp unit features 
an air circulator that provides 360 
deg rotation. The control is de- 
signed to move 1,500 cfm of air with 
maximum cooling up to 30 ft into a 





room. A control provides gradual 
reduction of cooling capacity at 
settings from 6,000 to 4,900 Btu. 
This provides removal of up to 21 
quarts of moisture per day. 


Manufacturer: O. A. Sutton 
Corp., 1812 W. Second St., Wichita 
1, Kan. 


Wringer Washer 

A new semi-automatic wringer 
washer with a 10 lb. capacity has 
been introduced by Whirlpool. The 
unit features a one-piece Rotunda 


cabinet encasing a porcelain enam- 
el tub. The washer also has push- 
button controls for starting the 





wash cycle and for draining water 
automatically, Other features of 
the unit are a timer with a washing 
time guide for various fabrics and 
settings for selective wash periods. 

Manufacturer: Whirlpool Corp., 
St. Joseph, Mich. 


Electric Range 

A new 30-in. electric range in- 
troduced by Admiral has a 23-in. 
wide oven and a recessed broiling 
unit. The large oven is 16% in. 
high and 20 in. deep. Adjustable 
broiler racks can be raised or low- 
ered by moving a lever to the right 
or left. The oven venting system is 





designed to give an even distribu- 
tion of heat for roasting and bak- 
(Please turn to top of page 197) 





Window Air Conditioner 


The new 1954 windowsill room 
air conditioner introduced by In- 
ternational Harvester features a 
neutral beige fabric cover. The 
cover may be removed and re- 
placed with drapery-matching 
fabric, as shown here. The condi- 
tioner has special air mixing 
chambers and larger cooling coils. 
Dirt and pollen are removed by air 
washing and a glass fiber air filter. 
Four models of the unit have ther- 
mostats. The larger units distribute 
air through large grilles which 
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Has Fabric Cover 





ditioner is available in 4%, 1%, % 
and 1 hp capacities. 


Manufacturer: International 
Harvester Co., 180 N. Michigan 
Ave., Chicago 1. 
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4 
It’s the pump that 
7" ... costs less to buy! 
ine It's a deep well pump with all outstanding features of the 
| in. famous Goulds Jet-O-Matic. Yet it’s priced to meet the big 
able demand for low cost deep well water service in the farm 
ow- and suburban markets. Compare and see — and you'll 
ight agree Goulds Fig. 3658 gives you MORE pump for LESS 
m is money! 
TOS ae 
») | 
...costs less Q° 6 
oa ) 
to install! wh) % 
The “packaged” features of this pump save you up to 45 
Goulds Fig. 3658 minutes’ labor every time you install one. And the Fig. 
3658 operates perfectly with a small 18-gallon tank — 
Wy H. P. Deep Well Pump you and your customer save the cost and instullation of a 
bigger, bulkier tank! 
u- ~ 
k- A Z 
PACKAGED UNIT .. . completely assembled pumping unit P Biv 
for pumping levels not deeper than 130 feet. 2 H.P., 3500 ¢°) Sy | 
— R.P.M. capacitor motor. ore costs less = 9 
e Sf, 
PUMP-TO-TANK FITTINGS packed in cartons with pumping to service! The SO 
unit. 
t } : : Look at these service-saving features . . . Automatic pres- 
WELL FITTINGS for Twin or Single Pipe Systems included — . : s 
ée epitentll. sure control valve adjusts itself when necessary. Restricted 
GOULDS QUALITY DESIGN—top value for your customers type air volume control maintains just the right air cushion 
shining dehiiee far yout in tank. Special screen in jet body catches any foreign 
material — no more plugged nozzles to eat up your 
profits by needless service calls. 
‘ 
WATER SYSTEMS SEE YOUR DISTRIBUTOR 
je48_ P= OR WRITE DEPT. DE-I2 
ince = 
FOR EVERY FARM AND HOME NEED GOULDS PUMPS INC., 
Seneca Falls, N.Y., U.S.A. 
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TYPE 160 





. . - EIGHT SIZES FROM 50,000 TO 225,000 
BTU INPUT IN INCREMENTS OF 25,000 BTU 


Any way you look at it, this Mueller Climatrol has 
what it takes to help you get a bigger share of the 
unit-heater business in stores, garages, factories and 
other commercial establishments. 

Check these features: 

Compact — only 291/.” x 1914” x 12” (for the 50,000 
Btu size.) 

High Crown Sheet — no “hot spots”, no joints or welds 
exposed to flame. 

Welded-Steel, Air-Tube-Type Heat Exchanger — for 
maximum heat extraction, efficiency, longer life. 

Quiet Fan — propeller type, properly pitched for even 
air distribution. 

Cast-Iron Drilled-Port Burner provides even heat distri- 
bution over entire hearth area. 

Built-In Diverter with rear flue outlet — adjustable 
louvers. Enclosure for burner and controls is optional. 
Smooth Finish in cool Mountain Spring Green color, 
easy to repaint to match room decor. 

These and many other features add up to ready 
acceptance of the Mueller Climatrol Type 160 Unit 
Heater by engineers, architects and builders. 

Write for facts and figures that tell you more about 
this newest Mueller Climatrol money-maker. 


Mueller Climatrol @..... 


2033X W. Oklahoma Ave. © Milwaukee 15, Wis. 


NIT HEATER 
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FAST ACTING 
SIMPLE TO INSTALL 


EXTERNAL ADJUSTMENTS 
P 


LUS 


MERCOID 


- SEALED MERCURY CONTACT 


AGAINST 


PROTECTION ORROSION 


pustT—DIRT—C 


an oF. 


\ 


TYPE 437 IMMERSION 
TEMPERATURE CONTROL 


Visible operation at all times. 
You can always tell at a glance 
whether switch circuit is “on” or 
“off.” 


For horizontal mounting e Separable mounting well 
facilitates removal of control without draining system ¢ 
Operating range is quickly set by means of external 
adjustment without the use of tools e Visible calibrated 
dial permits reading of temperature settings at a glance 


e 3%” case e %” |.P.S. connection. 


SOSSSHSSSSSSSSSHSHSSSHSHSHSSHHOHSSESOSOLSCHOSHSESSESOOEHSESEHOSSSEOOSEESESESESESESESESES 


Ranges 80-240°F., 40-200°F. ¢ Available to open or close 
circuit on temperature rise. 

Instrument is fastened to sepa- 
rable well by hexagon head 
screw ''G"' and the attached 
clamp "J". Loosening screw 
""G" releases clamp ‘'J'’ to 
drop down in slot ''H"’ releas- 
ing instrument. ''K"’ bimetal 
operating coil. ''W" sepa- 
rable well. 


WRITE FOR BULLETIN NO. 28 






™ THE MERCOID CORPORATION 420] BELMONT AVE., CHICAGO, ILL. 
PHILADELPHIA: 3137 N. BROAD ST 








NEW YORK: 2056 42nd SI 
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Appliance Products 





(Continued from page 194) 
ing. The unit also provides auto- 
matic timers, appliance outlets, 
and signal lights. 
Manufacturer: Admiral Corp., 
3800 Cortland St., Chicago 47. 


Refrigerator 

A new refrigerator with a 9.2 cu 
ft capacity has been introduced by 
General Electric. The unit has two 





half-width stacking vegetable pans, 
two door shelves that are remov- 
able and adjustable and a third 
door shelf that is removable. Two 
of the three full-width cabinet 
shelves are adjustable. The freezer 
compartment has a capacity of 39 
Ibs of frozen food, approximately 
48 average-size packages. 
Manufacturer: General Electric 
Co., Major Appliance Div., 310 W. 
Liberty St., Louisville 2, Ky. 


Room Air Conditioner 

A new windowsill room air con- 
ditioner has been designed by Ser- 
vel that features no visible controls. 
Controls are at the cabinet front, 
which pulls out like the drawer of a 


file cabinet. The conditioner has 
three positions. Full cooling is for 


a 





hot days, cooling and ventilating for 
warm days and ventilating only for 
average days. 

Manufacturer: Servel, Inc., 119 
Morton Ave., Evansville 20, Ind. 


Double-Oven Range 

A new double-oven range intro- 
duced by Coolerator has seven 
heat color guide controls for timing 
of cooking periods. The range has 





three surface units and a deep 
well cooker with a control for lift- 
ing the unit to convenient height. 
The ovens have concealed vents. 
Manufacturer: The Coolerator 
Co., 128 W. First St., Duluth 1. 


Washer & Dryer 

A new automatic washer and 
dryer team introduced by Thor is 
available with chrome and gold 





General Unit Has Oven, Double-Bowl Sink 


General has introduced a 42-in. 
combination sink-range-refriger- 
ator that features a double-bowl 





sink. The sink has a swing-spout 
faucet to serve both bowls. Each 
bowl is 12 by 16 in. and the bowl 


unit is vitreous porcelain on steel. 
Either a gas or electric range with 
three burners is available, with a 
drip tray under the burners for 
easy cleaning. The oven and broil- 
er compartment is 12 by 17% by 
16 in. high. The electric refriger- 
ator has a six cu ft capacity, with 
two door shelves. The freezer sec- 
tion will hold nine ice cube trays 
or 12 frozen food cartons. A meat 
tray is below the freezer. Fiber- 
glas insulation separates cooking 
and refrigerating temperatures. 

Manufacturer: General Air Con- 
ditioning Corp., 4542 E. Dunham 
St., Los Angeles 23. 
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trim to provide harmony with var- 
ied kitchen designs. The washer 
features an automatic fill that con- 
trols the amount and temperature 
of water. Filling time can be 
lengthened to compensate for low 
pressure. A single dial controls 
the washing cycle that can range 
from one to 12 minutes. A clutch 
is designed to provide slow accel- 
eration to top-spin speed to mini- 
mize vibration. The top loading 
unit has a built-in water and soap 
saver. The dryer features single 
dial operation and automatically 





shuts off when clothes reach the 
desired degree of dryness. 

Manufacturer: Thor Corp., 2115 
S. 54th Ave., Chicago 50. 


Gas Heater 

A new gas heater introduced by 
Temco features both vented ra- 
diant and vented circulator models. 
The radiant unit has louver open- 
ings on top that permit the flow 
of warmed air into a room. Radiant 
heat is delivered from the visible 
hearth and from the upper grille. 
Cool air is drawn in at the base and 
through louver openings below the 
visible hearth. Circulator models 





also provide radiant heat from the 
upper grille. The heater is avail- 
able in seven models. 
Manufacturer: Temco, Inc., 4104 
Park Ave., Nashville 9, Tenn. 


Refrigerator-Freezer 
International Harvester has in- 
troduced a new refrigerator 
trimmed in bronze, The interior is 
light yellow. The 10.2 cu ft appli- 
ance has a 50 lb freezer compart- 
ment, thermostatically-controlled 
bacon-cheese-butter compartment, 
magnetic bottle opener, two large 


(Please turn to top of page 200) 
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The Most Wanted... Fastest Moving Pipe! 
The Most Profitable Pipe to Install! 


The Most Economical and Satisfactory 
Pipe for the Home Owner! 


ORANGEBURG 


PIPE AND FITTINGS 


Plumbers find many ways to make light weight, long lengths, self-sealing 
money with Orangeburg Root-Proof joints (no cement or compound needed). 
Pipe. House-to-sewer and septic tank Result . . . faster handling and laying. 
connections are big fields. Another type 
of installation is converting wet cellars 
into permanently dry ones .. . utilizing 
the es pipe as a conductor line 
from the downspout ... and the perforated type as a 
foundation drain. 


IF 





ORDER 
FROM YOUR 
ORANGEBURG 
WHOLESALER NOW 

































Ee a 


More than a million installed Orange- 
burg pipelines—and thousands of profit- 
able new Orangeburg jobs in the offing— 
prove it is good business to order the 
leader, Orangeburg, from your wholesaler 
now! For more facts, write Dept. DE34 
Other profitable uses for Orangeburg Perforated Pipe ORANGEBURG MANUFACTURING CO., INC. 
. . . draining septic tank disposal fields. Draining wet Factories: ORANGEBURG, N. Y. NEWARK, CALIF. 
spots in lawns and fields, factory sites, golf courses ... 
airports, drive-in theaters, parking lots. 






Time-defying Orangeburg is — tough, resilient. 
Resists acids, alkalis, vil, salt, traffic tremors, ground 
settlements. The Taperweld® Joints are both root-proof 
and leak-proof. Check these time-saving features... 
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wos! NO OTHER MANUFACTURER 
FFERS SO MUCH —FOR SO LITTLE 


ipe! 





AS WE OFFER IN THE NEW 


~ ECONOVERT 


(ECONOMY + CONVERTIBILITY) 


SHALLOW-DEEP PACKAGED 
}, JET CONVERTIBLE 
tice § 
wes *19.950 —_____- WATER SYSTEM! 
ei tt 
he NEW BARNES ‘‘9ECONOVERT” NONE LOWER 


From shallow to deep with no extras to buy! IN PRICE 
% hp. Motor — Capacity up to 630 gph. Well Depths to 70 ft. 





Here’s the water system with everything! Here’s the water 
system to have in stock when “price” is needed to clinch the 
sale! In no other water system will you find so much for so 
little! So much in performance! So much in selling features! 
So much in user satisfaction! Just think ... up to 630 gph... . 
for either shallow or deep wells . . . from shallow to deep 
with no extras needed . . . high quality motor, lubricated for 
life . . . 4-port volute for highest pumping efficiency . . . 
Tepolite-Ni-Resist shaft seal for longest wear . . . all bronze 
limpeller, nozzle, and venturi . . . automatic switch . . . air- 
volume control — tank-to-pump fittings — all mounted on a 
horizontal tank, completely packaged for easy, time-saving 
installation — all for the unheard of low list of $109.50! PUMPS FROM SHALLOW TO 
DEEP WITH NO EXTRAS TO BUY 





THE EASIEST-TO-CONVERT OF ALL 


Here’s what you have been waiting for! Here’s new business 


—greater sales volume — greater profits! The water system Merely take the Ejector-Assembiy 
season will open with a “bang” in a few short weeks! Be off the pump and put it in the well 








ready! Get your stock order in today! —and the conversion is made! 


| BARNES MANUFACTURING CO. 
Mansfield, Ohio ¢ Oakland 21, Calif. 
mg WITH BARNES—THE MOST COMPLETE LINE OF WATER SYSTEMS IN THE INDUSTRY! 
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BARNES OFFERS: 28 MODELS OF SHALLOW-WELL SYSTEMS, INCLUDING HORIZONTAL; TANK-MOUNTED PACKAGED SHALLOW-DEEP CON- 
VERTIBLE PUMPS; HIGH CAPACITY VERTICLE SINGLE AND MULTI-STAGE PUMPS (WITH CHOICE OF MECHANICAL SEAL OR PACKING GLAND) 
AND RECIPROCATING SYSTEMS—23 MODELS OF DEEP-WELL PUMPS INCLUDING HORIZONTAL; TANK-MOUNTED PACKAGED SYSTEMS; VERTICAL 
SINGLE OR MULTI-STAGE PUMPS (WITH CHOICE OF PACKING GLAND OR MECHANICAL SEAL). ALL MODELS FOR EITHER SINGLE OR DOUBLE 
PIPE— 6 MODELS OF HEAVY-DUTY WORKING HEADS — 16 MODELS OF SUBMERSIBLE PUMPS! 
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(Continued from page 197) 
crisper trays, seven door shelves 
and four 16-cube ice trays. Other 
features are push-button defrost- 








ing and an 11-lb meat drawer. The 
door may be covered with fabric 
to match or blend with kitchen 
color schemes. 
Manufacturer: 
Harvester Co., 


Ave., Chicago 1. 


International 
180 N. Michigan 


Tray Cabinet 


A new base tray cabinet an- 
nounced by American Kitchens 
features an inside wire divider 
framework. The cabinet is only 12 





in. wide. Also featured is a non- 
slip, ribbed rubber mat on the bot- 
tom of the inside. 

Manufacturer: American Kitch- 
ens Div., Avco Mfg. Corp., Con- 
nersville, Ind. 


Circulating Fan 

A new floor fan introduced by 
Griffon has been designed for sum- 
mer circulation or winter use with 
a filter. The unit (the Filt-R-Fan) 





; ' 7) 
draws air downward and disperses 
it along the floor in all directions 
to keep room air in constant circu- 


lation and avoid stratification. The 
fan may stand on three rubber feet 
on its side or may be fixed on a 
windowsill with sponge rubber 
pads to provide a direct draft in 
summer. It also may be hung in 
the kitchen for exhaust use. The 
unit weighs 6% lbs. 

Manufacturer: Griffon Produc- 
tions, Sag Harbor, N. Y. 


Chest Freezer 

A seven cu ft chest-type freezer 
introduced by Kelvinator has been 
built to 36-in. counter height. It is 
39 in. wide and its 25%4-in. depth 
permits easy passage through 
doors. Features of the 245 lb capa- 
city unit are a high-speed freezing 
section and a spring-action hinge 





and counter-balance lid. 

Manufacturer: Kelvinator Div., 
Nash-Kelvinator Corp., 14250 Ply- 
mouth Rd., Detroit 32. 


Clothes Dryer 

A new electric clothes dryer in- 
troduced by Blackstone features 
radiant heating and vacuum dry- 
ing. An infrared heating element 
radiates controlled heat downward 


rf 


over a wide surface. The air ex- 
haust system has a friction hinged 
baffle which provides directional 
control and maximum dispersion 
of moisture-laden air. The lint trap 
is at the rear of the top for easy 
cleaning. Selective drying control 





includes a timer with bell shutoff 
and temperature selection to 190F. 
Double doors on the front have 
bullet-type catches to facilitate 
loading. 


Manufacturer: Blackstone Corp., 


1088 Allen St., Jamestown, N. Y. 


Room Air Conditioner 

A new windowsill room air con- 
ditioner introduced by Crane fea- 
tures a slide-in chassis to simplify 





installation and provide easy access 
for inspection and servicing. The 


(Please turn to top of page 203) 





Union Asbestos Adds Mobile Conditioner 


A new mobile room air condi- 
tioner that can easily be moved 
and connected where cooling is de- 
sired most has been introduced by 
Unarco. The unit is mounted on 
rubber composition wheels and can 
be plugged into a_ convenient 
socket. Lightweight flexible hoses 
can be attached to household taps 
for a supply of water needed for 
operation. The fan is a directly 
connected centrifugal type. Air 
passes through a washable, long 
life filter before circulating. The 
unit has a %4 hp compressor that 
can cool 500 sq ft. Wheels can be 
removed for permanent installa- 
tion if desired. 
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Manufacturer: Union Asbestos 
and Rubber Co., 332 S. Michigan 
Ave., Chicago 4. 
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No, 110-10-4DT THE 

SPACE-SAVING 
SIMPLEX — CLOSE- 
COUPLED BOWL 
AND TANK UNIT, 


10” roughing in. 





THE NEW SPACE-SAVING 
SIMPLEX —a washdown combina- 
tion designed for any use where space is 
restricted. White vitreous china with a straight 
front bowl. Has an extended horn for easy setting 
and leak-proof connection. Four-bolt holes provide 
a secure mounting to the floor. Has greater water 
surface than found in comparable bowls; slab set at 
steeper angle; improved waterway gives more rapid 
and dependable action. Tank cover will not rock 
and is secured by means of a rod and lock nut to 
avoid breakage while in transit. 


MANSFIELD 


PATENTED 3-POINT 
SHOCK-ABSORBING 
CONNECTION 











This exclusive feature permits perfect tank alignment with 
floor or wall and reduces risk of tank breakage. Rubber 
gasket "cushions" tank on the bowl and absorbs bumps or 
jars. The 3-Point Shock-Absorbing Connection makes 
SIMPLEX, JR. the ideal combination for any space- 
restricted installation, 
MANSFIELD SANITARY POTTERY, INC., PERRYSVILLE, OHIO 
Write for this FREE BOOKLET TODAY! 


j Mansfield Sanitary Pottery, Inc. 
121 First St., Perrysville, Ohio 
Gentlemen: Without obligation please send me a copy of 


J your new booklet THE MANSFIELD STORY, 
[Name 


|ossres - -~----------- City & State--------------- 
| 





Name and address of your distributor 


DOMESTIC 



















ENGINEERING 201 


AND TOWEL BARS 


WORLD'S FINEST LEGS §f 


IMPORTANT FEATURES 


Lig and 62 
€ 


WITH 


no~ ONE Yen 


The NEW “TU-STEP” CromeX leg is the only 
leg of truly advanced design. A product of the 
highest quality... but it is popularly priced! See 
its exclusive features and amazing improvements 
over other legs and bars at your favorite whole- 
saler — or write us — TODAY. 


%& “LOK-FLANGE” 
Models fit all V.C 


%& “UNI-FIT” Models 
se * fit all 1.E. lavatories! 
lavatories! Exclusive Patented “Uni- Fit’’ 
one-piece heavy duty Adaptor is the only 
Take-Up Escutcheon attachment in the 
provides simplest, world that truly 
quickest and most per- CUSTOM-FITS all lead- 


manent installation. ing |.E. lavatories. 


mA 
z 


% UNIVERSAL” Model fits all W NEW, STREAMLINED TOWEL 


types of lavatories! A com- BAR BRACKETS! Precision en 
bination of ‘‘Lok-Flange’’ and gineered for PRESS-FIT instal 


“Uni-Fit’ assemblies... it is lation... without use of set 


the only one of its kind! screws! 


All these exclusive features are also available in 
CromeX STRAIGHT HEX and P 


legs and bars. All unconditionally guaranteed! 


Reed- CromeX 


20 Lady to mata» So smartly CLs Me e020 UMMA Ota ys 


¥ 


REED-CROMEX CORPORATION. 492 SO. GREEN RD.. CLEVELAND 21. OHIO 
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... that your stock of merchandise, whether a supply part 
or a full piece of equipment, is top quality, dependable and 


profit-building. 


Like-wise, when you install a SHERWOOD No. 86-A 
Anti-Syphon Ball Cock, it is gratifying to know you are 
giving the customer what he wants . . . a top-notch flush- 
ing unit . . . efficient, long-lasting and reliable, one that safe- 
guards against back syphonage, against the waste of water, 
as well as assuring trouble-free operation. Add to that... 
it operates on any city water pressure and you have 
summed up everything constituting a mighty good ball 


cock to carry. 


CALL YOUR WHOLESALER 


SHERWOOD BRASS WORKS 


6331 E. JEFFERSON . DETROIT 7, MICHIGAN 
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Appliance Products 


(Continued from page 200) 
construction permits the outdoor 
casing to be permanently installed 
in a double hung window or a wall. 
Push-type controls are recessed 
under a hinged cover panel on the 
top of the cabinet. The fresh air 
intake and the exhaust air dampers 
have been separated into two con- 
trols to provide use of either 
damper independently or simul- 
taneously with the cooling system. 

Manufacturer: Crane Co., 836 S. 
Michigan Ave., Chicago 5. 


Gas Pressure Regulator 

A new gas pressure regulator for 
use on gas appliances has been in- 
troduced by Maxitrol. A _ vent 





breather hole will pass less than 
one chf of gas in case of dia- 


. phragm failure. The unit is de- 


signed to control pilot flow when 
all the burners are shut off but 
has adequate capacity for the ful! 
range input. The unit is serviced 
through removal of a top eover that 
conceals a non-metallic valve seat, 
a valve and an adjustable valve 
spring for controlling outlet pres- 
sure. The unit can be used with 
domestic ranges, water heaters, 
floor furnaces, wall heaters, etc. 
Manufacturer: Maxitrol Co., 
12200 Beech Rd., Detroit 28. 


Gas Incinerator 

A new gas incinerator that has 
a two-bu capacity has been in- 
troduced by Duo Therm. The ful- 
ly-vented unit is designed for 
indoor or outdoor operation. It has 
a 15,000 Btu input. The incinerator 
is available in an automatic or 





manually-operated model. A con- 
version unit also is offered for 
areas where gas is not yet avail- 


able. L. C. Vandertill, assistant 
sales manager, is shown here. 

Manufacturer: Duo-Therm Div., 
Motor Wheel Corp., Washington at 
Mt. Hope, Lansing 3, Mich. 


Built-in Cooking Units 

A new built-in gas range and 
oven introduced by Caloric can be 
located according to the individual 
housewife’s wishes. The two-burn- 
er surface units may be installed in 
the tops of base cabinets and the 
oven-broiler units in a wall or 
cabinet at any height. The surface 
units have three-stop controls. 
Numerous variations of tempera- 
ture are possible between stops. 
The oven-broiler has glass fiber 
insulation and thermostatic control. 
Both surface and oven units are 
offered in a variety of colors to 





harmonize with individual kitchen 


decors. They also are available in 
bright or satin metal finishes with 


handles in a choice of colors. 


Manufacturer: Caloric Stove 
Corp., 12 S. 12th, Philadelphia 7. 


Upright Freezer 

A new upright freezer with a 445 
lb capacity has been designed by 
Coolerator to fit into small kitchen 
spaces, The 12.7 cu ft freezer is 31 


in. wide and features four freezing 
plates and a separate quick-freeze 








shelf for ice cube trays. Three ex- 
tra shelves are provided in the 
door. 

Manufacturer: Coolerator Co., 
128 W. First St., Duluth 1, Minn. 


Gas Range 

A new double oven gas range 
has been introduced by Cribben & 
Sexton. The 36 in. appliance has an 
in-a-drawer broiler, service draw- 
er, clock and timer, burners with 
simmer setting and seamless oven 
linings. One of the ovens is 17 in. 
and the other is 13 in. They can be 
used at the same time at different 
temperatures. Surface units are 
two standard size and two large 
burners. Other features are an 
electric outlet and incandescent 
lamps. 





Manufacturer: Cribben & Sexton 
Co., 700 N. Sacramento St., Chi- 
cago 12. : END 





Refrigerator Door Swings Both Ways 


A new refrigerator with a door 
that opens both to the right and 
left in one unit has been intro- 
duced by Philco. The door mech- 
anism releases the hinge arrange- 
ment on the side which is to be 
opened and keeps the hinges on the 
opposite side tightly latched. Both 
hinges cannot be released at the 
same time. Closing the door makes 
it ready to open the other way. 
Shelves on the unit are fully ad- 
justable. The refrigerator includes 
a 2 cu ft freezer compartment, 
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Manufacturer: Philco Corp., 
Tioga & C Sts., Philadelphia 34. 


































the entire system is at top. 


THE HEAT EXCHANGER for the snow melt- 
ing system is shown connected to the boiler. Pipe 
carrying water from the closed system enters the 
heat exchanger at upper left corner of photo. 





df 


A VIEW of the piping system in the THESE sidewalk circuits have been THE COMMON supply crosses the 
corner of the garage. The two pipes arranged so the two center coils are drive just outside the garage door and 
containing valves are returns from the 14 in. on centers and the two outside serves both loops. Either or both cir- 
two circuits. The expansion tank for coils 12 in. The sidewalk slab when cuits in the drive can be operated by 
poured will be 5 in. thick. 


use of return line valves. 


SNOW MELTING... 


Contractors will find design and installation ideas in this research 


layout by the Institute of Boiler and Radiator Mfrs. 


STUDIES ON THE COST and operation of a snow 
melting system are now being carried on at the 
I-B-R research home at the University of Illinois, 
under joint sponsorship of the university and the 
Institute of Boiler and Radiator Mfrs. 

Coils were installed under the sidewalk and 
under the driveway of the home, and a total of 
175 thermocouples were imbedded in the con- 
crete when it was poured. The thermocouples are 
located so as to provide a temperature traverse 
clear across the driveway and across the sidewalk. 

In the construction of the driveway, the pipe 
coils were arranged on 12-in. centers directly 
under each tire tread. 

In the sidewalk installation the pipes were ar- 
ranged so that there is 15 in. between the two 
center pipes and 12 in. between the others. The 
sidewalk slab is 5 in. thick with the pipes so lo- 
cated that there is 2 in. of concrete covering the 
top of the pipes and approximately 2 in. of con- 

(Please turn to top of page 208) 
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Lawler’ § longer- lasting Quality 
insures YOUR reputation! 


Finished in polished chrome, the model BE Exposed 
Thermostatic Shower Mixing Valve has all sliding 
parts of stainless steel for corrosion-proof operation. 
Check valves with Lawler’s exclusive tapered seats, 
and neoprene “0” rings, will not leak even at the 
lowest pressure differentials. Actual tests show 
that the model BE : 

gives highest degree“ 
of control... BE SURE 
» WITH “BE” 















COMPARATIVE CHECK LIST 
Product 
on” 















LAWLER ‘‘BE”’ Product 
SHOWER MIXING VALVE “pv 
Completely 

Polished Chrome ¥ 
Integral Shut Off a 


Stainless Steel in All 
Sliding Parts 


Positive Hot Non-Scaid 
Shut Off 








List the facts... 
Check them off... 
Lawler comes out 
first every time! 


YOUR REPUTATION | "ch yeu’ Seats and 
is protected! 















Neoprene “0” Rings 





‘Performance- 
Tested” for é 
Longer Life 


. wf £ 
BP bias 


are ta 





Slam Thm PERsTURE BEGULATORS «SHOWER minING valves walle COMT#OWLERS 


LAWLER AUTOMATIC CONTROLS, INC. 
453 North MacQuesten Parkway Mount Vernon, New York 


N 
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CASH IN ON NATIONAL’S 
WINTER-SPRING 
SALES PROMOTION PROGRAM 


Right now is the logical time to set the groundwork 
for your Spring installation business. Home owners 
are still aware of the faults of their present heating 
systems ... home builders are making final plans 
for 1954 building programs and are interested in 
new heating ideas. 


ATIONAL means business in 1954—and that 


means business for you! National has set up a fast 
interest-building sales promotion program with all 
kinds of help to wholesalers and dealers for starting 
the heating profit dollars rolling your way. 












A REAL STOPPER for your floor 
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Here’s a complete “Change-o-Matic”’ Display Unit— 
colorful, versatile, sales-stimulating . . . key sales 
builder ... for use with any one of eleven National 
Heating Boilers. You can use it on your show room 
floor or in your windows, or at fairs or shows. 


Othcr Effective Selling Aids 


National advertising in well-known consumer and 
building trade magazines. 

65 Dealer Aids—booklets, catalogs, point-of-sale 
signs, decals, newspaper mats, direct mail, radio 
and television spots for local use. 

Don’t wait another day—let “National” help you get 
ready now for extra heating profits in 1954. 


Send this coupon at once for further information. 


BRANCH OFFICES: Baltimore 
Boston ® Buffalo © Chicago 
Cleveland ® Detroit © New York 
Philadelphia © Pittsburgh 
Richmond © SanFrancisco 
Washington, D.C. 


eae 


LLL LL 
fo NATIONAL 


THE NATIONAL RADIATOR CO., Johnstown, Pa. 


Please send further information on National's 1954 Sales Promotion 
Program and about the Change-O-Matic Display Unit. DE 
Name 

Company 


Address 


Pane ae ORES es Zone State 


siiaiiatiaiienentny deeb emiereenwell 
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EMODELING PROFITS; 


The Modernization Sales Kit 








W hat it is 


Material in the Modernization Sales Kit comprises 
250 different pieces of advertising and sales promo- 
tional items—an entire year’s merchandising cam- 
paign—designed to get you plumbing, heating, air 
conditioning and appliance remodeling business in 
your community. It sells more than merchandise— 
it sells the basic ideas which will make people want 
to buy your products, your service, your ability. 
It will help you win the battle of ideas in your local 
market and give you the jump on competition be- 
cause each piece is specifically tailored to your own 
individual selling problems and the buying habits 
of your trading area. 


The material 

Sales aids which will bring this new business in to 
you include: Newspaper ads, direct mail, posters for 
your walls or window, radio commercials, press re- 
leases to get your name in your local paper. In ad- 
dition are a multitude of manuals on merchandising, 
planning, financing, and stimulating your modern- 
ization sales from every conceivable direction. Fore- 
most among these is a 196-page compendium of 
2,001 prize-winning profit-making ideas other con- 
tractor-dealers have used. 


How it functions 
Key item in the kit is the Modernization Timetable 
—a week-by-week calendar of advertising and pro- 


Don’t let that big-profit work—remodeling 
business—get away from you! The Domestic 
Engineering Modernization Sales Kit will get 
you your share of the immense modernization 
market which exists in your own community. 


One contractor-dealer said that he got more 
than $60,000 worth of plus business from the 
Modernization Sales Kit alone. That’s just what 
it is designed to do—increase your volume, 
strengthen your net profit per job, and estab. 
lish you in your community as a leader and a 
good firm to deal with. You need the Modern. 
ization Sales Kit to do this. 





motional activities for you to follow, covering all 
phases of your remodeling sales campaign. The 
schedule was set up based upon the operations of 
the nation’s most successful contractor-dealers and 
is actually tested in fact. All of the promotional 
material is tied in with this timetable to make it 
easy for you to emphasize certain merchandise in 
all ways during seasonal selling peaks. 


Your own advertising manager 


Actually, the Modernization Sales Kit performs 
the functions of an advertising-sales promotion 
manager for you. It is a constant and fertile source 
of sound, sparkling ideas which build a reputation 
for you in your community as a good man to do 
business with, a modern merchandiser, a civic leader. 
If you had to pay someone else to create this material 
it would cost you several thousand dollars. It has 
taken Domestic Engineering thousands of man-hours 
to produce it for you. 


Your best investment 


With competition as keen as it is for this vast 
remodeling market, you just can’t afford not to get 
this indispensable selling program. The cost, $15 
for the entire year’s campaign, is set by Domestic 
Engineering purely as a non-profit contribution to 
our industry. Put the Modernization Sales Kit to 
work for you today! 


Marc 
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Brings Them Home to Roost! 


remodeling 
> Domestic 
‘it will get 


lernization 
mmunity, 


got more 
s from the 
8 just what 
ir volume, 
and estab. 
ider and a 
e Modern. 


overing all 
paign. The 
erations of 
Jealers and 
promotional 
to make it 
thandise in 


ger 
t performs 
promotion 
rtile source 
reputation 
man to do 
‘ivic leader. 
1is material 
ars. It has 
man-hours 


r this vast 
not to get 
cost, $15 
+ Domestic 
‘ibution to 
les Kit to 





MANUALS to educate you and your employees with a 








complete basic course in the finer points of making more 
remodeling sales. Where to find the prospects, how to 
close them, plans, finance, are all covered in detail. 





POSTERS with traffic-appeal to add selling impact to your 
walls and windows. Colorful and impressively designed, 
you can use these to tie in with your own seasonal pro- 
motions to build and keep interest alive. 


PRESS RELEASES to keep your firm name in the editorial 
columns of your newspaper. The free publicity establishes 


| you as a civic leader and alert businessman. 


RADIO COMMERCIALS that are alive and sparkling, and 
will give you the reputation of an advertiser who can 
capture attention away from your local competition. That 
is your chance to use radio advertising that pulls! 


MANUFACTURERS, WHOLESALERS 
NEED THIS MATERIAL, 100! 


If your organization cares about increasing the sales 
of plumbing, heating, air conditioning or appliances 
among contractor-dealers, the Modernization Sales 
Kit will fit ideally into your merchandising program 
at little cost. Manufacturers and wholesalers are 
ordering them for key dealers, and are using the 
material as background for intensive sales campaigns. 
Order yours now and reap the harvest of this profit- 
stimulating program. Quantity discounts are allowed. 











any you've ever seen before to 
attract customers to your store. All are complete with 
copy and art work and can be tailored to your own local | 
conditions and lines of merchandise you have. 





DIRECT MAIL in the form of illustrated sales letters and 
jumbo postcards, will reach your prospects wherever they 
are, You'll have the best mail response in town to these 
compelling, sales-producing messages. 











gee A RS SS CRE GE ED Em ee ee { 
MESTIC ENGINEERING | 

I 1801 PRAIRIE AVE., CHICAGO 16, ILL. 
| Please send me......-++++++: Modernization Sales Kits at $15 each, j 
! for which I enclose $.....-.-.+5++0: I understand that I will also l 
receive the 2,001 Idea Book, normally sold at $5, free of charge. 
i ES eee Pe ry rer ee errr er yr rr ey rr ree Oe te | 
1 <2 kode a ced pees 66 OSE b0.06H4 C2 COREE DODI COC CHNMEEEE OOO O86 
PANO os sic c eect cect ces cc ence nncecsccconcecsoscsscorces | 
| 
(+) » Ce re i ZONE. «ce cccce STATE. cccvcccccves | 
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| Snow Melting A 







Symbol of (Continued from page 204) 
F . * |  erete between the pipes and the gravel fill. 
Exceptional | The system was designed so that the coils unde: : 
Value and | the walk may be operated independently of the “ 
coils under the driveway. The system is manually / > 
Ouality controlled. 
~ o } 


All the coils in the sidewalk as well as the 
driveway are made of %4-in. black iron pipe. They 
are joined together in the basement of the re- 
search home to a common supply and return made 
of 1%4-in. pipe. 

The same boiler which is used to heat the I-B-R 
research home is also used to heat the water for 
the snow melting system. A heat exchanger 
similar to that used for the indirect heating of 
domestic water, but larger in size, was installed. 
An anti-freezing solution is used in the water 
which circulates between the heat exchanger and 
the coils in the sidewalk and in the driveway. 


, ; | 
meet today S 1 | Future articles in Domestic ENGINEERING will 


dema nds for os describe results of the tests. END 
LOTS OF HOT WATER 


e This is the day and age 
: 2. of hot water demands 
c . hot water for bath- 
7 ing, hot water for in- 
dustry, hot water for 
> laundries, hot water | 





for office buildings and 
retail stores ... and 
WILSHIRE WATER | 
HEATERS, in a large qi 
graduation of capac- $ | 
ities, reaches every = 


requirement. 














The WILSHIRE LINE of WATER HEAT- 
ERS are designed and manufactured al] | 





A close-up of the pipe arrangement in the sidewalk in- 
stallation at the porch. The uppermost pipe serves as a 
| supply header for both circuits and runs the full width of 
invite you to investigate WILSHIRE qual- | the step, helping to keep it free of ice and snow. 


under one roof. This assures the best that 
craftsmen of the trade can produce. We 





ity. Get data on standard sized models in 





20, 30, 40, 50, 55, 55HR, 100 and 100 HR | Da ral ME OP aa 
allon capacities. | as " Se Fo Se » Lee: : < 





GUARANTEE—so sure are we of the supe- 
2\ rior job well done by our WILSHIRE spe- 
cialists that WILSHIRE HEATERS are 


>) backed by 1, 5 and 10 year prorated fac- oS » Salers a pista 
/ tory guarantees ... the most generous | eo a ¢ 
in the country. | Aa wm! pry 
, eee ag Ss oe 


S of ern 
3 CORPORATION | 





Con 





This view shows the return bends in the sidewalk coils 
farthest from the house. The valving arrangement is such 
that the I-B-R researchers can operate the system using 
| either the two inside pipes, the two outside or all four. 
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IF YOUR ANSWER IS YES...THEN 


Put your current catalog where the greatest number of Buyers & Specifiers 
look for it ... pre-filed in the time-proven ... industry accepted . . . pre- 
ferred method of Catalog distribution in DOMESTIC ENGINEERING 
CATALOG DIRECTORY, beginning with the 1954 Mid-Year SUPPLE- 
MENT Edition. It pays to keep your product data where it is most used. 

Production has started on the ’54 Mid-Year SUPPLEMENT Edition which 
will be distributed in July (closing date May 15, 1954). This Supplement 
will bring up to date, the vital buying and specifying data contained in the 
large annual ’54 volume of DOMESTIC ENGINEERING CATALOG 


up to date? DIRECTORY. 





is the time... 


to start compiling your catalog 

for distribution in July. 

If you need assistance in preparation and production of your catalog, DO- 
MESTIC ENGINEERING CATALOG DIRECTORY has a proven plan for 
you. 

To relieve you of every tedious detail DOMESTIC ENGINEERING CATA- 
LOG DIRECTORY maintains a staff of expert and experienced catalog de- 
signers and copywriters who know your products, your markets, and your 
channels of distribution. 

Plan now to compile and distribute your catalog through DOMESTIC EN- 
GINEERING CATALOG DIRECTORY. Start with the 1954 Mid-Year SUP- 
PLEMENT ... to be published in July. 


YEAR ’ROUND CATALOG SERVICES 


The Mid-Year Supplement is only one of DOMESTIC 
ENGINEERING CATALOG DIRECTORY’S many 
services for manufacturers to help keep up-to-date 
catalog material at the fingertips of the purchasing 
power of the Plumbing and Heating Industry. 

The Annual Edition is currently at work for 500 
foresighted manufacturers. Their catalogs comprise 
over 1,000 pages of product information. 

Layout and Copy Service is furnished without cost. 
You can get crisp ideas and diversified talents for 
cover design; studied layouts and consultation on 
catalog contents. All these phases are handled by 
desis experts to assure you of a professionally executed 
Late catalog that will become a definite sales asset to 










you. 

Printing and Bindery Service on your catalog in- 
volves the complex mechanics of composition and 
production. You get the full advantage of our ex- 
tensive experience and save money too. Type pages 
are stored (at no cost to you) so reprints can be 
furnished at low cost throughout the year. 
Distribution Service. Your catalog in DOMESTIC 
ENGINEERING CATALOG DIRECTORY assures 
you of a no-waste distribution to selected whole- 
salers, consulting, specifying and architectural en- 
gineers, contractors and dealers. 


DOMESTIC ENGINEERING CATALOG DIRECTORY 


1801 PRAIRIE AVENUE CHICAGO 16, ILLINOIS 

















CONSISTENT ADVERTISING is credited with 
doubling the business of the Lewis Plumbing Co. 
in Salinas, Calif. R. C. Winchell, office manager, 
studies two recent advertisements that resulted 
directly in the sale of six food waste disposers. 


“How pip you po 1T?” That’s 
the question we recently asked 
one plumbing and heating con- 
tractor who doubled his business 
in a little less than three years. 

The answer, given by Robert 
S. Lewis of the Lewis Plumbing 
Co., Salinas, Calif., is a simple 
one: “Do plenty of advertising, 
and use the manufacturers’ co- 
op arrangements to promote your 
products and services.” 

Three years ago, the company 
employed two journeymen and 
one apprentice. Since an ex- 
tended advertising campaign, 
Lewis has expanded and now 
operates with eight journeymen 
and two apprentices. And in 
those three years, Robert C. Win- 
chell, office manager and adver- 
tising director, has learned a lot 
about the value of advertising to 
a plumbing contractor. 

For example, Winchell says 


advertising has a cumulative 
effect. Initially, there may be 
few specific results, but once the 
contractors’ name and reputa- 
tion are established, the ads will 
increase in pull. 

Winchell said, however, that 
some ads will have immediate 
effect. A recent radio spot an- 
nouncement brought in three 
baseboard jobs, and two news- 
paper advertisements resulted di- 
rectly in the sale of six food 
waste disposers. 

The Lewis firm uses various 
advertising media but concen- 
trates most of its expenditures 
on radio and newspaper. 

Lewis’ radio spots have been 
on the air for more than six 
months. Winchell uses five spots 
a week each promoting different 
products of the manufacturer 
co-sponsoring the ad. 

Newspaper advertising for the 
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He Doubled 
His Business 
In 3 Years! 


“It pays to advertise” may be an old 
saw, but it's just as true today as it 
ever was, says Lewis... 


Lewis firm uses both display and 
classified columns. Display ads 
run up to a full page on a cooper- 
ative basis. Classified advertising 
supplements display ads and 
also is keyed to seasonal themes. 
For example, in early fall Lewis’ 
classifieds will headline—“Be 
Sure to Check Your Heating 
System Before Winter!” Classi- 
fied ads run two inches of copy 
and are run three times a week. 

While the firm operates on a 
general budget, it permits flexi- 
bility so that any additional offers 
of cooperative advertising can be 
accepted. 

Lewis and Winchell also have 
learned the value of advertising 
in cushioning slack business 
periods. The company makes it 
a practice to increase its advertis- 
ing when seasonal or business 
doldrums are in sight. 

The result of this advertising 
policy, Winchell says, is shown 
in the steady and solid growth 
of the firm in the past years—a 
growth he feels will continue 
with a further expansion of pro- 
gressive advertising. END 
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1. Heavy gauge, solid, pure 
copper tanks specially 


constructed by an exclu- 
sive Allcraft manufacturing 














































« process, assures long tank 
Ss life without high temper- 
ature tank disintegration. 
; 2. All tanks individually test- 


ed to 300 Ibs. hydrostatic 





pressure. 
* 3. “'Fastest'’ recovery 
ee means continuous hot, ho 
|g water. 
: 4. A.G.A. listed Robertshaw 
"Unitrol" — Combination 


thermo pilot control. 


5. Inner liners made from 
heavy gauge aluminized 
steel — will last as long 
as tank. 








W Ly ested” 6. All parts contacting water 
tine of copper and bronze for 
J PURE COPPER TANKS | °. =...” 


7. External flue way design 
results in maximum effi- 


This Allcraft unit is without ques- h * 
tion the outstanding automatic pass ps pe fast 
Gas Water Heater on the market recovery. 

today. It has dozens of outstand- 8. Furnished for use with all 


ing features that mean unequalled types of gases. 


sales appeal. Send today for com- 
plete catalog information. 





9. New streamlined appear- 
ance with long-life white 
baked enamel and distinc- 
tive chrome trim. 


Nive \a1 MANUFACTURING COMPANY INC. 10. Insulation is heavy blanket 


27 HAYWARD ST., CAMBRIDGE, MASS. ee gag a 













The TOUGHBUOY Toilet 
Tank Float, long recognized as 
standard equipment by toilet 
tank manufacturers, is unique 
in that it cannot sink. No 


B metal to corrode. Cannot wear 
BR cf out Extremely _ | rg 
\ED E ut. uxtremely yuoyant. 
ca) TIF E Strong, dural -lasti 
c\GnE es at ” cer oN we J = and pM Aapcoiniving 
of pot we eywwere you a es se" =F : , 
e N @ 4sy and pee™ yrs Grease ms UOY OVER THE COUNTER SALES 
sgt on Os MUR NOT, ue PUT YOU OVER THE TOP! 
mpre 12 ess cory eR! e 
Get we C0 Gren f2il0% ont aber NNT ace gard Specified as 
M sat? dere st TraP> This point of sale display car 
poe of eas by ah pow crea STANDARD ton helps push up sales. It ™ a “| 
7 bs attracts attention to the point Wig { 
50m Story 195 39. MN notesslen ue en QT 
e ang stop, look and inves — 
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TO BRING YOU THESE BETTER COPPER FITTINGS 








Here you see a skilled Eagle craftsman at work. 
He is precision testing a newly machined Eagle 
Copper adapter. 

Every Eagle Copper product must pass such 
exacting tests. Testing is just one step in the Eagle 
production picture. Quality controls at every 
step of manufacture assure you of brass and 
copper fittings and valves that conform to exacting 
requirements. 

To the plumber, this means easier, trouble-free 
installations. 

To the jobber, Eagle’s precision quality fittings 
and valves mean universal acceptance, greater 
sales. 

To both jobber and plumber, Eagle Copper 
Products mean greater profits! 









FREE CATALOG. Eagle Copper Prod- 
ucts are sold only through jobbers. 
For more information about Eagle 
Copper Products’ prices and profits, 
write for your FREE catalog today. 


COPPER PRODUCTS CO., INC. 
600 JOHNSON AVE., BROOKLYN 37, N.Y. 
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Heating an Orchid Greenhouse 


THE USE OF WARM AIR HEATING in commercial 
orchid growing is gaining in popularity, accord- 
ing to the National Warm Air Heating and Air 
Conditioning Assn., which reported last month on 
the installation of a forced warm air system in the 
greenhouse of Vattimo Florists, Andalusia, Pa. 

Vattimo’s orchid greenhouse is 90 ft. long, 15 
ft. wide and 10 ft. high to the peak. It contains 
some 2500 sq. ft. of exposed glass area. Heating 
and winter air conditioning is accomplished with 
a 200,000 Btu oil-fired winter air conditioner 
centrally located in the greenhouse. Tempera- 
tures of 62-65 F. and relative humidites of 55-60 
percent are maintained throughout the winter 
season. No distribution ducts are used with this 
particular installation. Instead, louvered diffusers 
in the furnace bonnet direct the air stream out 
over the tops of the plants. The blower is so ad- 
justed that air velocities of 25 fpm at the ends of 
the greenhouse are achieved. The air returns to 
the furnace along the floor line. 

The orchid inventory consists of 35,000 plants, 
ranging from 6-month-old seedlings to bloomers 6 
years old and over; all imported stock. These 
plants consist of 14 different varieties, or species, 
and are located in the greenhouse according to 
their individual temperature needs, the “warm” 
orchids near the furnace, and the “cool” orchids 
at the outer ends of the structure. 

Vattimo had a startling demonstration two 
winters ago of what automatic, thermostatically- 
controlled heating can mean in the protection of 
an orchid grower’s investment in plants. One 
winter night when the outside temperature was 
down to 10 deg. above zero, the end door in his 
greenhouse blew open. What could have resulted 
in complete catastrophe as far as his whole orchid 
stock was concerned was confined to the death of 
only 50 plants in the immediate vicinity of the 
door, inasmuch as the heating plant, under the 
continued call for heat from the thermostat, kept 
firing all night long. 

During those months when heat is not required, 
he finds it beneficial to operate the furnace blower 
and thus circulate fresh air throughout the green- 
house. This method of ventilation also provides 
an additional feature, control against the entrance 
of bees into the orchid house through open venti- 
lators. Bees are a headache for the orchidist be- 
cause in their search for nectar, they pollenize the 
orchid blossoms. An orchid will wilt within 12 
hours after pollenization; hence, it can readily be 
understood that a bee in an orchid house can 
raise havoc. 

Based on his experience, Vattimo plans to have 
the heating in his remaining six greenhouses mod- 
ernized too. END 
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INDUSTRIAL PLANTS 


manufacturing plants. 
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AND IN BETWEEN 


There are two types of WALKER Do- 
mestic Fuel Savers to meet draft con- 
trol requirements of central heating 
plants in homes, 


t apartments, 
multiple housing projects. 
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SMALL ..WALKER Junior Fuel Saver 
Automatic Draft Regulators 
come in four types—engi- 
meered for use with space 
heaters, circulators, water 
trailer stoves and 
all other heating equipment 
within that range. 


There’s a 


WALKER 


Fuel Saver 


AUTOMATIC DRAFT REGULATOR 
for Every Heating Application 
i LARGE... 


The Ball Bearing Type 
WALKER 
Fuel Saver is avail- 
able in 16” to 48” sizes... for applications in 
schools, office buildings, apartments, stores and 
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TRAILERS 












and 


HOMES 


Only WALKER Makes a Complete 
Range of Sizes of Automatic 
DRAFT REGULATORS 
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WALKER 
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@ Whether for trailer 
stoves or for industrial 
boilers serving the nation’s 
largest housing project—the 
riebt Walker Fuel-Saver 
Automatic Draft Regulator 
can be selected from stock. 


| Twelve Million sales...thou- 


sands of successful applica- 
tions throughout the range 
of heating...speak for them- 
selves...give proof of Walker 
design, craftsmanship and 
engineering. You can be 
sure that there is a Walker 
Fuel-Saver ready for any ap- 
plication you may have. 
SEND FOR CATALOG 


Twenty pages show 
all types, sizes in full 
line. Applications and 
installations de- 
wow | scribed. A valuable 
handbook FREE, if 
you write... 


Revie. 


FILLING GTATION 








CHECK 


ruese 9 POINTS 


EASE OF ADJUSTMENT with 
exclusive patented pointer 
and calibrated dial. 


BOX TYPE HINGES with 
sealed protection against 
corrosion, dirt and dust. 


BALANCE PLATE—scientif- 
ically designed 10 maintain 
proper balance. 


SPECIFIC PIPE SIZES — in- 
sure correct capacity for 
every type of installation. 


ALUMINUM FRAME—tigid, 
long lasting. 


EASE OF INSTALLATION— 
collar and stub for quick 
attachment. 


ARMCO ALUMINIZED 
STEEL—for heat and corro- 
sion resistance. 


FACTORY SET —for "'per- 
formance as perfect as pos- 
sible." 


FREE FLOW of air in unre- 
stricted inside area. 


3 











NEW WALKER 





VENTURI-TOP CHIMNEY CAP 
is winning approval on more and more in- 
stallations. Proved to be ideal in design and 
construction to correct insufficient draft and 
stop down draft ... and to solve ventilating 
problems. Sizes from 3” to 8” ready for im. 
mediate delivery. 


WALKER MANUFACTURING & SALES CORP. 
1780 PENN. ST. ST. JOSEPH, MO. 
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Lo-BLAST 
Economite 
Gas Conver- 
sion Burner 














POWER-TYPE GAS 
CONVERSION BURNER 


Regardless of the size of the heating 
plant, Lo-BLAST Gas Burners deliver 
more heat per fuel dollar. In 19 years 
of actual operation, these power-type 
units have consistently cut fuel and serv- 
ice costs. 

Because primary and secondary air 
is perfectly controlled from a blower 
source, the Lo-BLAST Burner is inde- 
pendent of variable natural draft. Hence 
it is particularly well suited for down- 
draft boilers. Combustion is completed 
in an incandescent firebox, with radiant heat ap- 
plied to crown sheet as well as side walls. 

Other features include soft, quiet flame... stand- 
ard controls with positive acting pilot and blower 
safetys ... sturdy, fool-proof design... easy to in- 
stall because completely assembled and factory- 
tested on gas... competitively priced. 


A Lo-BLAST dealership 
is profitable! Complete 
range of capacities 
and a nation-wide 
reputation for econ- 
omy make this burner 
@ strong seller. Write 
for information. 











The standard Lo-BLAST 
Gas Conversion Burner 


MID-CONTINENT 





1, 0 2 WP 32-20) D) 08 OW Un OOF 
1960 N. Clybourn Ave., Chicago 14, Il. 








Management Tips: 





Put Your Service Business 


eeccccceeeee Introduction By the Authorse**s*eeeeeeerecceccccccccsccccccccccccs 


TurouGH THIs ARTICLE we will present some of 
the thinking and methods used by oil burner serv- 
ice departments that make money each year. 

Because of its brevity, we will be able to cover, 
in this discussion, only the important points that 
a contractor should consider in aiming for a 
profit. Only a few ideas of the many in use are 
presented, but they indicate a trend of thinking 
for progressive contractors and their service man- 
agers in aiming for the black figure in the depart- 
ment’s profit and loss statement. 


Many contractors accept the losses of the oil 
burner service department each month and each 
year as a necessary evil. To offset this apathy, 
contractors must think, first, in terms of profit in 
their service departments, This thinking then must 
be transformed into plans, budgets, training and 
promotional ideas. 

We hope this article will help contractors to 
analyze their own departments, discover their 
shortcomings, and then take positive steps to cor- 
rect them. The Authors 


SSCOSHSSSSSSSSHSSSSSHOSSSSSSSSHOSSSSCHSSOHSSHSSSSSSSHSHSHSSSSSSSASGSSSSSHSSSHSHESSHSSHHESSEOOSE 


THE FIRST “KEY” TO MAKING MONEY in a service 
department is the service manager himself. It 
is extremely important that this man be selected 
with care. He should have a good practical back- 
ground and should have some managerial ability. 
If he’s lacking in one or the other requisite, man- 
agement should recognize this and take steps to 
train or strengthen the man in his weakness. 

The service manager using a far-sighted, 
p'anned program of preventive maintenance and 
exercising thorough supervision over all of his 
men can put his service department in the black’, 
making his operation a paying branch of the entire 
company operation. 


Service Manager Needs "Know-How" 

Proper servicing of oil heating equipment can 
only be effective if the service manager possesses 
the technical “know how” and is able to transmit 
this information to his service men. He has at his 
disposal many and varied sources. He may use 
manufacturers’ representatives, accessory manu- 
facturers’ field men, sales engineers, field engi- 
neers, combustion engineers, and others to con- 
duct classes for him at his own plant. 

He may send his men to schools sponsored by 
the Oil-Heat Institute, by the Institute of Boiler 
and Radiator Manufacturers, manufacturers’ 
schools and local schools set up by local or region- 
al petroleum organizations. He may use to good 
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advantage the articles published on oil heating 
and oil burner servicing in the business publica- 
tions (see page 140, this issue.) 

The service manager should conduct weekly 
meetings with his servicemen. He may combine 
the meeting with the schooling and have it take 
place in the evening—or he may have a brief 
meeting in the morning before the men go out on 
their first call. This should be a weekly function 
all year long. 

Teamwork between sales and service is ex- 
tremely important and should be developed. 
Servicemen are actually the first-line salesmen for 
a progressive organization. When a serviceman 
goes on a call he doesn’t have to “push his foot 
through the door” or “talk his way in.” The cus- 
tomer is usually in difficulty and the door is wide 
open when the serviceman comes. When he 
makes a recommendation, the customer accepts 
it, for the serviceman is a mechanic, an expert on 
his subject; he is not a salesman. The customers 
like to pass on gossip to servicemen; they tell him 
a neighbor is interested in automatic heat, etc. 


Commissions for Servicemen 


The company may want to make it worth while 
for the serviceman to bring this information back 
to the office through some sort of commission. 

The serviceman can sell all sorts of extras to the 
customer to bring in additional revenue, especial- 
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ly during the slow periods of the year. He can sell 
fuel oil filters, air filters, combustion chambers, 
draft controls, boiler water treatments, mixing 
valves, automatic boiler feed valves and other de- 
vices. Most of this can be done while he’s there on 
a call, getting paid for the work and eliminating 
a second trip back to the job to do what he recom- 
mended. 

One company uses a letter to sell fuel oil filters 
to its customers in an attempt to reduce “clogged 
nozzle and strainer calls.” During one two-week 
period 54 letters were mailed out. Eleven prompt- 
ly came back and the filters were installed. Later 
on, the dispatcher phoned the other 41 customers 
and sold 12 more filters. This one step can def- 
initely reduce the number of service calls during 
the heating season. 


Where to Find the Business 


An alert service manager, in checking his daily 
calls, can spot old, obsolete, worn-out burners. 
These burners cost money to service, are time- 
consuming and are a nuisance to the home owner. 
They should be replaced. 

One service manager, upon a check-up of his 
daily calls, noticed numerous callbacks on one 
account. Referring to his records, he found the 
burner was 22 years old. At 8:30 A.M. he gave 
this information to the salesman, with a recom- 
mendation that the customer be sold new equip- 
ment. At noon the same day the salesman re- 
ported back to the service manager that an ef- 
ficient boiler-burner unit had been sold. 


This alert service manager helped the sales de- 
(Please turn to top of page 217) 


CHART 2 (below) illustrates a simple method for measur- 
ing productivity of various servicemen. The department 
average appears under the summary column at the right. 
The first figure under each serviceman’s code letter is the 
average time he spent per call. If he’s better than the 














By J. M. MaTAcHINSKAS 
Service Manager 
Brooklyn Cornell Utilities 
Brooklyn, N.Y. 


JoHN M. SIBARIUM 


Field Service Representa- 
tive for Boston Machine 
Works Co., The Brundage 
Co., and Bacharach Indus- 
trial Instrument Co. 





Prepared as an_ industry 
service by the Distribution 
Division of the Oil-Heat In- 
stitute of America. 
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WITH RADIO CARS 


SERVICE DEPT PERFORMANCE 
AVERAGED 



































CHART 1 (above) is a graphic illustration of two servicemen’s 
records over a two-month period. For the first month the men 
used phones to contact the office. Then a two-way radio system 
was installed and the same records were kept for another month. 
Note the comparison in efficiency and labor economies between 
the two systems. Superior results are obtained through use 
of the radio system since the dispatcher is able to keep a close 
check on his men at all times. The men are “on the air” while 
traveling and “off the air” as soon as they arrive at the job site. 


department average, he gets a verbal pat on the back; 
if he is below average, the service manager points this 
out to him. The method can be used to improve efficiency 
by awarding prizes each month to the man doing the 
best job and having the lowest number of call-backs. 











Chart 2 

Serviceman A B Cc D E F G Total Weekly Averages 

Av. Hours Per Call 12 1.4 1.6 1.4 1.8 1.1 1.3 1.3 Hrs. per call S. T. 
Calls Str. Time 33 27 25 28 22 37 36 213 30.4 Calls per SM S. T. 

Av. Hours Per OT Call 4.5 2.1 3.0 1.6 6 1.9 Hrs. per call O. T. 
Calls Overtime 3 0 0 11 3 5 11 33 4.7. Calls per SM O. T. 

Hrs. Str. Time 40 40 40 40 40 40 48 288 41.0 Average Hrs. S. T. 
Hrs, Overtime 13 0 2 23 9 8 6 63 9.0 Average Hrs. O. T. 

Phone Expense $6.20 $3.40 $3.40 $3.70 $3.70 $4.80 $4.30 $29.50 $4.21 Average phone expense 
Abbreviations: “S. T.,” straight time; “O. T.,” overtime; “S. M.,” service manager 
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It’s the satisfied customer who does the most to build 
the business of the plumbing contractor. That’s why 
it pays to handle top quality sanitary ware. For many 
long years, architects, contractors and Jeading manu- 
facturers of plumbing fixtures have recognized the 
superiority of 


CAST IRON 


FOR BATHTUBS, SINKS AND LAVATORIES 


THESE ARE THE REASONS WHY— 


@ Enameled Cast Iron gives lifetime service. 


© A Cast Iron base better protects enamel 
against chipping due to impact or pres- 
sure. 

© Cast Iron provides a better adherence 
base for enamel. 


@ Enameled Cast Iron has no objectionable 


sound effects. 


Our Company does not make any kind of plumbing ware. 


But it numbers among its customers many of the Nation’s 
largest manufacturers of modern fixtures, which combine 


with surface beauty the enduring quality that makes satisfied 


customers. 


WOCDWARD [RON COMPANY 


WOODWARD, ALABAMA 
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Service Business in the Black 
(Continued from bottom of page 215) 


partment by supplying a definite prospect. And 
with the sale of the new equipment he got rid of a 
headache and helped reduce his service calls. 

Service contracts are the lifeblood of a good 
service organization. If enough contracts are sold, 
sufficient money can be realized and built up in a 
“kitty” to cover the cost of operations for a year. 
Often it is possible to work within the budget al- 
lowed by the money brought in from contracts, if 
the volume is great enough. Contracts should be 
constantly brought to the attention of the public 
and people who have no service contracts. A 
definite advantage in having contract customers 
is that they are bound to you for one year for all 
their oil heating needs. 

In the interest of keeping clerical costs down 
and keeping servicemen busy all year long, service 
contracts should be self-renewing on the date they 
expire. One company sends a bill to the customer 
for renewal of the contract 30 days before its ex- 
piration date. If this hasn’t been paid 30 days 
after expiration date the salesman responsible for 
the account calls on the customer, which means 
that very few contract accounts are lost. This 
company overhauls the burners under contract 
from February to October—keeping the 3 cold 
months free for emergency “no heat” calls. Using 
this method good men are kept busy year ’round 
with no fear of losing them during the slack sea- 
son, 

A service manager may. find many ways to 
spend a few cents for preventive maintenance and 
save dollars in parts repairs and time on calls. 
For example, he may install a small protective 
device on the motors or stators of all his contracts 
and reduce his motor rewind bill by as much as a 
thousand dollars over a one-year period. 

The second key to making money in a service 
department is the dispatcher. He can make or 
break an organization, for he represents the com- 
pany when he speaks to a customer who is in 
trouble. 

This dispatcher should have a talking know- 
ledge of all the equipment being serviced. With 
such knowledge he may persuade customers to 
help themselves when the trouble is minor. He 
should distinguish between an urgent call and a 
nuisance call and use his judgment in dispatching 
calls to the men, He should be familiar with traf- 
fic problems in the area serviced, with travelling 
times between various points and with supply 
locations where materials may be picked up to 
complete calls. 

In analyzing lost time you'll find most of it ap- 
pears before the first call or after the last call. 


There are many ways to reduce this; for ex- 
(Please turn to top of page 218) 
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Eleven differen 
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than 100 
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Patent 
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C...: section view of typical Telsco Fitting above shows 
how teeth of Clutch Ring (Patent applied for) bite into 
and grip pipe when nut is drawn up. The Neoprene Rub- 
ber Gasket, under pressure from the Clutch Ring on one 
end and the fitting body on the other, completely seals 


the connection against fluid leaks. 


Telsco Fittings are tested to hold at traction forces ranging 
from 1,450 to 3,600 Ibs. They hold at hydrostatic forces 


ranging from 450 p.s.i. (on 2” pipe] to 8,250 p.s.i. (on 
Y%2”’ pipe). 
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Couplings (Long and Short), Adapters, 









Standard Packaging 


The six most popular Telsco Fittings 
are available in conveniently labeled 90° Elbows, Tees, Fitting Reducers, 


standard packages that make storage, Fitting Increasers ond Metal Stiffeners 


identification and inventorying quick for use with Plastic Pipe. 


and easy. 


Mbewatane 


Complete information about Telsco 


Telsco Fittings are available from 
plumbing supply jobbers in most prin- 


Fittings: Ask for your copy of Price 
List C, just off the press. 


cipal cities. The name of the jobber 
nearest you will be promptly furnished 


on request, 







mee TELSCO FITTINGS DIVISIO 


5422 REDFIELD STREET, DALLAS 19, TEXA 
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Vise base overhangs 
front legs so threader 
handles swing clear. Per- 
fect tripod and balance. 


Tray pushes up easily to fold 


Tristand, pushes down easily 
to set up. Holds stand rigid. 


The Tristand you’ve been wanting. 
Now stand and tray all one unit— 
no loose parts. Extra-light weight, 
stronger more rigid than ever. Full 
size vise base—3 benders, ceiling 
brace screw, pipe rest, new tool- 
hanging slots. Designed for the 
utmost service for your money. 
See the new RIGA2ID 40 A Tristand 
at your Supply House! Immediate 
deliveries! 





Folds up small as ever 
for easy carrying to 
job and it's extra light- 
weight. 


THE RIDGE TOOL COMPANY - ELYRIA, OHIO, U.S.A. 
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Service Business in the Black 
(Continued from bottom of page 217) 

ample, not all servicemen need report into the 
office each morning. One company requires cer- 
tain men, from outlying areas, to call in from 
their homes for the first call each morning. The 
men come in only for pay or the weekly meeting 
with the service manager. Their daily reports 
are mailed in each night so they are available for 
posting the next morning. 

The records kept and the actual method of dis- 
patching should be analyzed to see that no step is 
duplicated. From the time the service call is re- 
ceived to the time it is posted on the record, it is 
important to see that no effort is wasted nor any 
step duplicated. 

Several progressive organizations have investi- 
gated and are using two-way radios for dispatch- 
ing. A transceiver is placed on the dispatcher’s 


' desk and a transciever is also installed in the 


} 


service vehicle. 

One organization kept accurate records for one 
month on two servicemen using phones to con- 
tact the office. Then two-way radios were in- 
stalled and the same records were kept for an- 
other month. Chart 1 (page 215) shows graphical- 
ly the results of the records kept, both with and 
without radios. The dispatcher was able to keep 
an accurate check on his men, for while they were 
travelling between calls they were “on the air.” 
When the man reached his destination he went 
“off the air.” The dispatcher had his “finger” on 
each man, so that if a real emergency came up all 
he had to do was pick up his “mike” and reroute 
a car to cover the emergency. 

A good service department must be built 
around its servicemen. If servicemen are kept 
happy they will do good work, good work will 
keep the customers happy, and happy customers 
will bring in more customers. Follow this logic 
and your business will grow. 

Education is extremely important in building 
self-confidence in a serviceman. If he is confident, 
he will do good work, which in turn will be a 
source of satisfaction to him. 

Realizing this, one company conducts service 
schools nine months out of each year. Class is 
held one night each week. The men come of their 
own free will. The company sponsors a dinner at 
6 P. M. for all men attending. After dinner the 
service manager takes 15 to 20 minutes to discuss 
specific problems that have come up during the 
week. After this brief meeting the school starts. 
The service manager uses anyone and everyone 
available as instructors. He uses engineers, sales- 
men, factory representatives, suppliers, and any 
other men available. His attendance last year av- 
eraged from 77 percent to 100 percent. 

(Please turn to top of page 221) 
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CARRIER ENGINEERED MEANS 
FOREMOST IN UNIT HEATERS 





IV EYES § (os 
DOUBLE-DUTY 


Gas Incinerator 





Disposes 
of both 


TRASH 


and 


GARBAGE 





(BODY ONLY 2% CU. FT. SIZE) 


‘tot aa a pistol’ 


(CAPACITY 50,000 BTU PER HOUR INPUT) 


No matter how you say it, this powerful little propeller- 
fan type “heat shooter” is a matchless combination of 
COMPACTNESS and EFFICIENCY... . . Just the thing for 
stores, restaurants, garages, service stations, vestibules 
and other interiors of limited space. 








moot 10.0 ft 4 

others pending CARRIER GAS-FIRED UNIT HEATER 46150 is only 23 in. high, 

, P simple, rugged, exceptionally quiet, handsomely styled. 
it's easy to sell the extra convenience of modern home It is AGA-approved for all types of gas — which is fired 
disposal methods, and this Majestic appliance provides a directly in a solidly welded heat exchanger whose tubes 
double punch for your sales story! Ends both the garbage of ALUMINIZED STEEL are exclusively 16 gauge. This assures 


and trash problems through efficient, downdraft incinera- far longer life than ordinary furnace steel of heavier gauge. 


tion. Exclusive Majestic features and modern design as- More than a dozen other major mechanical and elec- 

sure profitable sales and complete customer satisfaction. trical features are ingeniously embodied to assure maxi- 
mum efficiency and dependable operation—such as: 

Totally enclosed shaded pole-type motor * Four-blade 


DIMENSIONS 20” wide, 24” deep, 361/,” high. aluminum propeller-type fan balanced for quiet operation 
CAPACITY ——two bushels. and maximum warmed air delivery ° Automatic controls 
2 " and shut-off valve * Heavy-wall cast-iron burner with 
FLUE——Requires 7” smoke pipe outlet. May drilled ports * Stainless-steel pilot burner * Electric 
is a a a ee: oe solenoid gas valve * Adjustable gas pressure regulator. 

larger. 


TO JOBBERS AND INSTALLERS: For details on extra-profit 


BURNER erent FOSS SUS ceting, opportunities under protected franchise, WRITE 


PILOT———avtomatic, 1500 BTU rating, de- to Carrier Corporation, Syracuse, New York. 
' hydrates. A 
F INISH = Steaming rare — ot: ee The Carrier line of Gas- 
— ee fired Unit Heaters also in- 


Bea 


cludes larger models in 

2 “7 both propeller-fan and duct 
Ask about Majestic Ss types. Capacities range up 
to 230,000 Btu per hour 


input. 


complete incinerator line 


SEE YOUR JOBBER OR WRITE TODAY | 


The Majestic (o., Inc. 


400-A Erie Street Huntington, Indiana 





AIR CONDITIONING 
REFRIGERATION 
INDUSTRIAL HEATING 














220 


BETTER WELDING 


AT LOWER COST 


LINE 


vindl aia 


ATTENTION. 


Piumbing-Heating and Air Conditioning men, 
h.re is the equipment to handle speedy con- 
struction, installation and maintenance jobs 
with perfection and simplicity. The preferred 
welder by those who know low cost welding 
at its best. The Trindl Line of Arc Welders 
ranges in output from 20 to 400 amperes and 
incorporates all of the latest engineering fea- 
tures. 

8 portable models designed to mzet every 
demand of industry. 

Shipped complete including insulated operat- 

ing accessories. 
WRITE, WIRE, OR 
PHON 7. FoR 








DETA 
oe INQUIRIES 


TRINDL PRODUCTS, LTD. 


1807-11 $. CLARK ST 
CHICAGO 16, ILL 
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CPerless HEATING EQUIPMENT 


THE COMPLETE LINE FOR ALLGad 
| Pred red erry Cer ett Hester Pack Heras snd fon Type Ua 





Stylewise, Qualitywise and Pricewise 
The PEERLESS Line Is Best for Every 
pee Heating Requir For Small 
p. ’ Home:, Apartments, Housing Projects 

| / rT) Defense Housing, Churches, Schools 
: Motor Courts, Stores Shops 


ement 


Offices 





nwetiv emery 








LOUISVILLE 10, KENTUCKY 








This MANUAL Will Help You 


SELECT the 
PROPER 
NOZZLE 


for Your Burners! 







Your Daily Reference Manual 


I you want the RIGHT nozzle for a particu- 
lar burner, there need be no guess work, 
just refer to “THE PROPER NOZZLE” Refer- 
ence Manual and you will have it in a few sec- 
onds. It’s the result of many years research, 
compiled from thousands of practical nozzle 
installation tests. Actually, “THE PROPER 
NOZZLE” manual will save you several times 
its cost with only one nozzle installation. 


MORE THAN 100 BURNERS LISTED 


Available in convenient “loose-leaf’’ pocket size in which 
es nie insert additional supplementary burner test 
eets. 


ONLY $6.00 PER COPY 


HEAT CONTROL ASSOCIATES) | 


Combustion Engineers & Consultants 
1018 Commonwealth Avenue e¢ Boston 15, Mass. 


Write or Wire to: 








H(—% 
| sh 






“See? | told you 
we should have used 
KEY GRAPHITE PASTE!” 


The perfect sealer for pipes 
carrying high-pressure steam, 
gas or oil. 


Write for FREE sample 


SEALS TIGHT... 
BREAKS RIGHT! 





A Product of KEY COMPANY 
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Service Business in the Black 


(Continued from bottom of page 218) 

The average serviceman likes to feel he’s a part 
of the company he is working for. He likes to feel 
his work is worth something to the company. 
This can be shown to the individual serviceman by 
measuring his productivity. A simple method 
used by one service manager is shown in Chart 2 
(page 215). The department average appears 
under the summary column at the right. The 
first figure under each man is the average time 
he spent per call. If he’s better than the depart- 
ment average he gets a verbal pat on the back 
from the service manager. If he’s below, this is 
pointed out to him by the service manager. Vari- 
ous methods have been developed to measure 
productivity and some have been set up so 
monthly prizes are awarded to the man doing 
the best job and having the lowest number of 
callbacks. 

Another service manager goes into the field 
daily, dropping in on his men unexpectedly while 
they are on a service call. He is thus able to help 
his newer men to improve their service technique 
and reduce the time they spend on jobs. He has 
found that meeting the men on the job helps 
loosen them up so they talk freely of their 
troubles, etc., where these same men would not 
open up in the presence of other men. 

These field trips also help this service manager 
analyze his men so that he soon knows their 
capabilities and limitations. He also discovers 
which men are reliable and thorough and which 
men are sloppy and have a tendency to leave 


their work untinished. This manager has a good 
service department. 

Happy customers will bring in more customers. 
This has been proved by many contractors, for 
happy customers refer their friends or neigh- 
bors to the company that keeps them satisfied. 

One service manager uses a follow-up card 
which is mailed to a customer after a service call 
has been completed. 

This manager wants to know three things: 

1. Was the call completed in a workmanlike 
manner? 

2. Was the serviceman courteous? 

3. Is the equipment operating to the customer’s 
satisfaction? 

The reasons for these questions are obvious. 

Replies vary from 28 percent to 45 percent of 
the total cards mailed out. Cards that indicate 
satisfied customers are called “bouquets.” Cards 
that require a follow up of any kind; i.e., letter, 
phone call, or visit are called “brickbats.” The 
“bouquets” are posted on the company bulletin 
board and average from 87 percent to 91 percent 
of the cards returned. 

These “bouquets” have been consolidated into 
a booklet which has become a selling tool for all 
salesmen to help them sell the company’s ser- 
vices to new customers. 

A very effective self-mailer, for use in follow- 
ing up service calls, entitled “Is Everything OK?” 
is to be found in “The Treasury of Advertising” 
developed for members by Oil-Heat Institute of 
America. 

To the service manager, adequate “car stock” 

(Please turn to top of page 223) 





Dear Customer: 





On our service representative called to service your heating equipment. 
We and our servicemen take pride in rendering the best service possible, and for our 

mutual benefit we would appreciate your filling in the attached card and returning it to us 
The card is self-addressed and postage-free. 


signed (Company Name) 





(Please circle appropriate comment) 














The job was completed in a workmanlike manner YES NO 
The serviceman was courteous YES NO 
The equipment is operating to my satisfaction YES NO 
Comment 

Signed 











CHART 3: One contractor reports good results from mail- 
ing a card like the one shown above to each customer 
after a service call has been completed. Cards that indi- 
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cate satisfied customers are called “Bouquets” and are 
posted on the company bulletin board. They have also 
been consolidated into a booklet for promotional purposes. 
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Have you heard?... 


GENEVA 


Kitchens are now 











your customers by using... 


ROOTO 


The patented chemical with eleven years of outstanding 

performance throughout the United States and Canada. 

NO DIGGING OR MECHANICAL EQUIPMENT IS NEEDED 
Your man merely pours ROOTO into the opening 
nearest the blockage. When he returns, if necessary, 
a few hours later, the sewer is usually free flowing. 
No need to pump out flooded basements before 
using ROOTO, either. Get ROOTO from your jobber 
today. It is unconditionally guaranteed. 


Here is the advertisement that is running in daily newspapers 
to tell the ROOTO story to your customers. 


<< Ce 


available in 












Top quality 
plus color... 
what a 
combination! 








e 

Yes! GENEVA kitchens are now available 
in a choice of six beautiful colors plus 
standard white. Add to this GENEVA’S 
extensive line of standard size wall and 


base cabinets . . . top quality con- 
struction . . . many special feature 





cabinets and accessories and you will 
understand why more and more dealers 
are switching to GENEVA. For com- 
plete details on the GENEVA kitchen 
line, write DEPT. DE-3-54. 


The ROOTO Corporation (ceneva’ 
17319 Wyoming Ave. « has 21, Mich. | Pon 





Write Today for 
Catalog and Prices 








| GENEVA MODERN KITCHENS +» GENEVA, ILLINOIS 
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Service Business in the Black 
(Continued from center of page 221) 


represents a challenge, for he never seems to be 
able to have enough material in his service vehicle 
to finish every job on the first call. 

One of the easiest methods to arrive at a normal 
car stock is to analyze the actual stock and ma- 
terials used on service calls for a given period. 
Knowing the stock used and the frequency of 
use, the service manager can then set up a car 
stock that should take care of 90 percent of his 
calls. Each area has its own peculiarities. It is 
impossible to say that a car stock that would fit 
an operation in Boston would fit an operation in 
St. Louis equally well. 

To augment the car stock a service manager 
may find it profitable to establish pick-up points 
in his area where the serviceman may get ad- 
ditional or special equipment. Strategic location 
of these pick-up points will help reduce travel 
time and increase productivity of the servicemen. 

One service manager of a large operation has 
set up a special parts truck and shop-on-wheels. 
This vehicle is equipped with two-way radio and 
functions very effectively. When a serviceman 
needs a special part he calls the dispatcher by 
phone. The dispatcher immediately contacts his 
parts truck by radio and in a matter of seconds 
it’s on the way to the job. While the serviceman 
waits for the part, he continues to work on the 
equipment, checking and cleaning it thoroughly. 





When the part comes, he pufs it in, giving the old 
part to the driver, who then proceeds to his next 
call or cruises in a given area. 

To sum up, it is quite apparent that the service 
manager is an unusual individual. He must be an 
engineer, a mechanic, a manager, a leader, pro- 
motionally minded, cost conscious, sales minded, 
customer conscious and have many other attri- 
butes too numerous to mention. Where can you 
find such a man? Men of this type are not born; 
they are made. 

In the past he may have been left to struggle 
for himself, learning what he could from his per- 
sonal friends or business associates. Service man- 
agers, being the unusual people they are, should 
associate with other service managers in their 
own city or county, and in other areas, to ex- 
change ideas and learn from each other. 


The contractor should recognize the important | 


position the service manager holds in his organi- 
zation. Much of the entire future of the oil heat- 
ing industry may, indeed, be hinged on this man. 
Since the future of the retailer and distributor is 
so inescapably tied to the future of the industry, 
consequently it is only good business insurance to 
analyze service department operations, taking 
positive steps to correct any deficiencies that may 
appear. END 
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n oLine of SINK STRAINERS 


Here is as fine a line of 
» Sink Strainers as you'll 
find anywhere. Every con- 
ceivable type and style, 
size and material for con- 
sumer needs, Priced right 
to attract sales. Priced 
right to make you profit. 


1100G—MBC 3% 
inch grid strainer. 
All exposed parts 
stainless steel. 


838—MBC pe | inch 
stainiess steel grid 
sink strainer. 


versal Sink Baskets packed 6 per displa . 
bones per shipping cartons (96 baskets) 8. w. 








NEW TRENDS mi 


You'll See: 


@ The effect of floor coverings 
on panel heating systems 


Tips on room air distribu- 


tion for year-’round condi- 


@ Heat flow characteristics of 
hot water floor panels 


in summer cooling and heating as aaa 


Based on field investigations and research by the American 


culture can halt starvation 


@ The results of field studies 
of floor panel control sys- 
tems 


Society of Heating and Ventilating Engineers © A teh ot Gee Dees  we- 


Also, ASHVE convention report 


THE LATEST IN A SERIES of research reports by 
the American Society of Heating and Ventilating 
Engineers, and associated groups, was presented 
in January at the Society’s 60th annual meeting 
in Houston, Texas. 

Because many of the field and laboratory in- 
vestigations reported by the Society will have a 
bearing on the future design and installation 
methods for heating and summer cooling, 
DoMEsTIC ENGINEERING presents in these pages 
highlights of the reports. Further details can be 
obtained from the Society at 62 Worth St., New 
York 13. The reports follow: 


The Effect of Floor Coverings on 
Panel Heating Systems 


House furnishings and floor coverings in normal 
use have relatively little effect on the heat output 
of a panel heating system, according to a technical 
paper presented by L. F. Schutrum and C. M. 
Humphreys, both of the Society’s research labor- 
atory in Cleveland. 

A special room, 12 ft. wide and 24% ft. long, 
with the ceiling adjustable to any height up to 12 
ft., was used to conduct the research. Known as 
the environment laboratory, it formerly was used 
to test panel heating in uniform conditions and 
without furnishings or floor coverings. 

In the tests both ceiling and floor temperatures 
were used with various configurations of wall 
and floor, or wall and ceiling temperatures, plus 
varied infiltration rates to produce non-uniformi- 


tomobile air conditioning. 


@ New officers elected at the 
annual meeting of ASHVE 


ty. Room air temperatures were taken at points 
30 and 60 in. from the floor in the center of the 
room. Deviation between uniform and non-uni- 
form conditions was within 5 percent with ceil- 
ing panels. Floor panel tests showed a deviation in 
air temperatures of less than 1.5 deg. 

A davenport, 5 office armchairs with leather 
seats and backs, a large table, 2 small tables, and 
3 lamps, having a total projected area of 200 sq. 
ft. were placed in the room. The introduction of 
this furniture caused a decrease of about 5 per- 
cent in heat output from both floor and ceiling 
panels, caused by furniture obstruction to direct 
radiation. The reduction in output was the same 


‘for both uniform and non-uniform conditions. 


Although heat output decreased, the furniture 
heated enough to convect heat to air and increase 
the room temperature. This temperature increase 
is greater with ceiling panels, the authors re- 
ported, because convection already accounts for a 
large part of floor panel output. 

Use of floor coverings of various materials, with 
and without pads, made necessary a higher out- 
put from the heating medium. A 44-deg increase 
was needed with wall-to-wall wool carpeting over 
a hair and jute pad. A careful selection in floor 
coverings is necessary with panel heating, the 
authors pointed out. They recommended three- 
ply all wool carpeting with 3/16 in. rubber pad 
for use with panel heating. 

Conclusions reached were that furniture has 

(Please turn to top of page 227) 
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Set your sights on the 


TANNER LINE for PROFIT 


seme 





Better business is in sight for those stocking 
the triple tested, full pattern Tanner Valve 
Line. This top line of better valves at aT 
popular prices naturally makes better 
business. Send for the new Tanner 
catalog today. We'll see that you 
get it promptly. 


ANNER VALVES 
TANNER MFG. COMPANY ERIE, PA. 




















Cash In On the Big Demand for 


NEW IMPROVED 


FREEZELESS 
HYDRANTS 


IOWA HYDRANTS—THE FAVORITE FOR 
MORE THAN 35 YEARS. 






a ; | Outside Water Regardless of Tempera- 
} ture—Upright Pipe Automatically Drains BRASS 
( | After Each Closing. ™ NOZZLE 
lar”, *LESS HANDLE MOVEMENT—with quick 481." FROM 
| acting toggle lock lever. STATED 
f | BURY 
OAKUM and 


ADJUSTABLE—Link provides easy, positive aa 
TWISTED JUTE 
PACKING 


adjustment of lock-in tension after long use. HOSE 
by i“ 












NOZZLE 

*ROD GUIDE—Eliminates side pull on oper- 3 
ating rod—reduces wear on packing, packing 
nut and stem. 






VARIABLE FLOW—Improvements in valve 
arrangement will permit small to full flow 
without leaking out the drain hole. 


*BETTER PARTS SERVICE—Although im 
portant improvements have been made, the 







ay: same parts will service IOWA hydrants 
ON made for the past 35 years or more—this ma 

Cnek SOW o makes it easy for jobbers and dealers to HERE 
, % \ . stock parts for prompt service. = 
;o 125:. Na C Y Wholesal Ww a 
= ANNIVERSARY « ontact Your olesaler or rite cone 
A ~~ Oe 
\'o, te2e-1950 t 

, ¢ ‘or 125 years 

rey on Manufacturers + &) 7 WOODFORD HYDRANT 






DES MOINES 17, IOWA 








THE THOMAS JACKSON & SON CO., READING, PA. 
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New SPARTAN ALUMINUM 
Model 1000 Electric 
SEWER CLEANING MACHINE 


Less than % the weight of former models 





One man moves it... One man operates it... 
No helper needed! 


The new Spartan Model 1000 scoops the industry, being the 
lightest, most portable drum type sewer machine made. Truly 

a one-man machine... it saves time and labor... pays for it- 
self in just a few weeks. Your customers will like it because — 
the position of the four rubber tired wheels positively eliminates 
any part of the machine from marring the steps — and fully 
enclosed outer drum prevents dirtying of walls, floors and ceil- 
ings. Embodying all of the famous Spartan features, it is the 
one-man machine that will bring in those quick, easy “one-man” / 
profits. Yes, the Spartan will really put you in business! 


Here’s what you get 

with the new Spartan 
New custom-built 4/10 h.p. universal 
motor (AC-DC) 115 volt with reverse 
action — drives sewer rod in either 
direction. 
Exclusive “inner-drum” that controls 
cable torque (twist) gives absolute 
safety to the operator. 
New 3-blade cutting tools provide 


faster, easier cutting of roots, scale, 
sediment, paint, etc., from 3” to 10” 


sewer and process lines. 

%” double strength inner-core reverse 
action cable withstands 50% more 
torque (twist) than any other cable. 





(Pctent Applied for) 


Write for literature on Model 1000 today. 


Also write for literature on “Inner-Core”’ Cable. 


y artan TOOL CO. 


1918-D Columbia Avenue * Chicago 26, Illinois 
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TURNER 


NO. 275 
LOW-PRESSURE 


PLUMBER'S 


FIRE POT 





Complete with Turner's exclusive ‘‘Carburetor Control’ for 


more perfect combustion; positive flame control for exact 


heat desired. Construction assembly permits quick, easy 


accessibility and cleaning. Burner coil is extra-heavy seamless 


steel tubing; pump is heavy blow-proof brass. Pot will melt 


20 pounds of lead in 3 minutes. Fuel capacity —9 pints; 
burns for 9 hours on one filling. Als 


Tinner's Fire Pot aa 


© get details on the Turner 
ne of Blow Torches; the 


complet 


new Turner line of LP Fire Pots and Torches. See your jobber 


THE TURNER BRASS WORKS 


SYCAMORE Beer geeks - 





Mar 
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New Trends in Cooling and Heating 
(Continued from bottom of page 224) 

no great bearing on the effectiveness of panel 

heating, either ceiling or floor, and that floor cov- 

erings present no problem that careful selection, 

use of separate coils or circuit for each room, and 

closer tube spacing, could not overcome. 


Tips on Room Air Distribution for 
Year-round Conditioning 

“Room Air Distribution for Year "Round Air 
Conditioning” was the title of a paper presented 
by two members of the University of Illinois 
mechanical engineering department, H. E. Straub 
and S. F. Gilman. 

Their research was accomplished by using a 
room 13%4 ft. wide and 18 ft. long with 8% ft. 
ceiling height. This was surrounded by an in- 
sulated structure to form corridors along the 
north and east walls of the room. Facilities were 
available to independently control the tempera- 
ture in the corridor, in a basement space below 
the room and in an attic space above the room. 

A range of —10F to 130F was used to simulate 
exposed walls of the room on the east and north 
sides, and inside walls of the room on the south 
and west sides. Approximately 70 thermocouples 
were used to obtain temperature range. Several 
sizes of floor registers and floor diffusers were in- 
stalled singly at one of three locations in the test 
room. Wall outlets were tested at various heights. 

The experiments indicated, according to the 
authors, better air distribution from floor outlets 
than from ones located high on the side wall. 
Floor outlets at the center of the exposed wall 
promised excellent air distribution during year 
‘round air conditioning, the authors concluded, 
especially if the flow rate during summer is main- 
tained during winter heating. 


Heat Flow Characterstics of Hot 
Water Floor Panels 

E. L. Sartain and W. S. Harris, both of the 
mechanical engineering department at the Uni- 
versity of Illinois, discussed heat flow character- 
istics of hot water floor panels. 

The authors experimented in the floor slab 
laboratory at the university. Their report con- 
sisted mainly of findings on heat exchanges be- 
tween the panel and its surroundings, and the ef- 
fectiveness of several methods of insulation. 

Four test rooms were used, three exposed only 
on the north, and one with both north and east 
exposure. Rooms A and B each had a window 
with an area equal to 10 percent of the floor area, 
while rooms C and D had two such windows each. 
Walls were thoroughly insulated, eliminating heat 
transfer between adjoining spaces. Floors were 


separated by 6 in. of cellular glass insulation, ex- 
(Please turn to top of page 228) 
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New Trends in Cooling and Heating 
(Continued from bottom of page 227) 


tending 4 ft. into the ground from floor surface. 

Soil under and adjacent to the laboratory con- 
tained 3 ft. of fill, sloped for proper drainage. To 
establish heat loss into the ground, thermocouples 
were buried 20 ft. under one test room. Thermo- 
stats were set to maintain a constant air tempera- 
ture of 72F at the 30-in. level. Heat meters and 
watt-hour meters were installed to check dif- 
ference between energy input from the heater and 
heat output of the panel. 

Careful checking of the test records showed 
air temperatures at the center of the rooms were 
very uniform with variations between floor and 
60-in. level of only 0.5 deg. Fuel savings resulting 
from the use of insulation under the entire floor 
slab as compared to the use of edge insulation 
only were proven too small to warrant the differ- 
ence in cost. Vertical insulation was as effective 
along the inside edge of the foundation wall as 
was L-type insulation. 

Comparisons of reverse loss from heated slabs 
indicated that the fuel consumption when using 
floor panels would exceed the amount necessary 
for radiator or convector heating by approxi- 
mately 10 percent. Floor panel heating, however, 
had the desirable characteristic of automatically 
increasing the heat output rate in areas adjacent 
to points of high heat loss from the room. Chief 
result of the experiments was the addition of this 
data to present knowledge of panel heating per- 
formance in basementless homes. 


How Air Conditioned Agriculture 
Can Halt Starvation 

A technical paper, “Effects of Air Condition- 
ing on Plant Growth,” was presented by F. W. 
Went, professor of plant physiology at the Cal- 
ifornia Institute of Technology. The paper des- 
cribed the author’s application of air conditioning 
to greenhouses. 

Although greenhouses have been operating for 
centuries, Went said, the normal output is 40 to 
50 tons of fruit per acre. 

Man can continue expecting enough food despite 
rapidly rising birth rates, Went believes, because 
“air conditioning can double the amount of the 
highest production, and average yields of 160 tons 
to the acre can be expected without greatly in- 
creasing costs.” The secret as pointed out by 
Went is control of climatological factors through 
simple, but important, modifications to general 
practices of air conditioning. Professor Went’s 
experiments were so thorough that an air flow of 
20 fpm past the leaves of growing plants was 
determined as producing best growth. 


Relative humidity, light intensity, influence of 
day and night temperatures, germinating and 
transplanting temperatures, and amounts of re- 
circulated and outdoor air were carefully studied. 

Experiments with tomato plants resulted in 
establishing 80F as the best temperature for to- 
mato seed germination. After two or three 
months, the temperature decrease is to 60F. 
Common practice has been to transplant tomato 
seedlings when they are 4 to 8 in. high. Air con- 
ditioning can now allow a growth of 3 ft. before 
transplanting, Went reported. 

Air conditioned greenhouses are essential for 
further investigation of plant behavior in rela- 
tion to their environment, Went believes, By such 
means the effects of climate on all crops could be 
measured. This could extend improvements in 
growing conditions of many agricultural crops, 
not only those in greenhouses, but methods can 
be developed to indicate field conditions that can 
be modified to increase production, he said. 


The Results of Field Studies of 
Floor Panel Control Systems 


A technical paper, “Field Studies of Floor 
Panel Control Systems,” covered the results of 
field tests on various control systems in three 
different types of construction. The paper was 
authored by A. B. Algren and R. R. Head, both 
of the mechanical engineering department of the 
University of Minnesota, and E. F. Snyder, Jr., 
of Minneapolis-Honeywell Regulator Co. 

A type A installation, including a heavy floor 
panel, heavy building construction and large glass 
area, was studied in a single story general office 
in a factory building. Type B, including a heavy 
floor panel, light building construction and large 
glass area, was studied in a factory. Type C, in- 
cluding a heavy floor panel, light building con- 
struction and small glass area, was studied in a 
residence. Investigations were made in these in- 
stallations for governing load conditions in which 
the principal factors were: outdoor dry bulb 
temperature, solar radiation, wind, building con- 
struction, glass area, infiltration, thermal trans- 
mission and heat storage capacity and occupancy. 

The studies revealed that constant heating load 
changes are of greater consequence in a floor 
panel heating system than in any other type. The 
large thermal inertia of the floor panel, the author 
said, precludes a rapid change in the energy level 
of the slab. Outside weather conditions listed by 
the speakers which effect a rapid change in heat- 
ing loads are the intensity of solar radiation, out- 
side temperature, wind velocity or direction. 

Tests with solar compensators showed that they 

(Please turn to top of page 230) 
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Now! ...New 400A 


Power Drive with 
New Speed-Grip Chuck 


Pats. applied for 





Speed chuck 
performance 
you want! 


Entirely new principle 


of gripping pipe or rod 
Not just another hammer chuck 


3% Speed-Grip Chuck guaranteed to hold any kind 
of pipe securely both ways, forward and reverse. 


% No slipping, even in driving geared tools. 


% Easy to operate: close grip-tooth jaws on work 
with hand wheel, sock it lightly — motor action 
makes it hold still tighter. 


% Releases easily by turn of hand wheel. 


Scores of thousands of these remarkable ‘*400’s” 
are turning pipe everywhere for easy threading, 
cutting, reaming with hand tools, saving time 
and work. For 4%” to 2” pipe, 4%’ to 2” bolts, 
but lots of power for geared tools to 12”. Now, 
with new Speed-Grip Chuck, it’s unbeatable. 
No. 400 with lathe-type chuck also available. See 
it, try it at Your Supply House! 


ELYRIA, OHIO 


THE RIDGE TOOL COMPANY e 
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permit adjustment of boiler water temperature in 
accordance with sensed outside temperature. The 
solar compensator, an insulated enclosure with 
glass in one side mounted in the same plane as 
the glass in the building, takes into account im- 
mediate solar gain through wall glass area. It is 
oriented in the same direction as the heating zone 
it serves. 

An outdoor sensing bulb, located on the west 
side of the boiler room, was unable to sense early 
solar effects. Therefore, energy was applied to 
the panel longer than was necessary. Locating 
this sensing bulb where it quickly detected solar 
effect, lent immediate improvement to control of 
the panel system. A general control problem re- 
sulted from connecting the water returns of the 
separate zones to a common header. A tempera- 
ture drop occurred whenever return water circu- 
lated. 

A constant heating load depended almost en- 
tirely on the sensitivity of the thermostat. Ex- 
posed walls, air temperature distribution, air mo- 
tion and floor coverings, were checked thoroughly 
for effect on controls. An on-off type of valve 
provided greater variation of panel water tem- 
perature with less frequent operation. The magni- 
tude of variation depended on the method of 
boiler water temperature control. A mixing 
valve’s damping effect eliminated the necessity 
for proportioning control of boiler water tempera- 
ture. 

A space thermostat used in conjunction with 
reset boiler water temperature sensed the changes 
in internal or space temperatures which would 
normally occur from conditions other than the 
change in outdoor temperature. If boiler water 
temperature was reset with outdoor temperature 
the thermostat functioned as an auxiliary or 
secondary control element of the overall control 
system. When boiler water temperature was con- 
stant the thermostat functioned as a primary con- 
trol element of the overall control system. 

Researchers Algren, Snyder and Head included 
in their technical paper, recommendations for 
specific practices in both the operation and type 
of control system, and suggestions for important 
factors in design of floor panel heating systems. 
They believe that all practical data possible from 
field tests has been obtained, and suggested fur- 
ther work of a laboratory nature where a con- 
trolled environment can be maintained. (The de- 
tails of this and other investigations reported at 
the ASHVE meeting can be obtained on request 
from the Society. The address is given on page 


one of this report.) 
“Automobile Air Conditioning—Progress and 
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Problems,” was the title of a paper presented by 
P. J. Kent, executive engineer of Chrysler Corp. 

According to the author, additional automobile 
companies plan to offer air conditioning in 1954. 
Tooling and tool amortization, a deterrent to ex- 
pansion, has been sidestepped by fabricating 
many parts by hand, machining from sand casting, 
and forming from plastics. With every indication 
that the market will expand rapidly, a gradual 
change to mass production is taking place, the 
author reported. Problems being solved, he said, 
include combining large refrigerator capacity 
with compressor compactness, elimination of vi- 
bration in compressor, wedding of high speed 
compressors to low speed engine idling and quiet- 
ness of operation. 

Kent revealed that several companies have de- 
veloped a package air conditioning system in 
which all parts of the system are assembled into 
a single unit mounted in the trunk of the car. 
Easier installation, and the elimination of adjust- 
ments between car engine and moving refriger- 
ator parts by using separate electric motor drive 
or separate engine drive, are points in favor of the 
package unit, he said. 


New Officers Elected 


Louis N. Hunter, vice president of research for 
National Radiator, was elected as society presi- 
dent for 1954. 

“Who’s Who in America” and “Who’s Who in 
Engineering” rate Mr. Hunter as one of the coun- 
try’s top research engineers. A member of 
ASHVE since 1935, he was first vice president in 
1953 and has also served on many technical ad- 
visory committees. 

Mr. Hunter was born in Brampton, Ont., Can- 
ada, in 1903, and received his B.S. degree from 
the University of Toronto in 1925. After four 
years as assistant research engineer with the 
Bryant Heater Co., Cleveland, he became gas en- 
gineer for the National Radiator Co. in Johnstown, 
Pa. He was promoted to assistant manager of the 
research department in 1932, and elevated to man- 
ager three yars later. He was made vice president 
of research in 1941, and placed on the board of di- 
rectors in 1943. 

Mr. Hunter was chairman of the ASHVE Com- 
mittee on Research in 1948-49. He is now active 
on the council and its executive committee, the 
F. Paul Anderson Committee, and is chairman 
of the Standards Committee. 

Other officers elected at the meeting are: first 
vice president, John E. Haines, vice president of 
the controls division, Minneapolis-Honeywell Reg- 
ulator Co., Minneapolis; second vice president, 
John W. James, vice president in charge of re- 
search, McDonnell & Miller, Inc., Chicago; treas- 
(Please turn to top of page 233) 
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Not just another hammer chuck 


* Speed-Grip Chuck guaranteed to hold any 
kind of pipe securely both ways, forward and 
reverse. 


* No slipping, even in driving geared tools. 


* Easy to operate: close grip-tooth jaws on 
work with hand wheel, sock it lightly —motor 
action makes it hold still tighter. 


* Releases easily by turn of hand wheel. 
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WATER 
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urer, E. R. Queer, director of the department of 
engineering research, Pennsylvania State Col- 
lege, State College, Pa.; Council (three-year 
term): C. H. Pesterfield, associate professor of 
mechanical engineering, Michigan State College, 
East Lansing; B. H. Spurlock, Jr., professor of 
mechanical engineering, University of Colorado, 
Boulder; John H. Fox, sales manager, Minneap- 
olis-Honeywell Regulator Co., Ltd., Toronto, Ont., 
Canada and A. J. Hess, president, Hess-Greiner 
& Polland, Los Angeles. 

In recognition of his outstanding contributions 
to the advancement of heating, ventilating and 
air conditioning, Walter L. Fleischer, New York 
City, was the recipient of the F. Paul Anderson 
Medal, which is awarded annually by the So- 
ciety. 

Formal presentation of the award was made 
by the retiring president, Reg. F. Taylor. While 
presenting the medal, Mr. Taylor spoke of Mr. 
Fleischer as “consulting engineer, inventor and 
author, whose energy, vision and pioneer work in 
comfort air conditioning have been basic to the 
comfort and well being of his fellow men...” 

Comfort conditioning became the object of Mr. 
Fleischer’s attention and talents at the beginning 
of his career. Soon after earning his M.S. degree 
from the University of Pennsylvania in 1901, he 
became engineer-in-chief of Francis Brothers & 
Jellet, Philadelphia. He supervised the engineer- 
ing of the ventilating system in the New Amster- 
dam Theater in 1903. Although a young man at 
this time (he was born July 18, 1880 in Philadel- 
phia) he had the imagination to vision the pos- 
sibilities of comfort engineering and the initiative 
and ability to seek its development. 


He Supervised First System 


Two years later, in the Hippodrome Theater, he 
supervised one of the first applications of refriger- 
ation for cooling through a ventilating system. He 
later designed, supervised or installed the vent- 
ilating systems for the Shubert, Ames, Forty- 
Fourth Street, Fulton and Maxime-Elliott The- 
aters in New York, and many others in Chicago, 
St. Louis and Newark. 

Mr. Fleischer decided, by 1911, that he had 
enough experience to start on his own, and he 
founded the W. L. Fleischer & Co., Inc., serving as 
its president, treasurer and chief engineer. He 
then designed the first theater cooling system em- 
ploying an air washer, and installed it in the 
Fulton Theater in New York. Together with 
W. H. Carrier, he gave comfort conditioning its 
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first “booster shot” in 1921 by installing air con- 
ditioning in the J. L. Hudson Store in Detroit. 
This began the wide use of the by-pass system of 
air conditioning. 

By this time Mr. Fleischer had merged his com- 
pany with two others to form The Cooling and 
Air Conditoning Corp. His recent work had 
fanned the flames of a creative instinct, and he 
began to patent some of his improvements in air 
conditioning and ventilating. He now is the holder 
of some 100 patents. His patents on local recircu- 
lation and the Fleischer by-pass method were 
basic to present air conditioning systems. 

Mr. Fleischer (who was president of ASHVE 
in 1941) is the twelfth recipient of the F. Paul 
Anderson Medal since the first award was made 
in 1932 to the late Dr. Willis H. Carrier. Others 
who have received the medal are: Dr. A. C. Wil- 
lard, Prof. Frank B. Rowley, the late Dr. F. E. 
Giesecke, the late Dr. Ferry C. Houghten, Cap- 
tain Alfred E. Stacey, Jr., the late J. Herbert 
Walker, Dr. C. E. A. Winslow, Samuel R. Lewis, 
the late Dr. Homer Addams and E. N. McDonnell 
(last year’s recipient). END 


Gas Appliance Industry Looks for 
Better Business Ahead 


THE NATION’s SIXTH largest industry, gas, is 
demonstrating its confidence in the business out- 
look for 1954 by spending money for new distribu- 
tion and manufacturing facilities, and in expanded 
sales promotion. 

The latest of a series of surveys conducted by 
the Gas Appliance Manufacturers Assn. shows 
little evidence among GAMA members of anxiety 
with a ’54 slump. Instead, most of the leading 
makers of household gas appliances and equip- 
ment are expecting substantial sales gains. 

Particularly optimistic are manufacturers of 
gas-fired central home heating equipment who 
shipped almost 800,000 units in 1953. According 
to Edward R. Martin, GAMA director of market- 
ing and statistics, only 12 of 106 gas heating 
manufacturers expect their own sales to drop, 
while 68 predict they will top their 1953 records. 
Of the remaining 26, twelve anticipate no change 
and 14 offer no estimate. 

“An oddity in the gas heating industry survey 
occurs in the fact that the manufacturers are con- 
servative in their outlook for the combined in- 
dustry but bullish in estimating the immediate 
future of their own companies,” Martin pointed 
out. “For example, 30 out of 44 manufacturers of 
warm air furnaces expect to do more business in 

(Please turn to top of page 235) 
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GAMA Looks for Better Business 


(Continued from bottom of page 233) 


1954, six anticipate no change, four made no 
prediction and only four look for a decrease. 

“While these same manufacturers expect the 
industry as a whole to stay at the 1953 level, ful- 
fillment of their individual expectations could 
boost the industry total as much as 30 percent 
over last year.” 

Consensus of 24 gas boiler manufacturers is 
that total volume will be only slightly higher than 
in 1953, yet only two of the 24 expect a company 
decrease while 14 companies expect a sales in- 
crease. In view of this, Martin said, the boiler 
business could easily top 1953 by 12 percent. A 
similar situation exists among makers of gas con- 
version burners with 24 of 38 manufacturing com- 
panies expecting to surpass last year’s volume. 

Makers of automatic gas water heaters are 
not quite so optimistic, Martin reported. While 
the consensus is that the industry could slide off 
as much as nine percent from the 2,160,000 units 
shipped in 1953, only 13 of 51 reporting companies 
expect their own sales to drop, while 30 anticipate 
an increase and six expect to equal 1953 figures. 

Among gas range manufacturers the consensus 
of 26 reporting companies is that industry sales 
could drop as much as 3.8 percent. However, Mar- 
tin explained, 15 manufacturers expect sales in- 
creases which would change the picture sub- 
stantially and place the 1954 total five percent 
or more above the 1953 figure of 2,220,000 units. 

Two comparatively new gas appliances— 
domestic gas incinerators and clothes dryers—will 
undoubtedly lead the field in percentage of in- 
creased sales, Martin said. Expectations are that 
incinerator sales will more than double the 1953 
figure, while gas clothes dryer shipments will rise 
more than 40 percent above the 1953 total. 

The expectations of sales increases which per- 
vade the gas and gas appliance industries seem 
reasonable, although counter to the expected 
trend of business, Martin said, because of a num- 
ber of favorable factors which apply to all phases 
of the gas business. 

First of these factors, he said, is the planned 
expenditure of two and one-half billion dollars 
by 1956 for further expansion of natural gas pipe- 
lines and other distribution facilities. The ex- 
pansion, backed by an ever-increasing backlog of 
natural gas reserves assures the addition of new 
markets and an increase in the supply of gas 
available in present ones. 

Another factor, Martin added, is the spectacular 
increase in the adoption of liquefied petroleum 
gas (bottled and tank type butane and propane) 
as the household fuel in millions of rural, small- 
town and suburban homes. END 
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Name Officers 
At Fort Worth 


The Fort Worth Air Con- 
ditioning Assn. recently 
elected officers and directors 
for the 1954 term. W. I. Spit- 
ler was named president of 
the Texas group. 

B. P. Rhinefort, first vice 
president, H. E. Cunning- 
ham, second vice president 
and M. B. Mobley, secre- 
tary-treasurer were other 
officers elected. New direc- 
tors include H. E. Decker, 
V. R. Brown and Les Tye. 

The new officials will head 
an organization drive for 
members. A spokesman said 
his group is attempting to 
sign every company con- 
nected with air conditioning 
in the Fort Worth area. 





Quaker City Assn. 
Elects Schnyder 


Irvin Schnyder was elect- 
ed president of the Quaker 
City Plumbing Supply Job- 
bers Assn. at a recent meet- 
ing. 

Harry Saltmer, first vice 
president, William Willis, 
second vice president and 
Leo Lampone, Jr., treasurer, 
were other officers named. 

John J. Owens, Maurice 
Shapiro, Michael Miele and 
Sie Blau were elected to the 
board of directors. 





New Representative 
For National Radiator 


Engineering Sales Co., 
Jackson, Miss., is now repre- 
senting The National Radi- 
ator Company, Johnstown, 
Pa., in the Jackson market- 
ing area. 

The firm will handle Na- 
tional Radiator heating 
products. W. V. Potts heads 
the Jackson office, which is 
a branch of Engineering 
Sales Co. of New Orleans. 





Refrigerator-F reezer 


Gains Acceptance 

The refrigerator-freezer is 
rapidly gaining acceptance, 
according to John F. Mc- 
Daniel, vice president in 
charge of marketing for 
Hotpoint. 

McDaniel, analyzing re- 
sults of a 1953 combination 
refrigerator -freezer survey 
made by Hotpoint, said the 
combination unit is opening 
a new market in a highly 
saturated industry. 

Consumer interest is lean- 
ing heavily toward lower 
prices and better product 
performance, McDaniel said. 

He also cited better sales 
stories presented by dealers 
as a contributing factor in 
the popularity rise of the 


combination units. 





Stai New President 
Of Columbus Assn. 


William C. Stai of the 
Franklin Plumbing and 
Heating Company recently 
was elected president of the 
Columbus (Ohio) Assn. of 
Master Plumbing and Heat- 
ing contractors. 

The election was a part 
of the group’s annual meet- 
ing and banauet. 

Matthew Roberts of Rob- 
erts Plumbing Comnany 
was named vice president; 
William G. Stai of William 
G. Stai and Sons, Inc., was 
elected secretary-treasurer 
and Flovd Speakman of 
Sabo end Spveakman was 
elected sergeant-at-arms. 





Zurn Retains Manas 
As Plumbing Aide 


Vincent T. Manas has 
been retained by the Zurn 
Manufacturing Company, 
Pittsburgh, as a special con- 
sultant on plumbing engi- 
neering and to be in charge 
of sales in the Washington, 
D. C. area. 

He will continue to be 
available for speaking en- 
gagements to national and 
state conventions of con- 
tractors, engineers, archi- 
tects and similar groups in- 
terested in plumbing. 








B&G Directors 
Name Officials 


E. R. Moore and Clarence 
E. Pullum have been named 
executive vice presidents of 
Bell & Gossett Co., Morton 
Grove, Ill. according to 
press-time information re- 
ceived by Domestic Enc1- 
NEERING. 

Directors of the company 
also named E. J. Gossett, 
president of the company, as 
chairman of the board. 

Moore has been vice presi- 
dent and secretary and Pul- 
lum vice president and 
treasurer. 





Westinghouse Plans 
$21, Million Outlay 


The Electric Appliance 
Division of Westinghouse 
Electric Corporation at 
Mansfield, Ohio, will spend 
$2,500,000 this year to re- 
arrange and expand its fa- 
cilities, according to J. H. 
Ashbaugh, vice president. 

More than $2,000,000 will 
be spent for new equipment, 
Ashbaugh said. Much of 
this will replace machinery 
being shipped to a new 
plant in Columbus, Ohio. 

The Columbus plant 
eventually will produce all 
Westinghouse refrigerators 
and freezers. 

Expansion plans of the di- 
vision include a new build- 
ing at Mansfield. 





Wolverine Office In 
Kansas City, Mo. 


The Wolverine Tube Di- 
vision of Calumet & Hecla, 
Inc., has opened sales of- 
fices in Kansas City, accord- 
ing to E. J. Campbell, Wol- 
verine midwestern district 
sales manager. 

Thomas E. Goodyear will 
conduct the new office at 
room 208, Broadway-West- 
port Building, in Kansas 
City, Mo. 

Campbell also announced 
site changes for two other 
offices. The St. Louis office 
now is in room 207, Larson 
Building, 25 S. Bemiston 
Ave., St. Louis 5, and the 
Philadelphia office now is 
located in room 1408-10, 
Liberty Trust Building, 
Broad and Arch Sts., Phila- 
delphia 7. 





Hotpoint Opens New 
Chicago Showroom 

Hotpoint opened a new 
appliance showroom during 
the January Home Furnish- 
ings Show in Chicago. 

John F. McDaniel, vice 
president of marketing for 
Hotpoint, said the company 
moved into its new location 
in room 1120 of the Mer- 
chandise Mart. 

The new showroom covers 
5,000 square feet and will 
house the company’s Chi- 


cago district office. 
(NEWS continued on page 239) 











The Water Service Laboratories, Inc., New York City, 
has expanded its exhibit of corrosion and scale damage 
to plumbing systems. More than 1,000 examples are now 
on display, with the additional exhibit material showing 
the effects of corrosion on air conditioning equipment. 
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1 Kansas sizes for every need. Exclusive features that close sales 
quick. Easy installation. Trouble-free performance. 
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uis office Ask your wholesaler—or mail coupon for details. 
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now is capacity, commercial to 1,000,000 grains. Triple-duty minerals soften, 
remove iron, filter sediment. Extra heavy gauge steel tanks electrically 
1408-10, welded and hot dip galvanized. Top styling, attractively finished in white 
Building, baked enamel. 10 year warranty. 
s., Phila- ro~MAIL COUPON FOR DETAILS---~ 
1 MODERN WATER EQUIPMENT CO. ! 
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The popular priced shower stall 
that’s full of the features you’d 
expect only in more costly 
showers .. . plus Spartan full 
length, deep groove, slip-on con- 
struction for extra rigidity and 
long life. Undoubtedly America’s 
easiest shower to assemble... a 
—_ saving to the plumber. | 

eavy gauge steel. Also avail- | 
able in heavy gauge aluminum | 


eer The Crown. 
Galvanized. Bonderized Steel Literature on Request 









“ARMSTRONG BROS.” Three Wheel and Standard 
wheel ond roller Pipe Cutters are quality cutters 
throughout . . . built to give years of good service. 





“ARMSTRONG BROS.” drop forged Pipe Cutters are 
built for lifetime service with 1-piece drop forged 
steel heat treated body and a replaceable hardened 
steel nut to take up the wear and thrust of handle 
screw. Used either as 1-wheel (with 2 rollers) or 3- 
wheel (for close quarters). 








“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are hined from special alloy tool 








5223 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 


City, steel properly heat treated. They cut rapidly 
nage and easily, hold their keen edge. 
now 
ving | STRONG BROS. TOOL CO. 
vent. | “The Tool Holder People” 

' 





Warehouses in Chicago, Il!., Beverly Hills, Calif., Concord, N. C., Boston, Mass. 
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Whether as a roller, 
3-wheel or 4-wheel cutter, 
this new REED tool is easier 
to position on the pipe, 
tracks perfectly and cuts 
faster with less burr, 


The basic cutter is the 1 -wheel roller model, preferred 
for machine cutting and for hand cutting where conditions 
permit a complete siwng of the tool. Its major advantage 
is that the two rollers are in the hook where they provide 
a solid base when positioning the cutter on the pipe... 
and the single razor-blade wheel is in the sliding block 
where it can be lined up easily with a mark on the pipe. 


The basic roller cutter is also available in 4-wheel 
and 3-wheel models. Yet for those who have only occa- 
sional need for a 4-wheel cutter, the roller cutter can be 
quickly converted. Simply remove the rollers and the 
1-wheel sliding block, insert the 2-wheel block and re- 
place the two rollers with wheels. To convert toa 
3-wheel cutter, just substitute wheels for the two rollers. 


Whenever you want to work with pipe, ask for a REED pipe tool! 


How ACE Heavy Duty Marble Protection Paper 


HELPS YOU MAKE MONEY! 


Bathtubs and other enamelled 


And Ace, though strong and dur- | 
able, removes with plain water. | 


and porcelain surfaced fixtures 
need protection. Abuse by other 
tradesmen during construction 
make it a must! 

ACE Heavy Duty Marble Pro 
tection Paper provides this insur- 
ance at lowest cost... An average 
tub can be for pennies! 


ACE Protection Paper comes 
in gummed back rolls. ACE is so 
easy to use, a tub can be com- 
pletely covered in 5 minutes! 


ACE Pa 
426 W. 
Free 


Profit Story 


For the complete 
price and profit 
story on ACE 
Marble Protection 
Paper, fill in and 
mail the coupon. 
Act now! 


ee ee ee ee ee ee es oe 


What’s more, it never stains. 
What does this mean to you? 
if you are a jobber: ACE gives 
you a Heavy Duty Marble Pro- 
tection Paper whose performance 


and price advantages make it a | 


natural profit item. 


Hf you are a plumber: ACE pro- | 
vides new, low-cost protection | 
for your | 


from damage 
installations. 


r Co., Inc., WAlker 5-7400 


roadway, New York 12, N. Y. 


Please send me FREE price and profit informa- 
tion about ACE Marble Protection Paper. 


0 We are jobbers 


(0 We are plumbers 


BURKS |) PUMPS 
and water systems 


Patented KAM-ACTION Feature 


BURKS 


PUMPS 


Write for Catalog Folder 
DECATUR PUMP CO. 


33 Elk St., Decatur 70, lil. 
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News . . . continued 


The appointment of M. T. 
Bard as sales manager heads 
the list of promotions re- 
ently announced by the 
Airtemp Division as a por- 
tion of an expansion pro- 
gram under way by the 
Chrysler Corporation unit. 
The four sections involved 
will operate under the di- 
rection of J. F. Knoff, vice 
president in charge of sales. 
They include: sales, Bard; 
sales administration, S. R. 
Prugh; merchandising, E. A. 
Nash and Airtemp Con- 
struction Corporation, R. B. 
Stotz. 

Bard will head a sales 
staff that includes S. A. 
Anderson, Jr., assistant 
sales manager in the south- 
ern sales division; A. J. 


Airtemp Division Announces Promotions 


DOMESTIC ENGINEERING 





Schiffmann, a similar posi- 
tion in the eastern division 
and F. J. Laughna, assistant 
sales manager in the central 
division. Divisional head- 
quarters will be at Dayton, 
Ohio. 

E. A. Ham will head West 
coast sales activities as re- 
gional manager. 

Other appointments in- 
clude R. H. Friedel as staff 
specialist in charge of spe- 
cial sales assignments; 
Ralph Gonzales as staff spe- 
cialist in charge of special 
engineering assignments; 
W. E. Edwards as Atlanta 
regional sales manager; D. 
E. Parks as Chicago regional 
manager and J. C. Davidson 
as applications engineering 
| manager. 








Royal Jet, Inc., recently 
unveiled a ductless forced 
air heating system at its an- 
nual meeting of salesmen 
and dealers in Los Angeles. 
The company, a manufac- 
turer of heating equipment, 
also showed a new jet flow 
and forced flow line of heat- 


Royal Jet Heating Shown at Sales Meeting 





Dealers and distributors of Royal Jet, Inc., flanked by Buzz 
Lowrie, president (right), and Alex Banko, sales manager 
(left), are shown during a recent tour of the plant at Alhambra, 
Calif. The company is a manufacturer of heating equipment. 


| ing system products. 

Dave Slipher, of Fritz B. 
Burns, Los Angeles land 
developer and builder, 
talked on the builder’s at- 
titude toward the future. 

A tour of the Royal Jet 
plant at Alhambra, near 
Los Angeles, followed. 








St. Pierre Chain Corpora- 
tion of Worcester, Mass., 
has purchased assets of the 
Trimont Manufacturing 
Company of Roxbury, Mass. 
Trimont will be operated 
as the Trimo Wrench Divi- 
sion of St. Pierre, according 
to Henry St. Pierre, presi- 
dent and treasurer of the 
chain corporation. 





St. Pierre Chain Corp. Buys Wrench Firm 


Facilities of the purchas- 
ing company will be used to 
produce the full Trimo line, 

Raymond D. Morre, vice 
president in charge of sales, 
will have Franklin P. Aiton, 
former Trimo vice president 
and H. A. Olson, former 
export manager, as asso- 
ciates. 

(NEWS continued on page 240) 
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"As far as I’m concerned, 
Chicago Faucets are the best item I carry. 
They mean business fo me.” 


That’s what a lot of plumbers say about Chicago 
Faucets. Why? For one reason, because they build 
good will. Your customers want the best, and with 
Chicago Faucets, that’s what they get — leak-free, 
easy-operating faucets that stay that way with just 
occasional re-washering. If ever necessary, the 
entire operating unit, or any part of it, can be 
replaced as easily as a light bulb. That means 
Jong economical service. 


And that means satisfied, steady customers for you. 


THE CHICAGO FAUCET COMPANY 
CHICAGO 39, ILLINOIS 


oan 


Chicago Faucet Products are distributed 
through the plumbing trade exclusively. 











Now...an entirely NEW CONCEPT 


in Sewer and drain cleaning 





The New 





a oy 


ADAPTABLE TO LONGER 
RUNS AND LARGER TOOLS 
@ Non-helixing because cables are 
wound in opposite directions 

® Dual cables tied together—easily 
pulled back if one breaks 

@ 8’ cable sections permit work in 
small spaces—cost less to replace 

®@ Instant, snap lock cable connectors 
@ Present Electric Eel outfits are 
easily converted 

® Complete set of cleaning tools 
available for lines 3” to 16” 


Write Dept. DE for full details 


The Ohio Tool and Engineering Co. 
SPRINGFIELD, OHIO 














STRONG, FLEXIBLE, SELF 
FEEDING. Open winding 
of outer member permits 
cable to feed in and out 
easily—even through "'P"’ 
traps. Nomanue! handling 
—motor does the work 
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| Remington Corp. Holds Sales Meeting 


Representatives and dis- 
tributors of the Remington 
| Corporation met recently in 
New Orleans to discuss fu- 
ture sales of Remington air 
conditioners. 
The meeting featured 
talks on promotions of win- 
| dow and console air condi- 
tioner models made by the 
| company. Several new lines 


wt 


| Shown at a Remington sales meeting in New Orleans (Front 


| also were unveiled. 

Officials of the firm ex- 
plained a greatly expanded 
advertising and sales pro- 
motion program that will! be 
used to boost conditioner 
sales. The promotion pro- 
gram will be the largest in 
the company’s 16-year his- 
tory in the room air condi- 
tioner field. 











row, left to right) Chris Ebersole, Ben Hockey, Ashley Cham- 
| bers, Buford Myers, W. C. Blackwell, W. G. Adair and J. B. 


| Kizer. Back row: Harry Jobes, 


H. W. Mozingo, A. G. Manguno, 


T. H. Wilke, L. G. Hays, E. M. Johnson and Carl F. Zauner. 





New York University will 
sponsor a series of lectures 


' on the air conditioning of 


large office buildings on 
Wednesday evenings from 
March 17 through April 7. 
The sessions will be a part 
of the annual Mario C. Gi- 
memorial lectures. 
The talks will be conducted 


| NYU Schedules Air Conditioning Talks 


can Society of Heating and 
Ventilating Engineers. 

Topics will include central 
duct systems, unitary and 
perimeter systems, panel 
cooling combined with air 
distribution systems, design 
problems, the owner’s view- 
point and the future of air 
conditioning. 





in cooperation with the New 
York chapter of the Ameri- | 


Six experts will speak on 
finance and engineering. 





Lee Miles, cooling sales 
engineer for Mueller Clima- 
trol of Milwaukee, has been 
reappointed chairman of the 
Manual 11 committee of the 
National Warm Air Heating 





and Air Conditioning Assn. 
The committee is made up 
of men from leading com- 


conditioning field. 
Last year the committee 


as a guide to the industry. 
Data on equipment sizing 





| and design and installation | (NEWS continued on page 241) 


_ NWAHACA Fills Committee Post 


of air distribution systems 
are included in the publica- 
tion. 

Research for the book was 
made by the educational ad- 
visory board and by the de- 
partment of mechanical en- 
gineering of the University 
of Illinois. 

Miles also is a member of 
a joint committee made up 
of the NWAHACA, the Air 
Conditioning and Refriger- 
ation Institute and National 
Assn. of Home Builders. 
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Ebco Dstrict Managers Hear Sales Plans 


A new and expanded 
sales and advertising pro- 
gram for 1954 was outlined 
to district managers during 
the annual sales conference 
held recently by the Ebco 
Manufacturing Company of 
Columbus, Ohio. 

A. R. Benua, president of 
Ebco, said the theme for this 
year will be “Steps to the 
Sale” and pointed out that 
the selling job today calls 
for a return to basic sales 
techniques. 

“The fundamentals of 
selling are not new, but 
some of the most experi- 
enced salesmen have for- 
gotten how to use them in 
recent years,” he said. 


Lee C. Love, general sales 
manager, also spoke on the 
new theme. W. T. Giller and | 
R. H. Orthoefer, district | 
supervisors, spoke on ap-| 
plying the theme to water | 
cooler and air dryer sales. | 

Other speakers included | 
C. O. Dudley, sales con- 
sultant, and E. G. Frost of | 
Geyer Advertising, Inc., and 
John Boeshaar, products 
promotion manager for 
Ebco. 

Boeshaar announced an 
advertising budget increase 
for this year and explained 
the use of new promotion | 
materials in sales packages 
provided with all company | 
| products. 


| 











Geneva Awards Prize, Announces Products 


Willard Woodfield of Da- 
mascus Electric Company, 
Damascus, Md., won the 
“Dealer of the Year” con- 
test recently held by Geneva 
Modern Kitchens of Geneva, 
Ill. 

Woodfield received prize 
awards and was presented 
to distributors at a meeting 
held at the home plant. F. 
E. O’Connor, Geneva vice 





Some of the six new colors now available for kitchens from 
Geneva Modern Kitchens are shown on display above. The} 
new equipment was shown at a recent annual distributors | 
meeting. Full line production has begun. 


bles by the company. 

New products announced 
include pull-out table tops, 
a quarter round wall cabi- 
net, a vent cabinet with fan, 
a food waste receptacle, 
utility and implement cabi- 





| new colored kitchen ensem- 





| president, presided. | 

L. A. Smith of the Doug- 
las Distributing Company, | 
Washington, D. C., was hon- 
ored as the distributor sales- 
|man who played a large 
| part in developing the rec- 
ord shown by Damascus 
Electric. 

Featuring the meeting was 
the announcement of six 








| 
| 
| 
| 
| 


nets and a can-opener | 


bracket that folds out of | 


sight. | 
Announcement was made | 
of the new product war- | 
ranty for Geneva cabinets. 
(NEWS continued on page 243) | 


CHICAGO — 122 S. Michigan Ave. 
In Canada — WATSON AGENCIES, 628 Oakwood Ave., Toronto, Ont. 





—that's APCO 
CAST IRON SOIL PIPE 


APCO has a distinctive hub that 
serves as its own trademark. APCO 
is distinguished because of its 
quality and long life—in fact, it 
is practically everlasting when 
used as a soil, waste or vent line, 
house drain, roof drain or build- 
ing sewer. 


Sixty American cities—and many 
in Europe — have Cast Iron Pipe 
still in use after well over 100 
years’ service! This is your assur- 
ance of PERMANENCE — thus 
ECONOMY. APCO is flexible in 
that their impenetrable lead- 
caulked joints (by water and tree 
roots) allow for internal pressure 
caused by flash floods, and external 
pressure of ground settling, con- 
stant traffic jarring and earth move- 
ment. Yes — once set, you can 
forget! 


Specify APCO and you specify 
satisfaction ! 


STRINGER FITTINGS 
AND APCO WASTE 
AND REVENT FITTINGS 


4 f 





ALABAMA PIPE CO. 


SALES OFFICES: Anniston, Alabama 


APCO IS MADE BY 
THE WORLD'S LARGEST PRODUCERS OF 


CAST IRON SOIL PIPE 





NEW YORK — 350 Fifth Ave. 
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Kadsaul OIL BURNER FOR RESIDENTIAL, Car 
COMMERCIAL, INDUSTRIAL USE Cc 
cur! 
A Complete Line . . . %-30 
with a gals. Shell Head Models nak 
%-10 gals. Unsurpassed — 
burner performance . . . thro 
KEENEY Automatic D VOVENT competitively priced. 
factory guarantee... easy play 
Y 4 | C | installation . . . minimum and 
ou ave Comp ete ontro servicing . . . low upkeep tion 
. « « Nationally distributed Nov 
. protected territories. 
NO. 14 
HOT WATER 
Kadtaut oi. FIRED WINTER AIR CONDITIONER 
Superior in design .. . 
Economical in price — in- 
stallation — operation. 
Available in four models: 
Low Boy, Suspended Unit, 
Hi Boy, Counterflow. Fac- 
tory assembled and 
shipped complete. 
Kadean?™ yrury PUMP 
r M AN Discharges waste water from 
or UAL VENTI NG Turn left laundry tubs, washing machines 
i Salil ai T and other fixtures or appliances 
till a steady stream appears. Turn located below sewer outlets. For fini: 
right for automatic venting. draining water tanks and swim- ond 
ming pools, circulating water in 
- Od ope’ 
1 cooling systems, agitating and ° 
THE DUOVENT is so de- pumping water in displays, and in photographic labora- pe 
. sae tories, etc. All bronze construction, dynamically balanced com 
signed that it’s easy to get at. impeller, rotary type seal. 
Operates from any angle. 
etiiiieaniaaaiii Dre 
THE DU OVENT Eeernees Kadoau?™ \stOMATIC ELECTRIC SUMP PUMP Pre 
fast cycling, positive water shut- ir 
off, and it’s low priced For al Drainage Problems—boiler, aur 
: — elevator and grease pits, cellar and erat 
basement sumps, water transfer for aoa 
SEE YOUR DISTRIBUTOR NOW .. . OR WRITE US irrigation. Permanent, silent, trouble bus 
free operation. All bronze construc- ing 
THE aie MANUFACTURING COMPANY tion . . . dynamically balanced pre 
i impeller . . . perfect alignment for I 
sist CONNECTICUT minimum parts wear . . ..3200 gals. 
per hour. 
a a | Sid 
i 
“ | Write for complete literature on all Radiant Products P 
i . 
] PAS Str 
f “eae. on RADIANT UTILITIES CORP. oumosen are 
8809 18th Avenue, Brooklyn 14, N.Y. Bro 
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News - - » continued 


Gibson Collaborates to 


Make Refrigerators 


The Gibson Refrigerator|was announced by Charles 
Company of Greenville,|J. Gibson, president of Gib- 


Mich., and General Steel | son, 


Wares, Ltd., 


and W. F. Holding, 


of Toronto,| president of General Steel. 


Canada, have pooled engi- |The latter firm will make 
neering and manufacturing.|electric refrigerators and 
The long term agreement | home freezers for Gibson. 


Carrier Displays Centrifugal Compressor 


Carrier Corporation is 
currently showing an 8,100- 
pound centrifugal compres- 
sor at various places 
throughout the nation. 

The unit first was dis- 
played in New York City 
and then was sent on a na- 
tional tour that will end 
Nov. 1, when it will be re- 


turned to Carrier head- 


The compressor is capable 
of producing 2,000 tons of 
refrigeration daily. It is the 
type used to provide refrig- 
eration for air conditioning 
the United Nations build- 
ing in New York. 

The display machine is 








finished in bronze chrome 
and highly polished, and 
opens to show’ working 
parts. It is one of 2,700 
compressors of various 


types built by Carrier dur- | 


ing the past 31 years for 
conditioning gold mines, 
ships, refineries and office 
and industrial buildings. 





Drayer-Hanson Expects Business Increase 


Drayer-Hanson, Inc., Los 
Angeles manufacturer of 
air conditioning and refrig- 
eration equipment, expects 
a substantial increase in 
business this year, accord- 
ing to George J. Morton, 
president. 

Morton reported that sales 





Sid Harvey Adds Store in 


Sid Harvey, Inc., of Valley | by the Sid Harvey Brooklyn 
has an-/|Corporation as a branch. 


Stream, N. Y., 
nounced addition of another | 


booked in the last quarter of 
1953 were the highest in the 
company’s history. 


He credited the increas- | 


ing popularity of year- 
around air conditioning as a 
major factor in his compa- 
ny’s expected business 
growth. 


Brooklyn | 


The addition is the 28th 


store at 218 Central Ave.,|store added by Harvey on 


Brooklyn, N. Y. 


\the East Coast. 
The store will be operated | (NEWS continued on page 244) 
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range and differential needs! 


Don’t load your inventory with several different 
models of water-system controls when ONE 
CONTROL will serve efficiently for all normal 
differential needs! 

The Penn Series 154 has a 5-lb. differential at 


for all normal 


10-Ibs. cut-out .. . a 7-lb. differential at 40-lbs. 
cut-out... anda 10 to 35-lb. differential at 80-Ibs. 
cut-out. That’s why this control helps your pump 
deliver the most water per dollar of electricity. 

Simplify your inventory .. . add to your net 
profit with Penn’s amazing pump control for all 
types of water systems. Ask your manufacturer, 
wholesaler or write Penn Controls, Inc., Goshen, 
Indiana. Export Division: 13 E. 40th Street, New 
York 16, N. Y., U.S.A. In Canada: Penn Controls 
Limited, Toronto, Ontario. 


p AIR VOLUME 


WHEN YOU NEE 


CONTROLS ASK FOR..- 





PENN’S AUTOMATIC 





AIR-VOLUME CONTROL 


For deep-well water sys- 
tems available with or 


PENN’S AUTOMATIC 
AIR-VOLUME CONTROL 
For shallow-well water 
] systems... . with or with- 
Y ' out built-in gauge. 












without built-in gauge. 
AUTOMATIC 


PEM M csvset 


FOR HEATING, REFRIGERATION, AIR CONDITIONING 
PUMPS, AIR COMPRESSORS, ENGINES, GAS APPLIANCES 


MAY IS NATIONAL WATER SYSTEMS MONTH 
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Cincinnati Group Names 


1954 Officers 


The Heating Piping and| Briggs was elected to a di- 


Air Conditioning Contrac- 
tors’ Cincinnati Assn. named 
officers for the new year. 
A. R. Nagel was re-elect- 
ed president and James G. 


Admiral Plans $6,500,000 for Advertising 


Admiral Corporation has 
announced a $6,500,000 ad- 
vertising appropriation for 
its 1954 appliance lines, ac- 
cording to Seymour Mintz, 
vice president in charge of 
advertising. 

The budget is the largest 
ever approved by the Chi- 
cago company for its refrig- 
erator, freezer, electric 
range and room air condi- 


rectorship. Other directors 
are Fred B. DeBra, Theo- 
dore J. Holman, Jr., Harold 
C. Smith and Frank J. 
Ward. 


| tioner lines. 
| Mintz said two advertis- 
ing campaigns will begin in 
April. Radio, television, 
magazine and newspaper 
ads will push sales of the 
appliance lines, together 
with color posters. 

The campaign is expected 
to reach an estimated audi- 
ence of 16,817,000 persons 





every day, Mintz said. 





Carrier Earnings, Sales, Orders at New High 


Carrier Corporation earn- 
ings, sales and orders 
booked during the past fiscal 
year established new high 
records for the fourth con- 
secutive fiscal term, accord- 
ing to the air conditioning 
company’s annual report. 





The report showed a net 
profit of $6,107,134 for the 
fiscal year ending Oct. 31, 
1953. The 1952 net was $4,- 
522,512. 

Sales during the past fiscal 
year were $164,437,530 com- 
pared to $107,700,702 in 1952. 








S. J. Levine (left), general manager of General Electric’s home 
heating and cooling department, bids goodbye to Gene Ham- 
mond of R. Cooper, Jr., Inc., of Chicago, before start of a recent 
Caribbean cruise for Cooper dealers and distributor personnel. 
Looking on are R. C. Robertson of G-E, Harold Kayser, Jr., of 
Cooper, G. K. Iwashita and W. F. R. Karsten of G-E. 





Eddy, Stokermatic Join Marketing Facilities 


The Eddy Stoker Corpo- 
ration of Chicago and the 
Stokermatic Company of 
Salt Lake City have joined 
marketing facilities for 
packaged solid-fuel heating 
units. 

The companies produce 
residential and small com- 
mercial stokers and other 


bituminous coal burning 
equipment. Company offi- 
cials also announced plans 
to market a new line of 
home heating units. 

The Eddy company will 
act as distributor east of the 
Missouri river and from the 
Gulf of Mexico to Canada. 





(NEWS continued on page 247) 
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STYLING 
LOW COST 
SIZE RANGE 


LEONARD'S Type T 
Thermostatic Water 
Mixing Valve 


New face plate . . . low cost... and a range of sizes to meet 
your exact requirements . . . describes this new LEONARD 
Valve toa “T”. All of the famous LEONARD quality standards 
are there... 41 years of expert design and manufacture . . . 
yet here is a valve exactly suited to your specifications. 


NEW FACE PLATE — Smart, modern black, with easy-to-read 
scale, mounted against glistening chrome plate. 


LOW COST — Just compare LEONARD'S prices before quoting 
your next job! 


RANGE OF SIZES — 12 sizes, ranging from 25 to 300 Gals./min. 
capacity. For gang showers, 9 sizes for 4 to 30 shower 
heads. 


TYPES AVAILABLE — Valve with fittings as shown, or as- 
sembled with or without steel cabinets, to meet all require- 
ments for schools, hospitals and industry. Also available 
for concealed piping. 


For the finest, most dependable automatic protection against - 


water temperature and pressure changes, be sure to specify 
LEONARD Type T Valves. Write for bulletin and prices. 
Leonard Valve Company, 1360 Elmwood Ave., Cranston 7, R. |. 


LEONARD 


THERMOSTATIC WATER MIXING 


VALVES 
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FOR BETTER VALVE AND 
UNION PERFORMANCE: 


FAIRBANKS 


FUEL ELY 


An unbeatable combination — the ‘first string’’ team of valve 
and union for dependable trouble-free piping installations. 


look at the lineup: 
U-0O1 BRONZE GLOBE VALVE 
%& Renewable Composition Disc 
Perfect sealing at all times — 
A disc for every type of service — 
#50—a hard disc for general usage 
#52—a rubber disc for cold water valves 
#60—a special synthetic disc highly resistant to gasoline, 
oils and many acids and alkalies. 
¥% Two Piece Union Bonnet 
—Quick, easy disassembly 
—No sliding or scraping between body 
and bonnet-—NO WEAR 
%& Radial Seat of Two Piece Union Bonnet 
— Leak-proof Body Bonnet Joint 
—Rigid alignmens of all parts—guar- 
anteed perfect seating all the time. 











DART UNION # 

%& Ground Ball Joint having extra wide 
seating surfaces 

%& Two Bronze Seats, non-corroding, on both 
sides of the seat 

%& Leak-proof without excessive torque be- 
cause of true bearing surfaces 

%& High-test air-refined malleable iron body 

will not stretch, practically unbreakable. 





li 


THE 


Fairbanks 


COMPANY 


NEW YORK 3,N. Y 


LYETTE TREET 


VALVES * DART & PIC UNIONS » TRUCKS - CASTERS 









‘But, Boss, she won’t have nothin’ but a 


(et 
SHOWER CABINET 
in this house..." 


NORMAN 4% 

























All over the nation home owners as well as hotel and motel 
a are choosing Norman Bathking Shower Cabinets as 

¢ result of our continuing advertising program . . . broader 
and more vigorous this year than ever Eien 


If you are not now selling NORMAN Shower Cabinets you 
they will put you in line for bigger sales . 
increased profits in today’s big building and modernizing market. 
HERE’S WHY... 


@ Norman Bathking all-steel 
shower cabinets combine 


instance: 


that you can compete in the 
quality market and still make 
a profit. 


© They are easily and quickly 


existing structures. 


doors . . . require no cur- 
tains ... a real sales point! 
A single model meets all in- 
stallation needs . . . helps 
you hold your inventory 
down. 





terchangeable panels for 
right or left installation; 
two-piece drain may be 
either caulked or thread 
connected. 





Descriptive literature, roughing-in details, dealer helps, and name 
of nearest wholesaler are available on request. 


NORMAN 
W. F. NORMAN SHEET 


METAL MFG. CO. : Nevada, Missouri 


gattht 
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should ask for descriptive literature and prices. You'll find that | 
. . easier sales, and | 


many unique features that | 
make them easy to sell. For | 


@ They are priced low enough | 


installed in either new or | 


4) Bathking cabinets have metal | 


Oau parts are jig-made; in- | 


SOLD ONLY THROUGH RECOGNIZED PLUMBING JOBBERS. | 
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Al N E “Spring-Wingp 
TOGGLE BOLTS 





5 different head styles to suit the job 


threads 
factory 
tested 






heads assembled 
to bolts — ready 
fo use 









zine plated — 
rust-proof 


time saving 
hold-clamp 

in every 
package 


Paine's spring- 
wing action 
never fails 





99 sizes — types 


EASY TO USE 
DO THE JOB RIGHT 
SAVE TIME AND LABOR 





when you work with hollow walls and ceilings 


} 
| There a complete line of PAINE product 












... made right te do the job night 
| 
| 
Perforated "900" Expansion Pipe and 
Hanger Iron Screw Anchors Conduit Clamps 
Pipe and Hanger Rings “Snugfit’’ 








Romex Straps and Bolts Pipe Hooks 


Send for Catalog of Paine's Complete Line 





| 
| THE PAINE COMPANY 
| 9 Westgate Road, Addison, Illinois 


MUIR 


the best craftsmen always take p 
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Names in the News 





W. F. Deming 
Deming Co. 


Deming Co., Salem Ohio— 
W. F. Deming has been named 
president, E. S. Dawson and 
H. E. Carloss as vice presi- 
dents, W. J. Morlan as secre- 
tary-treasurer and R. C. West 
as a director. 


Orangeburg Mfg. Co., Inc., 
Orangeburg, N. Y.—W. S. Hol- 
ton, assistant general sales 


' manager, also as a vice presi- 


dent. 


Bridgeport Brass Co, 
Bridgeport, Conn.—R. L. Allen 


"as general sales: manager. 


The Ridge Tool Co., Elyria, 
Ohio—R. W. Hamlin as sales 
representative in New Jersey, 
Pennsylvania east of Lewiston 
and Wilmington, Del., and M. 
B. Williams as representative 
in the District of Columbia, 
Maryland, Delaware (except 
Wilmington), Virginia and 
North Carolina. 


Eckhart Mfg. Co., Inc. Union, 
N. J—M. D. Ratcliff as sales 
representative for oil burners 
in Wisconsin and northern IIli- 
nois. 


Capitol Kitchens, Div. of 
Hubeny Bros., Roselle, N. J.— 
H. W. Friedel as branch mana- 
ger in Philadelphia. 


Richmond Radiator Co., New 
York—J. J. Hall as regional 
manager of the Philadelphia 
district sales office. 


Admiral Distributors, Inc., 
San Francisco—H. D. Conklin, 
vice president and general 
manager, also as general sales 
manager of Admiral Corp. and 
P. J. Dorsey as a parent firm 
vice president and general 
manager of the San Francisco 
branch, 


Penn Controls, Inc., Goshen, 
Ind—Ivan Stepnich, J. B. 
Chomel, R. C. Young, A. J. 
Walter, J. W. Clark and D. F. 
Belknap as sales engineers. 








K. M. Fournier 
Skuttle Mfg. Co. 








W. S. Holton 
Orangeburg Co. 


Skuttle Mfg. Co., Milford, 
Mich.—K. M. Fournier as as- 
sistant to the president. 





Patco Mfg. Co., Philadelphia 
—Clewell Equipment Co.,, 
Montclair, N. J., as representa- 
tive for baseboards in North- 
ern New Jersey, metropolitan 
New York and Long Island; 
Ray E. Landers, Cleveland, as 
representative in Ohio except 
Cincinnati, and H. F. Clarke 
& Co., Calgary, Alta., Canada, 
as representative in Alberta, 
Saskatchewan and Manitoba. 

' aid ow e 

Sterling Brass Co., Cleve- 
land—J. M. Hoey as represent- 
ative in eastern Pennsylvania, 
New Jersey and Delaware. 

Melb. . r 

National Radiator Co., 
Johnstown, Pa—G. W. Brown 
as manager of the Duncans- 
ville plant. 


Robot Auto-Heat Corp., 
Middletown, Conn.—E. S. Bis- 
hop as factory representative 
for boilers, burners, furnaces 
and pre-fabricated chimneys in 
Massachusetts, part of Ver- 
mont and New Hampshire. 


Bowser, Inc., Incinerator 
Div., Cairo, I11—C. E. Hall as 
sales manager for gas-fired in- 
cinerators. 


Thatcher Furnace Co., Gar- 
wood, N. J.—Edward Hanley 
as sales engineer in northern 
New England, Richard Flem- 
ing as sales engineer in Phila- 
delphia and John Sheehan as 
sales engineer in central New 
Jersey. 

C. L. Bryant Corp., Cleve- 
land, Ohio—F. J. Yuhas as as- 
sistant sales manager. 


Sall Mountain Co., Hamilton, 
Ohio—R. M. Stroud as repre- 
sentative in Michigan and 
northern Ohio. 

(Continued on page 248) 
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SOLD by a GARY PLUMBER 





98 ACRES “HOMES 


and an Av diuite Shower 


in every one! 





} 
| 
| 


| 







Builders Are 
BIG BUSINESS 
Sell Them 
ADJUSTO 


Tub and Shower Fixtures 








75% of GARY’S builders specified ADJUSTOS in plumbing 
contracts for large housing projects. And they were sold on the 


idea by a progressive plumber. 


Because this plumber 


stressed that ADJUSTOS cost less to install and give the builder 


an extra feature for selling or renting his homes. 


HOMES SELL FASTER .. . 


MAKES HAPPY HOME OWN- 
An ADJUSTO meets 
needs of the entire family. A fine 
needle spray full height shower 
for father, a leisurely tub bath and 
shampoo for mother and it’s ad- 
justable to any height for children. 


BRS... 





ADJUSTO Means More Money for You. 





Th & seowee 


NAME 


FIRM 






ADDRESS . 


7) 
REA) city a STATE 


CLIP AND MAIL TODAY FOR COMPLETE DETAILS 


MILWAUKEE flush valve co. 


317 East Reservoir Avenue 
Milwaukee 12, Wis. 


Dept. A 


Yes, and rent easier too, because 
ADJUSTO is both an Adjustable 
Shower and Tub Filling Spout. 
Costs little more than separate 
tub filler and offers more advan- 
tages than a regular shower be- 
cause it adjusts to any height. 
A beautiful fixture, it complements 
any bathroom. 














Established 1913 


TINICUM 


> or) METAL PRODUCTS 


KINKLESS 
ALL PURPOSE 
Hanger Strapping 


Available in black 34” by 20 
gauge to 144” by 12 gauge; 
cold rolled, galvanized, copper 
clad steel and genuine copper 
. . « in 10’ coils and straight 
lengths in bulk or boxed. Also 
in 50° & 100’ coils in Handy 
































E-Z Pull Cartons. 
BETTER BUILT 
HYDRANT 
Laundry Tray Stands rORAS 
e 
STOPCOCK & 
SPOON KEYS 
GRAPPLERS 
Send for 
Heavy duty Catalog, 
construction: col- Price Sheet 
lapsible. Easy to set 
up. All sizes for 1 and 2 part porcelain 





or cement trays. 




















WHAT MAKES A SUMP PUMP FAIL? 
DIRT?—LACK OF LUBRICATION?—RUST? 


Specify the pump that is built to survive these hazards 
—The Marine Products Fully Automatic Electric 





@ COMPLETELY SELF-CLEANING 
@ COMPLETELY SELF-LUBRICATING 
@ ALL RUST-PROOF 

MARINE PRODUCTS PUMPS ARE 


“Built for the Sea” 


The Marine Products Sump Pump is designed and produced to high 
and exacting Marine standards. It is built the only way a SUMP PUMP 
should be built—to provide the best possible sanitary protection at the 
least cost and inconvenience. 

lt guarantees continuously dependable sanitation service and at the 
same time completely eliminates the need for periodic cleaning and 
lubrication. 














SOLD THROUGH JOBBERS ONLY © WRITE FOR FREE LITERATURE 








MARINE PRODUCTS CO. 


DETROIT 14, MICHIGAN 
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Names . » » continued 


C. B. Sweatt 
Minneapolis Honeywell Regulator Co. 


Minneapolis-Honeywell Reg- 
ulator Co., Minneapolis—C. B. 
Sweatt as vice chairman of the 
board; Tom McDonald and A. 
M. Wilson as executive vice 
presidents; T. A. Donahue as 
manager of Honeywell-Brown, 
Mexico City, Mex.; Art DePuy 
as sales manager of the trade 
division; Walter Baak as 
wholesale sales manager; El- 
don Richardson as home build- 
er market manager and Hal 
Chamberlain as manager of 
dealer marketing. 





E. M. Myers 
F, E. Myers & Bro, Co. 


The F. E. Myers & Bro. Co., 
Ashland, Ohio—E. M. Myers as 
vice president in charge of 
sales. 


Coleman Co., Inc., Wichita, 
Kan—C. O. Slaby as zone 
manager in 14 midwestern and 
western states. 


Drayer-Hanson, Inc., Los 
Angeles—R. E. Thornrose as 
manager of the Chicago branch 
office. 


Whirlpool Corp., St. Joseph, 
Mich—W. H. Nelson as re- 
gional sales manager in the 
Southeast. 


United States Radiator Corp., 
Pacific Boiler Div., Detroit—J. 
A. Hallinan as assistant sales 
manager and R. A. Green as 
manager of the Chicago Heights 
plant. 





A. M. Wilson 
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Tom McDonald 


Crane Co., Chicago—Melvin 
R. Walsh as manager of the 
sales analysis department and 
Robert F. McDonald as staff 
assistant in the company’s con- 
trol division. 


Ohio Brass Co., Mansfield, 
Ohio—C. F, Adams Co., Fort 
Worth, Tex., as sales repre- 
sentative for valves in Texas, 
Arkansas, Louisiana and Mis- 
sissippi; C. B. Parkhurst & 
Co., Tulsa, as representative 
in Oklahoma and Kansas and 
W. A. Matzke as representa- 
tive in Washington and Ore- 
gon, 


Standard Tank & Seat Co. 
Camden, N. J.—W. L. Long as 
sales manager, 


Bush Mfg. Co., West Hart- 
ford, Conn.—George Sinichko 
as chief application engineer 
for air conditioning and com- 
mercial refrigeration. 


Tuthill Pump Co., Chicago— 
Robert Von Rotz as chief engi- 
neer. 


Mt. Hawley Mfg. Co., Peoria, 
Ill—R. E. Sullivan as general 
manager of the heating divi- 
sion, 


Williams Div., Eureka Wil- 
liams Co., Bloomington, Ill.— 
E. L. Dawkins as sales repre- 
sentative for home heating and 
air conditioning equipment 
and B. A. Harper as regional 
manager for disposers in 
Texas and Oklahoma. 


Typhoon Air Conditioning 
Co. Inc., Brooklyn—Arden 
Krell as district sales manager 
in Arizona, California and 
New Mexico. 


Temco, Inc., Nashville, Tenn. 
—C. F. Bauman as director of 
manufacturing, Richard Doug- 
las as director of purchasing 
and C. G. Stokes as director of 
production engineering. 

(Continued on page 251) 
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# YOU hau 
48,000 leaky faucets 
to fix! 


Monel seats like these effectively stemmed a tremendous main- 
tenance problem in a large housing project where faucet seats 
were being chewed up faster than they could be replaced. The 
Monel seats were machined from the production machining 
alloy “R” Monel, by Lincotn Macuine Parts Corp., 732 
E. 144 Street, Bronx, N. Y. 


6000 


After less than a year, the faucets in 
one of the world’s largest housing 
projects began to drip. The pitted 
metal seats were destroying the 
washers. 


When the Superintendent realized 


tS 
r that the labor cost was far exceeding 


the cost of the replacement seats he knew what 
should be done. 

His years of experience had taught him the value 
of Monel®. He knew how well it would withstand 
erosion, corrosion and abrasion — the very condi- 
tions that were chewing up the seats. 





So, the old seats were gradually replaced with 
“R”® Monel seats. And “Operation Drip” was cut 
to routine maintenance. 

Take a tip from the Superintendent’s experience. 
And remember — 

Whether it’s an apartment house, hotel or hous- 
ing project — wherever corrosion and wear chew 
faucets — you can always count on Monel. 


It will pay you to prevent “Operation Drip” be- 
fore it starts. Specify and install Monel faucet seats 
now, before the leaks start! You can order them 
through your regular supply house. 


The International Nickel Company, Inc. 


67 Wall Street, New York 5, N. Y. 


| Inco Nickel Alloys 


Monel... for trouble-free plumbing 
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Men who have 


tried them all say: 





“You can save 
time, 
make more 
money, 
and do better 
work easier 
with 
























Adaptable to 4 cable sizes . .. all 
pipe sizes 1'4’’ to 12’’. Clears any 
obstruction at 700 RPM under instant 
control . . . through all traps and 
bends. Fully portable . . . easily 


KOLLMANN K-100 


Handles up to 200’ of fully 
enclosed 15’ cable sections. Fin- 
ger tip starting, stopping, rever- 
sing for maximum safety and 
efficiency. Requires only 3 sq. ft. 
floor area. 


Lightweight 


KOLLMANN K-300 


The perfect cleaning supple- 
ment to basic equipment. Does a 
man size job on sinks, bathroom 
drains, industrial supply lines. 
Safely drives up to 100’ of 7’ 
sectional cable at 600 RPM. Has 
same KOLLMANN operator 
safety features as Model K-100. 


handled by one operator. 





ALL KOLLMANN equipment is designed to lower labor costs... 
reduce maintenance expense. For additional information ...see your 
jobber or write us direct. 


KOLLMAN 


Sh ee 


MANUFACTURING 


COMPANY 


PENN'S Yt Van ES 
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* “I haven’t had to vent my hot water sere 
a a AUCEL heating system once since I had Arm- presid 
— strong air relief traps installed. Man- also | 
| ual venting was a pain in the neck. New 
A NEW TANKLESS WATER HEATER | | a peg Regn of vent, but it centra 
plugged up e Armstrongs were a Goodf 
‘WOT, HOT WATER’ } | good buy.’ —M. G. W., Glen Ellyn, Ill sisi 
wens | Armstrong ball float traps are the ggg 
FOR SMALL APARTMENT HOUSES, 2 to 6 FAMILIES trouble-free air vents. Unconditionally Jhb 
| guaranteed to satisfy owner, dealer, water 
MADE IN TWO SIZES FOR FAST-FLOWING, ABUNDANT, HEAVENLY HOT WATER | contractor. Stainless and chrome teners 
i pee Catton | tine Soweer } 10 NEW FEATURES steel mechanism. 
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effort needed when you sell 
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Names ... continued 


W. S. Rheem Il 


J. P. Makenas 
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For Added Protection 





W. S. Goodfellow 


Rheem Manufacturing Company 


Rheem Mfg. Co., New York 
—W. S. Rheem II as general 
manager; C. B. Coons, vice 
president and board member, 
also as resident director in 
New York; J. P. Makenas as 
central region manager; W. S. 
Goodfellow as eastern division 
manager and Lyttleton Price, 
Jr., as product manager for 
water heaters and water sof- 
teners in the East. 


Red Jacket Mfg. Co., Daven- 
port, lowa—Kirk Fowler as a 








staff electrical engineer. 


Sid Harvey, Inc., Valley 
Stream, N. Y.—John Walencis, 
Jr., as vice president and gen- 
eral manager of Sid Harvey of 
Virginia, Inc., Edna Loeffler as 
assistant treasurer and Doro- 
thea Lutz as assistant secre- 
tary of the parent company. 


Cc. A. Dunham Co., Chicago 
—Carns, Hoaglund and Turner 
Co. as sales engineers in Phoe- 
nix, Ariz. 

Westinghouse Electric Corp., | 
Mansfield, Ohio—J. A. Gil- | 
breath as manager of the air | 
conditioning division, J. R.| 
Clemens as major appliance | 
advertising manager and J. D.| 
Lee as merchandise manager 
for laundry equipment. 

Robertshaw-Fulton Controls | 
Co., Anaheim Div., Anaheim, 
Calif—T. H. Jeffers as assist- 
ant general manager and as- 
sistant vice president and F. 
H. Post as sales manager of 
the thermostat division. 


Coolerator Co., Duluth, 
Minn.—Stanley Luke as presi- 
dent. 


General Electric Co., Major 
Appliance Div., Louisville, Ky. 
—P. B. Hoppin as manager of 
advertising and sales promo- 
tion and J. H. O’Toole as gen- 
eral sales manager of the Gen- 
eral Electric Appliance Co., 





G-E distributing agency. 


Dayton Pump & Mfg. Co., 
Dayton, Ohio—Donald Paulson 
as field service supervisor and 
R. J. Krohn, Jr., as district 
sales manager in Houston, Tex. 


Bell & Gossett Co., Morton 
Grove, Ill—C. R. Smith as di- 
rector of industrial relations 
and personnel, L. S. Bryant as 
personnel director of the Mor- 
ton Grove plant. Marlow 


Pumps Div., Ridgewood, N. J. | 


—J. M. Pendell as personnel 
director, M. C. Bickert as dis- 
trict manager in _ southern 
Pennsylvania, New Jersey, 
Delaware and Maryland and 
Roger Vanelli as district en- 
gineer in Virginia, West Vir- 
ginia and North Carolina. 


Union Asbestos and Rubber 
Co., Heating Div., Chicago—W. 
K. Smith as field sales man- 
ager for heating equipment. 


H. R. Nielsen 
Servel, Inc. 


Servel, Inc., Evansville, Ind. | 
—H. R. Nielsen as manager of 
the air conditioning division. 


Flexonics Corp., Maywood, | 
Ill.—K. H. Flory as purchasing 
agent. 


Jumbo Heater & Mfg. Co., | 


Cleveland—Nelson Grady and | 
L. B. Smith as sales staff mem- | 


bers. 


Mill-Rose Co., Cleveland— 
V. H. Miller as chairman of 
the board, president and a di- 
rector and B. H. Drews as vice 
president and secretary. 

(Continued on page 252) 
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and Extra Profits 
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J 
PATROL ADJUS-TAB 
Relief Vaives 
— x 
~~ J 
= 


PATROL DTP SERIES 
Temp ond Pressure Valves 


EF 
TURE AND PRESSURE RELI 


VALVES 


PATROL RTP SERIES 
Self-Closing Valves 


PATROL 90 SERIES 
japhragm Relief Valves 


; you repair or replace a 


water heater, there’s another sales and 
installation profit waiting for you— 

a PATROL Temperature and Pressure 
Relief Valve. And, whatever kind the 
heater may be —there’s a PATROL 
Temperature and Pressure Relief Valve 
designed to meet your need. 


In the full PATROL line—there are 
twenty-six valves expertly engineered 
and AGA listed for positive protection 
against damage and danger from 
excessive water temperatures and 
pressures. PATROL provides a single 
source for all your valve requirements. 


For complete information on valves 
that mean added protection to 
your customers and added profits 
for you—write to 


THE PATROL VALVE CO. 


2310 Superior Avenue e Cleveland 14, Ohio 






























































Gt on customer acceptance — more 
than two million Square D 9013 FSG pressure 
switches now in use! 
© Use this free, eye-catching counter display. 
It goes to work like another “counter man” to 
build your replacement business. 

May is NATIONAL WATER SYSTEMS MONTH! 
omeen’| WRITE YOUR PUMP MANUFACTURER OR DISTRIBUTOR 


SQUARE [TD COMPANY 








Just what’s wanted 


in home incinerators! 


Z COLE HOT BLAST 
HOME INCINERATOR | 


meets homeowners’ every de- 
mand for top value and per- 
formance. Here are just a few 
of the Cole features: 


@ Economical gas operation 
with exclusive, patented, air- 
jet combustion. Genuine re- 
fractory tile lining . . . rust- 


proof, clog-proof, permanent. 
@ Smokeless and odorless. 


@ Dependabledisposalof every 
scrap of food, however wet. 


Write today for complete specifications 
of both Deluxe and Standard Models. 


COLE HOT BLAST MFG. CO. 


ACINE AY CHICAGO 9, ILLINOIS 
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. continued 


Names .. 


Surface Combustion Corp., 
Janitrol Div., Toledo, Ohio—K. 
J. Black as sales representa- 
tive in western Ohio and 
Edward Michalek as repre- 
sentative in Nebraska. 


Rockwell Spring and Axle 
Co., Timken Silent Automatic 
Div., Jackson, Mich—R. M. 
Badger as district sales man- 
ager in central and northern 
Illinois, W. R. Seelbach as dis- 
trict sales manager in New 
York state and western Penn- 
sylvania, C. L. Morgan as dis- 
trict sales manager in New 
Jersey, G. C. Duff as district 
sales manager in western On- 
tario, R. E. Loebell as manager 
of special development and J. 
H. Swallow as special sales 
representative. 


Bastian-Morley Co., Inc., La 
Porte, Ind.—H. B. Carbon as 
president; H. J. Morley as vice 
president; R. A. Hunter as 








March, 1°54 











secretary; H. J. Kohne as 
treasurer and John Zylstra as 
controller. 





J. D. Schuman 
Norge Division 


Norge Div., Borg-Warner 
Corp., Chicago—J. D. Schu- 
man as advertising manager. 


American Radiator & Stand- 
ard Sanitary Corp., Sunbeam 
Air Conditioner Div., Pitts- 
burgh—W. W. Woodroof as 
manager of cooling sales and 
H. E. Rossell, Jr., as manager 
of dealer development. 








New Distributors 


Perfection Stove Co., Cleve- 
land—A. C. Rochat Co., Knox- 
ville, Tenn.; J. E. Gram Re- 
frigeration Co., East St. Louis, 
Ill.; Youngblood Plumbing & 
Heating Supply Co., Paducah, 
Ky.; Fort Wayne Air Condi- 
tioning Co., Fort Wayne, Ind.; 
Fuelgas Corp., Chester, N. Y.; 
H. M. Tower Corp. New 
Haven, Conn., and Allied Air 
Conditioning Appliance, Wil- 
mington, Del., for room air 
conditioners. 


American Kitchens Div., 
Avco Mfg. Corp., Connersville, 
Ind.—Kiefer-Stewart Co., In- 
dianapolis and J & M Distrib- 
utors, Jacksonville, Fla., for 
kitchens. 


Whirlpool Corp., St. Joseph, 
Mich.—Shobe, Inc., Memphis, 
in parts of Tennessee, Missis- 
sippi, Arkansas, Missouri and 
Kentucky; Capital Distribut- 
ing Co., Providence, R. I, in 
Rhode Island and southern 
Massachusetts and Reinhard 
Brothers Co., Minneapolis, in 
northwestern Minnesota, North 
Dakota, South Dakota and 


parts of Iowa. 


Westinghouse Electric Corp., 
Air Conditioning Div., Boston 
—Enterprise Heat and Power 
Co., Chicago, for self contained 
and field assembled air condi- 
tioning equipment. 


| Airtemp Div. Chrysler 
| Corp., Dayton, Ohio—Warren 
Barr Supply Co., Chicago, for 
heating equipment and air and 
water-cooled air conditioning 
units in the greater Chicago 
area. 


Eljer Co., Ford City, Pa— 
D. M. Hasler as district man- 
ager in Chicago, W. H. Phillips 
as district manager in the 
Baltimore and Washington 
areas, J. L. Batten as district 
manager in Detroit and M. L. 
Hart and J. J. Scanlan as sales 
representatives. 


McQuay, Inc., Minneapolis— 
Carns, Hoaglund & Turner 
Sales Co., Phoenix, Ariz., has 
been appointed distributor for 
heating and air conditioning 
products in Arizona. 


General Electric Co., Air 
Conditioning Div., Bloomfield, 
N. J—Harold E. Sweeney 
Corp., Philadelphia, for gas 
furnaces and boilers in Phila- 
delphia and four surrounding 
counties. 


Servel, Inc., Evansville, Ind. 
—Boyd Engineering Co., Inc., 
Albuquerque, N. Mex., for air 
conditioning equipment in New 
Mexico and the trans-Pecos 
section of Texas and Federal 
Supply Co., Inc., Oklahoma 
City, for air conditioning prod- 





ucts in Oklahoma. END 
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4” x 5” standard service under all operating FOOD WASTE DISPOSAL 
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ASK YOUR SUPPLIER OR WRITE FOR CIRCULAR 
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Shorten Radiator 
Heat-Up Time with 














We invite you to try Nicholson traps on slow radiators. 
Institutional engineers have repeatedly confirmed that the 
advanced design of Nicholson traps can help restore slug- 
gish systems. Size 42” and 34”; vapor and vacuum; pres- 
sures to 25 Ibs. In all 
standard corner and 
angle types. Competi- 
tively priced. 







BULLETIN 452 
190 Oregon St. 
Wilkes-Barre, Pa. 















UEXNICHOLSONT) 


TRAPS-VALVES-FLOATS _ 





Handy. TUBE BENDER 





Smoothly Bends Any Pipe or Tubing 
34" to 14%” O.D. 


@ Just a twist of the 
wrist assures perfect, 
even bends — right 
angle, any angle, U and 
offset. Save enough 
on ONE job to pay 
for your HANDY 
BENDER. 





See your sup- 
free folder 
today. 


HOLSCLAW BROS., INC. 


436 N. WILLOW ROAD ¢ EVANSVILLE, INDIANA 








GUARANTEE LEAK-PROOF 


GAS LINES 


Test your gas fine installations with s Beekman Gas 
Preving Pump and Beekman improved Mercury Col- 
ema te insure @ leak-proof job. Quick, simple, and 
positive check against gas line leaks. 


MUTUAL MANUFACTURING CO. 


S Dependable Testing Devices 





45-16 162ND ST. 
FLUSHING 58, N. Y. 
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FASTER INSTALLATIONS 


4 6h 


OIL or GAS FIRED 


PACKAGED— 
BOILER BURNER UNIT 


Completely assembled and 
wired — Ready for instal- 
lation. 











Available in three sizes. For 
Hot Water or Steam, Gas or 
il fired. 


ASME 


STAMP 


ASME Construction. 
WRITE FOR LOW 








Strataflo... 
FOOT VALVES 


with the famous 


RubbenPoppal 


SILICONE TREATED * CAN’T STICK 


Strataflo Foot Valves save wear 
and tear on pump... save service 
calls. Ideal for jet-type pumps. 
Write today for Bulletin 703. 


STRATAFLO PRODUCTS, INC. 
FORT WAYNE 1, INDIANA 


Makes Any Fire Door 
A “SAFETY VALVE"! 


INLAND Safety Door Closer 
For Gas and Oil Conversion 
BURNERS 


Used by Thousands of Utility Compenies 

| and Contraecters for Years 

| Replace the regular boiler or furnace door 

| hinge — with the Inland Door Closer, file 

the door catch and you have an extra 

“Safety Valve” on the job. Gentle spring 
tension allows door to swing n on slow 

or faul 4 _ of berner and then oleae. 
Wedge when necessa 

| sony ote to "ete " with the NEW RING 

| HO 


ae . 3/16"—1/4"—5/16"—3/8” 
DOOR PIN Si x AND PRICED AT 
Boe 15—$1.20—$1.25 
year jebber or write us. 


INLAND MFG. CO. 


Order from 
your Jobber 











Pat. $2,605,097 
1120 N. CICERO, CHICAGO 51, ILLINOIS 
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Emergency Service Pays Out in Milwaukee 


(Continued from page 125) 

been compiled by Weber from a 
questionnaire he sent to all mem- 
bers. The answers provide Web- 
er with information on when the 
contractor is available for emer- 
gency calls and whether the con- 
tractor, foreman, or journeyman 
should be contacted. 

The questionnaire also pro- 
vides Weber with addresses and 
phone numbers of those listed 
for emergency service and the 
type of work the contractors are 
most interested in. 

DomEsTIc ENGINEERING inter- 
viewed several contractors in the 
Milwaukee area about the new 
public relations program and its 
emergency service feature. J. 
M. Brennan, plumbing and heat- 
ing contractor and past president 
of the association says: 

“I think we’re on the right 
track with this program. Some- 
times our customers can’t get 
ahold of us right away during an 
emergency. That makes them 
mad at us and at plumbing con- 
tractors in general. But now we 
can keep everybody happy.” 

A contractor who maintains 
his own night emergency service 


also feels the plan benefits asso- 
ciation members. 

“We maintain night service for 
our large industrial accounts,” 
says Dan Knab, associated with 
his father, Ed, in the Knab 
Plumbing and Heating Co., “but 
we can’t always help homeown- 
ers or small commercial estab- 
lishments. Now the association 
is protecting them, relieving us 
for work on our own installa- 
tions and helping our industry 
keep its standard of service.” 

Debelak Bros. Plumbing and 
Appliances Co. feels that, while 
emergency service is an out- 
standing beginning, the future 
plans of the public relations pro- 
gram present “unlimited possi- 
bilities.” 

These future plans are out- 
lined by Ralph Weber. “We ex- 
pect to use emergency service 
only as a stepping stone in im- 
pressing the public with the im- 
portant services and products of 
the industry. We plan remodel- 
ing advertising in the spring and 
later will use radio-TV time to 
describe, for example, our part 
in health programs and what 
new protections and conven- 





New Public Relations Program 


iences the industry is developing. 

“In the future we'll also try to 
get some degree of standardiza- 
tion between the many plumbing 
codes in Milwaukee county. The 
growth of suburbs since the war, 
each with a code variation, has 
presented a problem to both con- 
tractor and public. We hope to 
publish a handy booklet of these 
codes and eventually try to 
standardize them. 

“We’re also having artists 
draw up institutional type mail- 
ing pieces, wall posters and ad- 
vertising which won’t necessa- 
rily sell any specific product. 
They will sell the reputable 
plumbing contractor who serves 
the community in an important 
capacity which is being over- 
looked by the public. 

“For the first year, the asso- 
ciation appropriated $10,000 for 
this public relations program. 
It’s just getting underway and 
there are still details to work 
out. But we feel this investment 
is going to pay off for the whole 
industry. 

“At any rate, plumbing and 
heating contractors in Milwau- 
kee are going to make sure the 
people know who we are, how 
we serve them and what we 
mean to their town.” END 


“Our objectives are four: to educate these peo- 





Announced by Fixture Groups 


The Enameled Cast Iron Plumbing Fixtures 
Assn. and the Vitreous China Plumbing Fixtures 
Assn. have announced a new expanded publicity 
program designed to broaden the public under- 
standing and appreciation of the plumbing indus- 
try. One of the main cbjectives of the two spon- 
soring associations is the active promotion of the 
plumbing contractor’s services and products. 

Members of the associations point out that cur- 
rent competition among industries for public favor 
is so intense that better public relations for the 
plumbing industry is essential. 

In a statement just released, they explain, “We 
hope to reach such important groups as con- 
sumers, specifiers, retailers, installers and im- 
portant influence groups. 





ple on the value of better plumbing facilities; to 
point out the need for at least two bathrooms for 
every three bedroom house and to increase plumb- 
ing facilities in other buildings; to publicize new 
fixtures and methods in the industry as they are 
developed by a continuing research program, and 
to acquaint the public with the services of the 
industry in maintaining sanitation and health.” 

Members of the two associations have under- 
written the employment of a full-time staff to 
handle this program. A writer will devote his 
time to the preparation of articles, releases, radio 
scripts and other publicity material for the plumb- 
ing industry. He will make his headquarters in 
the offices of the Plumbing and Heating Industries 
Bureau in Chicago. 

The program will be equally beneficial, the 
associations believe, to distributors, plumbing 
contractors, architects and builders. END 


SOLDER FITTINGS 
FASTER and 
BETTER 


Mill-Rose CLEAN FIT 
Tube Cleaner 

Ye", V2", 3a", & 1" (No, 6200) 
@ Ring-type wire brush cleans the 
outside of tube ends to right length, 
fast. For tubes up to 1” 

@ Handy kit cleans fittings quickly, 
Interchangeable brushes (12” & 
¥%") with speedy crank or knurled 
holder. Other brushes available 
from ¥” to 2”, 

@ For tubes over 1”, use long-wear- 
ing CLEAN FIT Abrasive Cloth, 
Write for prices and catalog DE-54 


6300-Wood handied 6000-Clean 
ii Brushes 


nel 
Mill-Rose CLEAN FIT 


CZ. Abrasive =. — 2" 


: wide, in 10 and 25 yd. 
F poss eile fo rolls (No. 6004)” 


Mill-Rose CLEAN FIT Kit 
V2", & %"’ brushes (No. 6003) 








6100- « 
Wood handled 
single spiral brush 





THE MILL-ROSE CO. 
MI LL= RO by E 1985 to 3h Street 
: Cleveland 3, Ohio 
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Knurled holder, bracket, crank, 











REMEMBER! 


IT 1S SELDOM THE LOWEST COST 
THAT SPELLS ECONOMY. 


WE HAVE REDUCED OUR SELL- 
ING PRICE COMMENSURATE WITH 
CURRENT MATERIAL COSTS, BUT 
HAVE MAINTAINED OUR QUALITY, 
WHICH HAS GAINED A POSITION, 
SECOND TO NONE IN THE MARKET. 


Specify “Index” Fittings 
and trim, and be sure 


MIDDLEVILLE ENGINEERING & 
MANUFACTURING COMPANY 


MIDDLEVILLE, MICH. 
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Commercial Water Heater Sales 
Campaign Is Sponsored by AGA 


Hot WATER FOR DISHWASHING and sanitary pur- 
poses in large-volume feeding establishing will be 
promoted in the 1954 commercial water heater 
sales campaign sponsored through April by the 
Commercial Gas Section of the American Gas 
Assn. 

“Plenty of Hot Water Pays—All Ways!” is the 
theme of this drive, which is the first of its kind 
sponsored by A.G.A. Thus far more than 30 gas 
utility members in 20 states and Canada are par- 
ticipating. They are concentrating their sales ef- 
forts on all restaurants and the feeding operations 
in hotels, institutions, factories and other business 
organizations which utilize hot water. 

Improvement and modernization of dishwash- 
ing facilities in many hotels and restaurants 
through this campaign will be sought by coor- 
dinating sales efforts of utilities, water heater 
manufacturers and contractors to place economical 
and efficient water heating equipment where it is 
most needed. 

Major attention will be devoted to checking with 
these hot water users to determine whether their 
hot water production facilities have become out- 
grown or outmoded. Further checks will be made 
to locate other reasons for hot water deficiency, 
including age of the heater, corrosion of heater 
coils, reduced input to the heater-burner due to 
additional equipment added to the line without 
increasing service. 

Other causes of inadequate hot water supply 
can be attributed to corroded water lines, im- 
proper or undersized dishwashing equipment or 
facilities, or waste of hot water. Concurrently, the 
campaign will encourage operators of volume feed- 
ing places to assure themselves of hot water to 
meet service demands efficiently and economically. 

Promotional material for this commercial water 
heater sales campaign centers around a portfolio 
of sales helps and ideas promoting these appliances 
while also building commercial gas loads. Port- 
folio contents include mailing pieces from lead- 
ing water heater manufacturers, suggested letters 
to be sent to water heater dealers, hotel, restau- 
rant and institutional feeding operators. 

Additional promotion material comprises com- 
mercial hot water sizing charts; “Enough Hot 
Water—Hot Enough,” and thermometers, avail- 
able at nominal cost through the Commercial 
Cooking Bureau, A.G.A., 420 Lexington Avenue, 
New York City 17. “Standard Number 3,” a book- 
let stating hot water requirements for mechanical 
dishwashing to meet minimum sanitation stand- 
ards, is available for 50 cents (with quantity dis- 
counts) from the National Sanitation Foundation, 
Ann Arbor, Mich. END 
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PEERLESS Close Coupled Reverse Trap Combination 
Fine vitreous china, 4-bolt tank connection, oversize trapway. 
White, pink, green, blue or tan. 

No. 5100—for 10” roughing in 
No. 5200—for 12” roughing in 
No. 5300—for 14” roughing in 


PEERLESS POTTERY, INC. 
EVANSVILLE, INDIANA 
High Quality Vitreous China Since 1902 
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° GUARANTEED LEAK-PROOF 
© "Gou Can Install ‘em and Forget ‘em 


Write for free folder on 
complete line, 











In Tubular & Cast Brass, Nipple 
Fitting, Specialty 


PLUMBING PRODUCTS 
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a : 
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ARV 
Learn why it always pays to specify JAMECO 
Write For It Today! 


R 3 3 176 Page 


Catalog 
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, INC, 
1209-1223 DeKalb Avenue, cuete Ere. Y. 























Compare we 


Softener / *79%%., 


Prices Automatic only $10 extra 


Trouble-free 2 Bl cs 
Mayco Softeners... ‘ 7 ay 
These new low prices bring new cus- ; , 
tomers! Efficient, trouble-free design, 
latest type bead resin Zeolite. The 
plastic-lined tank is finished in attrac- 
tive white enamel. Mayco outdates 
backwashing with a revolutionary new 
system! 


4 








OTHER AMAZING . . 
MAYCO PRICES ; j 4 





Sas 
List Price—F.0.B, * 
capey Factor MAYCO 

















Sold only through the plumb 
ing and heating indust See saving NM 











ingrains Manual Auto. URBO-ACTION) 
$79.95 | $89.95 ARTES! 

50,000 | 119.50 | 129.50 
83,000 | 169.50 | 179.50 Pot 
with new « “\ 
Write space (> 





our wholesaler or write for the 
ayco story! design 
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Mfé. by: 


MAY COMPAN 


Galesburg, Ill. 





COPPER 
TUBING 


Connection Avail 


2137 
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able in Angle No. 


in Globe No. 2237 
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Ys) bring the ideal 


Hawaiian Temperature... 


into THOUSANDS of AMERICAN HOMES & 
OFFICE BUILDINGS 


The beneficiaries of MARSH VALVE Tem- 
perature Control will 
























times-over for your 


for themselves. This is 
made possible only 
through MARSH’S un- 
failing response to the 
required heat supply. 


FOR WATER OR 
STEAM — High pres- 
sure or Low Pressure 
—Spring Packed or 


No. 52-A. 








TANKS 


SMOKESTACKS 


PIPING 


WATER HEATERS 


BREECHING 
PLATE WORK 
BOILERS 


Call, wire or write today for fur- 


ther information . . . there is no 


obligation. 


41 E. 42nd St. 
New York 17, N.Y. 


4108 C. St. 
Little Rock, Ark. 





| UMA 4 wl 
in your HOT WATER GENERATOR 





Here is a Hot Water Generator that will give you 
the maximum in efficiency! More hot water at less 
Operating cost. Quality of constructions is your 
assurance of the maximum operating efficiency 
from your FINNIGAN equipment. Adaptable to 
any type operation—built to your specification in 
capacities from 66 to 5,000 gallons, FINNIGAN 
Hot Water Generators are made from the finest 
material and contain copper removable-coil heat- 
ing element. They are equipped with large size tap- 
pings which can be bushed to fit any job. 


2 OM -1°) a Ya 
Jacksonville 4, Fla 


VALVES of Dunkirk. 
finger-tip regulation of these un- 
usually efficient valves the final user 
can enjoy Hawaiian temperatures 


Gland Packed—MARSH of Dunkirk 
makes the valves for you. Catalog 


MANUFACTURED 


MARSH VALVE COMPANY 


Dunkirk, New York, U.S.A. 


thank you many- 
MARSH 
through the 


Contact Your MARSH-DUNKIRK Jobber Today! 
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IRON PIPE 
CONNECTION 
Available in Angle 
No. 1137. Globe 
No. 1237 For Hot 
Water Heat. 














sense approach 


TRAP SELECTION 
for UNIT HEATERS 


For efficient Unit Heater drainage you need a 
steam trap assuring high starting load capacity to 
deal with cold air and low steam pressure resulting 


You need continuous discharge of condensate 
and incondensables at or near steam temperature to 
prevent hot and cold air blasts. 

SARCO FLOAT-THERMOSTATIC STEAM TRAP 
—Type FT, is unequalled for this service. The float 
operated main valve can be sized to handle the con- 
densate loads from the lowest pressures up to maxi- 
mum design pressure. 

The action is instantaneous; no waiting to cool 
or for buckets to empty. The thermostatic air vent 
makes air binding impossible. 


| SARCO COMPANY, INC. 


EMPIRE STATE BUILDING, NEW YORK 1, W. Y. 
Represented in Principal Cities 


SARCO CANADA LTD., TORONTO 8, ONTARIO 
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Radiant Heated Highway 


WHEN WINTER’S SLEET and snow come to Cosh- 
octon, Ohio, the street most likely to be usable 
and free from dangerous skidding hazards is Hill- 
crest Drive, one of the steepest roads in the 
community. 

The fact that Hillcrest Drive is safe and easy 
to travel during the worst winter weather is not 
due to a freak of nature that provides unusual 
shelter. Situated on a 15 percent grade, the 
street is as exposed to the elements as any in the 
area. 

However, residents and property owners of 
land on top of Hillcrest Drive “chipped in” to 
pay for a snow melting system that now serves the 
700-foot street. The system is privately operated 
by the owners as a community enterprise to per- 
mit year-around use of the street. 

Th snow melting system is comprised of pipe 
coils laid directly on top of the old bituminous 
pavement and covered with two inches of black 
top surfacing. Heated water mixed with anti- 
freeze is circulated through the pipe network to 
prevent ice from forming and to melt snow as it 
falls, 

Coils do not underlie the whole of Hillcrest 
Drive, but are spaced to provide ample “traction 
area” for wheels of cars using the street. In 
practice, of course, the melting system helps 
hasten complete snow clearance across the entire 
width of pavement. 

The cost of operating the snow melting system 
amounted to $116.40 the first season, which is pro- 
rated among the property owners. 

Installation cost to each of the owners in the 
cooperative enterprise totaled only $513.00, in- 
cluding the expense of new paving and additional 
improvements which will step up the rate of 
melting from one in. to three in. per hour. 

The total cost of the snow melting system itself, 
including improvements in operating equipment 
amounts to only $4,680, less than $335.00 per 
owner. 

Approximately 4200 ft. of 144 in. wrought iron 
pipe welded to 2'4-in. headers is used to form the 
‘track” coils. Each coil is comprised of three 
runs of pipe. 

To operate the system during its first winter, 
two 250,000 Btu capacity boilers were used with 
one pump. With the addition of two more boilers 
of 200,000-Btu capacity and two circulating pumps 
replacing the single unit, circulation is expected 
to be improved and the melting ratio of the system 
advanced. 

Last winter, the system was operated manually, 


but an automatic unit is being installed to start’ 


the machinery as soon as the first snow falls. An 
(Please turn to top of page 260) 
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BARBER LOW OR LINE VOLTAGE 


| Year’round Thermostat 


.. has built-in Heat-Off-Cool switch 


SEPARATE temperature settings 
for heating and cooling 


Use year around for on-off con- 
trol of fan-coil or similar com- 
bination heating and cooling 
units 


Ratings to 4 hp 


Removable lever tips for adjust- 
ment with special key provided 


Low differential—approxi- 


mately 2° 
. This control has no 


Champagne gold finished cover equal... you get 
in modern design more, for less! 


Consult nearest Field Office or write: 


for Bulletin BARBER-COLMAN COMPANY, ROCKFORD, ILLINOIS, U.S.A. 


No. T-1 Dept. C, 1308 Rock Street «© Field Offices in principal cities 
«+e complete data Automatic Controls « Air Distrit bution Products « Industrial Instruments 
Including helpful Aircraft Controls * Small Motors * Overdoors and Operators » Molded 
wiring diogroms Products « Metal Cutting Tools *« Machine Tools « Textile Machinery 
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ve my customers 
the BEST/ 








Correct 
PULSATION 
and 
POOR CO: 
with a 
BOSTON COMBUSTION HEAD 


Adaptable to any pressure atomizing burner. 
75 to 3.0 G.P.H. This precision head is now 
available. Adjustable air shutters permit obtain- 
ing high efficiency sunflower flame or efficient 
non-pulsating flame. 








Comes complete—easily installed. 


A PROFIT MAKER 


Write for literature and instruction sheet. 


BOSTON MACHINE WoOrRKS COMPANY 





Oi! Heating Supplies Division, Manufacturers 


Lynn, Mass 








Boiler [ube Cleaners 
Wire Heater Brushes 


P 


EES 
. AN, a a % A 
WORCESTER BRUSH 4»° SCRAPER CO. 


, 


i 


MASON-WORCESTER CO. 
WORCESTER, MASS. 





‘UO WASTE 


TWO COMPARTMENT 
SINK FIXTURES 

are made completely sanitary 
with the Genuine “DUO” Waste 
on the job. A style for every 
need. “DUO” with End and 
Center outlets are shown, 


FOOD WASTE DISPOSERS 


Genuine “DUO” Wastes (FW 
Modets) are recommended by “ 
manufacturers of food waste dis- 
posers who approve the Genuine 
“DUO” Sanitary Wall for the suc- 
cessful operation of their units. © 


There's only one Genvine “DUO” Wastel 


Look for the identifying label . . . your 
guide to good plumbing installations! 


THE M. S. LITTLE MFG. CO., HARTFORD, CONN 
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(Continued from bottom of page 259) 

“electric eye” is beamed on a black plate to set 
the system operating as soon as the plate becomes 
covered with snow. 

All of the operating equipment, including 
pumps and boilers, are housed in a cement block 
house which was especially constructed for the 
purpose. It is located midway on the slope within 
a short distance from the road. 

The Hillcrest Drive snow melting system was 
designed by C. R. Philips, office manager at James 
B. Clow Company’s Coshocton plant. C. W. Gil- 
more Plumbing Company, Coshocton, made the 
installation. END 


Appliance Men Get Tips for Better 
Dealer-Supplier Relations 


“THE SELF-DETERMINATION to find a cure for in- 
dustry malpractices has given appliance retailers 
the strength to set in motion powerful forces for 
improvement,” declared Vergal Bourland, newly- 
elected president of the National Appliance and 
Radio-TV Dealers Assn., in a statement last 
month. “They realize,” Bourland said, “that it 
was their own buying from many sources that 
caused manufacturers to sell to many competitors, 
as much as overproduction or eagerness to get a 
larger percent of the market. And so they (the 
appliance retailers) have reduced the number 
of lines they handle. 

Bourland acknowledged the existence of serious 
industry problems that have been largely at the 
root of the high tally of appliance-dealer business 
failures in recent years, but he declared, “I don’t 
believe these practices penetrate our whole coun- 
try. I believe they abound primarily where the 

,wrong type of people have been permitted, or 
invited or lured into our industry in a relatively 
few unfortunate areas.” 

He summarized the programs initiated and de- 
veloped by NARDA that are contributing to bet- 
ter business health for appliance retailers: 

1. NARDA’S program to give meaning to 
franchises. 

2. NARDA’S regularly conducted costs-of-do- 
ing-business survey to let dealers see where their 
operating costs and profits stand in comparison 
with those of a broad sampling of dealers across 
the country. 

3. NARDA trade-in blue-books to stabilize 
conditions surrounding trading-in of old appli- 
ances. 

4, Organizational spokesmanship in legislative 
matters. 

5. Achievement of improved relations with in- 
dustry manufacturers. END 
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TETER: The Name 
You Should Know... 
Is e Heater to 
Buy! Foremost in 
peer 4 and Crafts- 
manship. 


MAGNESIUM ROD: 
Genuine DO oo, 
assures aximum 
protection a aes 
corrosion. (optiona: 








RED BAND TANK: 
Heavy Couper bearing 
steel Double 
thick. Water tested 
353 Ibs. pressure. 










LIFE BELT: go 
low wattage, oe 





Clong-live wra 
ae Heating Ele. 







INSULATION: ae 3” 






ie. 
Prevents drop ~ 
tem; Bot 





water Pp. 
drain conveniently lo- 
cated. 









13901 
SOUTH 
IMDIAMA 


AVENUE 
CHICAGO 27 
ILLINOIS 
















“'W hen Your Customers Need Heat 
SUPERVENT CAN’T BE BEAT!” 


FOR: @ One Pipe Steam Systems 

@ Free, Quick Venting made pos- 
sible with adjustable venting port. 

e@ Rapid Heating from cellar to 
top floor and all rooms far from boiler. 

@ Balanced Heating throughout 
buildings, apartments and rooms. 

@ Outstanding Fuel Savings 


@ Quick Return of Condensate 
SPECIFY the OSTER 


SUPERVENT 





Designed for trouble-free, quick venting of con- , LATED |, 
vectors, Fin- Pipe Ra Radi lation. Unit Heaters, Base- od 
board Heating, , Main Lines, Gas and NERACOMAL 


Electric Steam Radi 


OSTER LABORATORIES | 


ELLENVILLE 
NEW YORK 














ENGINEERED QUALITY STEEL BOILERS 


—— by Portmar 
$ RG A, 5 are rated for the; r 


dependability and ‘‘know-how’’ 


WINDSOR 
“Horizontal Tube Series” 

12 Sizes: 
77,000 to 720,000 BTU/hr. 
Steam: 320 to 3,000 sq. ft. 

Water: 510 to 4,800 sq. ft 

Oil or gas fired Water Heat- 


ers and Heating Boilers avail- 
able in all capacities. 






















Contact your Portmar Boiler Company Inc. 


jobber on Seventh Street Brookiuan Se 





Y 
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TABLE-TOP TYPE, 


Today and Now! 


ican housewife. 


Sizes range from 3 to 83 gallons . 
ranging from standard uprights to table top 
TETER FOR FULL 


Right: The pop- 
TETER 











thick blanket gen “ 5 
tine, “Abersiass" in: dimensions. WRITE 
DETAILS TODAY! 
aati ae ae TETER BANTAM, 
cold water baffi ideal for small 
home capacity rang 


capacity. 


. types 


TETER not water HEATERS 


NATURALLY MEET 
THE NEW UTILITY LAYOUT TRENDS 


They Helped Develop it! 


Yes. Ever since TETER came out with the 
streamlined, RED BAND TANK and the 
you can bank on the 
fact that new and revolutionary utility lay- 
outs were bound to come. They Are Here 
And they are spelling out 
new efficiency and greater ease for the Amer- 
So, look to TETER for the 
last word in Water Heater requirements and 
- dependability. 


Above: illustrates the in-bet 
size of TE 












ween 
TER Water Heater which 


meets certain specific household needs. 











ONE INSERT FOR 4 SIZES 


a a. P. A 





ALSO A COMPLETE LINE OF ° 
MALLEABLE AND STEEL PIPE HANGERS 


TYPE “Ee” 


for Cotalog No 451 

















ONE SIZE 





tened to any forms. 


tons. 


FOUR MAJOR ADVANTAGES 
Save labor - speed up jobs - nail 
- held in place 
while pouring. Installed BEFORE 


or screw to forms 


button size is determined. 
Prices—write to Healy-Ruff Co 


HEALY-RUFF 


770 HAMPDEN AVE. 


FOR 8 SIZES 
OF BUTTONS 


Cast iron, easily and quickly fas- 
One size of 
insert handles eight sizes of but- 





CONCRETE INSERTS 





COMPANY 


ST. PAUL 14, MINN. 



















Steel Nipples 
| Need Protection, too! 


| =z |) Pipe nipples can, and often do, rust or 


corrode in stock—unless they're properly 
protected. That’s why each 4%” to 2” Challenge Steel Nipple 
is dipped in a tough protective coating to preserve its 
carefully machined threads. What's more, they’re packaged 
in standard cartons for added protection and convenience. 
This quality-protection is another big reason why you'll 
have more satisfied customers when you sell Challenge. For 
further details, call or write us today. 


CHALLENGE NIPPLE DIVISION | 


Frith « Lisuboay Coa, \\7 Senvty | 
Py ba INDLEY’S 


PLUMBERS’ | 
SPECIALTIES 














—a complete line of small indis- 
pensable items—rods, bolts, nuts, 
screws, wires, tubes, flanges, wash- 
ers, guides, pins, etc.—handy to 
use in emergencies—prerequisite 
in finishing many a plumbing job. 


HINDLEY MFG. CO. 53 John St., Valley Falls, R. I. 
Cheaper in price — but not in quality .. .| 
HANDY corer TUBE STRAPS “ui 
REINFORCING. 

RIB | 


HANDY solid copper tube straps 
—with the reinforcing rib—do 











LOOK FOR <r 
THE 
REINFORCING 


/ everything your present straps 
do—and do it for less! HANDY 
solid copper tube straps are 
priced to se//! Boxed in units 
of 100 or in bulk. Write on 
M% your letterhead for samples and 


HANDY TOOL 


262 MOTT STREET 
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polished pipe ! 
...+ handle it with a 


WARNOCK Strap Wrench 


Here’s the best safeguard against damaging polished 
and plated pipe. 

An extra sturdy woven strap provides soft contact. Its 
scientifically curved nose prevents crushing. Its handle 
can’t break. And it is simple to use, quick to adjust. 


Ask us for prices and further information 


LOWELL WRENCH Co. 


WORCESTER 8, MASS. 




























and PURIFIER 


Chlorine 

Odors 

a Suspended Matter 
Discoloration 


The Diamond Filter and Purifier ac- 
tually removes objectionable substances 
and provides clear, sparkling, palatable 
fresh water. 

WRITE FOR CATALOC 


> a GO AE OR ted, TR MT ot 
























BATH TUB PROTECTORS 


AND 


FLANGE SPACERS 


Illustrated in 1954 DOMESTIC ENGINEERING 
>} CATALOG DIRECTORY on PAGE C-28 5 


LPP LDA LDL DIDS Perr 
















4K ONYX STAINLESS GUMMED KRAFT TUB PAPER 
12” — 18” — 24” ROLLS 
4K BROOME’S TIN CLOSET FLANGE SPACERS 
“THROUGH JOBBERS” 
HENRY BATH TUB PROTECTOR CO. 
72 FIRST AVENUE Inquiries to 


PITTSBURGH 22, PENNA. 1508 N.E. 3rd AVENUE 
FORT LAUDERDALE, FLA. 
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Cites Evils of Bid Shopping 


AT A RECENT MEETING of the Illinois Chapter, 
American Society of Heating and Ventilating En- 
gineers, members and guests heard a prominent 
Chicago consulting engineer denounce the use of 
“murder clauses” in specifications (requiring con- 
tractors to give performance guarantees) and the 
evils of bid shopping and bid peddling. 

The speaker was Norman E. Bueter, who is a 
past president of the Chicago Assn. of Consulting 
Engineers and is chairman of the Technical Ad- 
visory Committee of the Mechanical Construction 
Industries of Greater Chicago. The committee 
was formed about two years ago and includes 
representatives of the Heating, Piping and Air 
Conditioning Contractors Chicago Assn., the Chi- 
cago Assn. of Consulting Engineers, together with 
ventilating, plumbing and electrical contractor 
groups. ; 

A proposed code of trade practices is accepted 
in principle by each of these member associations, 
and subsequent discussions are designed to bring 
about various changes, some of which are: 

1. Elimination of Murder Clauses in Contracts: 
Mr. Bueter pointed out that when responsibilities 
are placed where they belong, there will be no 
necessity for such clauses. In fact, a responsible 
engineer should not expect the contractor to 
guarantee his engineering or cover up for his 
mistakes. 

2. Proper Designation of Responsibilities: The 
consulting engineer and the contractor each have 
definite and separate responsibilities which should 
be understood and set forth. The owner has the 
responsibility of backing up the consulting 
engineer. 


Establish a Definite Closing Date 

3. Acceptable Bidding Practices: A definite 
closing date and time should be established and 
no bids should be tendered or accepted after the 
closing time. When the awarding authority issues 
requests for mechanical bids which stipulate that 
all said bids be submitted directly to or through 
the owner, architect or engineer, this procedure 
shall be strictly adhered to and no mechanical 
bids shall be processed through a general con- 
tractor. 

When the awarding authority stipulates that 
mechanical bids be submitted through the gen- 
eral contractor, the requests for such bids should 
stipulate that the names of the proposed mechani- 
cal subcontractors be stated in and officially con- 
sidered as part of the bid submitted by the general 
contractor. 

4. Open vs. Closed Specifications: A base bid 
with alternates is considered fair and practical. 

(Please turn to top of page 264) 
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With a complete line of efficient, | 
dependable, and attractively | 
priced Electric Water Heaters .. . 
ranging from 4-gallons to 82- 
gallons . . . a size for every need 
and purpose . . . plus, a line of 
proven efficient Water Softeners. 


Write today for descriptive litera- 
ture and prices of complete 
SPEED-O-MATIC line. 








MANUFACTURING & 
DISTRIBUTING CO. Ff: 
MICHIGAN, U.S.A. 


QUINCY, 








FOR STRONGER JOINTS 


DRESSER 
COMPRESSION FITTINGS 
ELIMINATE 
PIPE THREADING 


See your local supply store 





for a COMPLETE LINE of couplings, ells, tees, adapters, etc. 
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Pat. No. 
2,440,741 








to a Perfect Sink-Top 
Installation 


Every Time 





= You can improve the quality of your 
' cabinet top installations by using the 
ONE PROVEN METHOD. The sure way 
to a permanently beautiful, water-tight 
and sanitary sink counter is with HUDEE. 


Equally at home in kitchen or bath- 
room, HUDEE will bring the sink ledge 
flush with the counter top — eliminates 
water seepage into the plywood itself 
and actually becomes a decorative seal 
between the top covering and sink bowl 
4 or lavatory. 


Prove to yourself, and your customer 
— that YOU recognize the finest .. . 
USE ONLY THE BEST — USE HUDEE! 










NATIONALLY ADVERTISED 
These leading magazines tell the 
homeowners—help you sell them. 
















ee ee oe 






AND COMPANY 








Call the Hudee Distributor 
in Your Area or Write to 
Factory for Complete Details 


225 West Hubbard Street 
Chicago 10, Illinois 


1 CANADA: Walter E. Selck and Co. Ltd., Toronto 







DOMESTIC ENGINEERING 





| 
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The specification should name a definite make 
of material or equipment but should provide that 
the contractor may submit a proposal covering 
substitute products or equipment. The contractor 
must, however, file his bid based upon the plans 
and specifications and then state the deduction 
or addition to be made in case the substitutes are 
accepted. 

5. Standardization of Drawings: One of the pri- 
mary reasons for consulting engineers turning out 
inferior drawings and specifications is lack of 
proper remuneration. Standardization of consult- 
ing engineers’ fees, similar to the standards set 
up by the American Institute of Architects, would 
provide a much needed step in this direction. 

6. Standardization of Symbols: In the Chicago 
area, there has been no standardization of draw- 
ing symbols used. In the near future, the com- 
mittee will publish recommended symbgls which 
all members of the Chicago Assn. of Consulting 
Engineers have agreed to use. In answer to a 
question from the floor, the speaker mentioned 
that the recommended symbols will be somewhat 
simpler than those of the American Standards 
Assn. 

In his closing remarks, Mr. Bueter denounced 
free engineering on the part of manufacturers and 
contractors and also pointed out that such en- 
gineering is not free, the costs being simply passed 
on to the customers. In his opinion, the number of 
manufacturers and contractors who condone this 
practice is gradually diminishing. 


Examples of Bid-Shopping Cited 

During an unusually lively question and answer 
session, T. M. Cunningham, executive secretary 
of the Heating, Piping and Air Conditioning Con- 
tractors Chicago Assn. cited several examples of 
bid shopping and bid peddling and agreed whole- 
heartedly with the speaker’s remarks on murder 
clauses in contracts for the installation of me- 
chanical equipment. 

John Aeberly, Chief of the Chicago Bureau of 
Heating, Ventilating and Industrial Sanitation 
rose to remark that any contract represents a 
meeting of minds and, in the last analysis, is valid 
only to the extent of the integrity of the parties 
entering into the contract. In his opinion, it is no 
more practical to demand a performance guar- 
antee from the consulting engineer than from a 
doctor or a lawyer. 

Another prominent Chicago consulting engi- 
neer, E. P. Heckel, was asked his opinion in re- 
gard to heating contractor responsibility in the 
event of objectionable fan noise. He stated that 
the contractor should not be held responsible 
where the consulting engineer specified the type, 
size and make of fan. END 
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Let Bradfo 


IN ESTIMATING 
IN BUYING 
IN SELLING 
IN BILLING 


IN CHECKING 
INVOICES 





a 

be your Gude! 
In making a practice of referring to the BRADFORD PRICE BOOK, 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business. 


Subscribers use this valuable book to 
make sure that they are being 
the latest market discounts and prices. 


WRITE FOR COMPLETE INFORMATION TODAY 


The 
BRADFORD PRICE BOOK 


QUINCY 69, MASSACHUSETTS } 
y 

















if PROFIT — wise dealers insist on 
> Neptune SUMP PUMPS | 





One important feature is dominant in America’s 
Leading Line of Sump Pumps: an inbuilt ruggedness 
that dependably delivers high output through 
years of use. Neptune Sump Pumps are designed 
and assembled to simplify tough jobs, to 

deliver maximum pumping performance on 

all assignments. 





@ Write for literature and prices today. 





NEPTUNE PUMP MFG.CO. 
4912 N, 6th St., Philadelphia 20, Pe. 
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Colossal, Intricate Circulatory 
Pipe Systems, TAILOR MADE BY 


eo U LT am 7.039) 0 


PIPECUTTERS 


Have you ever thought of the tre- 
mendous maze of piping that sup- 
ports the life of a big city, and the 
part you have contributed in the 
pipe laying projects to the town or 
city in which you live? The chances 
are good that this pipe was cut to 
fit by GENUINE BARNES... the 
Pipe Cutting Tool with the 3 sharp 
cutter wheels, expertly heat treated 
to cut wrought, steel or cast iron 


pipe. 





ORDER 
YOUR 


BARNES 
TODAY! 


~The BARNES TOOL CO., Inc. 


NEW HAVEN, CONN 












Again Available Wesco 
Solid Copper Tube Straps 


Made of solid copper with 
Tit in sizes %4” to 34”. ALL 
= sizes available without 
it. 


f 


TIT 


WESCO (Tit) Tube Straps SAVE TIME; 
CUT LABOR COSTS. The quick, easy 
“SNAP-ON” feature leaves hands free to 
line-up and nail. Use WESCO Hangers on 
your next imstallation. You'll be amazed 
at your INCREASED EFFICIENCY. 

@ Ask Your Jobber for Wesco Hangers 
& Straps tor Copper Tubing. 


WESCO MANUFACTURING CO. 












"X” BOILER LIQUID 


Since 1916 the Industry’s out- 
standing product for repairing 
leaks in high and low pressure 
steam boilers and hot water 
heating systems. “X” is a col- 
loid, contains no harmful sol- 
ids, Its repair is lasting and 
certain because it is made from 
the outside in, through the 
metal line of the boiler and will 
not break down due to expan- 


sion or contraction. 





“X” LABORATORIES, INC., 25 WEST 45TH STREET, NEW YORK 36, Wi. Y. 














P. O. BOX 175 WELLSVILLE, OHIO 
IN) ...@ star per- 
Cie eanicacme former in the 


Wao plumbing field! 


THE PORTABLE SEWER 
CLEANING MACHINE 


for cleaning sewer pipelines up to 
4” in dia. . . . has most of the 
Big CLEAN-RITE Features. Twin 
expansion, high carbon steel blades. 
Heavy duty motor. Forward and 
reverse action. Quality built. Easy 
to operate. WRITE FOR COM- 
PLETE DETAILS on this low-cost, 
profit making waste pipe cleaning 
machine, 


GROVE MACHINE WORKS 


Dept. D, P. 0. Box 136 BOWLING GREEN, OHIO 






SO ft. of 1” or smaiier sizes 
", 6/16” or 14" steel cabie. 

12” extension cord. Stands 

21” high and is 14” wide. 


DON’T DELAY 
BUY TODAY! 
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SITUATIONS OPEN 





PURCHASING EXECUTIVE 


Experienced plumbing and heating pur- 
chasing executive, good wages, good 
opportunity with reliable wholesaler in 
central Ohio. Give full particulars, ex- 
perience, age and so forth. Address Key 
214-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


SALES REPRESENTATIVES WANTED 
by established manufacturer vitreous 


china closet combinations, lavatories, 


bowls, tanks. Following exclusive ter- 
ritories available to experienced men: 
New England, Indiana, Michigan, Minne- 
sota, Virginia, Kentucky, Tennessee, 
Alabama, Florida. Address Key 220-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


NOTICE 


An established but young mechanical 
contracting firm, located in the south- 
east, is desirous of obtaining additional 
key personnel for expansion. 

The work done by this company in- 
cludes plumbing, heating, air condition- 
ing, ventilation and piping. 

Estimators are needed and prefer- 
ably they should be capable of job in- 
stallation management. While it is 
more desirable to obtain fully experi- 
enced men, young men with partial 
experience will be acceptable, if they 
are ambitious and seek advancement. 

Anyone interested in the above work 
is requested to send their application to 
P. O. Box 3196, Station “A”, Savannah, 
Georgia. The application should have 
full information including age, educa- 
tion, experience, church affiliation, mili- 
tary attachments, minimum starting 
salary expected and any other informa- 
tion deemed essential, together with a 
passport photograph. 


PLUMBING SUPPLY SALESMAN TO 


call on plumbing and heating con- 
tractors and hardware stores, with 
complete line of brass goods, fittings. 


etc. New York warehouse. Guaranteed 
drawing account against commission. 
Replies confidential. Address Kev 249- 
E, “DOMESTIC FNGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





SITUATIONS WANTED 





PLUMBING SALES MANAGER 
OR GENERAL MANAGER 


Have successfully handled either posi- 
tion. Well qualified in all phases of 
plumbing industry. Want management 
position. Now employed in midwest 
but can relocate. Address Key 257-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
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RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including 
heading and address. For keyed address count seven words. 
Minimum advertisement, $3.00 per insertion. Rates for bold 
face advertisements, $6.00 per inch. Address all advertisements 
to Classified Advertising Department, DOMESTIC ENGI- 
NEERING, 1801 Prairie Ave., Chicago 16, Illinois. All Classi- 
fied Advertisements are payable in advance! 


March, 1954 









SITUATIONS WANTED 





REPRESENTATIVES WANTED 





BE YOUR OWN JOB BROKER 


Personnel Director (advertising back- 
ground) experienced in analyzing, re- 
writing and focusing salient points in 
executive work histories, will do this 
work for you. Will also supply you 
with lists of high-rated firms and top 
executives (in allied industries) in areas 
of your selection. For details, please 
write: F. MacPhail, 6458 North 
Magnolia, Chicago 26, Illinois. 


SALESMAN DESIRES CONNECTION 

with manufacturer or manufacturer's 
representative for Massachusetts, in 
heating and ventilating or plumbing 


field to cover schools, public buildings 
and contractors Fully experienced. 
Address Key 254-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
eago 16, Illinois. 

EXECUTIVE 


Experienced in all phases of plumbing, 
heating and air conditioning. Have 
specialized in sales, estimating and in- 
stallation of both remodeling and new 
work, of heating, plumbing, custom 
kitchens and air conditioning. Have 
also had wide experience in buying, 
advertising and selling in both DTU 
and wholesale field. Am 32 years old. 
Will consider position of responsibility 
with growing firm. Available March, 
1954. Minimum salary $10,000 per year. 
Address Key 247-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





REPRESENTATIVES WANTED 





OPPORTUNITY 


Long established manufacturer of good 
residential and institutional (A. S. M. 
E.) boilers needs good agents in: New 
York (except New York City), Penn- 
sylvania, Washington D. C., Virginia, 
North and South Carolina. Get partic- 
ulars, Address Key 255-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 








REPRESENTATIVES WANTED 


Incinerators are in demand. Excellent oppor- 
tunity for eager manufacturers’ representative 
to take advantage of the incinerator market. 
Sixty-three years of manufacturing experience 
behind you. Many good testimonials. Sizes for 
residential, commercial, and municipal. Exclu- 
sive territories if possible. commission. 
Address Key 159-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illinois. 





EXCLUSIVE PROTECTED TERRITO- 

ries open on nationally advertised 
Plumbers’ special packing to agents 
calling on plumbing supply houses. 
Unique demonstration sells 8 out of 10 
on first call, Excellent for opening new 
accounts and high volume repeat busi- 
ness. Address Key 722-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


Large midwest specialty h has 
openings in the following territories; 
selling master plumbers exclusively. 


- North and South Carolina 
. Virginia, West Virginia and Ken- 


tucky 

. Indiana and Ohio 

. Wisconsin, Minnesota, and North 
Dakota 

. Utah, Idaho and Nevada 

. Louisiana, Mississippi and Arkan- 
sas 





an > Ww N= 


Many exclusive items. Brass goods, 
toilet seats, malleable and copper fit- 
tings, complete rubber line. New com- 
mission plan insures $750.00 monthly 
income. Exclusive territory franchise. 
Experienced men who are not satisfied 
with present earnings should investi- 
gate. Details in first letter, please! 
Address Key 237-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


TOILET SEAT MANUFACTURER 

wants representatives in all terri- 
tories. Address Key 239-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 











FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 268 AND 270 
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FIRST AID to Heating 


REMODELING JOBS! 


COMACTIOR BA Teh BOOK 


HOW TO USE THIS BOOK 
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REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 











NEED GOOD REPRESENTATION IN 

west, mid-west, south-west on line of 
home incinerators, gas-fired. High 
quality-popular priced. To be sold ex- 
clusively through jobber trade. Full 
margin profits. Commission basis. 
Write details stating other lines car- 
ried. THE HARMOND COMPANY, 2114 
Woodland Avenue, Cleveland 15, Ohio. 





Several territories open for representa- 
tives on our line of medicine cabinets, 
bath enclosures and shower cabinets. 
Commission basis. Write fully of your 
selling background. Address Key 224-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





ESTABLISHED MANUFACTURER DE- 

sires several experienced manufac- 
turers’ representatives to cover actively 
wholesale jobbers of plumbing, heating 
and mill supplies, to sell a complete line 
of plumbers cast and tubular brass fix- 
tures for bath, basin and kitchen, plus 
a line of gate, globe and check valves. 
Territory Kansas, Arkansas, Kentucky, 
Tennessee, Missouri, Texas and New 
Mexico. Please state all detailed in- 
formation. Address Key 256-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


WIDE-AWAKE SALESMEN 
WANTED! 


This is an opportunity for a wide- 
awake sales representative to handle a 
new, proven trend in plumbing fixtures. 
A product with tremendous sales appeal 
backed by a substantial advertising 
program. All territories open on a pro- 
tected basis. Address Key 244-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 








REPRESENTATIVES WANTED TO 

call on wholesale plumbing and hard- 
ware houses with a new line of wax 
toilet bowl rings, competitively priced, 
choice territories open. Address Key 
241-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


Leading manufacturer has steel pipe 
line available, black and galvanized. 
List lines now representing and what 
they manufacture. State age, experi- 
ence, etc. Address Key 240-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





A LONG ESTABLISHED MANUFAC- 

turer of full line of plumbers brass 
goods, both in cast brass and tubular, 
desires solid representation through 
established manufacturers’ representa- 
tives, selling wholesale jobbers of 
plumbing, heating and mill supplies. 
Territories: Wisconsin, Minnesota, 
North and South Dakota, Nebraska, 
Iowa, Colorado, Oklahoma, upstate New 
York, New England States. In replying 
write all detailed information. Address 
Key 251-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave. Chicago 16, 
Illinois. 





One of the largest distributors of 
plumbing, heating, and industrial sup- 
plies, can use several good men on a 
commission basis. Our salesmen know 
of this ad. Outline experience and ter- 
ritory covered. Address Key 243-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





ESTABLISHED MANUFACTURER OF 
fin tube radiation and convectors 
for both commercial and residential 
market seeks qualified representative. 
Many territories open. Address Key 
235-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


LEADING MANUFACTURER OF TOP 

quality line of heating specialties 
seeks aggressive representative. High 
commission. High repeat volume pro- 
ducts. Address Key 236-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 








ATTENTION MANUFACTURERS 
AGENTS 


We are an advertising agency with a 
number of clients in the plumbing and 
heating field. Our clients are always 
seeking good manufacturers’ represent- 
atives. if you are seeking additional 
well-advertised and promoted lines, we 
would be pleased to refer you to our 
clients. Please state territories covered 
and types of lines interested in. KIN- 
NING ASSOCIATES, 9 Sylvan Street, 
Rutherford, New Jeveey. 





Manufacturer of eta i cast brass 
goods and heating specialties for oi: 
burners desires representatives in fol- 
lowing states: Pennsylvania, Southern 
New Jersey, Maryland, Virginia, West 
Virginia, Massachusetts, Maine, New 
Hampshire and Vermont. Address Key 
242-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





PIPE NIPPLE MANUFACTURER DE- 

sires representatives for Virginia, 
West Virginia, western New York state, 
western Pennsylvania and Ohio. Ad- 
dress Key 213-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 








REPRESENTATIVES WANTED 


Manufacturer of plumbers’ brass, in- 
cluding faucets and a complete line of 
valves, desires representatives who call 
on wholesale plumbing and heating job- 
bers in the following territories: 
Washington, Oregon, Montana, Idaho, 
Wyoming 
New England States 
Texas and Oklahoma 
Maryland and Washington, D. C. 
New York ag exclusive of Metro- 
politan 
Address Key 246-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 








MANUFACTURER’S REPRESENTA- 

tives known to the best trade desired 
for quality plumbing and mill supply 
and industrial specialties now being 
sold to quality trade. Repeat items, ex- 
cellent commissions, exclusive terri- 
tories open. Write full details in con- 
fidence. Box DE 184, 221 West 41st 
Street, New York City. 





LINES WANTED 





TOPS IN REPRESENTATION 


Looking for “TOP” lines only to sell in 
Maryland, District of Columbia and 
Virginia. Need soil pipe, seats, copper 
tubing, fittings, etc. Immediate results. 
Address Key 253-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 





MANUFACTURER®Y’ REPRESENTA- 

tive with experience selling to all 
leading plumbing and heating whole- 
salers in metropolitan New York area. 
This area includes Brooklyn, Queens, 
Richmond, Manhattan, Bronx, West- 
chester, Long Island, northern New 
Jersey and Connecticut. I have two 
salesmen. Seeking additional quality 
line. Address Key 252-E, “DOMESTIC 
ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


THE SCHUTZE SALES CO. 


1999 North Snelling Ave. 
St. Paul 8, Minn. 


Manufacturers’ Agency Selling 
Important Mid-Northwestern Jobbers 


FRANK MORRIS & CO. 
424 S. Cheyenne St. 
Tulsa, Oklahoma 


Nebraska, Kansas, Oklahoma, Missouri, 
Arkansas, Colorado. 











MANUFACTURERS’ REPRESENTA- 

tive established in the _ state of 
Florida, calling on all plumbing and 
heating jobbers, desires a few more 
lines to promote. Located at St. Peters- 
burg, Florida. Address Key 181-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 





ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


1836 Euclid Ave., 
Cleveland 15, Ohio 


Serving the plumbing jobber 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 266 AND 270 
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Three thousand four hundred and fifty advertiser, 
agency and publisher members of the Audit Bureau of 
Circulations have a voice in establishing and maintain- 
ing the standards responsible for the recognition of this 
emblem as the Hallmark of Circulation Value. It repre- 
sents the standard of value that these buyers and sellers 
of advertising space have jointly established as measure- 


ment for the circulation of 
printed media. 

The basis for arriving at the 
advertising value of a publica- 
tion is the Bureau’s single defi- 
nition of net paid circulation. 
With this as the standard, the 
circulation records of A.B.C. 

ublisher members are audited 
by experienced circulation audi- 
tors. As specified in the Bureau’s 
Bylaws, A.B.C. auditors have 
“access toall books and records.” 

Subscription and renewal 
orders, payments from subscrib- 
ers, paper purchases, postal 
receipts, arrears are among the 





SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as 
defined by A.B.C. standards, indi- 
cate an audience that has responded 
to a publication’s editorial 
appeal. With the interests 
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publisher’s circulation records that are painstakingly 
checked by auditors and the resulting data are con- 
densed and published in A.B.C. Reports. 

Experienced space buyers use the audited information 
in A.B.C. Reports as a factual basis for their decisions 
in evaluating, comparing and selecting media. The 
FACTS in A.B.C. Reports for business publications 


include: * How much paid circulation 
¢ How much unpaid distribution ¢ 
Occupational or business breakdown 
of subscribers * Where they are located 
¢ How much subscribers pay « Whether 
or not premiums are used * How many 
subscribers in arrears ¢ What percent- 
age of subscribers renew. 

This publication is a 
member of the Audit Bureau 





of readers thus identified, it 
becomes possible to reach 
specialized groups effectively 
with specialized 
advertising appeals. 










of Circulations and is proud 
to display the Hallmark of 
Circulation Value as_ the 
emblem of our cooperation 
with advertisers. Ask for a 
copy of our A.B.C. Report 
and then study it. 
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REPORTS—FACTS AS A BASIC MEASURE OF ADVERTISING VALUE 
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LINES WANTED 


LINES WANTED 








LINES WANTED 








MICHIGAN 


HUNTER & COMPANY 


2842 West Grand Blvd. 
Detroit 2 


Well Established 


Manufacturers’ Representatives 


DON'T LET YOUR LINE 
BE AN ORPHAN IN THE 


Metropolitan New York Area 


If you are looking for a capable, finan- 
cially sales 


knows the trade well, and is willing to 


responsible agent, who 
concentrate his personal efforts on a 
limited number of good lines, preferably 
- Address Key 212-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois. 


one or two. 


CAPABLE MANUFACTURERS’ 
resentative, over twenty-five years’ 
experience, can give you distribution 
through wholesale plumbing and heat- 
ing supply jobbers within 100-mile ra- 
dius of New York metropolitan area, 
New Jersey and Connecticut. Desires 
additional line. Plumbing, heating, gas 
or water supplies. Address Key 810-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


PAUL ATCHISON 
SALES COMPANY 
777 Stanford Avenue, Los Angeles 21 


607 Market Street, San Francisco 5, 
California 


REP- 





Lines for plumbing, hardware and industrial 
rs, only. Perfect coverage in California 
and Arizona for past twenty years. 


MANUFAC TURER'S AGENT, 
ing south, desires additional lines. 
Good following and representation. 
References furnished. Address Key 
245-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


COVER- 


TEXAS — LOUISIANA 
x*KK wk 
EDWIN B. SMITH & 
ASSOCIATES 
Box 274 
Tyler, Texas 
Warehousing Nationally-Known Lines 








GAS APPLIANCE LINE WANTED FOR 

California by manufacturers’ repre- 
sentative, established 1938, head- 
quarters Los Angeles. Residential, 
commercial, industrial. Gas sales ex- 
perience. Address Key 238-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


M. L QUEEN 
410 N. Poplar Street 
Dexter, Missouri 


Established with plumbing jobbers in the states 
of Missouri, Arkansas, Kentucky, and southern 
Illinois, giving prompt coverage to manufac- 
turers represented. 


Can handle one more basic repeat line 
to jobbers. Territory central Illinois, 
Missouri, Kansas. Established agent. 
Address Key 234-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tive—rated Dun Bradstreet. Thor- 
oughly experienced selling jobbers New 
York—New Jersey. Want one additional 
line. Straight commission. Address Key 
200-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MARKETING 
MANUFACTURING 


If you have products, designs, ideas 
that will fit into the plumbing, heating, 
hardware and mill supply field, we have 
an expert marketing organization regu- 
larly calling on over 3,000 jobbers in 
U. S. and Canada and foreign countries 
and now selling well over half of these 
—we are also in position and have our 
own facilities to manufacture many 
items. Address Key 999-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Tene 16, Illinois. 


MANU FACTU RERS’ REPRESENTA- 
tive with a good reputation and fol- 


mane Wants additional lines to sell 
Plumbing and heating wholesalers in 
the following territory: south Jersey, 
Philadelphia, eastern Pennsylvania, 
Baltimore and Washington. Address 
Key 193-E, “DOMESTIC ENGINEER- 
a ” 1801 Prairie Ave., Chicago 16, Illi- 
nois 


Maduibdetusens’ representative with long 
experience selling to plumbing and heat- 
ing supply jobbers in Chicago, northern 
Indiana and Wisconsin can give person- 
al aggressive attention to additional 
quality lines. Address Key 216-E, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie estas Chienge 16, Illinois. 


LONG ESTABL ISHED ALABAMA MAN- 

ufacturers’ representatives, ample 
capital, desire good lines, plumbing and 
heating. Good steady producers. Box 
3318, South Highland Station, Birming- 
ham, Alabama, 





LEADING FLORIDA MANUFACTUR- 

ers’ representative sales organiza- 
tion, now covering Florida only, desires 
few more lines. Years of experience 
Plus leadership in sales records, plus 
reputation and results! Address Key 
919-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 








FOR SALE 





BUSINESS FOR SALE: ESTABLISHED 
wholesale plumbing and heating sup- 
ply company with beautiful modern 
showroom located on busy highway in 
New Jersey. Selling due to illness. For 
further information Address Key 952-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 





FOR SALE—WEST COAST—WELL 

established factory agency specializ- 
ing in power plant and heating equip- 
ment. Located in growing area with 
large volume sales. Accounts will co- 
operate with new owner. Address Key 
248-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





PLUMBING AND HEATING BUSINESS 

located in eastern Washington. 1953 
sales over $800,000.00. Owner wishes to 
sell on account of health. Address Key 
250-E, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 





BUSINESS OPPORTUNITIES 





OPPORTUNITY--FOR AN INDIVID- 

ual wanting a business of his own, 
or firm wanting additional products. 
Patented steam and temperature con- 
trol apparatus used by institutions, ho- 
tels, industries, ete. Originally begun 
in 1938 and put out of business by cop- 
per restrictions and draft of key per- 
sonnel into war work. Patents issued; 
controls proven in use by; more than 30 
prestige accounts. Everything needed 
to start again now available to right 
party on favorable terms. Write 
ALDEN ROGERS, 109 Water Street, 
New Haven 11, Connecticut. 





BOOKS 





AND MATERIAL.” ESTI- 
plumbing and _ heating. 


“LABOR 
mates for 


Adaptable for making estimates for 
any type of residence or multiple- 
story building. Stop losing jobs and 


money because of bids that are either 
too high or too low. This book gives 
you all the facts you need to make the 
right bid. Helps you avoid the pitfalls 
of hidden labor and material costs that 
frequently mean the difference between 
profit and loss. Diagramatic drawings 
clarify the installations discussed. 
Charts show labor, time and materials 
required. Use it to determine overall 
costs and to verify detailed estimates. 
125 pages, size 54%” x 84%”. Price post- 
paid $250. Book Department, DOMES- 
TIC ENGINEERING, 1801 Prairie Av- 
enue, Chicago 16, Illinois. 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 266 AND 268 
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March, 1954 DOMESTIC ENGINEERING 


Youve Been Waiting For 
It... ORDER IT NOW... 


Your Copy Of The 


HEATING VENTILATING AIR 
CONDITIONING GUIDE 


The Profession’s Master Reference Book 
Revised 1954 Edition—APRIL DELIVERY 





A Basic Work Book 
No Volume is Comparable to the New GUIDE 1954 


Heating, Ventilating, Air Conditioning engineers use it to solve difficult problems—keep it han- 
dy for ready reference. Engineers—Contractors—Dealers—Students—use this book constantly for 
answers to heating, ventilating, air conditioning problems. All chapters of the 1954 Edition have 
been carefully revised to include latest developments in the industry. No other source contains 
such practical, useful data as does this husky 1616 page GUIDE. Here you will find 52 chapters, 
52 good reasons why you owe it to yourself to own a copy of THE GUIDE 1954. 


THE GUIDE IS UNIQUE 
There is no other book like it. It is an indispensable tool—a ready reference volume when esti- 
mating and planning construction work. It is a “must” for engineers who need technical data for 
designing and calculating,-or for writing specifications. Architects need it for coordinating heat- 
ing, ventilating and air conditioning design with their plans and specifications. Superintendents, 
factory engineers, operators, and managers of large structures, office buildings, schools, auditor- 
iums, and institutions, all need THE GUIDE. 


TYPICAL SECTIONS ASHVE Psychrometric Chart and tables of properties of air from 160 F to 
+200 F. WARM AIR SYSTEMS: Design of gravity and forced circulation systems 


‘ , - simplified by wse of tables. Small duct, perimeter and ceiling panel systems de 
AIR CONDITIONING gmetad en a = ae hae Mer scribed. WATER SERVICES: Shows how to determine service water demand, pipe 
feet oe SmInANTS: meng gn - pa oc Di in air discussed, and a for cold and hot water systems, for cooling towers and for refrigeration. Gives 
limits indicated. AIR DISTRIBUTION: Standards and methods for proper air data for selection of heater and storage tank capacity 
distribution given. Formulas and charts included to aid in selection of outlets ; ‘ 
AIR DUCT DESIGN: Includes ASHVE Air Friction Charts, a. = — Don t Wait! 
formulas and tables for rectangular equivalents of round ducts and friction loss J : _ 
in elbows. Practical design for duct system illustrated. CHIMNEYS: Thevey, and Now is the time to order the 1954 Edition 

i y sidered. F ‘ charts . hn 4 
actual operation of large and small chimneys considered. Formulas an i Price $10.00 Clip end Mail Today. 


for selecting residential chimney sizes included. CODES: Latest editions and 








sources of 145 codes and standards compiled for ready reference. ager Lop a “ MITT 
Weather design data for 316 localities listed. Solar heat gain tables included for T 

glass, glass block, and figured rolled glass from ASHVE research. Simplified Mp ge Mn OF HEATING AND 

method shown for computing heat gain through walls and roofs. DRYING SYSTEMS: 62 Worth St.. N Y 

Theory and methods of drying outlined. Typical drying equipment ataetes, —— ° « New York 13, N.Y. 

FLOW: Basic theory of fluid flow through pipes, nozzles, and orifices presented clearly Enclosed is $10.00 for standard edition of H 

and concisely. FUELS, COMBUSTION, AND EQUIPMENT: Gives properties of pres- AIR CONDITIONING GUIDE 1954; please aa ag sagas Sgr 
ent-day fuels and their combustion data. Adjustment and operation of fuel-burning understood that | may return it within 10 days, if it is not satisfactory 
equipment explained. HEAT LOSS CALCULATIONS: Includes basic formulas and ex- and you will refund my money. . , 
tensive tables for determining building heat loss for typical construction. Weather 

design conditions given for U. S. and Canadian cities. HEAT TRANSFER: Basic Name 

formulas applying to heat transfer by conduction, convection, and radiation are 

developed. Unit conductances for thermal convection for various surfaces are Address 

tabulated. Net radiation solutions for various relative positions of surfaces are 

given. HEATING SYSTEMS: Various types of steam, hot water, panel, warm City and State 


air, and all-year comfort systems described. Data for determination of pipe and 


DOCDEDORORKORETCORRRCERSEEC 





duct sizes. INDUSTRIAL AIR CONDITIONING: Design conditions given for manu = Firm 

facturing large number of products. INDUSTRIAL EXHAUST SYSTEMS: Data given 5 

for design of hoods, ducts and complete systems. INSTRUMENTS: Outlines methods : (PLEASE CHECK ONE) 

of measurement and instruments used in heating, ventilating and air conditioning r 

PANEL HEATING: A simple method for design of panel heating systems, including . CONSULTING ENGINEER - OPERATING 

snow melting. PHYSIOLOGICAL REACTIONS: Basic data and standards for com MANUFACTURING EXECUTIVE [7] UTILITY 

fort, explains reaction of human beings to atmospheric environment outside comfort [] CONTRACTOR | GOVERNMENT DEP 

range. Includes ASHVE Comfort Chart. Shows value of air conditioning in preven sf INDUSTRIAL : a 
tion and treatment of disease. REFRIGERATION: Simple presentation of different ae sea oy “<* os 
refrigeration cycles, types and functions of equipment, and controls. Outlines factors SALES ENGINEER (State Other Classifications) 
affecting use of the heat pump. RESIDENTIAL SUMMER AIR CONDITIONING: Canada and Foreign Countries Please Remit in U. S. Dollars 
Equipment arrangement, installation, operation and maintenance. Cost of owning Remittance Required With Order. Enclose [] Check or Money 
and operating = aoe eg eR sizé and type of system for use Order : 

under varied climatic conditions. YNAMICS: Simple discussion of HP 

thermodynamics in air conditioning, with illustrative problems showing use of Ne COD. coders coruphed. 
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With the help of Advertising 


The credit for the many wonderful products of our 
“‘American Way of Life’? must be divided. The Inventor, the 
Investor, the Businessman, the Worker—all rightfully 


You have this.......... Instead of this 
share that credit. BUT . . . it is Advertising that tells the 


Adverticin 
¢ story of the product; it is Advertising that whets public 


appetite for the product; and it is Advertising that helps 

Ben it sell the product. AND . . . the more product-demand that 
Advertising builds, the more products must be manufactured. 
That means Mass-Production which, in turn, means better 
products at lower prices. In short, a still higher American 

2 living standard. SO... . everyone benefits. Industry, 
Vi ryo me Business, Labor, Agriculture. But, most important of all, 

You the citizen. 
And all with the help of Advertising! 





“wa wt we 





ADVERTISING FEDERATION OF AMERICA and ADVERTISING ASSOCIATION OF THE WEST ¢ (Prepared by the Cleveland Advertising Club) 
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INNS HE TEED WEEE. Bc oc cnsic ec cecscossccescoces 272 
Affiliated Gas Equipment, Inc., Bryant Heater Div... 15 
PR SUE MM eS esd cuss cca cc succes ceecctaceees 241 
EC A Te yh esscccseveusccese 211 
*xAmerican Brass Co., The, Subsidiary of 
Anaconda Copper. SORES ae: 57 
*American Kitchens Div., AVCO J a 91 
American Radiator & Standard Sanitary Corp., 
(Plumbing & Radiator Heating Div.).............. 164 
*American Radiator & Standard Sanitary Corp., 
oe Se eS eee 19 
*American Radiator & Standard Sanitary Corp., 
a a ee 145 
WAmerican Sanitary Mig. Co............cccsccccccece 149 
American Society of Heating & Ventilating Engineers. 271 
WAmericonn Tube Products, INC... 2.0... .cccccsccvees 243 
*Anaconda Copper Mining Co., The American 
a PI So ois oro ic cance tevdeveossous 57 
ee II I eo 06 C5d e500 oo a9 essa dais ve iened 65 
oe ae 229 
Pepsmmerene Bros, TOO) CG. 6... ec cect ccc necccsces 237 
Armstrong Machine Works................0eeeeeeees 250 
pe EE oe 269 
*AVCO Mfg. Corp., American Kitchens Div........... 91 
IE RN Voie wis din cd 46.04 0 0.00 0s 850d 0 te's'oe 259 
WBarnes Manufacturing Co..........cccccscccsccccccce 199 
ENE OE Gs TUB. 5. 5 i cacavccccctecsecvesss 265 
*Beaton & Cadwell Mfg. Co., The.................0005 276 
Ro SS erry err 188 
*Berger Mfg. Div., Republic Steel Corp............... 103 
NN Si No i ois 4:5 bs 'o ceed 4g. 0 0.0003 08 n0008 250 


Better Homes & Gardens, Meredith Publishing Co. 66 .* 4 
*Boston Machine Works Co.........cccceceeeeeceseees 


SCOPE EUMEO THE, THO. 6. cscs cccccsccvscsoneres 285 
Pe RE CES Bs coo aecs des abdscccncsis 232 
Pe EN I Ie oe ci sinc egide nen eeh conse dsiges 7 
SEND BEN Nee gore acc sce is cectnccctasacetecses 22 
I Ny hls Sec clon soc te ba peeecdbaneeaad 275 


Bryant Heater Div., Affiliated Gas Equipment, Inc... 15 
*Buffalo-Eclipse Corp. ., Penberthy Injector Co., Div.... 76 


Bundy Tubing Company, Radiant Heating Div......107 
Burnham Corp., Boiler Div......2..cccscscccscsscces 101 
Caloric Stove Corporation ..........ccccccscrccccvecs 11 
MC EE, OE CRIS CG. ccc cccccccccccvecnces 112 
RGerm Co, Ths, U..5, Burner Div. «000.0500 sores 35 
Carrier Corp Sa eOEG 6a GENUINE ONL 0% ce Sd c'ewe veer sees 219 
Cast Iron Soil ae ea 169 
UNE SEES ROS, 5 oc'G otc dc oecs esd scadaccwanessoe 83 
*Chase Brass & Gamer, Sub. Kennecott Copper Corp..172 
Chevrolet Div., General Motors Corp................ 108 
Chicago Faucet Res, RU wav tele ohare + 5.0% « uaa apa 239 
Chicago Pottery SR tig de RAR pales 90 
*Church Mfg. Co., C. F., Div. American Radiator 
& Diane: Benita Com oc cca cvs cccpccscvosse 19 
Clark Div. McGraw Electric Co.............20ceee08 74 
RUN NN Ge RENNIE PEE, NDS 0.5 oops 0 c.0' snd trncccdes tly 95 
ee Ee NN IY Ces aioe ows hanes eens se ncvengcct 252 
OMNI NG, EMER DUI 6 oie 5.4 06.10 ccsieetn nts none 32 & 33 
*Conkey & Co., H. D., Field Control Div.............. 87 
*Connecticut Stamping and Bending Co., The........ 73 
See I BOR iss noc oc ines i nvantdces osc ssc 78 
Continental Can Co., Mills Plastic Pipe Div......... 156 
SL Ce PIU NO ya Cesc dvkon'ns gals sc bean oa NON 45 
SUE Nes Chto os a5.6 x> 45 Koaa et 26k <0 ac CodLaee ctwats 6 
CED SUIS UNG Sn iis 0.0905 aa cc hes white ene tapde 92 
Dayton Pump & Mfg. Co., The................. 178 & 179 
eg eh Ga iid aoa hain dei Ae lay dp hte 238 
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RE Cr MINN oes. case cesncdeascdeussas 
Domestic Engineering Catalog Directory............ 209 
Domestic Engineering Publications....... 206 & 207, 267 
Dresser Mfg. Div., Dresser Industries, Inc.......... 263 
*Dunham Co., C. PERT RR PIAL ITA 71 
*Dunkirk Radiator ee Panera er Spear 161 
Eagle Copper Products Co., Inc...........cccceeeeeees 212 
Eljer Co., Subsidiary of the Murray Corp. of America 13 
PS isiis 60g Sta ds sn wernde seeks eee 94 
PN oa os cvs di ceva tuaeveaas webeene 245 
Peer, MEG Be CO. oo ons 5 cccsiecnccesees 110 & 111 
io to Ee en ae eer tr 182 
*Field Control Div., H. D. Conkey & Co............... 87 
PE AN IN U0 Goin. 5050 .0.6 0's: c. elk. aa. 000 eis lhn’e once amare 258 
Flexonics Corp., Expansion Joint Div............... 167 
Food Machinery & Chemical Corp., 
DE RN oy iis ok 9 ce eae sei wa nenenes 183 
CN OE 9 ES a er re emer rr tee 102 
PP AE IMI is a i 9 5. cas.c on vscasives aotes deetertes 262 
ee ao oes ois olnso:sin ns awiere ald ncictd ae Vibe aioe 229 
Pe ate R IN COs nies ied ctiicec asics naces 261 
*General Electric Co., Appliance Control Dept.....96 & 97 
*General Filters, Inc RE ee rr ro eer aren eee 234 
*General Manufacturing & Distributing Co........... 263 
General Motors Corp., Chevrolet Div..............+++ 108 
ep RR 5. ora en ee Sr 222 
Gerber Plumbing Fixtures.................. 39, 40, 41, 42 
SE rr er cre eee e es 195 
Pe Os SIRO ine xd cds oon nen daniecedeesaeee 20 
NI a ae Inside Back Cover 
Se I TONING oo necvis \ Kndwcrecnstecemeetent 265 
WHammond Brass Works. ............csccsecsscececes 14 
TR POE PN Gio Fos coe cece ctecns caeheeeenee 262 
WE PERS 6 65 6 hic siecis scot caccssctaccogetpanen 261 
Damen SCOMLDOL AARDOCIRUES. ... . 265i cess séeeenaubonen 220 
ONE OG PII i666. 5.05.6 0865.08 s een nce b cree eee eeRewen 84 
*Henry Bath Tub Protector Co................0cee0e 262 
I MG Ones Fis vecscicecec dvs saccopuceeeenewees 262 
*Hoffman Specialty Mfg. Corp........ Inside Front Cover 
PNR MINN, TOS. ov ivevediancsametenentenetececs 254 
Pe ANN D NN ooo 25 5.55 .oa:e one vn Memeien 0a cee RONES 189 
Weenie EvORe Dates COs THO ods cc ce ce cceesceccesbs 253 
Pe SONS CO, IRE TOO. 6 scene cscs nesivasiens 157 
NU Oa wa ica cart ua 05 + nad Gnts:4,a0. 0.0 pineeeeerd 254 
International Nickel Co., Inc., The.................. 249 
Iron Fireman Mfg. Co., Selectemp Div............... 75 
Jann & Sa Co, THO 2 MOOIEE, occ ciccniiestesanced 225 
*Jamaica Brass Mfg. Co., Inc.............. =n alata 257 
PE er a eee ree 180 
POOR TT EE RING «5 5icle 5 dod dn Sai be winesw cite eae 170 
Pe EMIS Sia: sind. onin Naoes btn ns.be keene e 152 
WN RN oo oan cas fs ocd dene nncids cds cadebtoamal 250 
MI PE Gg ENDS ooo o 6.0 550-00 cnied cemented kinmad 242 
MES 5 6.555 6.57 009s bs vaialnnnld whence poemae 250 


Kennecott Copper Corp., Chase Brass & Copper, Sub. 172 
*Kewanee-Ross Corp., Div. American 


Radiator & Standard Sanitary Corp................ 145 
IE 6.5.5.6 <¢-0.0.5:4q.58 30 Chae e5s/4aa Oe eee 220 
ee ee eee ee 253 

MEIN aii o:5 5.55. <> Sie ald vadacn wh beidhecane nade omalal 153 
PE Os. 5 0200 t vivicrndiccn sess cekaacnevkwes et 249 
ROC NO WS) WR os ho ob nn 0's:d Xo sd a TRE eee Re 154 
*Lawler Automatic Controls, Inc..................++. 205 
PEEL WEG Rats oc hhc eRe Sine nt ldides donde aa 245 


Continued om Next Page 
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*McDonnell & Miller, Inc................0006+ Back Cover 
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Meredith Publishing Co., Better Homes & Gardens 66 - oa 
*Michigan Brass Co 


Mid-Continent Metal Products Co................... 013 
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Mills Plastic Pipe Diw., Continental Can Co.......... 156 

Milwaukee Flush Valve Co............cssecsececcees 247 
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BRIGGS BATHROOM FIXTURES ARE 
NOW AVAILABLE IN EXCITING 


CORAL 


Here’s a bright new Briggs Beautyware color— 
Coral—with loads of eye-appeal and buy-appeal 
to help you sell more fixtures! It’s a color that’s 
designed to sell on sight —selected to harmonize 
perfectly with almost endless decorator schemes. 
Added to the other Briggs Beautyware pastel 
colors—Sandstone, Sea Green, Sky Blue 
Coral gives you a selection to please any dis- 
criminating customer. It’s available in most 
models of Briggs bathroom fixtures. 


A wider selection and a new color— 


for expanded sales and new profits! 








a new calor! two new lavatories! 





BRIGGS NOW OFFERS TWO SMARTLY 
STYLED FLAT-RIM LAVATORIES IN QUALITY 


VITREOUS CHINA 


These new Briggs Beautyware flat-rim lava- 
tories are just what you need to profit from the 
fast-growing popularity of the custom-built 
bathroom. Made of sleek vitreous china, they 
are especially designed to fit today’s ‘“‘modern- 
living”’ style trends. Both have twin concealed 
front overflows, a wide anti-splash rim, a wide 
ledge extending around the bowl, twin soap 
spaces and a deep bowl for maximum water 
capacity. They are available in white and the 
four Briggs Beautyware pastel colors—includ- 
ing the glamorous new Coral! Ask your Briggs 
distributor about them now! 


© 1934 





BRIGGS MANUFACTURING COMPANY, DETROIT 26, MICHIGAN 
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Diaphragm operated—thermostatic ele- 
ment out of water at all times with ex- 
ception of during discharge period. 
With 6” extension. Available in male 


ist wedi? eemaie ares ~~ Dragsure Relief Valves 
for all HOT WATER STORAGE TANKS 
RANGE BOILERS, WATER HEATERS 


& HOT WATER SYSTEMS. 





Cadwell Caduclll Cadell 


No. 35 No. 75 No. 105 
iio No. 25E Pressure Relief Valve. Adjustable Poppet Poppet Type Pres- 
Diaphragm operated Type Pressure Re- sure Relief Valve. 
%” or &” LPS. lief Valve. 4” %” LP.S. Listed 
Listed A.G.A. L.P.S. A.G.A,. 


eee No. 25 Types No. 35, 75 and 105 can be furnished with fusible 
plug oad — relief. (Not self closing on temper- 
ature relief. 


T h B e A T eo N Perfection FLOOR & CEILING PLATES 
a The original PERFECTION 


NO. 10 Sheet Steel. Sizes 


”. Copper Tube Size 
4” to 8”. No. 11—Same 
i Screws, Copper 


Tube Sizes 14” to 3”. 
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